Merging  WorldCom,  MCI  nets  will  prove  challenging. 


By  Denise  Pappalardo  and 
David  Rohde 

New  York 

The  bidding  war  for  MCI 
Communications  Corp.  may  be 
over,  but  WorldCom,  Inc.’s  diffi¬ 
cult  job  of  blending  its  massive 
network  with  MCI’s  has 
only  begun. 

The  pend¬ 
ing  $37  billion 
buyout  of  the  No.  2 
long-distance  compa¬ 
ny  will  unite  networks  comprising 
100,000  route  fiber  miles,  a 
hodgepodge  of  network  equip¬ 
ment  and  a  service  portfolio  that 
runs  the  gamut. 

WorldCom  and  MCI  executives 
here  said  the  combined  compa¬ 
ny,  to  be  named  MCI  WorldCom, 
will  foster  increased  competition 
in  local  and  long-distance  mar¬ 
kets  as  well  as  drive  down  costs 
and  introduce  new  services. 

These  are  bold  claims,  but  if 


any  company  is  up  to  the  task,  it 
is  WorldCom.  After  all,  the  com¬ 
pany  has  built  itself  into  a  tele¬ 
com  giant  over  the  past  decade 
by  snapping  up  some  50  other 
carriers  and  tying  all  the  net¬ 
works  together. 

WorldCom  knows 
how  to  converge 
networks,  but 
it  has  not  dealt 
with  a  company  close  to 
the  size  of  MCI,  said 
Traver  Kennedy,  manager  direc¬ 
tor  at  Aberdeen  Group,  Inc.,  a 
Boston  consulting  firm.  MCI 
WorldCom  is  predicting  a  lot  of 
cost  savings  based  on  economies 
of  scale,  but  it  remains  to  be  seen 
if  they  will  be  able  to  pull  it  off, 
he  said. 

Brave  new  WorldCom 

WorldCom  has  a  showy  CEO  in 
Bemie  Ebbers,  but  until  recendy 
See  MCI  WorldCom,  page  10 


MU  MERGER 
COVERAGE  INSIDE 


©  Pundits  let  loose 

The  Yankee  Group's  Howard 
Anderson,  TeieChoice’s  Christine 
Heckart,  Attorney  Ellen  Block  and 
Information  Age  Economics’  Alan 
Pearce  dissect  the  deal.  Their 
analyses  begin  on  page  13. 

$  The  executives  have  their  say 

Our  interviews  with  WorldCom  COO 
John  Sidgmore  and  MCI  President 
Tim  Price.  Pages  10  and  11. 

$  MCI  to  hike  rates 

The  carrier  plans  to  raise  private 
line  prices  across  the  board  by 
about  4%  in  two  weeks.  Page  10. 


BACKBONE:  abit  Ethernet 

or  ATM?  Step  into  our  lab 


Part  Two  looks  at 
the  ambiguities  built 
into  the  Telecom  Act 
and  questions  the 
effectiveness  of  the 
FCC’s  decision-making 
processes.  Page  59. 
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Cabletron  to  put 
its  hands  on  DEC? 


By  Tim  Greene  and 
Robin  Schreler  Hohman 

Rochester,  N.H. 

Cabletron  Systems,  Inc.  seems 
about  ready  to  give  in  to  the  new 
rules  of  competitive  warfare  in  the 
internetwork  equipment  market. 

After  sitting  on  the  sidelines 
watching  Cisco  Systems,  Inc.,  Bay 
Networks,  Inc.  and  3Com  Corp. 
bulk  up  by  buying  other  compa¬ 
nies,  Cabletron  reportedly  is 
close  to  buying  Digital  Equip¬ 
ment  Corp.’s  network  division. 

The  deal,  worth  about  $400 
million  to  $500  million,  would 
give  Cabletron  the  equipment 
it  needs  to  help  build 
large  backbone  networks,  includ¬ 
ing  those  of  telephone  carriers 


and  Internet  service  providers. 

The  crown  jewel  of  the  acqui¬ 
sition  would  be  Digital’s  GIGA- 
switch  platform,  which  Cabletron 
See  Cabletron,  page  102 


t  *  •The  latest  on  the 
Cabletron  deal 


•  Digital  and  Cable¬ 
tron  financial  news 
•The  transcript  of  an 
interview  with 
Cabletron 
CEO  Don 
Reed 


Windows  terminals  face 
tough  Comdex  questions 


By  John  Cox 

Las  Vegas 

The  newly  minted  Windows 
thin  clients  on  display  this  week 
at  Comdex/Fall  ’97  may  be 
cheaper  and  simpler  to 
run  than  PCs.  But 
they’re  likely  to  be  just  as 
complicated  to  buy. 

That’s  because  they 
are  offered  with  different  con¬ 
figurations,  options  and  stan¬ 
dard  features,  all  of  which  can 
affect  performance  —  espe¬ 
cially  graphics  performance  — 
and  manageability. 


At  least  six  vendors  at  Comdex 
will  be  showing  new  terminal 
products,  including  some  proto¬ 
types  bearing  the  label  “Windows- 
based  Terminal,”  or  WBT. 


A  “Windows  terminal,”  which 
you  can  buy  now,  includes  a  mon¬ 
itor,  keyboard,  CPU  to  render 
graphics  locally,  compact  operat¬ 
ing  system  and  RAM. 

See  WBT,  page  100 


SI  COMDEX 


AS/400:  New  Java  megaserver 


By  Marc  Songinl 

When  you  think  of  the 
AS/400  you  probably  conjure  up 
an  image  of  a  sturdy  old  mini¬ 
computer  with  a  huge  stable  of 
stodgy,  reliable  programs.  But 
IBM  wants  you  to  think  of  some¬ 
thing  a  bit  more  jazzy  —  like  a 
cappuccino  machine. 

To  create  that  new  image,  IBM 
plans  to  turn  its  stalwart  machine 


into  a  high-performancejava  serv¬ 
er.  The  key  is  a  new  software  pack¬ 
age,  set  to  enter  beta  testing  in  the 
next  few  weeks,  which  includes 
a  Java  Virtual  Machine  (JVM). 

See  AS/400,  page  100 


Sun  awaits  results  on 
Java  standard  vote. 
Page  102. 


Merging  WorldCom,  MCI  nets  will  prove  challenging. 


By  Denise  Pappalardo  and 
David  Rohde 

New  York 

The  bidding  war  for  MCI 
Communications  Corp.  may  be 
over,  but  WorldCom,  Inc.’s  diffi¬ 
cult  job  of  blending  its  massive 
network  with  MCI’s  has 
only  begun. 

The  pend¬ 
ing  $37  billion 
buyout  of  the  No.  2 
long-distance  compa¬ 
ny  will  unite  networks  comprising 
100,000  route  fiber  miles,  a 
hodgepodge  of  network  equip¬ 
ment  and  a  service  portfolio  that 
runs  the  gamut. 

WorldCom  and  MCI  executives 
here  said  the  combined  compa¬ 
ny,  to  be  named  MCI  WorldCom, 
will  foster  increased  competition 
in  local  and  long-distance  mar¬ 
kets  as  well  as  drive  down  costs 
and  introduce  new  services. 

These  are  bold  claims,  but  if 


any  company  is  up  to  the  task,  it 
is  WorldCom.  After  all,  the  com¬ 
pany  has  built  itself  into  a  tele¬ 
com  giant  over  the  past  decade 
by  snapping  up  some  50  other 
carriers  and  tying  all  the  net¬ 
works  together. 

WorldCom  knows 
how  to  converge 
networks,  but 
it  has  not  dealt 
with  a  company  close  to 
the  size  of  MCI,  said 
Traver  Kennedy,  manager  direc¬ 
tor  at  Aberdeen  Group,  Inc.,  a 
Boston  consulting  firm.  MCI 
WorldCom  is  predicting  a  lot  of 
cost  savings  based  on  economies 
of  scale,  but  it  remains  to  be  seen 
if  they  will  be  able  to  pull  it  off, 
he  said. 

Brave  new  WorldCom 

WorldCom  has  a  showy  CEO  in 
Bemie  Ebbers,  but  until  recently 
See  MCI  WorldCom,  page  10 
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C  Pundits  let  loose 


The  Yankee  Group's  Howard 
Anderson,  TeleChoice’s  Christine 
Heckart,  Attorney  Ellen  Block  and 
Information  Age  Economics’  Alan 
Pearce  dissect  the  deal.  Their 
analyses  begin  on  page  13. 

•  The  executives  have  their  say 

Our  interviews  with  WorldCom  COO 
John  Sidgmore  and  MCI  President 
Tim  Price.  Pages  10  and  11. 

•  MCI  to  hike  rates 

The  carrier  plans  to  raise  private 
line  prices  across  the  board  by 
about  4%  in  two  weeks.  Page  10. 
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The  Moral: 

Call  WilTel  if  you  want  the  problem  taken  care  of  before  you  know  it’s  a  problem. 


twork  problem  the  second  it  happens.  But  with  our 
tat  we  do.  Then  we  either  fix  the  problem  remotely, 
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stomers’  networks.  But  if  this  still  sounds  too  good  to  be  true,  just 
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1.888.9WilTel  www.wiltel.net 
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“Sometimes  you 
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find  an  exceptional 
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MarkVision™  -  software  that  lets  you  manage 
your  network  printers  from  your  PC.  So  you  can 
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before  they  cause  problems  and  wasted  time. 
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your  total  printing  costs. 

Before  your  competition  gets  the  jump  on  you, 
call  us  at  1-800-LEXMARK  (800-539-6275)  or 
visit  us  at  www.iexmark.com.  And  learn  more 
about  keeping  your  productivity  out  in  front. 


Speed  that  really  RIPs  on  tough,  complex  jobs, 
in  a  printer  family  with  an  unparalleled  level  of 
value:  the  new  Lexmark  Optra™ S  1620  and 
2420  network  laser  printers  are  a  whole  new, 
bold  new  breed  of  high  performance  machines. 

An  ingenious  dynamic  controller  architecture 
sprints  through  difficult  documents  and  supports 
all  major  network  environments.  (PCL®  6  and 
PostScript  Level  2  emulations  are  included  right 
out  of  the  box.)  You  also  get  Lexmark’s  exclusive 
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Microsoft  takes  some  lumps 


Not  ready  for  prime  time  software 

Sun  Microsystems,  Inc.’s  SunSoft  division  officials  last  week  said 
i  v  suits  of  a  recentjava  benchmark  test  of  its  Solaris  2.6just-in-time 
eompilerwere  part  of  an  internal  engineering  prototype  that 
should  not  have  been  made  public.  Sun  marketing  officials  last 
month  announced  that  the  CaffeineMark  3.0Java  benchmark  test 
by  Pendragon  Software,  Inc.  showed  that  Solaris  2.6  ranjava  appli¬ 
cations  50%  faster  than  Windows  NT.  Sun  later  acknowledged  that 
engineers  had  rigged  the  compiler  to  look  for  a  specific  chunk  of 
code  in  the  benchmark  software,  artificially  enhancing  test 
results. 

Eilison  on  Apple  (and  Oracle) 

H  Apple  Computer,  Inc.  is  working  with  Oracle  Coqx  to  build  a 
network  computer  (NC)  thatwill  be  released 
by  the  end  of  the  first  quarter  of  1 998,  said 
Larry  Ellison,  chairman  and  CEO  of  Oracle 
Corp.,  last  week.  ‘  ‘There  will  be  a  Mac  NC  in 
the  sub-$  1,000  range,”  Ellison  said.  Apple’s 
NC,  expected  to  be  a  stripped-down  version  of 
the  Apple  Macintosh,  will  be  released  in 
March,  but  Ellison  declined  to  elaborate  fur¬ 
ther.  He  also  said  Apple’s  future  lies  with  the 
development  of  its  Macintosh  operating  sys¬ 
tem,  notwith  Rhapsody,  the  operating  system 
Apple  developed  from  Next  OS,  which  was  derived  from  its  acqui¬ 
sition  lastyear  of  Next  Software,  Inc. 

In  addition,  Ellison  said  Oracle  is  developing  its  own  imple¬ 
mentation  ofjavaforits  database  software.  “Oracle  8.1  will  have 
Java  built  into  it  that  doesn’t  contain  a  single  line  of  Sun  code,  ’  ’  he 
said,  but  declined  to  discuss  details. 

One  of  our  routers  is  missing 

■  Last  week  was  a  busy  week  for  Cisco  Systems,  Inc.  First,  the 
company  announced  that  aerospace  giant  Boeing  Co.  pur¬ 
chased  $124  million  worth  of  Cisco  routers  and  switches  for 
what  Boeing  called  “one  of  the  largest  LAN  switching  networks 
in  the  world.”  Then  the  company  unveiled  a  new  $15, 000  Versa¬ 
tile  Interface  Processor  (VIP)  moduleforits7500routerthat 
boosts  switching  performance  by  50%  over  previous  VIPs.  Cisco 
also  had  to  quash  the  rumors  being  spread  by  Extreme  Networks, 
Inc.  that  the  forthcoming  “Milan”  Gigabit  Ethernet  switch 
would  be  called  the  Catalyst  10000  ( NW,  Sept.  29,  page  1).  “I’ve 
never  heard  of  the  Catalyst  1 0000,”  a  Cisco  spokeswoman  said. 
“It’s  notin  our  numbering  scheme.  [Extreme]  musthavemade 
up  a  number.” 


By  Scott  Lajoie 

Washington,  D.  C. 

Where  do  you  want  to  go 
tomorrow? 

According  to  speakers  at  what 
some  called  an  anti-Microsoft 
conference  here,  it  should  not 
be  where  the  software  giant 
forces  you  to  go. 

‘  ‘Appraising  Microsoft  and  Its 
Global  Strategy,”  a  two-day  con¬ 
ference  organized  by  longtime 
consumer  advocate  Ralph 
Nader,  capped  off  a  week  of  pub¬ 
lic  attacks  on  Microsoft  Corp. 
regarding  its  alleged  anticom¬ 
petitive  business  strategies. 

Hoping  to  bring  more  public 
dialogue  about  antitrust  prac¬ 
tices  in  the  high-tech  industry  to 
the  fore,  conference  speakers 
from  a  wide  range  of  associations 
and  computer  companies  criti¬ 
cized  Microsoft  for  its  domina¬ 
tion  of  the  operating  system, 
browser  and  online  content 
markets. 

Despite  numerous  invita¬ 
tions,  Bill  Gates  and  other  Micro¬ 
soft  officials  declined  to 
participate  in  what  they  called 
“a  kangaroo  court  [that  made] 
no  pretense  of  presenting  an 
objective  or  balanced  treatment 
of  the  issues.” 

Sun  Microsystems,  Inc.’s  CEO 
Scott  McNealy  delivered  the  key¬ 
note,  emphasizing  that  the  gov¬ 
ernment  should  be  ready  to 
intervene  when  a  player  takes 
unfair  advantage  of  its  market 
position.  “Do  we  want  the  engi¬ 


neers  in  Redmond  determining 
the  future  of  the  Internet,  or  do 
we  want  the  engineers  of  the 
planet  determining  the  future  of 
the  Internet?”  McNealy  asked. 

Gary  Reback,  the  lawyer 
who  halted  Microsoft’s  acquisi¬ 
tion  of  Intuit,  Inc., 
the  publisher  of 
the  financial  appli¬ 
cation  Quicken, 
and  Roberta  Katz, 
general  counsel  of 
Netscape  Commu¬ 
nications  Corp., 
painted  a  grim  pic¬ 
ture  of  a  Microsoft-controlled 
future. 

For  example,  Reback  said 
Microsoft  was  “up  to  the  same 
old  dirty  tricks”  by  forcing  OEMs 
to  carry  Internet  Explorer  on 
their  desktops  through  contract¬ 
ing  agreements. 

He  also  said  the  most  subtle 
strategic  maneuvers,  such  as 
positioning  Microsoft  online 
content  sites  on  Explorer’s 
opening  page,  have  profound 
consequences.  “Research  shows 
that  people  use  the  first  page 
they  see  and  rarely  change  it,” 
he  said. 

Microsoft  preempted  the  con¬ 
ference  with  an  editorial  penned 
by  Bill  Gates  in  The  Wall  Street 
Journal  attempting  to  support  its 
actions  in  the  face  of  the  impend¬ 
ing  Department  of  Justice  law¬ 
suit.  Microsoft  also  posted  its 
response  to  the  Justice  Depart¬ 
ment  on  its  Web  site. 


“Supporting  Internet  brows¬ 
ing  in  Windows  is  a  logical  incre¬ 
mental  step  in  the  evolution  of 
the  operating  system,”  Gates 
said  in  the  editorial. 

Microsoft  received  a  boost  of 
support  from  a  coalition  of  Win¬ 


dows  NT  users.  Claiming  they 
were  not  corporate  spin  doctors, 
but  representatives  of  consum¬ 
ers  worldwide,  a  panel  of  nine 
Microsoft  supporters  gave 
speeches  and  answered  ques¬ 
tions.  They  were  seated  in  front 
of  a  banner  that  read,  “Ralph 
Nader  Doesn’t  Speak  for  ME!  ” 

“[The  anti-Microsoft  voices] 
are  out  of  touch,”  said  Charles 
Kelly,  president  of  the  World¬ 
wide  Association  of  NT 
User  Groups,  Inc.  “Saying  that 
Microsoft  is  bad  for  consumers 
is  like  saying  that  small-business 
development  is  bad  for  the 
economy.” 

“This  conference  doesn’t 
represent  the  consumer,”  said 
Mike  Sax,  president  of  Sax 
Software  Corp.  “I  don’t  use 
political  lobbying  to  win  my 
customers.  I  listen  to  them. 
Satisfying  their  needs  is  the  key 
to  success.”  ■ 


'‘When  you  are  robbed , 
you  call  the  police.  ” 

Roberta  Katz. 

general  counsel  for  Netscape, 
on  the  impression  that  the  government 
essentially  is  fighting  Netscape's  battles. 


Rockwell  sues  Bay  over  56K  modem  technology 


Solving  Gigabit  Ethernet’s  dirty  little  secret 

■  The  IEEE  802. 3z  committee  last  week  met  in  Montreal  to 
discuss,  among  other  topics,  the  multimode  fiber  distance 
problem  (ATLNov.  10,  page  1).  It  turns  out  they  will  tweak  the 
802. 3z  standard  in  order  to  ‘  ‘blank  out”  the  differential  delay 
condition  that  has  been  limiting  Gigabit  Ethernet  to  1 00  meters 
over  multimode,  said  Brian  Macleod,  director  of  marketing  at 
Packet  Engines,  Inc.,  in  Spokane,  Wash.  Manufacturers  of  laser 
transceivers  then  can  test  their  products  against  this  specifi¬ 
cation  to  achieve  802.3z  compliance,  which  mandates  that 
Gigabit  Ethernet  should  be  able  to  reach  at  least  260  meters  over 
multimode  fiber. 

Retooling  Madge 

9  Look  for  big  changes  next  week  at  Madge  Networks,  Inc.,  as  the 
company  plans  to  announce  the  return  of  the  name  LANNET  to 
its  Ethernet  products  division.  It  then  plans  to  spin  it  off  as  a  sub¬ 
sidiary,  sources  said. 

Madge,  based  in  Sanjose,  Calif.,  acquired  Tel  Aviv-based  LAN- 
NET,  Inc.  in  1 995  for  approximately  $300  million  in  stock.  LAN- 
NET  brought  Ethernet  switches  to  Madge,  which  produces 
stackable  hubs,  adapter  cards,  token-ring  switches  and  desktop 
ATM  equipment.  Madge  also  is  readying  a  new  family  of  high¬ 
speed  switches.  Additional  details  were  unavailable. 


By  Tim  Greene 

Bay  Networks,  Inc.  has  just 
what  everyone  wants:  a  way  to 
support  all  forms  of  56K  bit/sec 
modems  on  a  single  access 
platform.  Everyone,  that  is, 
except  Rockwell  Semiconductor 
Systems. 

Rockwell  claims  that  by  sell¬ 
ing  cards  that  support  the  two 
existing  56K  bit/sec  modem 
technologies,  Bay  is  breaking 
a  licensing  agreement  with 
Rockwell.  Rockwell  backed  that 
argument  with  a  lawsuit  seeking 
that  Bay  not  use  Rockwell’s 
K56flex  modem  technology  or 
the  K56-flex  name  in  products 
that  are  interoperable  with 
modem  technology  from  rival 
3Com  Corp. 

Bay  says  the  lawsuit  filed  last 
week  in  California  is  less  about 
licensing  and  more  about  Rock¬ 
well’s  desire  to  control  the  mar¬ 


ket  and  limit  customer  choice. 

Bay  has  announced  two  new 
56K  bit/sec  modem  cards  for  its 
MSX  5000  chassis,  one  based  on 
Rockwell’s  K56flex  modem  tech¬ 
nology  and  the  other  based  on 
rival  x2  technology  from  3Com. 


56K  flap 


“[Bay’s]  wrongful  conduct  is 
causing  extreme,  irreparable 
and  immeasurable  injury  to 
Rockwell. ...” 

Rockwell  lawsuit  against  Bay 
“Rockwell  is  showing  their 
ill  will,  largely  toward  the 
customers  out  there.” 

John  Sieg,  vice  president, 

Bay  signal  processing  group 

With  both  cards  in  the  MSX 
5000  chassis,  customers  could 
use  one  box  to  support  users  of 
any  56Kbit/ sec  modem. 

But  if  Rockwell  gets  its  way, 


users  will  have  to  use  two  sepa¬ 
rate  hardware  platforms  if  they 
want  to  support  a  mix  of  x2  and 
K56flex  callers.  Bay  maintains 
the  two  modem  cards  are  sepa¬ 
rate  products  and  do  not  afford 
interoperability.  It  dismissed  the 
action  as  a  nuisance  lawsuit. 

Bay  says  that  it  could  have 
designed  a  single  modem  that 
supported  K56flex  and  x2,  but 
that  would  have  created  an  inter¬ 
operable  K56flex-x2  product. 
Bay  said  it  thinks  all  56K  modems 
should  interoperate  the  way  they 
would  if  there  actually  were  a  56K 
bit/sec  modem  standard.  “But 
short  of  a  standard  to  support, 
the  best  thing  to  do  was  support 
both  products,”  said  Jon  Sieg, 
vice  president  of  Bay’s  signal  pro¬ 
cessing  group. 

Bay  said  it  planned  to  release 
its  RAC  5399  56Kbit/sec  modem 
cards  by  year-end.  ■ 
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Award-winning  10/i0GMbps 

adapters,  including  the  new 
EtherExpress  PRO/ i 00+  PCI  adapter 
with  Adaptive  Technology  and  a 
new  family  of  10/100Mhps 
cards  for  mobile  PCs. 


IKTEL  KETPOBTEKPIIESS™ 

pru/iob  print  servers 

Fast  Ethernet  10/I00Mbps  printing,  now 
with  Web-based  remote  management 
and  even  faster  throughput. 


INTEL  EXPRESS  10/100  STACKABLE  HOBS 

The  10/1 00Mbps  hub  for  a  flexible 
transition  to  Fast  Ethernet. 


INTEL  EXPRESS  SWITCHES 

A  complete  switching 
solution  from  the  desktop 
throughout  the  campus. 


INTEL  EXPRESS  ROOTERS 

WAN  connectivity  made  simple. 


If  bandwidth  problems  are  stressing 
your  network,  Intel  has  relief  for  you. 
Our  family  of  hubs,  switches,  routers, 
adapters  and  print  servers  lets  you  turn 
up  the  bandwidth  when  you  need  to. 

Now  we’ve  added  a  new,  higher 
performance  10/ 100Mbps  adapter  with 
Adaptive  Technology,  a  10/ 100Mbps 


mobile  adapter  +  56K  modem  in  a 
single  plug-and-play  card,  and  the  new 
NetportExpress™  print  server  with  Web- 
based  remote  management  software. 
And  our  10/ 100Mbps  products  are  still 
offered  at  prices  comparable  to 
lOMbps-only  products. 

For  the  latest  product  information 


and  pricing,  and  to  find  out  how  our 
Fast  Ethernet  Trade-Up  Program  can 
save  you  a  bundle,  visit  our  Web  site 
or  call  1-800-538-3373,  extension  613. 

^  www.intel.com/network/fe4.htm 

intet. 


News 


3Com  readies  top-of-the-line  switch 

O  reBuilder  9000  to  handle  both  ATM  and  Gigabit  Ethernet  traffic. 


\  Sy  Robin  Schreier  Hohman 

Santa  Clara,  Calif. 

3Com  Corp.  this  week  will 
announce  plans  for  its  most  pow¬ 
erful  switch  ever,  a  device  that 
will  boast  a  switching  capacity  20 
times  that  of  the  company’s  cur¬ 
rent  top-of-the-line  device. 

The  CoreBuilder  9000  will 
enable  3Com  customers  to  scale 
up  their  backbones,  while  giving 
the  company  aformidable  switch 
to  rival  high-end  offerings  from 
companies  such  as  Bay  Net¬ 
works,  Inc.,  Cabletron  Systems, 
Inc.  and  Cisco  Systems,  Inc. 

The  16-slot  chassis  eventually 
will  support  hundreds  of  622M 
bit/sec  ATM  and  Gigabit  Ether¬ 
net  ports.  It  also  will  have  a 
switching  capacity  of  more  than 
100G  bit/sec  and  an  IP  routing 
forwarding  rate  of  56M  packet/ 
sec.  3Com’s  current  high-end 
swatches,  the  CoreBuilder  7000- 
HD  for  ATM  and  the  Core¬ 
Builder  5000  for  Ethernet,  have 


By  Paul  McNamara 

Las  Vegas 

Only  18  months  after  enter¬ 
ing  the  e-mail/groupware  fray, 
Microsoft  Corp.  already  has 
taken  solid  hold  of  the  market’s 
No.  2  position  and  is  set  to  ship 
its  third  major  release  at  this 
week’s  Comdex/Fall  ’97  trade 
show. 

While  Exchange  critics,  pri¬ 
marily  Microsoft  competitors, 
continue  to  harp  on  its  alleged 
shortcomings,  scalability  limits, 


stability  woes  and  administra¬ 
tion  challenges,  unswayed  cor¬ 
porate  customers  are  flocking  to 
the  platform  in  droves. 

A  recent  survey  of 255  organi- 


switching  capacities  of  5G  bit/ 
sec  and  2G  bit/sec,  respectively. 

The  CoreBuilder  9000  in¬ 
cludes  all  new  Application  Spe¬ 
cific  Integrated  Circuits,  as  well 
as  a  redundant  star-wired  matrix 
that  replaces  the  shared  bus 


architectures  of  3Com’s  past 
switches,  said  Ron  Sege,  senior 
vice  president  of  3Com’s  $2  bil¬ 
lion  Enterprise  Business  Unit. 

Customers  and  analysts  were 
impressed  with  the  planned 
switch,  which  will  be  rolled  out  in 
phases  beginning  in  April  1998. 


"-S3  COMDEX 

zations  in  the  U.S.  and  Europe 
showed  that  28%  already  have 
deployed  Exchange  for  e-mail 
use,  according  to  Mark  Levitt, 
research  manager  for  Collabora¬ 
tive  and  Intranet  Computing  at 
International  Data  Corp.,  a  mar¬ 
ket  research  firm  in  Framing¬ 
ham,  Mass.  That  penetration  is 
“remarkable  for  a  product  that 
was  released  only  a  year  and  a 
half  ago,”  he  said. 

As  it  rolls  out  Ex¬ 
change  Server  5.5  amidst 
the  neon  and  clamor  of 
Comdex,  Microsoft  pub¬ 
licly  is  claiming  an 
installed  base  of  7.2  mil¬ 
lion  seats  as  of  the  third 
quarter’s  end.  “And  we 
had  a  record-breaking 
first  month  of  the  fourth 
quarter,”  said  Rob  Shur- 
tleff,  Microsoft’s  lead 
product  manager. 

Exchange  5.5  in¬ 
cludes:  a  larger  message 
store;  Microsoft  Cluster 
Server  support  that  lets  one 
server  take  over  for  another;  a 
scripting  agent  that  lets  users 
create  collaborative  applications 
and  simple  workflowr;  and  an 


“[The  CoreBuilder  9000  will 
be]  the  right  product  for  this 
site,  because  it’s  going  to  have 
the  performance  that  will  be 
needed  through  the  year  2000,” 
said  Peter  Bissonet,  a  communi¬ 
cation  design  analyst  for  Lock¬ 


heed  Martin.  He  currently  is 
working  at  the  General  Dynam¬ 
ics  Defense  Systems  site  in  Pitts¬ 
field,  Mass.,  which  runs  six 
CoreBuilder  5000  switches. 

The  site’s  bandwidth  de¬ 
mands  are  growing,  primarily 
because  of  increased  use  of  cli- 


enhanced  ability  to  recover 
deleted  messages. 

While  still  only  half  the  size 
of  Lotus  Development  Corp.’s 
Lotus  Notes  base,  which  contin¬ 
ues  to  double  yearly,  the  gap 
clearly  is  narrowing  as  momen¬ 
tum  continues  to  build  behind 
Exchange,  according  to  industry 
experts.  They  cite  reseasons  for 
Exchange’s  popularity  as:  over¬ 
all  satisfaction  with  the  Ex¬ 
change  architecture  and  perfor¬ 
mance  —  a  coattail  effect  from 
the  success  of  Windows  NT  — 
and  a  growing  desire  on  the  part 
of  corporations  to  standardize 
using  a  single  vendor’s  products. 

However,  competitors  charge 
Microsoft  with  inflating  its 
Exchange  numbers,  in  particu¬ 
lar  with  regard  to  large  deploy¬ 
ments.  Microsoft  counters  the 
charges  by  pointing  to  the 
92,000  Exchange  seats  at  Gen¬ 
eral  Electric  Co.,  the  55,000  seats 
at  Digital  Equipment  Corp.  and 
the  36,000  at  Dow  Chemical  Co. 

“Our  relationship  with  the 
Microsoft  team  has  been  pretty 
positive,  both  from  the  support 
side  and  with  the  development 
group,”  said  John  Kenerman, 
technology  leader  at  GE  in 
Cleveland. 

GE  has  rolled  out  its 


ent/  server  and  CAD  applica¬ 
tions,  Bissonet  said.  The  Core¬ 
Builder  9000  is  the  right 
approach  be-cause  “the  modu¬ 
larity  will  allow  [the  site]  to 
increase  the  performance  of  the 
unit  as  the  need  arises  within  the 
LAN,”  he  said. 

“The  whole  speed  and  feed 
story  is  pretty  amazing  in  terms 
of  its  capacity,”  said  Michael 
Speyer,  program  manager  at  The 
Yankee  Group,  a  consulting  firm 
in  Boston.  3Com’s  plan  to  scale 
the  backplane  “is  very  nice 
because  it  gives  the  end  user 
some  semblance  of  product  lon¬ 
gevity,”  he  said. 

“For  3Com,  this  is  a  very 
important  product  in  terms  of 
trying  to  get  themselves  estab¬ 
lished  at  the  core  of  the  enter¬ 
prise  network,”  Speyer  said. 

3Com’s  new  switch  can  be 
managed  using  the  company’s 
TranscendWare  software,  en¬ 
abling  customers  to  set  policies 
for  reserving  bandwidth  for  spe¬ 
cific  applications  and  end  users 
or  giving  certain  applications 
priority  over  others. 

The  CoreBuilder  9000  chassis 
for  ATM  starts  at  $41 ,000,  and  a 


Exchange  seats  on  300  servers 
across  12  companies,  which  rep¬ 
resents  roughly  80%  of  its 
expected  deployment. 

“As  with  anything,  there  have 
been  a  few  rough  patches  here 
and  there,  but  in  general  [the 
transition]  has  been  smooth. 
Once  you  getyour  first  thousand 
[installed]  in  a  business,  it  seems 
to  settle  down  and  go  well  from 
there,”  Kenerman  said. 

Another  customer,  David  Byr- 
kit,  e-mail  manager  at  ITT  Avion¬ 
ics,  Inc.,  in  Clifton,  N.J.,  believes 
that  administrative  complexity 
remains  an  Exchange  weakness, 
but  his  overall  satisfaction  level  is 
“especially  high.  ” 

According  to  one  competitor, 
current  and  potential  Exchange 
customers  are  not  seeing  the  full 
scope  of  the  workload  that  lies 
ahead  for  them  as  Microsoft 
readies  a  1998  Exchange  up¬ 
grade,  code-named  Platinum, 
which  will  be  closely  tied  to  the 
Windows  NT  5.0  release  and  its 
Active  Directory.  ■ 


CORRECTION 

Due  to  a  printer’s  error, 
the  wrong  photo  ran  with  a 
story  on  Federal  Com¬ 
munications  Commission 
Chairman  William  Ken- 
nard  in  a  story  on  Page  17 
of  the  Nov.  10  issue. 


dual-port  ATM  OC-12  module 
costs  $10,000.  It  is  scheduled  to 
ship  next  April.  The  chassis  for 
Gigabit  Ethernet  starts  at 
$35,000,  and  a  dual-port  Gigabit 
Ethernet  module  costs  $4,000.  It 
is  scheduled  to  ship  nextjune. 

©3Com:  (408)  764-5000 
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Microsoft’s  Exchange  rate  on  the  rise 

Software’s  third  major  release,  version  5.5,  to  be  released  at  Comdex/Fall  ’97. 


NEW  IN  EXCHANGE  5.5 

®  Message  store  increases  S 
from  16G  bytes  to  the 
maximum  the  hardware 
allows. 

®  Microsoft  Cluster  Server  support. 

®  A  scripting  agent  for  collaborative 
applications  and  simple  workflow. 

®  Enhanced  ability  to  recover  deleted 
messages. 

©  S/MIME,  X.509  3.0  certificates,  IMAP4 
and  LDAP  3.0.  support. 


CoreBuilder  9000  features: 

87.5G  bit/sec  backplane  capacity 

Wire-speed  IP  routing  at  up  to  56M 
packet/sec 

Up  to  112  0C-12  (622M  bit/ sec)  ports 

... 

Up  to  126  Gigabit  Ethernet  ports 

• 

16  slots 
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What  if  you  could  make  your  road 
to  ATM  significantly  smoother 


The  road  between  Frame  Relay  and  ATM  can 
be  rough.  It  can  also  be  nearly  impassable, 
because  many  network  components  still  make 


you  choose  between  the  two  leading 
standards.  With  the  Alcatel  1100 
/§  HSS®  multiservice  WAN  switch 
from  Alcatel  Data  Networks,  you 
can  support  either  Frame  Relay,  ATM  or  both 
protocols  simultaneously  in  one  flexible  platform. 
With  standards-compliant  and  carrier-class 
features  that  let  you  maintain  full  interoperability 
with  yesterday's  systems,  while  paving  the  way 
to  tomorrow's.  Smoothly.  To  learn  more,  call 


1-888-ADN-2500  or  (703)  724-2878,  or 
visit  http://www.adn.alcatel.com. 


MCI  WorldCom 

Continued  from  page  1 

the  company  has  kept  a  fairly  low  profile. 

Things  started  to  change  last  year 
when  WorldCom  bought  out  competitive 
local  exchange  carrier  MFS  Communica¬ 
tions  Company,  Inc.  and  gobbled  up 
Internet  service  behemoth  UUNET 
Technologies.  WorldCom  then  kept  itself 
in  the  spotlight  by  announcing  plans  to 
buy  parts  of  America  Online,  Inc.  and 
CompuServe,  Inc.  earlier  this  fall.  By  the 
time  the  MCI  bid  was  launched,  World¬ 
Com  and  its  broad  portfolio  of  local 
exchange,  Internet  and  data  services 
were  becoming  pretty  well  known. 

WorldCom  is  hoping  that  its  efforts  in 
the  local  loop  will  soon  make  the  com¬ 
pany  a  household  name. 

The  company’s  strategy  has  been  to 
buy  carriers  that  already  have  spent  the 

money  to  get 

ST’S  BUYBACK 
PLAN 

BT  last  week  said  it 
will  buy  back  MCl’s 
24.9%  stake  in 
Concert,  giving  BT 
total  ownership  of  the 
global  services 
business.  BT  also  sold 
its  20%  investment  in 
MCI  to  WorldCom  for 
$7  billion. 


fiber  in  the 
ground.  That  is 
the  case,  for 
instance,  with 
Brooks  Fiber 
Properties,  Inc. 
in  St.  Louis, 
a  company 
WorldCom  re¬ 
cently  announ¬ 
ced  plans  to 
buy  for  more 
than  $2  billion. 
When  the  MCI 
and  other  pen¬ 
ding  acquisi¬ 


tions  are  completed,  WorldCom  will  have 
a  total  of  30,000  route  fiber  miles  solely 
dedicated  to  local  services. 

The  combination  of  WorldCom, 
Brooks  Fiber  and  MCI  local  phone  facili¬ 
ties  will  cover  nearly  90%  of  the  local  ser¬ 
vice  areas  in  the  U.S.,  saidjohn  Sidgmore, 
chief  operating  officer  at  WorldCom  and 
CEO  at  UUNET. 


BT  s  Chairman 
lain  Vallance 
promised  MCI 
directors  that 
he  would  resign 
if  the  deal  did 
not  go  through, 
according  to  an 
August  25  New 
York  Times 


WorldCom’s  local  loop  strategy  con¬ 
trasts  with  that  of  MCI,  which  has  learned 
the  hard  way  that  building  out  local  net¬ 
works  can  be  expensive.  In  deploying  its 
MCI  Metro  service,  the  company  has 
incurred  deep  losses,  including  about 
$800  million  in  the  pastyear. 

Among  the  users  who  were  most  bull¬ 
ish  on  the  merger  were  those  who  have 
sampled  MCI’s  recently  introduced  local 
service.  Many  users  said  they  have  been 
confined  in  the  amount  of  local  business 
they  can  throw  MCI’s  way  for  various  rea¬ 
sons,  the  most  important  of  which  is 


Right  out  of  the  gate,  an  MCI  price  hike 


Cost  savings  from  the  MCI  Communications  Corp. /WorldCom,  Inc.  merger 
may  be  far  off  . 

MCI  is  raising  private-line  prices  across  the  board  by  about  4%  on  Dec.  1 , 
according  to  documents  filed  at  the  Federal  Communications  Commis¬ 
sion.  Analysts  said  the  move  reflects  the  ongoing  shortage  of  broadband  capacity 
in  the  U.S.  and  indicates  that  user  cost  savings  from  the  merger  may  be  a  long  time 
coming.  The  MCI  price  hike  will  follow  hard  on  the  heels  of  a  5%  to  10%  increase 
in  AT&T  private-line  prices  earlier  this  month  (NW,  Nov.  10,  page  14).  Like  AT&T, 
MCI  is  raising  the  price  of  key  voice  services,  particularly  its  Vnet  virtual  private  net¬ 
work  service  for  large  users  and  its  Vision  bundle  of  outbound  and  inbound  toll 
plans  for  midsize  businesses. 

“Demand  for  bandwidth  far  exceeds  supply  right  now,”  said  Rick  Malone,  pres¬ 
ident  of  Vertical  Systems  Group,  a  Dedham,  Mass.,  market  research  and  consult¬ 
ing  firm.  Existing  and  new  carriers  are  building  new  high-capacity  circuits,  he 
said,  but  “supply  won’t  approach  demand  until  well  into  1998  and  maybe  the 
end  of  1998.” 


Unlike  AT&T,  MCI  is  not  changing  its  frame  relay  prices.  But  it  is  increasing 
prices  for  its  Switched  Digital  Service,  with  rates  rising  for  dial-up  64K  bit/sec  to 
1 .536M  bit/sec  circuits. 

The  competition  for  dial-up  and  dedicated  WAN  bandwidth  is  even  feeding  on 
itself,  Malone  said.  Because  of  tight  supply,  “a  lot  of  enterprises  and  [Internet  ser¬ 
vice  providers]  are  orderingfrom  multiple  sources,”  he  said.  The  carriers  may  feel 
pressure  to  raise  rates  “to  ferret  out  the  hard  orders  from  the  soft  orders.  ” 

The  merger  plans  of  MCI  and  WorldCom  may  not  immediately  provide  new 
capacity  but  could  shift  the  construction  plans  of  the  two  companies. 

The  aggregate  bandwidth  of  new  circuits  between  certain  large  cities  could 
actually  fall  if  MCI  and  WorldCom  discover  they  are  both  building  Synchronous 
Optical  Network  (SONET)  lines  or  rings  between  the  same  pair  of  cities  and 
decide  to  avoid  duplication,  Malone  said.  On  the  other  hand,  that  may  free  up  cap¬ 
ital  for  new  construction  between  small  and  midsize  cities,  he  added. 

— David  Rohde 


MCI’s  limited  coverage.  WorldCom’s 
larger  network  of  local  exchange  net¬ 
works  could  provide  users  with  just  the 
right  amount  of  competition  needed  to 
keep  the  regional  Bell  operating  compa¬ 
nies  and  GTE  Corp.  honest. 

For  example,  Allied  Van  Lines,  Inc., 
last  June  switched  two  T-ls  worth  of  out¬ 
bound  local  trunks  from  Ameritech 
Corp.  to  MCI  at  its  headquarters  in 
Naperville,  Ill.  But  all  of  the  inbound  calls 
still  come  over  Ameritech  trunks.  The 
reason? 

“At  this  time,  they  [MCI]  still  don’t 
have  the  facilities  to  handle  number  por¬ 
tability,”  said  Rich  Parker,  director  of 
technology  and  telecommunications  at 


Allied  Van  Lines.  “We’re  not  going  to 
change  nearly  a  thousand  phone  num- 
bersjust  to  switch  carriers.” 

Other  users  said  they  have  provided 
MCI  with  a  list  of  their  locations  and  have 
been  disappointed  with  the  number  of 
places  MCI  said  it  can  really  provide  local 
service.  Charles  Murray,  telecommunica¬ 
tions  director  of  The  Travelers  Group, 
said  that  so  far  MCI  has  only  been  able  to 
provide  local  service  at  Travelers  head¬ 
quarters  in  Hartford,  Conn .  If  a  merger  is 
completed  with  WorldCom,  Murray  will 
attempt  to  see  how  much  the  combined 
company  can  do  to  compete  with  the 
RBOCs. 

MCI  and  WorldCom  officials  would 


WorldCom’s  Sidgmore  sizes  up  the  deal 


QA 


WorldCom,  Inc.’s  planned  ac¬ 
quisition  of  MCI  Communica¬ 
tions  Corp.  “is  not  about  the 
Internet,  it’s  about  the  first  real  competi¬ 
tion  to  the  RBOCs,”  saidjohn  Sidgmore, 
chief  operating  officer  at  WorldCom  and 
CEO  of  the  company’s  UUNET  Technol¬ 
ogies  subsidiary.  What  else  is  the  mega¬ 
deal  about?  Network  World  Senior  Writer 
Denise  Pappalardo  spoke  with  Sidgmore 
last  week  to  find  out. 


Even  if  this  is  not  all  about  the  Internet, 
WorldCom  is  bringing  UUNET,  inter- 
netMCI  Security,  ANS  [Communications 
Company,  Inc.]  and  CompuServe  Net¬ 
work  Services  all  under  one  roof.  How  will 
WorldCom  integrate  these  diverse  Inter¬ 
net  services  and  facilities? 

At  the  end  of  the  day,  ANS  and  Compu¬ 
Serve  are  terrific  properties,  but  they 
don’t  have  die  backbone.  If  we  did  not 
buy  MCI  we  would  have  put  ANS  and 
CompuServe  on  UUNET’s  backbone. 
Now  we’ll  have  two  significant  backbones 
that  are  both  permanently  out  of  capacity, 
but  we’re  building  onto  them  as  fast  as  we 
can.  We  will  have  two  major  [Internet] 
hubs  in  Washington,  D.C.  We  will  leave 
both  intact.  We  will  look  at  ways  to  more 
robustly  interconnect  these  networks,  but 
we  probably  will  not  take  out  any  hubs  or 
[points of  presence]. 

Given  that  MCI  lost  a  significant 
amount  of  money  trying  to  establish  a 
presence  in  the  local  phone  market  this 
year,  I’m  wondering  how  much  World¬ 
Com  will  invest  in  local  services. 

We  already  have  52  local  networks  that 
are  roaring  from  the  MFS  [Communica¬ 
tions  Company,  Inc.]  stage.  We  acquired 
38  more  in  the  form  of  Brooks  [Fiber 
Properties]  that  are  up  and  running.  A  lot 
of  what  MCI  was  planning  to  do,  like  dig¬ 
ging  new  fiber  routes,  just  doesn’t  have  to 
get  done  now.  That  is  die  biggest  cost  fac¬ 
tor  in  a  lot  of  ways.  MFS  has  already 
incurred  that  cost  early  on.  That  is  the 
source  of  the  synergy  in  the  local  market 
between  WorldCom  and  MCI. 

High-capacity  bandwidth  is  scarce 
nationwide.  Between  the  WorldCom  and 


MCI  long-distance  networks,  what  can  be 
done  to  reduce  the  capacity  crunch  and 
the  resulting  upward  pressure  on  prices? 

We  have  seen  the  obvious  bandwidth 
shortages  this  year.  We  have  been  aggres¬ 
sively  deploying  fiber  and  [dense  wave 
division  multiplexing  (DWDM)].  We 
don’t  know  of  any  magic  that  is  going  to 


change  the  market.  Our  bandwidth 
deployment  has  been  more  aggressive 
than  MCI’s  in  every  dollar  spent  on 
DWDM  and  in  raw  capacity.  We  are  dou¬ 
bling  our  capacity  every  year.  I  would  be 
very  surprised  if  we  do  not  do  the  same  on 
the  MCI  network. 

WorldCom  is  often  a  corporate  user’s 
second  long-distance  carrier.  Is  there  con¬ 
cern  that  when  MCI  and  WorldCom 
become  one  company  you  might  actually 
lose  the  corporate  customer  that  was  look¬ 
ing  for  diversity?  And  are  there  plans  to 
offer  those  same  customers  some  kind  of 
mega-contract  that  would  include  addi¬ 
tional  savings? 

The  mega-customer  and  bundled  ser¬ 
vices.  We  will  be  talking  about  this.  It’s  fair 
to  say  we  have  been  less  successful  at  get¬ 
ting  the  large  corporate  accounts  than 
MCI.  We  see  some  marketing  advantages 
with  the  merger.  ■ 


Go  online  to  get  the  expanded 
versions  of  our  interviews  with 
Sidgmore 
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not  provide  details  on  how  their  existing 
local  facilities  will  be  merged.  Observers 
said  thejob  of  integrating  WorldCom  and 
MCI’s  local  networks  should  be  less  of  a 
technical  issue  than  blending,  say,  the  car¬ 
riers’  Internet  backbones.  The  focus  in 
the  local  loop  will  be  more  on  operational 
issues,  such  as  billing  and  order  process¬ 
ing,  analysts  said. 

But  it  seems  clear  that  MCI’s  local  busi¬ 
ness  customers  should  reap  benefits. 
Today,  for  example,  MCI’s  local  custom¬ 
ers  have  access  to  dedicated  trunks  of  up 
to  155M  bit/sec,  as  well  as  dedicated 
access  to  MCI’s  frame  relay  and  switched 
multimegabit  data  service  networks.  But 
MCI  only  has  local  service  in  25  cities. 

WorldCom  provides  the  same  types  of 
local  services  in  52  metropolitan  areas 
and  also  offers  Intelenet,  a  package  of 
local,  long-distance,  Internet  and  data 
services  with  a  single  bill.  MCI  is  not  offer¬ 
ing  such  integrated  billing  today. 

Holy  Internet  backbones 

No  doubt,  local  services  are  what 


Ebbers  and  MCI  Chairman  Bert  Roberts 
want  the  federal  watchdogs  to  keep  their 
eyes  on.  However,  WorldCom’s  growing 
dominance  in  the  Internet  market  will 
increase  dramatically  with  MCI’s  back¬ 
bone  and  customers. 

Between  WorldCom’s  pending  acqui¬ 
sitions  of  ANS  Communications,  Inc., 
CompuServe  Network  Services  and 
MCI’s  Internet  network,  WorldCom’s 
Internet  properties  will  expand  to  more 
than  1,800  point-of-presence  sites  world¬ 
wide.  WorldCom  will  carry  more  than  half 
of  all  business  traffic  that  goes  over  the 
Internet  if  the  MCI  deal  goes  through, 
said  Thomas  Nolle,  president  of  CIMI 
Corp.,  a  Voorhees,  N.J.-based  consulting 
firm. 

This  could  cause  trouble  for  World¬ 
Com  at  the  Department  ofjustice  and  the 
Federal  Communications  Commission, 
but  it  may  not  be  bad  news  for  users,  who 
are  expected  to  benefit  from  an  even 
more  reliable  and  farther-reaching  ’Net 
backbone. 

See  MCI  WorldCom,  page  13 


Price:  Buyout  to  benefit  customers 
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Tim  Price,  MCI  Communica¬ 
tions  Corp.’s  president  and 
chief  operating  officer,  has 
been  on  the  hot  seat  as  a 
result  of  MCI’s  core  growth 
slowing  and  local  market 
losses  mounting.  But  his 
reputation  as  a  super-sales¬ 
man  has  helped  him  land 
thejob  as  president  of  MCI 
WorldCom’s  main  operat¬ 
ing  unit.  Price  last  week 
shared  his  thoughts  on  the 
pending  merger  with  Net¬ 
work  World  Senior  Editor 
David  Rohde. 

MCl's  Price 

Howlongwillittake 
before  you  can  call  yourself  a  facilities- 
based  local  carrier  that’s  able  to  advertise 
nationally,  andnotjustforbig  cities? 

The  merger  quadruples  MCl’s  ability 
to  offer  local  services  throughout  the  U.S. 
MCI  WorldCom  will  have  local  facilities  in 
102  markets.  Already,  MCI  is  in  25  of  the 
largest  U.S.  markets.  WorldCom,  with  the 
Brooks  Fiber  [Properties,  Inc.]  acquisi¬ 
tion,  gives  us  reach  into  many  secondary 
areas  and  suburban  business  centers. 

Was  it  unfair  when  people  bashed  MCI 
for  losing  money  in  the  local  market? 

Actually,  our  customers  have  ap¬ 
plauded  our  efforts  to  build  local  facili¬ 
ties.  Policy  makers  have  noted  MCl’s 
efforts  in  leading  the  fight  to  open  local 
markets  to  competition.  However,  the 
costs  of  our  investments  and  the  prob¬ 
lems  we  have  had  to  encounter  with  the 
[regional  Bell  operating  companies] 
have  hurt  short-term  growth.  The  World¬ 
Com  merger  is  a  testament  to  our  employ¬ 
ees’  success  and  our  customers’  loyalty. 

Where  will  frame  relay  and  other  bed¬ 


rock  data  services  stand  in  the  merged 
company? 

Frame  relay  and  other  data  services  are 
important  to  MCI  WorldCom. 
Last  quarter  MCl’s  frame  relay 
revenue  grew  60%.  We  have 
committed  a  great  deal  of 
resources  to  developing  en¬ 
hancements  to  our  frame  relay 
service.  The  future  is  packet  ser¬ 
vices,  and  we  will  be  very  well 
positioned  in  this  market. 

Companies  that  undergo 
mergers  generally  seem  to 
become  temporarily  unfo¬ 
cused.  What  would  stop  AT &T 
and  Sprint  Corp.  from  going  to 
your  customers  and  trying  to  win  them 
over  if  you  make  even  one  slip  on  product 
and  service  quality? 

Last  year,  we  were  involved  in  the  [Brit¬ 
ish  Telecommunications  pic]  merger 
process,  and  we  still  grew  by  double  digits 
every  quarter  in  our  business  market.  It  is 
true  that  a  merger  of  the  scope  of  MCI 
WorldCom  will  impact  employees  and 
customers,  but  it  will  have  a  positive 
impact.  Remember  MCl’s  heritage.  We 
are  entrepreneurs.  We  embrace  change. 
We  thrive  under  competitive  pressure. 

You  always  said  you  wanted  to  reduce 
localaccess  costs.  Nowyouwillhave 
access  to  the  entire  MFS  network.  How 
will  you  harness  that? 

Our  facilities  will  allow  us  to  reduce 
access  costs  and  offer  our  customers  more 
affordable  local  services,  which  will 
enhance  revenue  growth.  The  more  local 
facilities  we  have,  the  more  high-band- 
width  sendees  we  will  be  able  to  offer. 
We’ll  use  MFS  facilities  to  bypass  the 
RBOCs.  For  long  distance,  we’ll  save  on 
both  access  and  termination  charges.  ■ 
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Pending  WorldCom  acquisition 


NETWORKS  GALORE 


1 

WorldCom’s  buyout  of  MCI,  as  well  as  other  recent  acquisitions,  will  create  a  sprawling  network  kingdom 
anchored  by  a  host  of  network  operating  centers  (NOC)  located  across  the  U.S.  and  in  London. 

WorldCom  and  MCI  officials  said  the  combined  company  will  reap  huge  cost  efficiencies  by 
integrating  local,  long-distance  and  internet  facilities. 


London 


ram  \ _ 


WORLDCOM 

\ 

Long-distance  network  \ 

•  18,000  fiber  route  miles 

•  Nortel  DMS  150  voice  switches 

•  NOC  in  Tulsa,  Okla. 

Local  network 

•  4,000  fiber  route  miles 

•  Nortel  and  Ericsson  voice  switches 

•  NOCs  in  Dallas  and  London 
Frame  relay  network 

•  StrataCom  IPX, 

Cascade  9000  switches 

•  NOCs  in  Dallas  and 
London 

ATM  network 

•  StrataCom  BPX, 

GDC  Apex  switches 

•  NOCs  in  Dallas  and  London  . 

Internet  backbone  - 
UUNET  Technologies 

•  OC-12  (622M  bit/sec) 

•  Cisco  7000  series  routers 

•  Cascade  9000  frame  relay  switches 

•  Over  1,000  POPs 
worldwide 
NOC  in  Fairfax,  Va. 


Long-distance  network 

•  40,000  fiber  route  miles 

•  Nortel,  Alcatel,  Fujitsu  •  lit 

and  Siemens  voice  switches 

•  NOCs  in  Cary,  N.C.  and  Sacramento,  Calif. 
Local  network 

•  3,047  fiber  route  miles 

•  Nortel,  Siemens  voice  • 
switches 

•  NOCs  in  Cary,  N.C.  and  Sacramento,  Calif. 
Frame  relay  network 

•  Bay  Stream  switches 

•  NOCs  in  Cary,  N.C.  and  Sacramento,  Calif. 

ATM  network 

•  GDC  Apex,  Newbridge  MainStreet 
switches 

•  NOCs  in  Cary,  N.C.  and  Sacramento,  Calif. 
Internet  backbone 

•  OC-12  (622M  bit/sec) 

•  Cisco  7000  routers 

•  FORE  ASX  ATM  switches 

•  Over  300  POPs 

•  NOCs  in  Cary,  N.C.  and  Sacramento,  Calif. 


Cost  efficiency  projections 

(In  billions  of  dollars  saved) 

WorldCom  claims  that  after  looking  at  MCl’s  books,  it  now  realizes  it  will 
save  more  money  by  combining  the  two  companies’  domestic  and 
international  networks  than  it  had  previously  thought. 


WorldCom's  original 
savings  estimate  for 
1999 


WorldCom's  original 
savings  estimate  for 
2002 


WorldCom's  revised 
savings  estimate  for 
1999 


WorldCom's  revised 
savings  estimate  for 
2002 


Domestic  local  circuits 

1.6  I 


Domestic  long-distance  circuits 

1.8 


International  circuits 


W0RLDC0M-BR00KS  FIBEi 

•  26,000  route 
fiber  miles 

•  NOC  in  St.  Louis 


ANS  COMMUNICATIONS' 

Internet  network 

•  45M  bit/sec 

•  Bay  BCN  switches 

•  Cisco  7500  routers 

•  483  POPs  worldwide 

•  NOC  in  Ann  Arbor,  Mich. 


COMPUSERVE  NETWORK  SERVICES* 

•  Internet/data  network 

•  45M  bit/sec 

•  StrataCom  BPX  ATM  switches 

•  Cisco  7500  routers 

•  Over  1,100  POPs  worldwide 
NOC  in  Columbus,  Ohio 


Does  not  include  selling  and  administrative  expenses. 
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MCI  WorldCom 

Continued  from  page  11 

MCI  has  a  long  heritage  as  one  of  the 
Internet’s  four  original  network  service 
backbone  providers.  The  company  has 
strong  Internet  engineering  know-how, 
but  has  not  been  First  to  market  with  inno¬ 
vative  services  as  UUNEThas.  While  both 
companies  offer  intranet,  Web  hosting 
and  high-speed  dedicated  access  services, 
UUNET’s  product  portfolio  is  more 
diversified,  with  digital  subscriber  line 


access  and  Internet  fax  services  among 
its  offerings. 

Both  carriers’  Internet  backbones  are 
fast  and  support  data  rates  up  to  622M 
bit/sec.  But  exactly  how  the  networks  will 
be  combined  and  how  that  will  translate 
into  customer  benefits  is  yet  to  be  deter¬ 
mined.  Because  the  backbones  are  not 
based  on  exactly  the  same  equipment,  ob¬ 
servers  said  the  integration  process  could 
take  a  while. 

“[WorldCom]  will  probably  run  both 


Internet  backbones  pa-rallel  for  a  while 
and  then  start  migrating  them  together  as 
they  do  upgrades,’’  said  Dan  Taylor,  an 
industry  analyst  at  Aberdeen  Group,  Inc., 
a  Boston  consulting  firm. 

UUNET’s  backbone  is  based  on  Cisco 
Systems,  Inc.’s  series  7000  routers  and 
Cascade  Communications  9000  frame 
relay  switches,  but  the  carrier  has  stated  its 
plans  to  move  to  an  ATM  core.  MCI’s 
Internet  backbone  also  is  based  on  Cisco 
7000  routers,  but  features  FORE  Systems, 
Inc.  ASX  ATM  switches  at  its  core. 

It  looks  as  if  the  com¬ 
bined  carrier  will 
progress  with  an  ATM- 
based  Internet  back¬ 
bone,  which  could 
carry  higher  speed  traf¬ 
fic  and  provide  support 
for  multimedia  traffic. 
But  the  companies 
declined  to  specify  what 
their  Internet  back¬ 
bone  integration  plan 
will  be  and  analysts  said 
any  sort  of  significant 
integration  would  take 
at  least  1 8  months. 

And  they’ve  got  data 

On  the  data  network  service  side  of  the 
business,  WorldCom  and  MCI  have  made 
significant  investments. 

WorldCom  currently  has  7.1%  of  the 
frame  relay  data  services  market  share 
and  MCI  has  16.3%.  Both  carriers  also 
have  respectable  ATM  service  market 
shares  based  on  revenue  —  WorldCom 
has  4.9%  and  MCI  has  14.8%  —  accord¬ 
ing  to  Vertical  Systems  Group,  a  Dedham, 
See  MCI  WorldCom,  page  14 


WHO  WILL  BE  IN  CHARGE  AT  MCI  WORLDCOM 


Executive 

Current  company 

New  title 

Bert  Roberts 

MCI 

Chairman 

Bernard  Ebbers 

WorldCom 

CEO 

Gerald  Taylor 

MCI 

Vice  chairman 

John  Sidgmore 

WorldCom 

Vice  chairman  and 
chief  operating  officer 

Tim  Price 

MCI 

President 

Scott  Sullivan 

WorldCom 

Chief  financial  officer 

Doug  Maine 

MCI 

Chief  financial  officer 

Will  WorldCom  step  up? 


Oarge  users  wonder  which  compa¬ 
ny’s  history  and  culture  will  domi¬ 
nate  the  new  entity  when  it  comes  time  to 
sign  the  next  contract.  WorldCom  is  in  the 
driver’s  seat,  but  it  cannot  run 
the  combined  company  without  the  MCI 
engine. 

Will  MCI  World¬ 
Com  be  an  entrepre¬ 
neur,  anxious  to  win 
new  accounts  and 
i  strengthen  existing 
I  ones  by  accom- 
»  modating  customer 
needs,  as  WorldCom 
has  been  willing  to? 

Or  will  it  treat  customers  as  adversaries, 
filing  price  hikes  in  the  middle  of  con¬ 
tracts  and  offering  standard,  take-it-or- 
leave-it,  sometimes  reprehensible  terms? 

MCI  recently  has  taken  rigid  contract 
positions  and  played  the  price-ratcheting 
game.  But  large  users  with  substantial 
international  operations  have  flocked  to 
MCI  because  it  and  BT,  unlike  AT&T  or 
Sprint,  had  the  ability  to  make  a  global 
deal  happen.  With  the  collapse  of  the 
MCI/BT  merger,  BT  will  become  the  sin¬ 
gle  parent  of  Concert  and  will  be  less 


appealing  in  the  U.S.  market  as  a  result. 
MCI  will  lose  that  advantage  over  its  U.S. 
competitors  in  the  eyes  of  U.S.  companies 
doing  multinational  deals.  Two  other 
elements  of  the  merger  could  offer  plenty 
of  compensation  for  large  users.  The  com¬ 
bination  of  UUNET,  MFS  and  MCI  Sys- 
temhouse  into  a 
single  entity  will 
create  a  strong 
option  for  compa¬ 
nies  considering 
data  outsourcing. 
In  addition,  MFS’s 
local  service  opera¬ 
tions  in  numerous 
cities  could  pump  much-needed  life  into 
MCI  Metro,  making  the  new  WorldCom  a 
solid  one-stop  shop  for  interexchange 
and  local  products. 

Of  course,  this  will  succeed  only  if 
WorldCom  can  integrate  its  various  lines 
of  business.  And  that’s  one  area  in  which 
WorldCom  has  not  been  WorldClass. 

Block  is  a  partner  in  the  Washington,  I).  C. 
law  firm,  of  Levine,  Blaszak,  Block  &  Boothby, 
which  represents  corporate  users  in  the  ne¬ 
gotiation  of  network  service  agreements. 


Thomas, 

Legal  Department 


Hasn’t  lost  a  case 
in  10  years. 

His  computer  files 
are  another  matter. 


Victor, 

Accounting 

Insists  on  backup  to 
9ll  expenditures, 
but  doesn’t  always 
back  up  his  files. 
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MCI  WorldCom 

Continued  from  page  13 
Mass,  consultancy. 

The  carriers  offer  many  similar 
services,  though  WorldCom  offers  an 
advantage  to  frame  relay  users  not 
interested  in  switching  to  ATM. 

WorldCom ’s  frame  relay  services 
range  from  DS-0  up  to  45M  bit/sec, 
whereas  MCI’s  frame  relay  speeds  hit  a 
12M  bit/sec  ceiling. 

Then  again,  MCI  is  offering  frame 
relay  prioritization  features  that  let 
users  give  time-sensitive  traffic,  such 
as  SNA,  priority  over  other  types  of 
traffic. 

MCI  also  is  the  only  interexchange 
earner  offering  Switched  Multimegabit 
Data  Services,  which  run  at  speeds  from 
56Kbit/sec  to  45M  bit/sec. 

One  challenge  MCI  and  World¬ 
Com  will  have  is  integrating  their 
data  nets  given  that  the  services  are 
based  on  different  platforms,  said  Rick 
Malone,  principal  at  Vertical  Systems 
Group. 

The  carriers  have  three  different 
frame  relay  switches  deployed  between 
them. 

But  one  advantage  MCI  WorldCom 
would  have  over  another  provider 
trying  to  unite  two  huge  data  nets  is 
they  both  already  employ  User-to- 
Network  Interfaces  and  Network-to- 
Network  Interfaces  for  linking  frame 
relay  networks. 

Still,  “they  have  a  tremendous  tech¬ 
nical  challenge  ahead  of  them,  and  the 
only  way  to  ease  that  process  is  to  re¬ 
duce  the  number  of  platforms  in  the 
network,”  Malone  said. 

The  carriers’  ATM  data  networks  also 
are  based  on  different  vendors’ 
products.  MCI  is  using  General 
DataComm,  Inc.’s  (GDC)  Apex  and 
Newbridge  Networks,  Inc.’s  Main- 
Street  ATM  switches.  WorldCom’s 
using  StrataCom’s  BPX  domes¬ 
tically  and  GDC  Apex  switches 
internationally. 

Although  frame  relay  and  ATM 
are  standard-based  data  network 
technologies,  many  of  the  switches 
that  carriers  have  in  their  net¬ 
works  are  first-generation  devices, 
Malone  said. 

This  makes  it  difficult  to  support 
pricing,  billing,  ordering  and  pro¬ 
visioning  systems  on  all  switches,  he 
added. 

In  the  end,  MCI  WorldCom  raises 
the  prospect  of  combining  high- 
capacity  Internet  access  services  with 
other  data  services  and  voice  on  a  single 
contract  and  setting  telecom  giants 
against  one  another. 

“That’s  why  the  MCI  World¬ 
Com  merger  is  of  interest,”  said 
Ronald  West,  president  of  the 
Communications  Managers  Associa¬ 
tion,  a  group  of  several  hundred 
corporate  users  based  largely  in  the 
Northeast.  “It  really  is  a  different 
merger.”  ■ 


MEGA 


WorldCom’s  foreign  metro  nets  could  offer  big  benefits 


©on’t  assume  MCI’s  merger  with 
WorldCom  has  less  to  offer  on  the 
international  scene  than  its  cancelled 
merger  with  BT. 

In  Britain,  BT  has  been  losing  market 
share  to,  you  guessed 
it,  MFS,  a  WorldCom 
subsidiary.  Can  we 
expect  this  trend  to 
accelerate  with  the 
merger?  Absolutely. 

Today  in  the  U.S., 

WorldCom  has  local 
networks  in  86  met¬ 
ropolitan  areas  through  its  acquisition  of 
MFS.  It  plans  to  be  in  every  city  with  more 
than  100,000  people.  But  WorldCom’s 
real  push  is  in  Europe,  all  of  which  spells 
trouble  for  BT,  France  Telecom  and  Ger¬ 
many’s  Deutsche  Telekom. 

I  expect  to  see  a  strategy  that  looks  like 


this:  First,  WorldCom  builds  in  every 
European  country’s  capital.  Then  it  tar¬ 
gets  major  European  cities  with  a  popula¬ 
tion  of  more  than  one  million.  Then  it 
enters  South  America. 

The  key  to  South 
America  is  Spain’s 
Telefonica.  Once  an 
AT&T  ally,  Telefon¬ 
ica  recendy  switched 
to  MCI  and  has  de¬ 
cided  to  stay  there.  It 
will  not  really  par¬ 
ticipate  in  Concert, 
which  will  stay  with  BT. 

But  the  real  key  to  MCI  WorldCom 
isn’t  MFS,  it’s  UUNET. 

Why  is  WorldCom  worth  its  multiple? 
Because  it  has  hung  together  a  gaggle  of 
second-tier  long-distance  companies? 
No.  Long-distance,  even  wholesale  long¬ 


distance,  is  a  modestly  growing  business. 
MFS?  Perhaps,  because  running  double 
Synchronous  Optical  Network  (SONET) 
rings  around  cities  and  tying  them 
together  by  a  fiber  network  is  important, 
and  MCI’s  key  large  customers  also  be¬ 
long  to  MFS.  No,  the  realjewel  is  UUNET, 
which  runs  over  this  fiber  backbone  and 
can  be  the  major  international  player,  the 
one  that  gains  traffic  and  wholesales  to 
local  Internet  service  providers. 

Bottom  line:  MCI  was  making  slow 
progress  internationally.  Concert  was 
finally  working,  but  not  yet  making 
money.  WorldCom’s  combined  MFS/ 
UUNET  strategy  already  has  kicked  in  and 
will  give  the  new  company  aleg  up. 

Anderson  is  president  of  The  Yankee  Group, 
a  Boston-based  consulting  firm  on  information 
technology  and  telecommunications. 


Howard  Anderson 


Looking  good  for  voice  over  IP . . .  but  everything  else? 


Oert  Roberts  may  sit  at  the  head  of 
the  table  as  chairman  of  the  board, 
but  make  no  mistake:  MCI  WorldCom 
remains  Bernie  Ebbers’  company,  and 
that  should  tell  you  a  lot  about  what  the 
industry  can  expect  in  the  future. 

Although  it  denies  it  now,  the  company 
will  look  seriously  at  selling  its  residential 
voice  customers.  WorldCom  is  focused  on 
business  services,  and  selling  the  con¬ 
sumer  business  could  make  all  the  bat¬ 
tling  parties  happy.  GTE  or  BT  could  get  a 
part  of  MCI  after  all.  WorldCom  would  get 
money  to  help  refill  its  coffers  and  make 
up  for  the  inflated  purchase  price  of  MCI. 

WorldCom  should  and  will  sell  off 
MCI  Systemhouse  as  well.  WorldCom 
really  needs  a  WAN  integration  and  out¬ 
sourcing  arm,  but  Systemhouse  isn’t  it 
and  never  will  be. 

In  short,  WorldCom’s  focus  will 
remain  on  providing  IP  and  voice 


services.  The  good  news  is  that  with  one 
company  controlling  a  large  portion  of 
the  Internet  backbone,  we  could  see 
much  faster  implementation  of  quality-of- 
service  and  tiered 
pricing  structures. 

That  is  needed  for 
the  Internet  to  sup¬ 
port  next-generation 
electronic  business 
applications. 

But  don’t  expect 
innovation  in  other 
areas.  We  haven’t  seen  it  up  to  now,  even 
though  WorldCom  is  the  only  company 
with  substantial  local  and  interexchange 
facilities.  It  could  make  life  difficult  for 
AT&T,  Sprint  and  the  regional  Bell  oper¬ 
ating  companies,  but  instead  it  will  con¬ 
tinue  to  provide  “me-too”  fare. 

It  will  take  a  lot  of  time  to  integrate  the 
companies’  systems,  networks,  processes 


and  people.  WorldCom  still  has  to  finish 
integrating  MFS  and  get  moving  on  Com¬ 
puServe  and  Brooks  Fiber. 

Customers  will  suffer  in  the  short  term. 

Service  and  support 
will  take  a  back  seat 
to  internal  inte¬ 
gration  and  corpo¬ 
rate  money-mak¬ 
ing.  The  silver 
lining?  Almost  all 
the  components  of 
MCI  WorldCom, 
except  UUNET,  position  the  firm’s  ser¬ 
vices  al-most  entirely  around  low  price. 
MCI  WorldCom  will  give  AT&T  and 
Sprint  a  run  for  their  money  and  bargain 
shoppers  will  benefit. 

Heckart  is  vice  president  of  consulting  at 
TeleChoice,  Inc.,  a  network-services  evaluation 
and  consulting  firm  in  Verona,  N.J. 


Christine  Heckart 


Fasten  your  seatbelts:  Even  more  mergers  ahead 


Olthough  they  will  steadfastly  deny 
it,  it  is  Congress,  the  Department 
of  Justice  and  the  Federal  Communica¬ 
tions  Commission  that  are,  in  large  part, 
responsible  for  the  current  consolida¬ 
tion  trend  in  the  telecommunications 
industry. 

When  Congress  tore  down  the  walls 
that  separated  different  industry  seg¬ 
ments,  it  invited  companies  of  all  types  to 
seek  partners.  And  the  consolidation 
trend  will  only  quicken  once  the  five  re¬ 
maining  regional  Bell  operating  compa¬ 
nies  have  had  their  14-point  com¬ 
petitive-checklist  compliance  plans  ap¬ 
proved.  Then  they  will  embark  on  a  feed¬ 
ing  frenzy  of  their  own  that  will  make  the 
WorldCom/MFS/UUNET/MCI/Brooks 
Fiber/et  al.  consolidation  pale  in 
significance. 


Alan  Pearce 


The  exact  timing  may  be  in  question, 
but  the  MCI/WorldCom  combo  will  gain 
approval.  The  Justice  Department  and 
FCC  have  yet  to  deny  or  even  significantly 
amend  any  of  the  mergers.  That  includes 
telecom  deals  such  as  SBC/PacTel,  Bell 
Atlantic/NYNEX,  AT&T/  McCaw,  World- 
Com/MFS,  Sprint/Deutsche  Telecom/ 
France  Telecom  and  MCI/BT. 

And  they  have  added  fuel  to  the 
consolidation  fire  by  imposing  policies 
on  the  RBOCs  and  GTE  that  man¬ 


date  local  exchange  company  productiv¬ 
ity  gains. 

So  the  megamergers  of  today  will 
continue  unabated.  They  are  primarily 
strategic  and  undertaken  to  strengthen 
a  company’s  competitive  position,  please 
its  stockholders  and  the  financial  com¬ 
munity,  and  chill  competition.  MCI 
WorldCom,  by  creating  a  bigger  threat 
to  AT&T,  may  change  the  picture  for 
the  No.  1  telecom  giant.  Former  FCC 
Chairman  Reed  Hundt’s  chilling  warning 
that  an  AT&T/  SBC  alliance  would  be 
“unthinkable”  will  be  tested  again  in  the 
near  future. 

Dr.  Pearce  is  president  of  Washington, 
D.C. -based  Information  Age  Economics,  Inc. 
and  former  chief  economist  at  the  FCC  and  the 
House  telecom  subcommittee. 
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Beverly, 

Human  Resources 

Excels  at  locating 
<he  right  person 
Provided  she  can 
locate  her  files. 


Now,  there’s  a  reliable  way 
to  automatically  back  up,  archive 
and  retrieve  all  their 
critical  business  information. 

(  Presenting  Network  Storage  Manager} 

A  lost  file  here.  No  backup  there. 

Nobody  in  your  enterprise  is  perfect. 
Luckily,  IBM  has  an  integrated  storage 
solution  for  these  sorts  of  problems. 

IBM  Network  Storage  Manager 
gives  you  reliable  backup,  recovery 
and  archiving  of  stored  data  anywhere 
on  your  network.  Automatically.  This 
solution  of  powerful  software  and 
lightning-fast  hardware  easily  attaches 
to  your  network  like  any  other  server. 

So  it’s  nondisruptive. 

It  also  works  across  all  major 
computing  platforms,  including  NT, 

Sun,  HP  and  IBM.  There’s  a  broad 
family  of  flexible  and  reliable  storage 
solutions  for  just  about  any  size 
company  or  department.  And  they 
can  be  easily  upgraded  as  your 
business  needs  change. 

Call  us  at  1  800  IBM-CALL, 
ext.  RA062,  or  visit  www.ibm.com/ 
storage/backup  to  learn  how  IBM 
storage  solutions  can  give  everyone 
access  to  the  information  they  need. 
Sometimes,  in  spite  of  themselves. 


www.ibm.com/storage/backup 


Solutions  for  a  small  planet " 


It  takes  ingenuity,  hard  work  and  a  fast 
network  to  be  a  leader.  That's  where 
Foundry  Networks  comes  in.  We've  got 
what  it  takes  to  make  your  network 
scream. 

The  leading  provider  of  Gigabit 
Ethernet  switches  and  routers,  Foundry's 
got  the  Iron  to  handle  all  your  network¬ 
ing  challenges.  Whether  you're  battling 
bottlenecks  or  facing  bandwidth-hungry 
servers  and  desktops. 

Foundry  offers  the  most  complete 
line  of  Gigabit  Ethernet  products,  from 
Layer  2  workgroup  and  backbone 
switches  to  Layer  3  switches  and  wire- 
speed  routers.  Our  Fastlron™,  Netlron™ 
and  Turboiron™  products  deliver  up  to 
7,000,000  packets  per  second  and  a 
host  of  advanced  features,  all  at 
unheard  of  prices.  And  they've  been 
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shipping  to  major  corporations  world¬ 
wide  since  May. 

Plus,  only  Foundry  offers  the  Gigabit 
Guarantee”  so  you  can  install  Gigabit 
Ethernet  today,  without  worry.  If  the 
standard  changes  tomorrow,  Foundry 
will  provide  full  trade-in  value  for 
your  product. 

So  pick  up  a  piece  of  Foundry  Iron 
and  experience  the  Power  of 
Performance.  Call  1.888.TURB0  LAN 
(1.408.731.3800)  or  visit  our  web  site  at 
www.foundrynet.com. 
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What 


is  the  principal  business  activity  at  your  location?  (check  one  only) 


01.  □  Manufacturing  (other) 

02.  □  Finance/Banking 

03.  □  Insurance/Real  Estate/Legal 

04.  □  Health  Care  Services 

05.  □  Hospitality/Entertainment/Recreation 

06.  □  Media/TV/Cable/Radio/Print 

07.  □  Retail/Wholesale  Trade/Business  Services 
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10.  □  Education 
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13.  □  Military 
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15.  □  Consulting  (Independent)* 
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What  is  your  job  function?  (check  one  only) 

NETWORK  IS  MANAGEMENT: 


1.  □  Network  Management 

2.  □  LAN  Management 

3.  □  Datacom/Telecom  Management 

4.  □  IS,  IT,  MIS,  CIO,  Systems  Management 

5.  □  Intemet/Intranet  Management/Webmaster 


6.  □  Engineering  Management 
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□  Desktops  ( MicrosAxiptops/Workstations ) 

□  Servers 
D  LANs 
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EH  Internetworking 
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(check  one  only) 

ri.  □  100+  2.  □  50  -  99  3.  □  20  -  49  4.D10-19  5.D2-9  6.  □  1  7.  □  None 


What  is  the  total  number  of  Servers/Clients/LANs  installed/planned  at  your 
location/in  your  entire  organization?  (Check  one  box  in  each  column) 

CLIENTS 


SERVERS 


Entire  Org. 


50,000+  □ 

10,000  to  49,999  0 
1,000  to  9,999  □ 


100  to  999 
50  to  99 
10  to  49 
1  to  9 


□ 

□ 

□ 

□ 

□ 


At  Location  Entire  Org.  At  Location 

C  D  E 

□  1.  50,000+  □  □  1. 

□  2.  10,000  to  49,999  □  □  2. 

□  3.  1,000  to  9,999  □  □  3. 

□  4.  100  to  999  □  □  4. 

□  5.  50  to  99  □  □  5. 

□  6.  10  to  49  □  □  6. 

□  7.  1  to  9  □  □  7. 

□  8.  none  □  □  8. 


LANS 


50,000+ 

10,000  to  49,999 
1,000  to  9,999 
100  to  999 
50  to  99 
10  to  49 
I  to  9 


Entire  Org. 
F 

□ 

□ 

□ 

□ 

□ 

□ 

□ 

□ 


What  is  your  scope  and  involvement  in  purchasing  decisions  for  network 
products  and  services  for  your  enterprise? 


A.  Scope  (check  one  only) 
?  l.D  Corporate/Enterprise 

2.  □  Department 

3.  □  None 


B.  Involvement  (check  All  [hat  apply) 

1. D  Create  Network  Strategy 

2. D  Recommend/Specify 

3. D  Approve 


4. D  Evaluate 

5.  □  Determine  the  need 

6.  □  None 


What  is  the  estimated  number  of  employees  at  your  location/in  entire 
organization?  (check  one  in  each  section) 

A.  At  your  location:  B.  Entire  organization: 

1.  □  Over 20,000  5.  □  1,000-2,499  1.  □  0ver20,000  5.  □  1,000  2,499 

2.  □  10,000  -19,999  6.  □  500  -  999  2.  □  10,000  19,999  6.  □  500  -999 

3.  □  5,000  -  9,999  7.  □  499  or  less  3.  □  5,000  -  9,999  7.  □  499  or  less 

4-.  □  2500  -  4.999  4.  □  2500  -  4,999 


What  is  the  estimated  value  of  Network  equipment  and  services  that  you 
specify,  recommend  or  approve  the  purchase  of?  (Please  print  the  appropriate 
number  code  in  the  box  next  to  each  product  category.  Please  complete  ALL  categories  A-H.) 


mam 

Please  indicate  the  products/services  that  you.are  currently  involved  in 
purchasing  or  plan  to  purchase:  (Check  ALL  that  apply) 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


INTERNET/INTRANET 
A  B 

□  01.  □ 

□  02.  □ 

□  03.  □ 

□  04. 


Internet  Services 
Firewalls/Security/Encryption 
Internet  Web  Servers 


□  Intranet  Web  Servers 

□  05.  □  TCP/IP  Software 
06.  □  Management/Monitoring  Software 
07.  □  Push  Technology 
08.  □  Web  Browsers 
09.  □  Intranet  Applications/Groupware 
10.  □  Search/Retrieval  Products  (web  crawler) 

□  11.  □  Internet  Development  Tools  (JAVA,  ActiveX,  etc.) 

□  12.  □  Electronic  Commerce  Tools 

□  13.  □  Internet  Telephony 
LOCAL-AREA  NETWORKS 

A  B 

□  14. 

□  15 

□  16. 

□  17. 

□  18. 

□  19. 


□  Local-Area  Networks 

□  Network  Operating  System  Software 

□  Servers 

□  Print  Servers 

□  ATM  Switches 

□  Token-Ring  Switches 


□  20.  □  Ethernet  Switches 

□  21.  □  Fast  Ethernet 

□  22.  □  Gigabit  Ethernet 

□  23.  □  IP  Switches 

□  24.  □  LAN  Storage/Backup 

□  25.  □  Optical  LAN  Storage/Backup 

□  26.  □  Disk  LAN  Storage/Backup 

□  27.  □  Tape  LAN  Storage/Backup 

□  28.  □  RAID  LAN  Storage/Backup 

□  29.  □  Network  Test/Diagnostic  Tools 


REMOTE/WIRELESS  COMPUTING 
A  B 

□  53.  □  Remote  Access  Products 

□  54.  □  Remote  Access  Services 

□  55.  □  PDAs 

□  56.  □  PCMCIA  Devices 

□  57.  □  Wireless  Data  Services 

□  58.  □  Wireless  Data  Equipment 

□  59.  □  Cellular  Equipment  &  Services 
SOFTWARE/APPLICATIONS 

A  B 

□  60.  □  Network  Management 

□  61.  □  Systems  Management 

□  62.  □  Security 

□  63.  □  Communications  Software 

□  64.  □  Terminal  Emulation 

□  65.  □  Operating  Systems 

□  66.  □  Applications  Development  Tools 

□  67.  □  Database  Management/RDBMS 

□  68.  □  Groupware 

□  69.  □  Workflow 

□  70.  □  EDI 

□  71.  □  E-mail 

□  72.  □  Desktop  Video  Conferencing 

□  73.  □  Imaging 

□  74.  □  Suites/Server  Suites  (Back  Office,  etc.) 

□  75.  □  Middleware 

□  76.  □  Document  Management 

□  77.  □  Site  Metering  Tools 

□  78.  □  Computer  Telephony  Integration  (CTI) 

□  79.  □  DataWarehousing 

WIDE-AREA  NETWORK  EQUIPMENT  &  SERVICES 


□ 

30. 

□  Cables,  Connectors,  Baiuns 

□ 

80.  □ 

Modems 

□ 

31. 

□  UPS 

D 

81.  □ 

Asynchronous  Transfer  Mode  (ATM) 

□ 

32. 

□  Network  Interface  Cards 

□ 

82.  □ 

Frame  Relay  Equipment/Services 

□ 

33. 

□  SNMP  Network  Management 

□ 

83.  □ 

ISDN  Equipment  &  Services 

INTERNETWORKING 

□ 

84.  □ 

FT-l/ri/T-3  Multiplexers/Services 

« 

B 

□ 

85.  □ 

DSL  Services/Products 

□ 

34. 

□  Routers 

□ 

86.  □ 

SONET 

□ 

35. 

□  Hubs 

□ 

87.  □ 

Inverse  Multiplexers 

□ 

36. 

□  Intelligent  Hubs 

□ 

88.  □ 

SMDS 

□ 

37. 

□  Stackable  Hubs 

□ 

89.  □ 

Diagnostic/Test  Equipment 

□ 

38. 

□  Bridge/Router 

□ 

90.  □ 

DSU/CSU 

□ 

39. 

□  Bridges 

□ 

91.  □ 

VSAT/Satellite 

□ 

40. 

□  Gateways 

□ 

92.  □ 

PBXs 

□ 

41. 

□  Concentrators/Repeaters 

□ 

93.  □ 

Voice  Mail/Response 

COMPUTERS/PERIPHERALS 

□ 

94.  □ 

Videoconferencing 

A 

B 

□ 

95.  □ 

Leased  Lines 

□ 

42. 

□  Network  Computers 

□ 

96.  □ 

Switched  Data 

□ 

43 

□  Laptops/Notebooks/Sub-Notebooks 

□ 

97.  D 

Virtual  Networks 

□ 

44. 

□  Micros/PCs 

□ 

98.  □ 

Outsourcing/Systems  Integration  Services 

□ 

45. 

□  Minis 

□ 

99.  □ 

Education/Training  Services 

□ 

46 

□  Mainframes 

□ 

47. 

□  Workstations 

□ 

00.  □ 

None  of  the  above  (1  -  99) 

□ 

48. 

□  Printers/Network  Printers 

□ 

49. 

□  CD-ROM 

a 

50. 

□  Fax/Modem  Boards 

□ 

51. 

□  Graphics/Multimedia/Audio/Video  Boards 

□ 

52. 

□  Memory/Chips/Boards/Cards 

1 

1  Please  indicate  the  platforms  that 

are 

currently  installed/planned: 

& 

(Check  All  that  apply)  A.  Currently  installed 

B.  Planned  for  purchase 

NETWORK  PROTOCOLS 

NETWORK  OPERATING  SYSTEM 

A 

e 

A 

B 

□ 

01. 

D  TCP/IP 

□ 

25.  □ 

Windows  NT 

□ 

02. 

□  IPv6 

□ 

26.  □ 

Windows  NT/Advanced  Server 

□ 

03. 

□  SNA 

Q 

27.  □ 

Novell  IntranetWare 

□ 

04. 

□  DECnet 

□ 

28.  □ 

Novell  (NetWare  4JQ 

□ 

05. 

□  Novell  IPX/S PX 

□ 

29.  □ 

Novell  (NetWare  2A.3JQ 

□ 

06. 

□  APPC/APPN/LU  62 

□ 

30.  □ 

Microsoft  (LAN  Manager) 

□ 

07 

□  NETBIOS 

□ 

3i.  a 

LocalTalk  (AppleTalk) 

□ 

08. 

□  AppleTalk 

□ 

32.  □  Banyan  (VINES) 

□ 

09. 

□  NFS 

□ 

33.  □ 

IBM  (LAN  Server) 

□ 

10. 

□  Other  ( please  specify) 

□ 

34.  □ 

Artisoft  (LANtastic) 

LAN  ENVIRONMENT 

□ 

35.  □ 

Other  (please  specify) 

A 

B 

COMPUTER  OPERATING  SYSTEM 

□ 

11. 

□  Gigabit  Ethernet 

A 

B 

□ 

12. 

□  Switched  Ethernet 

□ 

36.  □ 

NT  Server 

□ 

13. 

□  Fast  Ethernet  (100  Megabit  Ethernet) 

□ 

37.  0 

NT  Workstation 

□ 

14. 

□  Ethernet 

□ 

38.  □ 

Unix/Xenix/AIX 

□ 

15. 

□  ATM 

□ 

39.  □ 

Solaris 

□ 

16. 

□  Token  Ring/Token  Ring  Switching 

□ 

40.  □ 

Windows 

□ 

17. 

□  IP  Switching 

□ 

41.  □ 

Windows  95 

□ 

18. 

□  FDDI 

□ 

42.  □ 

Windows  97 

□ 

19. 

□  100Base-T 

□ 

43.  □ 

DOS 

□ 

20. 

□  lOBase-T 

□ 

44.  □ 

OS/2/OS/2  Warp 

□ 

21. 

□  LocalTalk 

□ 

45.  □ 

IBM  MVS/VM/VSE 

□ 

22. 

□  Fibre  Channel 

□ 

46.  □  Digital  VMS 

□ 

23. 

□  lOOvgAnyLAN 

□ 

47.  □ 

Macintosh 

□ 

24. 

□  Other  (please  specify) 

□ 

48.  □  Other  (please  specify) 

□ 

49.  □ 

None  of  the  above  (148) 

Which  of  the  following  Servers/Clients  do  you  have  installed/planned  at  your 
location?  (check  ALL  that  apply  in  each  column) 


01. 

Power  PC 

A.  Servers 

□ 

B.  Clients 

□ 

07. 

486 

A.  Servers 

□ 

8.  Clients 

a 

02. 

Power  Mac 

□ 

□ 

08. 

386 

□ 

□ 

03. 

Mac  Other 

□ 

□ 

09. 

286 

□ 

□ 

04. 

Multiprocessor  Servers 

□ 

□ 

10. 

Rise 

□ 

□ 

05. 

P6/PII 

□ 

□ 

11. 

Alpha 

□ 

□ 

06. 

Pentium/Pentium  Pro 

□ 

□ 

12. 

Other 

□ 

□ 

A  -  Mainframes 
Installed/Planne 


Which  of  the  following  hardware  platforms  are  installed/planned  in  your 
company?  (check  ALL  that  apply) 

(Large  Scale) 


B  -  Minis  I 
Installed/Planned' 


C  -  Workstations 
Installed/Planned 


1.  □ 

2.  □ 


IBM 

Amdahl 


3.  □  Cray 

4.  □  Hitachi 

5.  □  Unisys 

6.  □  Other 


1.  □  IBM  RS6000 
IBM  AS400 
Digital 


2.  □ 
3.  □ 


4.  □  Tandem 

5.  □  Unisys 

6.  □  AT&T  CIS 

7.  □  H-P 


1.  □  Sun  Microsystems 

2.  □  Silicon  Graphics 

3.  □  Digital 

4.  □  H-P 

5.  □  IBM 

6.  □  Other  _ 


8.  □ 

9.  □ 


Data  General 
Other  


What  is  the  estimated  gross  annual  revenue  of  your  entire  company/ 
institution?  (check  one  onl f) 


01.  □  $20  billion  or  more 
02.  □  $10  billion  to  $19.9  billion 
03.  □  $1  billion  to  $9.9  billion 
04.  □  $500  million  to  $999.9  million 


05.  □  $100  million  to  $499.9  million 
06.  □  $50  million  to  $99.9  million 
07.  □  $10  million  to  $49.9  million 


08.  □  $5  million  to  $9.9  million 
09.  □  $4.9  million  or  less 
10.  □  None  of  the  above 


For  which  areas  outside  of  North  America  do  you  have  purchase  influence? 
(check  ALL  that  apply) 


1.  □  Europe  2.D  Asia 


3.  □  South  America  4.  □  Australia 


5.  □  Middle  East 


6.  □  None 
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Please  indicate  the  names  and  job  functions  of  other  individuals  at  your  location  to  whom  you 
would  like  us  to  send  a  copy  of  NctWOrKWOlId . 

Job  Function 

Job  Function 

Job  Function 

Job  Function 

Job  Function 

Job  Function 

Job  Function 

Visit  our  Web  Information  Service,  Network  World  tuslon 
and  apply  on-line  at  http://www.nwfusion.com 

1.  FOLD  HERE  &  MAIL  TODAY 

▼ 

▲ 

3.  PLEASE  TAPE  HERE 


2.  FOLD  HERE  &  MAIL  TODAY 

T 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  NO  1752  NORTHBROOK  IL 
POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


NetworkWorld 

THE  NEWSWEEKLY  OF  ENTERPRISE  NETWORK  COMPUTING 

POBOX  3091 

NORTHBROOK  IL  60065-9928 


Local  Networks 

Covering:  LAN  Hubs,  Switches  and  Management  •  Operating  Systems  •  Servers  •  Thin  Clients 


Briefs 


■  Symantec  Corp.  last  week 
announced  a  new  version  of  its 
Norton  Utilities  suite  that 
includes  disaster  recovery  soft¬ 
ware  that  lowers  the  cost  of  man¬ 
aging  Windows  95  desktops. 

Norton  Utilities  3.0 for  Win¬ 
dows  95  features  Norton  Zip  Res¬ 
cue  Disk,  which  works  in  con¬ 
junction  with  Iomega  Corp.  ’s  Zip 
drive.  When 
starting  a 
Windows  95 
machine,  an 
end  user  can 
insert  the  Res¬ 
cue  Disk  into 
the  attached 
Zip  drive  and 
store  all  sys¬ 
tem  data  to 

the  disk. 

Norton  Utilities  3.0  is  avail¬ 
able  now  for  $79. 

®  Symantec:  ( 800 )  441-7234 


The  Norton  Rescue 
Disk  works  with 
Iomega ’s  Zip  drive 


New  tools  boost  NT 


AUTOPILOT  P/SA  RAISES  NT’S  NUMBERS 

Transactions/sec 
800 


By  Christine  Burns 

Windows  NT  next  week  will 
get  a  big  enterprise  boost  with 
the  announcement  of  third- 
party  tools  that  tighten  security, 
increase  performance  and  im¬ 
prove  integration  with  Unix. 

Memco  Corp.,  a  well-known 
name  in  Unix  security,  this  week 
will  announce  its  first  NT  prod¬ 
uct,  which  will  give  corporations 
a  tighter  reign  over  NT  security 
policies.  SeOS  for  Windows  NT 
will  offer  companies  granular 
control  over  administrative 
rights,  coordinate  auditing  ser¬ 
vices  for  distributed  NT  boxes 
and  let  corporations  synchro¬ 
nize  security  policies  across  NT 
and  Unix  systems. 

Also  announcing  its  first  NT 
product  is  Eau  Claire,  Wisconsin- 
based  MCSB  Technology,  Inc. 
AutoPilot  P/SA  software  pro¬ 
vides  hooks  between  NT  and  the 
underlying  Intel  Corp.  hard¬ 
ware,  which  reportedly  doubles 


NT’s  performance. 

Finally,  Integraph  Software 
Solutions  and  Softway  Systems, 
Inc.  will  announce  they  have 
teamed  up  on  a  package  that 
gives  NT  users  full  access  to  Unix 
client  and  server  applications. 

NT  pundits  say  the  abun¬ 
dance  of  security  holes  in  NT  is 
the  biggest  deterrent  to  enter¬ 
prise  NT  deployment.  “NT  defi¬ 
nitely  needs  some  help  in  the 
security  arena,  and  having  a 
third  party  come  in  from  the 
Unix  side  to  do  that  brings  some 
instant  credibility,”  said  Rob 
Enderle,  an  analyst  at  Giga  Infor¬ 
mation  Group,  of  Pleasanton, 
Calif. 

Memco ’s  product  seeks  to 
close  all  of  the  loopholes  the  all- 
or-nothing  NT  administrator 
designation  creates,  said  Law¬ 
rence  Lakis,  product  manager  at 
Memco. 

As  it  comes  out  of  the  box,  NT 
Server  lets  an  end  user  either 
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100 


MCSB's  internal 
benchmark  tests 
show  that  its  AutoPilot 
server  acceleration 
product  can  more  than 
double  NT’s  performance 
on  Intel-based  servers. 


4  12  20 

Number  of  clients 


28  36  44 


have  full  administrative  rights  or 
none  at  all. 

SeOS  for  NT  will  allow  a  net¬ 
work  manager  to  assign  more 
granular  administrative  rights 
throughout  the  network. 

SeOS  for  NT  also  will  provide 


a  centralized  auditing 
service  for  multiple  NT 
servers.  SeOS  taps  into 
NT’s  own  event  log  and 
provides  agent  software 
to  monitor  specialized 
access  situations.  For 
example,  an  administra¬ 
tor  can  specify  that  users 
can  only  access  SQL 
Server  database  informa¬ 
tion  through  a  specific 
order  entry  application. 

SeOS  for  NT  is  in  lim¬ 
ited  testing  now  and  is 
expected  to  ship  in  the 
first  quarter  of  1998.  The 
customized  SeOS  audit¬ 
ing  agent  tracks  when 
users  have  attempted  to 
access  the  database  with¬ 
out  using  the  specified 
application. 

A  second  problem  for 
NT  in  the  enterprise  is  that  it 
doesn’t  quite  live  up  to  the  per¬ 
formance  of  Unix  and  main¬ 
frame  boxes. 

MCSB,  formerly  Chen  Sys¬ 
tems,  Inc.,  has  its  roots  in  the 
See  NT  tools,  page  21 


Cabletron  targets  desktop  with  Ethernet  switches 


■  Microsoft  Corp.  and  Intel 
Corp.  have  outlined  prelimi¬ 
nary  specifications  for  machines 
thatwillbeableto  run  Windows 
NT  5.0  when  it  ships  sometime 
next  year.  The  spec  says  any  sys¬ 
tem  built  for  NT  5.0  will  require  a 
200-MHz  Pentium  Pro  or  compat¬ 
ible  processor  with  at  least  256K 
bytes  of  cache.  The  guidelines  call 
for  a  minimum  of  64M  bytes  of 
system  memory,  which  is 
expandable  to  512M  bytes. 

■  The  Santa  Cruz  Operation, 
Inc.  ( SCO )  last  week  outlined  a 
delivery  schedule  for  its  next- 
generation  Intel  Corp.-based 
Unix  operating  system.  Unix¬ 
Ware  7.0,  formerly  code-named 
Gemini,  is  made  up  of  compo¬ 
nents  of  SCO’s  UnixWare  and 
OpenServer  operating  systems. 

SCO  will  deliver  a  high-end 
version  of  UnixWare  7.0  to  OEMs 
and  independent  software  ven¬ 
dors  next  month,  with  general 
availability  slated for  early  next 
year.  The  company  will  deliver  a 
departmental  version  of  Unix¬ 
Ware  in  the  second  half  of 1998. 

©  SCO:  (800)  726-8649 


By  Robin  Schreier  Hohman 

Cabletron  Systems,  Inc.  last 
week  moved  into  the  low-end 
LAN  switching  arena  with  its 
release  of  a  new  line  of  Ethernet 
Desktop  Switching  products. 
The  SmartSTACK  line  puts 
Cabletron  into  direct  competi¬ 
tion  with  3Com  Corp.,  Bay  Net¬ 
works,  Inc.  and  Cisco  Systems, 
Inc.  for  the  lower  cost  market. 

The  first  product  in  the  line, 
the  SmartSTACK  Ethernet 
switch  ELS10-26TX,  shipped  last 
week.  It  has  25  10M  bit/sec  ports, 


two  Fast  Ethernet  uplinks,  and  is 
priced  at  $73  per  port.  Similar 
products  from  Cisco,  Bay  Net¬ 
works  and  3Com  are  comparably 
priced  (see  graphic) .  Cabletron 
already  has  sales  “in  the  hun¬ 
dreds  of  units,”  said  Martin 
Lowry,  SmartSTACK  program 
manager  at  Cabletron. 

“It’s  not  a  particularly  high- 
revenue  market,  [but  it  is]  a  very 
high-volume  market,”  Lowry 
said.  It  also  is  a  new  outlet  for 
Cabletron,  which  is  trying  to 
shed  its  image  of  being  just  a  pro¬ 


vider  to  high-end,  Fortune  1000 
companies. 

The  second  product  in  the 
line,  the  SmartSTACK  Fast 
Ethernet  switch  ELS100-16TX, 
will  have  16  ports  with  two 
optional  Fast  Ethernet  fiber¬ 
optic  ports.  It  is  scheduled  to  be 
released  in  February  and  will  be 
priced  at  $243  per  port.  Cisco, 
Bay  Networks  and  3Com  also 
have  similar  products. 

Next  year,  Cabletron  plans  to 
add  a  desktop  Gigabit  Ethernet 
switch. 

The  new 
product  line  is 
aimed  at  small 
companies  that 
want  to  replace 
shared-access 
Ethernet  devices 
with  Ethernet 
switches,  guaran¬ 
teeing  band¬ 
width  for  each 
switched  port. 

Users  will  get 
extra  bandwidth 
and  perfor¬ 
mance,  and  the 
likelihood  of 


errors  in  the  network  will  be 
reduced  because  each  of  the 
ports  on  the  switch  is  segmented 
on  the  other  ports.  “Layer  2 
errors  don’t  traverse  all  of  the 
ports  on  the  switch,”  according 
to  Lowry. 

Desktop  switches  can  be 
placed  at  key  points  in  the  net¬ 
work  without  converting  the 
entire  network.  IS  managers  can 
put  a  high-bandwidth  group, 
such  as  CAD  users,  on  desktop 
switches,  but  leave  low-band- 
width  users  on  shared-access. 

The  new  SmartSTACK  line  is 
essentially  plug-and-play,  Lowry 
said.  There  are  two  ways  of  con¬ 
trolling  and  configuring  the 
hardware:  either  from  a  front 
panel  console,  which  allows  you 
to  plug  in  a  terminal  or  a  laptop 
to  locally  configure  the  device,  or 
from  any  SNMP-enabled  net¬ 
work  manageme  n  t  software . 

The  SmartSTACK  is  a  rack¬ 
mounted  external  device,  sized 
at  about  19  inches  wide  by  13 
inches  deep.  It  connects  to  the 
network  interface  card  by  an 
untwisted  pair  cable  and  to  the 
LAN  by  unshielded  twisted-pair 
cable. 

If  distance  is  an  issue,  a  fiber¬ 
optic  connection  can  be  used.  HI 


Duking  it  out  in  desktop  switching 


A  look  at  how  Cabletron’s  new  switch  compares  with  competitors’  offerings: 


Company 

Product  line 

Model 

Number  of  ports 

Price  per  port 

Cabletron 

SmartSTACK  II 

ELS  10-2  6TX 

25  switched  Ethernet  ports,  two 
Fast  Ethernet  uplinks 

$73 

Bay  Networks 

BayStack 

303 

24  lOBase-T  ports,  two  Fast 
Ethernet  uplinks 

$94 

Cisco 

Cisco  Catalyst 

1924 

24  switched  Ethernet  ports,  two 
Fast  Ethernet  uplinks  or  one 
standard  and  one  fiber  uplink 

$74 

3Com 

SuperStack  II 

3C16902 

24  switched  Ethernet  ports, 

1  Fast  Ethernet  uplink 

$99 
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3Com  Network  Interface  Cardo 
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Performance3 


NICs  can  improve 
network  performance  now  and 
for  the  long  journey  ahead. 


you  buy  a  network  interface  card,  you  want  the  peace  of  mind  that  the  NIC 
choose  is  the  absolute  best  for  your  needs,  and  your  bottom  line,  today  and  down 
sthe  road.  You  want  3Com.  Because  3Com  NICs  come  with  the  richest 

feature  set  in  the  industry. 

Y  3 

E)ynamicAccess‘M  software  has  the  ability  to  prioritize  time-sensitive 


31  and  business  critical  data.  It  conserves  precious  network  bandwidth  with 


S' 


h  $>' 


intelligent  control  of  multicast  packets  such  as  news  feed,  and  increases 
^  network  throughput  while  reducing  network  latency  by  avoiding  router 
*  bottlenecks.  Onjy  a  company  that  brought  NICs  to  the  industry  and  knows 

i  "  f  m  , 

networks  from  the  edge  to  the  heart  could  imagine  such  capabilities...  and  implement 

JX  jgjpl 

them  so  well.  And  only  a  company  with  over  100  million  connections  worldwide  could 

« T  dt  to  :  *  v  „  | 

^provide  (lifetime  warranties  on  its  NICs  with  such  confidence. 

(very  dime  you  spend  on  a  NIC  is  an  investment  in  your  future  success. 

gt  " 

a  long  look  at  what  3Com  NICs  can  mean  for  you  and  your  entire  network, 
value  will  blow  you  away. 


1 -888-906-3COM  (ext.  Ill) 
www.3com.com/edge/nws.litinl 


m 

-  mm* 


©1997  SGgm  Corporation.  All  rights  reserved.  3Com  is  a  registered  trademark  and  DynamicAccess  is  a  trademark  of  the  3Com  Corporation. 


For  months,  ISPs  have  been  hearing  about 
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the  promise  of  Virtual  Private  Networks.  But 


promises  won  t  increase  your  revenues 


■p 

fvHPr.'WS 
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or  enlarge  your  customer  base.  On  the  other  hand,  a  bullet-proof, 


high-density,  low-cost  VPN  solution  that  includes  56K  modems 


and  supports  tunneling  protocols  PPTP  and  L2F  just  mi  ght 


Introducing  the  Compaq  Microcom  6000  Series 


remote  access  concentrators 


For  you,  it  means  selling  profitable  outsourced  remote 


access  capability  to  a  growing  number  of  corporate  customers 


For  them,  it  means  better  communications  and  simplified  network 


management  at  a  lower  price.  And  because  the  6000  Series 


supports  TACACS+,  RADIUS  and  other  industry  standard  protocols 


security  is  not  an  issue 


To  learn  how  our  system  can  distinguish  your  company, 


increase  its  revenues  and  enhance  its  profitability,  call  for  a 


free  VPN  Guide  or  visit  our  virtual  VPN  Seminar  on  our  web  site  at 


www.microcom.com/502/.  Microcom  is  a  subsidiary  of  Compaq 


microcom.com/502/  •  888.4 1  1 .8646,  Dept.  205  •  Outside  U.S.  6 1  7.55 1 . 1 000 

kp  Subsidiary  Locations:  Unite*  •i'ljingdom  (44)  .1.483  742  8.00,  froncp  (33)  J  46  .6.2  68  68,  (./«(.  Republic.  '(4-2|;^54-|  .OJVjO. 

id  784/8  1 28.  Australia'  (61.)  7  V  4  18- 6688,  Sin<jc-0i.  (6f>)  848  6678  )cipan:.{8;|.|.-3  3:7/8',J  04  i  /,•/•  ’/,  ,./;  // 
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Xerox  shoots  scanned  data  across  the  network 


By  Christine  Burns 

Xerox  Corp.  this  week  will  announce 
new  network  peripheral  management 
software  that  lets  users  easily  distribute 
scanned  documents  across  the  network. 

CentreWare  Network  Scanning  Ser¬ 
vices  software  sits  on  select  Xerox  scan¬ 
ners  and  routes  scanned  documents  to 
any  destination  on  an  enterprise  network. 
A  user  can  employ  the  shared  network 
scanner  and  software  to  deliver  scanned 
documents  to  a  local  PC  hard  drive,  to  a 
customized  e-mail  distribution  list  or  to 
any  network  file  server,  where  it  is  accessi¬ 
ble  to  all  users. 

‘  ‘This  is  a  very  elegant  way  to  use  a  scan¬ 
ner  as  the  drop  box  for  getting  informa¬ 
tion  onto  the  corporate  network,”  said 
John  Derrick,  a  consultant  with  Work¬ 
group  Strategic  Services,  of  Santa  Bar¬ 
bara,  Calif. 

The  new  software  will  work  with  the 
digital  scanners  in  the  upcoming  Xerox 
Document  Centre  220ST  and  230ST  net¬ 
worked  digital  document  systems. 

The  CentreWare  scanning  manage- 


NT  tools 

Continued  from  page  1 7 

supercomputer  industry.  Its  AutoPilot 
P/SA  performance  optimization  software 
is  designed  to  put  NT  performance  on  par 
with  its  enterprise  counterparts,  said 
George  Macintyre,  MCSB  executive  vice 
president. 

AutoPilot  P/SA  is  software  that  sits 
between  the  NT  kernel  and  Intel  hard¬ 
ware  and  speeds  up  the  links  between  the 
operating  system  and  the  CPUs.  The 
MCSB  software  module  monitors  the 
application  load  and  the  CPU  usage  and 
tells  the  operating  system  which  threads 
to  process  first  to  get  the  best  perfor¬ 
mance. 

Macintyre  claimed  internal  testing  has 
shown  AutoPilot  P/SA  increases  NT’s 
performance  by  more  than  200  % . 

Evaluation  copies  of  AutoPilot  P/SA 
are  available  now.  The  software  ranges  in 
price  from  $295  for  a  single-processor  NT 
machine  to$l,850foran  eight-way  box. 

Integraph  and  Softway  have  integrated 
two  existing  products,  OpenNT  and 
AccessNFS,  to  offer  NT  users  a  higher 
level  of  Unix  integration.  Thejointly  mar¬ 
keted  product,  OpenNT/NFS  Solutions, 
provides  NT  users  remote  access  to  Unix 
files  and  printers  via  Unix-based  Network 
File  System  machines. 

The  OpenNT  component  of  the 
product  is  a  full  version  of  Unix  that 
runs  on  top  of  NT  and  gives  Windows 
NT  users  access  to  Unix  applications 
running  there. 

OpenNT/NFS  is  available  now  and 
ranges  in  price  from  $495  for  an  NT  work¬ 
station  license  to  $1,495  for  a  two-server 
license.  An  enterprise  edition  of  the 
product  will  be  available  next  month 
for  $5,995.  ■ 


ment  software  will  be  accessible  to  users 
via  an  icon  on  the  Document  Centre’s 
user  interface. 

Users  place  the  documents  in  the  scan¬ 
ner  and  choose  from  a  variety  of  Xerox 
scan  drivers,  which  are  preprogrammed 


job  instructions  that  tell  the  system  how  to 
scan  the  document  and  where  to  send  it. 
Xerox  will  ship  several  scan  drivers  with 
the  product,  but  network  administrators 
can  build  their  own,  aswell. 

The  product  will  support  TCP/IP  and 


IPX  networks  and  distribute  scanned  doc¬ 
uments  via  any  MAPI-compliant  e-mail 
system. 

CentreWare  Network  Scanning  Ser¬ 
vices  will  ship  as  an  option  for  the  Xerox 
Document  Centre  220ST  and  230ST  in 
the  first  quarter  of  next  year.  The  price  is 
$1,995. 

©Xerox:  (716)423-5090 


The  Most  Advanced  Frame  Relay 
Management  Goes  Beyond  the  Visual 


Automated  Upgrades  to 
Remote  Sites 

Scheduled,  remote  downloads  using  TFTP 
eliminates  site  visits  and  makes  software  & 
feature  upgrades  cost-effective. 
A  first,  only  from  Sync! 


Monitors  Over  60  Protocols 

Protocol  profiling  covers  IP,  IPX,  SNA, 
SMTP,  FTP,  HTTP  and  many  more. 
Over  ten  times  more  protocols  than  any 
other  circuit  management  product. 


Quality  of  Service  is 
Monitored  and  Verified 

Get  on  demand/stored  reports  of 
network  latency,  DLCI  utilization, 
CIR  monitoring,  up/downtime 
and  much  more. 


Standards-Based 
Access  and  Management 

SNMP  managed  frame  relay  probes 
with  built-in  56/64k  andT-1  DSU/CSUs. 


Network  Visibility 
When  You  Need  it  Most 

In-band  management  and  LMI 
sourcing  maintains  network  visibility 
even  if  a  remote  FRAD/router 
or  LAN  fails.  Another  Sync  first! 


FREE  Frame  Relay 
Management  Planning  Kit... 

Complete  guide  to  frame  relay 
management  makes  it  easier  than 
ever  to  maximize  network 
performance.  Get  yours  today! 


If  you’re  using  frame  relay  for  business-critical  applications, 
you  demand  the  highest  quality  of  service.  You  also 
deserve  the  most  from  your  investment.  That’s  why  you 
need  tools  that  are  more  than  just  a  pretty  interface. 
It  takes  Sync’s  Frame  Relay  Access  Probe  (FRAP)  family — 
the  most  advanced  solution  for  performance  and  service 
level  management. 

You’ll  not  only  maximize  network  availability,  but  optimize 
bandwidth.  And  Sync’s  integrated  diagnostic  features  isolate  and 
resolve  problems  quickly,  even  if  a  remote  access  device  fails. 
Only  Sync  offers  this  level  of  visibility  and  management. 


Add  a  series  of  Sync  firsts  like  in-band  management, 
LMI  sourcing,  automated  topology  mapping,  loopback 
timeouts  and  scheduled  TFTP  upgrades,  and  you’re  looking 
at  the  industry’s  most  comprehensive  circuit  management 
solution  for  frame  relay.  As  part  of  Sync’s  complete  family  of 
frame  relay  solutions  including  DSU/CSUs  and  internetworking 
FRADs,  the  Sync  FRAP  family  also  comes  with  a  heritage 
of  industry  leading  expertise,  innovation  and  quality. 

Go  beyond  the  visual  today!  Find  our  why  Sync’s  FRAP 
offers  the  most  advanced  circuit  management  for  your  frame 
relay  network.  (888)  438-7962  or  www.sync.com/view 


gsync 


Sync  Research,  40  Parker,  Irvine,  CA  92618  (714)  588-2070  or  (508)  285-0033  salesinfi 


)  1997  Sync  Research,  Inc.  All  specifications  and  features  are  subject  to  change  without  notice.  Sync  Research  and  FRAP  are  trademarks  of  Sync  Research,  Inc. 
All  trademarks  are  the  property  of  their  respective  owners,  Visual  Networks  is  a  registered  trademark  of  Visual  Networks,  Inc. 
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Microsoft’s  hidden  price  increase 


One  of  the  good  things  about  thin-cli- 
ent  computing  —  also  known  as  the 
network  computer  initiative  —  is  it  is  easy 


to  handle  concurrent-usage  licensing  of 
software.  Applications  are  run  from  the 
server,  and  nothing  is  stored  on  the  client. 


So  it’s  a  snap  to  find  out  how  many  users 
are  running  an  application  at  any  one 
time.  Concurrent  licensing  means  you 
need  only  as  many  licenses  as  there  are 
copies  of  the  software  in  use  simulta¬ 
neously. 

There  are  numerous  metering  applica¬ 
tions  that  keep  track  of  the  number  of 
licenses  you  have  and  how  many  are  in 


use.  By  closely  monitoring  usage  you  can 
save  money,  because  you  know  exactly 
how  many  copies  of  a  license  you  need. 
Usually  you  need  a  lot  less  than  the  total 
number  of  users  you  have. 

The  alternative  licensing  methods  are 
per  computer  and  per  named  user.  Per 
computer  licensing  requires  the  purchase 
of  a  license  for  each  computer  on  which 
the  software  will  run,  while  per  named 
user  licensing  requires  a  license  for  every 
person  who  will  ever  use  the  application. 

Since  the  day  it  was  first  introduced, 
Microsoft  allowed  concurrent  licensing  of 
Microsoft  Office  applications,  which  has 
saved  users  big  bucks. 

But  all  that  is  changing.  As  of  Dec.  1 
(or  on  the  expiration  of  your  cur¬ 
rent  license,  which¬ 
ever  comes  later), 

Microsoft  will  issue 
only  per  named 
user  licenses.  So  if 
you  have  100  peo¬ 
ple  who  occasion¬ 
ally  use  Power¬ 
Point,  but  no  more 
than  10  of  them  at 
any  one  time,  you’ll 
need  to  buy  100  licenses  when  your  10 
concurrent-usage  licenses  run  out. 

Microsoft  claims  it  is  changing  in 
response  to  user  requests,  because  it  was 
too  difficult  to  monitor  concurrent  usage. 
Isn’t  it  nice  that  Bill  Gates  wants  to  make 
your  job  easier?  The  extra  income  for  Mi¬ 
crosoft  is  just  an  unfortunate  side  effect, 
according  to  the  Redmond  spin  doctors. 

I  don’t  buy  it.  Not  only  have  software 
metering  applications  been  around  for  a 
dozen  years,  but  they’re  getting  better 
and  easier  to  use  as  server-based  comput¬ 
ing  comes  into  vogue.  Perhaps  this  is  just 
Microsoft’s  way  of  raising  that  million  dol¬ 
lars  a  day  to  pay  off  its  Department  of 
Justice  fine. 

It  seems  to  me  this  would  be  a  very 
good  time  to  look  at  Corel’s  WordPerfect 
Office  suite.  It’s  gotten  quite  a  bit  of  criti¬ 
cal  acclaim,  and  Corel  continues  to  offer 
concurrent-usage  licensing.  As  Gates 
once  said:  Just  buy  the  best  product. 

Kearns,  a  former  network  administrator,  is 
a  freelance  writer  and  consultant  in  Austin, 
Texas.  He  can  be  reached  at  wired@vquill.com. 

Tip  of  the  week 

NetWare  sites  are  probably  familiar  with 
Novell’s  CONFIG. NLM,  a  server-based 
utility  that  presents  much  information 
about  your  server  and  network  configura¬ 
tion.  Many,  though,  aren ’t  familiar  with 
another  tool  —  the  Config  Reader.  This  tool 
compares  server  configurations  and  tells 
you  which  modules  should  be  updated.  It 
does  this  by  sending,  via  FTP,  a  current 
modules  list  from  Novell.  It’s  a  handy  tool 
that  works  with  NetWare  3.12  and  above. 
You  will  need  a  Windows  93  or  N'T  work¬ 
station  to  run  it,  however.  Read  more  about 
Config  Reader  (and  download  it)  from 
http: //support,  novell.  com/cgi-bin/ 
show — information  ?FileName=  cfgrd5.exe. 
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Announcing  Remotely  Possible/32  Version  4.0 
with  Replay  for  Enterprise-wide  Support 


With  remote  user  and  server 
support  costs  at  2 '/  times 
that  of  networked  users, 
fast  problem  resolution  and 
optimum  NT  server  mainte¬ 
nance  are  critical. 

That’s  why  we  created 
Remotely  Possible/32 
Version  4.0  with  Replay. 

Designed  to  meet  the  needs 
of  system  administrators, 
help  desk  managers  and  call 
centers,  it  provides  robust 
remote  control  capabilities 
for  any  PC  or  NT  server  via  network 
access,  dial-up  or  the  Internet.  Help  desks 
using  fast  remote  control  report  a  40% 
reductuion  in  problem  resolution  time. 

The  unique  Replay  function  allows 
recording  and  playback  of  sessions  for 
help  desk  troubleshooting  and  review  of 
user  problems.  It’s  also  ideal  for  quality 
control,  liability  concerns,  group  training 
and  distance  learning. 


Remotely  Possible/32 
Version  4.0  with  Replay  is 
secure  and  easy  to  use.  New 
native  Windows  NT  security 
streamlines  log-in  and  pass- 
WJA  word  processes  and  elimi- 

for  Windows  nates  the  need  for  multiple 
security  databases.  Unique 
remote  and  custom  install 
capabilities  with  a  preset.INI 
function  simplify  enterprise¬ 
wide  installations.  A  Windows 
Explorer  interface  allows 
easy  navigation,  file  transfer 
and  fast  screen  refresh  for  quick  problem 
resolution.  Control  can  be  switched  to 
any  user  on  the  fly,  enhancing  on-line 
training  sessions. 

Version  4.0  supports  Windows  NT  4.0  on 
both  the  Intel  and  Digital  Alpha  platforms, 
Windows  NT  3-51  and  Windows  95.  Start 
controlling  your  enterprise  and  your  time 
today.  Download  your  FREE  10-User 
Evaluation  at  www.AVALAN.com. 


Remotely  Possible/32  Version  4.0  with  Replay 

...the  fastest  remote  control  software! 


(508)  429-6482  •  (800)  441-2281  •  FAX  (508)  429-3179 
P.0.  Box  6888,  Holliston,  MA  01746  •  Email  AVALAN@AVALAN.com 
Remotely  Possible  is  a  registered  trademark  of  Avalan  Technology,  Inc. 


AVALAN 
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Dave  Kearns 
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Fibre  Channel  Switthing  Solutions 
for  Your  Hard-Pressed  Enterprise 


McDATA  has  a  grip  an  your 
future  with  high-availability 
Fibre  Channel  switches. 

We  are  the  worldwide  leader  in 
ESCON  switching  solutions.  Soon  you  will 
know  us  as  the  leader  in  the  Fibre  Channel 
switching  market. 

McDATA  is  bringing  its  experience 
to  play  in  the  open  systems  arena  with  a 
family  of  high-availability  Fibre  Channel 
switches. 

They're  ready  now.  The  future  is 
now.  Are  you  ready  to  switch  to  the 
future?  Call  800-545-5773  or  visit 
www.mcdata.com. 

MCDATA 

Switch  to  the  future 


ISO-9001 


cenTificAT«o  rinm 


See  us  at  Comdex 
in  tlx • 

Fibre  Channel  Solutions 
room  N  250 


CHHNNEl 
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©1997  McDATA  Corporation.  McDATA,  celebrating  its  15th  anniversary,  has  offices  in  Colorado  and  Ontario.  Tel.  303.460.9200 

Member  Fibre  Channel  Association  and  Fibre  Channel  Loop  Community.  ISO  9001. 
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Already  future  ready 


“We  give  Symbol  high  marks 
for  Spectrum24  and  the 
wireless  LAN  pager.  They 
take  the  lead  on  our  list  to 
receive  our  Innovative 
Use  of  Technology  Award 
for  the  year.' 


Technologies’  vision  for  a  complete 
ance  wireless  LAN  solution  is  here  today 
tomorrow.  Already  performing  in  the  most 
demanding  environments,  Spectrum24  s®  advanced  infra¬ 
structure  is  a  flexible  solution  that  grows  as  you  grow. 

Spectrum24  is  an  open  architec¬ 
ture  system  designed  to  support  the 
new  IEEE  802.11  standard  through 
a  simple  software 
upgrade.  It  allows 
you  to  expand  your 
network  capacity  and 
coverage  as  needed 
with  multiple  access  points,  wireless  bridges  and  micro  access  points 
which  all  feature  pre-emptive  roaming  with  load  balancing.  And  with 

Symbol’s  latest  line  of  LAN  appliances,  including  two-way 
pagers  and  thin  clients,  you  can  further  extend  the  reach 
of  your  wireless  LAN  into  new  applications. 

From  the  recognized  leader. 

Symbol  has  long  been  recognized  for  product  innovation 
and  technology  leadership.  Find  out  how  we  can  help 
you  get  future  ready  now.  For  more  information,  call  for  a 
free  copy  of  a  third-party  competitive  evaluation  which  will 
help  you  make  your  own  decision  about  Symbol’s  Spectrum24  wireless 
LAN.  Call  Symbol  at  1-800-722-6234,  or  visit  us  on  the 
World  Wide  Web  at  www.symbol.com/S24.htm 
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—Andrew  Seybold, 
editor  in  chief, 
The  Outlook 
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We  love  to  hear  your  feedback:  Please  send  com¬ 
ments  and  questions  about  Currents  to: 

American  Power  Conversion 

Attn:  APC  Currents 

132  Fairgrounds  Road 

West  Kingstown,  RI  02892 

Fax:  401-789-3710 

Phone:  888-289-2722  ext.  8181 

E-mail:  apccurrents@apcc.com 


APC  North  America 

Corporate  Headquarters 
132  Fairgrounds  Road 
West  Kingstown,  RI  02892 
Phone:  888-289-2722,  ext.  8181 
Fax:  401-789-3710 
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APC  European  Headquarters 
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Ballybrit  Business  Park 
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Phone:  +49  89  51417-450 
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Phone:  +48  22  666  00  11 
Fax:  +48  22  666  00  22 
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Phone:  (+7  095)  929  90  95 
Fax:  (+7  095)  929  91  80 
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Phone:  +34  3  4127125; 

+34  3  3180133 
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Phone:  +90  212  230  7156 
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Toll  free  number:  8001-2856 


APC  Africa 

APC  South  Africa 
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APC  Middle  East 
Phone:  +44  181  769  1963 
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APC  Asia  Pacific 

Asia  Pacific  Headquarters 
APC  Australia 
Phone:  +61-2-9955-9366 
Fax:  +61-2-9955-2844 
Level  4,  20  Berry  Street 
North  Sydney 

NSW2076  Sydney,  Australia 
APC  China 

Phone:  +86-10-6201-6688 
Fax:  +86-10-6201-7658 

APC  India 

Phone:  +91-44-433-1124 
Fax:  +91-44-434-1464 

APC  Indonesia 
Phone:  +6221-650-0813 
Fax:  +6221-650-7427 

APC  Japan 

Phone:  (+81)  03-5434-2021 
Fax:  (+81)03-5434-2022 
Toll  Free:  0120-80-60-90 

APC  Korea 

Phone:  +82-2-501-6492 
Fax:  +82-2-501-6369 

APC  Malaysia 
Phone:  +603-735-8870 
Fax:  +603-732-9069 

APC  Philippines 
Phone:  +63  -2  8132662 
Fax:  +63-2-892-2448 

APC  Singapore 
Phone:  +65-337-4462 
Fax:  +65-337-2774 

APC  Taiwan 

Phone:  +886-2-755-1945 
Fax:  +886-2-755-1946 

APC  Thailand 
Phone:  +662-264885-6 
Fax:  +662-264288-4 


www.apcc.com 


APC  Currents  is  published  four  times  a  year  by  American 
Power  Conversion.  All  pricing  is  in  U.S.  dollars,  and 
subject  to  change  without  notice. 

Reprint  Information 

Please  contact  Chris  Carroll  at  APC,  132  Fairgrounds 
Road,  West  Kingston,  RI  02892  USA  for  information 
and  reprint  costs.  E-mail;  apccurrents@apcc.com 
American  Power  Conversion  is  a  publicly  held  corpo¬ 
ration  (NASDAQ:  APCC). 


APC  Currents,  Symmetra,  Power  Array,  MasterSwitch, 
PowerView,  SurgeArrest,  SurgeStation,  Back-UPS, 
Back-UPS  Pro,  Back-UPS  Office,  Smart-UPS,  Smart-UPS 
v/s,  Matrix-UPS,  NetShelter,  Call-UPS  II,  Share-UPS, 
Measure-UPS,  PowerChute  plus,  Power  Manager, 
PowerDoctor,  Power Audit,  WebAgent,  WebAlert, 
PowerShield,  Protect  ME!  with  APC,  ProtectNet, 
SmartSlot,  QuickSwap,  CellGuard,  SmartTrim, 
SmartBoost,  Line-R,  PowerNet,  Lifetime  Equipment 
Protection  Policy,  Control-UPS/400,  PowerPage  and 
Double-UP  are  APC  trademarks  and  property  of  APC. 
Others  are  property  of  their  owners. 


®  1997,  APL'  All  rights  reserved.  Trademarks  property  of  their  owners. 
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New  PowerChute  pM 
See  advance  preview  of 
this  newly  enhance  power 
management  solution  at 
Comdex  booth  #12453 


New  version  includes: 


Monitor  power  with 
Windows  NT® 


Performance  Monitor 


New  Remote 
Configuration  Feature 


Receive  event  notifications 
through  industry-standard 
SMTP  mail 


Enhanced  FlexEvenr 
Configuration 

Improved  User-Interface 


BOOTH  # 


DATE  SHOW/LOCATION 


APC  Trade  Show  Calendar 


Regional  Tradeshows: 


Oct.  15-16 

ITEC  Expo  -  Phoenix,  A2 

TBA 

Oct.  15-16 

ITEC  Expo  -  Raleigh,  NC 

TBA 

Oct.  29-30 

Netcom  -  Nashville,  TN 

TBA 

Nov.  5-6 

Computer  Office  and  Technology 
Jacksonville,  FL 

TBA 

Nov.  5-6 

ITEC  Expo  -  Pittsburg,  PA 

TBA 

Nov.  12-13 

ITEC  Expo  -  Columbus,  OH 

TBA 

Nov.  12-13 

ITEC  Expo  -  Philadelphia,  PA 

TBA 

Nov.  17-21 
Jan.  20-22 

Jan.  26-29 
Feb.  11-12 


#L2453 

#1820 

#375 

#1145 


National  Tradeshows: 

Comdex  -  Las  Vegas 
Comdex  PacRim/ 

Vancouver 

ComNet  -  Washington,  D.C. 
Internet  Expo  -  San  Jose 


The  APC  Reliability  Challenge 
"With  an  APC  UPS,  We're  All 


Since  the  first  APC  UPS  rolled  off  the  produc¬ 
tion  line  in  Billerica,  Massachusetts  in  1984,  APC 
has  worked  its  way  to  the  top  of  the  UPS  catego¬ 
ry,  instilled  confidence  and  peace  of  mind  in  over 
8,000,000  users  and  captured  over  100  industry 
trade  awards  for  reliability  innovation  and  cus¬ 
tomer  satisfaction.  No  other  UPS  manufacturer  has 
even  come  close  to  matching  that  track  record. 

APC  Defines  Reliability 

In  May  of  1997,  APC  offered  up  the  reliability 
challenge  to  its  customers.  Known  worldwide  for 
product  reliability,  the  company  believed  the 
truest  test  of  that  reliability  would  be  to  ask  those 
who  use  an  APC  UPS  to  see  just  how  long  these 
soldiers  in  the  war  against  bad  power  have  been 
doing  their  duty.  In  other  words,  how  long  will  a 
customer  trust  their  valuable  computer  equipment 
to  an  APC  UPS? 

So,  how  many  years  can  you  depend  on  your 
APC  UPS?  The  results  of  the  reliability  challenge 
were  clear.  In  an  industry  where  the  average  prod¬ 
uct  life  expectancy  is  six  months  to  a  year,  APC 
units  have  regularly  done  their  job  for  over  a 
decade*.  In  spite  of  continuous  product  innovation 
and  product  improvement,  the  reliability  of  the 
first  Smart-UPS  has  never  become  obsolete.  An 
APC  customer  could  easily  have  used  the  same 
Smart-UPS  to  protect  four  or  five  generations  of 
servers  or  workstations.  Customers  do  buy  new 
APC  UPS  units,  but  typically  they  are  purchased  to 
support  MIS  growth,  protect  a  new  home  office, 
entertainment  center  or  even  a  fish  tank,  not  to 
replace  an  existing  unit. 

Trade-UPS:  The  Latest  Solution  at 
Bargain  Prices 

Still,  many  APC  customers  want  the  latest 
features  and  benefits  of  the  newest  UPS  units 
without  having  to  completely  reinvest  in  a  new 
unit.  They  say,  “the  old  one  works  just  fine,  after 
all!”  To  meet  this  growing  need,  APC  decided  to 
pay  customers  for  the  years  of  reliable  service 
left  in  their  units  through  a  unique  program  called 
Trade-UPS.  The  program  allows  customers  to 
trade  in  “old  reliable”  for  a  brand  new  unit  at 
a  significantly  discounted  pricefup  to  46°/o). 
Usually  the  trade  is  prompted  by  a  need  for  the 
latest  power  management  solution  or  network  OS 
and  server  management  platform  integration. 
Sometimes,  as  the  Reliability  Challenge  clearly 
demonstrated,  customers  tend  to  remain  faithful  to 
their  APC  units  longer  than  even  the  APC  product 
engineers'  could  have  expected.  In  fact,  the 
winner  of  the  1997  Reliability  Challenge  was  one 
such  customer. 

'Battery  life  varies  according  to  use.  Average  3-6 
years,  but  batteries  can  be  replaced  at  a  fraction 
of  the  cost  of  the  unit.  For  more  information  about 
battery  replacement,  visit  http://www.apcc.com 


And  the  Winner  is... 


1984:  Ronald  Reagan  was  in  the  White  House, 
disco  was  finally  dead,  and  while  most  of  America 
was  learning  to  "Just  say  no,"  a  small  group  of 
engineers  in  Massachusetts  decided  to  help  com¬ 
puter  users  "Just  say  no  to  bad  power."  Although 
the  1997  APC  Reliability  Challenge  unearthed  hun¬ 
dreds  of  vintage  but  still  working  APC  units,  the  1984 
750XT  Plus  -  literally  one  of  the  first  units  ever  built 
by  APC  -  entered  by  Harold  Turner  of  Computer  Power 
Solutions  in  Tennessee,  took  the  prize. 

Harold  received  the  still-operational  unit  in  a  Trade- 
UPS  from  Performance  Training  Associates,  a  sponsor 
of  Dale  Carnegie  training,  in  Massachusetts  when 
they  traded  it  in  for  a  Smart-UPS'  1400.  Dale 
Carnegie,  a  worldwide  force  in  corporate  training,  had 
been  using  the  unit  to  back  up  the  networked  PC 
that  contains  its  student  enrollment  and  billing 
information. 

As  Tom  Gilmore,  a  Dale  Carnegie  Training 
Consultant  and  the  office 

Harold  Turner  of 
Power  Solutions 
(left)and  Tom  Gilmore 
of  Dale  Carnegie  took 
the  reliability  chal¬ 
lenge  and  WON! 


IS  guru, pointed 
out,  "In  our  busi¬ 
ness,  that's  infor¬ 
mation  we  can't 

afford  to  lose.  We  purchased  the  unit,  it  did  its  job 
for  a  long  time.  It's  not  often  you  get  a  piece  of 
hardware  that  gives  you  zero  problems  with  no 
maintenance." 

Rodger  Dowdell,  APC  president,  and  one  of  the 
engineers  responsible  for  1984  APC  750XT  Plus, 
was  all  smiles  at  the  news  of  the  unit's  perfor¬ 
mance.  "We  strive  for  reliability,  but  for  this  one  to 
protect  and  serve  for  nearly  fourteen  years  without 
a  single  problem  is  amazing.  We  expected  five  to 
seven  years  of  service,  and  got  double  that.  I  can't 
wait  to  see  what  our  newer  designs  can  do!" 

Harold  Turner,  the  reseller  who  submitted  the  unit 
received  in  trade,  is  a  power  VAR  who  specializes  in 
power,  voice,  and  data  line  power  protection  for  cus¬ 
tomers  worldwide.  He  has  been  a  dedicated  fan  of 
APC  products  since  he  evaluated  a  few  APC  units  back 
in  1988,  thinking  this  was  the  "product  of  the 
future."  Since  then,  APC  has  helped  him  make  "cus¬ 
tomer  service,"  his  number  one  priority,  a  reality. 

And  so,  Harold  Turner  and  Tom  Gilmore  both 
answered  the  Reliability  Challenge. 

Because  the  entry  was  a  joint  effort,  APC  has 
declared  Harold  Turner  of  Computer  Power  Solutions 
and  Tom  Gilmore  of  Dale  Carnegie  co-winners. 

Harold  and  Tom  will  both  fly  FREE  to  APC  to  officially 
decommission  the  old  unit.  Each  then  gets  to  assem¬ 
ble  his  very  own  new  Smart-UPS.  Afterward,  they'll 
enjoy  two  vacations  for  two  on  beautiful  Block  Island. 


Winners. 
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New  Units  from  APC 
Trade-UPS  Program 
Protect  Your  Investment 

How  does  the  program  work? 

You  can  trade  in  any  old  UPS  units  for  the  lat¬ 
est  APC  UPSs  (even  one  of  our  competitor's 
units  you  use  for  a  doorstop  because  it  no 
longer  works!).  Just  visit  APC  at  http://atrade- 
ups.apcc.com  to  order  your  new  units,  and 
when  they  arrive,  send  your  old  APC  or  other 
vendors'  UPS  systems  back  to  APC  in  exchange. 

Who  should  use  Trade-UPS? 

APC's  Trade-UPS  program  gives  you 

•  a  cost-effective  way  to  upgrade  your  exist¬ 
ing  UPS  units 

•  an  easy  way  to  enhance  your  power  pro¬ 
tection  with  new  systems  or  technologies 
offered  by  APC  without,  the  bite  of  a  com¬ 
plete  reinvestment 

•  the  quickest  way  to  protect  your  valuable 
hardware  with  a  new  APC  unit  and  a  full 
warranty  instead  of  a  repaired  or  recondi¬ 
tioned  unit 

Best  of  all,  you  don't  have  to  currently  own  an 
APC  UPS  to  take  advantage  of  the  program. 

Even  units  from  other  vendors  can  help  you  cut 
the  cost  of  buying  the  world's  most  reliable 
power  protection. 

New  APC  UPSs  up  to  46%  OFF! 

Trade-UPS  provides  new  units  with  full  two- 
year  warranties  at  a  substantial  discount.  Buy 
via  the  Trade-ups  program  and  your  systems  are 
never  out  of  warranty.  APC  disposes  of  or  recy¬ 
cles  the  old  UPS  units  and  batteries  -  even 
those  not  originally  manufactured  by  APC  -  so 
you  can  be  sure  your  old  UPS  will  never  be  a 
threat  to  the  environment.  Saving  yourself  that 
headache  alone  makes  Trade-UPS  worthwhile. 

Visit  the  APC  Trade-UPS  page 
today,  and  make  your  exchange 
online!  Details  about  eligible 
units,  costs  and  purchase 
options  are  available  at: 

http://atradeups.  apcc .  com 


New  Solutions 


ProtectNet  for  ISDN  Continues 
APC's  Technological  Commitment 


APC  continually  stresses  the  concepts  of  “bulletproofing”  and  “back  door 
protection"  of  computer  systems.  Surges  can  damage  motherboards,  network 
interface  cards  and  modems,  just  to  name  a  few  valuable  pieces  of  equipment. 
Without  protection  at  every  point  where  faulty  power  can  tamper  with  your 
electronics,  you  are  not  yet  “bulletproofed.” 

Fortunately,  APC  develops  products  to  fit  with  every  advancement  in 
computer  and  communications  technology.  Most  recently  introduced  is  the 
ProtectNet  for  ISDN,  protecting  “Integrated  Services  Digital  Networks.” 

According  to  Bell  Communications  Research,  Inc.,  ISDN  is  “a  design  for  a 
completely  digital  telephone/telecommunications  network  to  carry  voice, 
data,  images,  video,  etc,  at  high  speed  by  sending  digitally-encoded  signals.” 

These  ISDN  signals  are  usually  sent  over  fiber  lines  but  can  work  on  nor¬ 
mal  phone  lines  made  from  copper  wiring.  Because  ISDN  lines  carry  data  at 
such  a  greater  rate  than  regular  phone  lines,  more  data,  at  any  given  moment, 
is  in  danger  of  being  corrupted  by  bad  power  carried  on  the  ISDN  lines.  The 
ProtectNet  for  ISDN  can  protect  everything  from  today’s  more  “intelligent” 
telephones  to  an  ISDN  equipped  communications  terminal. 

The  ProtectNet  for  ISDN  joins  an  ever-increasing  list  of  APC  ProtectNet 
products  that  provide  “back-door”  protection  for  data  terminal  or  POS  equip¬ 
ment,  printers,  plotters  or  phones,  plus  many  other  connected  devices.  By 
closing  all  paths  to  problems,  the  ProtectNet  family  effectively  bulletproofs 
your  system,  even  from  problems  created  by  the  network  itself. 


Guaranteed  Protection 

With  a  lifetime  product  warranty,  ProtectNet  will  be  the  last 

B  a  dataline  surge  protector  you’ll  ever  buy  (until  your  network 
Jj  grows)!  What’s  more,  your  protected  equipment  is  also  covered. 

ProtectNet  features  a  unique  “Double  Up!”  Supplemental 
Equipment  Protection  Policy.  APC  will  repair  or  replace  equipment 
properly  connected  to  and  protected  by  an  APC  AC  line  and  dataline  solutions 
in  the  event  that  it  is  damaged  by  a  lightning  strike  or  surge,  up  to  $50,000. 
(See  policy  for  details.  US  and  Canada  only.) 

If  you  would  like  help  developing  a  bulletproof  power  protection  strategy 
for  your  network  or  advanced  workstations,  call  the  toll  free  APC  Customer 
Service  Hotline. 


Protect  your  valuable  ISDN  phone 
equipment  and  modems  with  a 
combination  of  the  latest  ProtectNet 
and  APC  PowerShield™,  a  UPS 
designed  specifically  for  use  with 
ISDN  equipment.  Call  the  toll-free 
APC  customer  service  hotline  for 
more  information. 


ers  to  the  Editor 


We,at  Currents,/oi/e  receiving  feedback  from  APC  users 
around  the  world.  It  gives  us  a  better  picture  of  how  our 
company  is  truly  perceived  by  the  people  who  matter  to  us 
the  most:  our  customers!  It  also  lets  YOU  know  that  we 
really  do  pay  attention  to  those  cards  in  the  back  of  the 
magazine  that  promise  free  stuff  like  posters  and  t-shirts.  Why  not  take  the  time  to  fill  out  that  very  card  right  now,  and  send  it  back  to  us  today! 
You  can  also  visit  http://xtreme.apcc.com  and  give  us  your  story  online.  (Actually,  you  may  want  to  read  some  other  responses  first  just  for  inspi¬ 
ration.)  Thanks  to  all  those  here  who  responded  and  we  hope  to  hear  some  new  stories  soon! 


“Thank  you  for  keeping  good  connections  with  your 
clients  because,  in  these  days,  it’s  good  to  have  feedback 
from  your  clients  whose  suggestions  can  help  improve 
your  already  excellent  products.  I  personally  had  bought  my 
UPS  before  I  even  had  made  my  final  decision  about  which 
PC  I  would  buy.  I  must  say  it's  a  decision  I  haven’t  regret¬ 
ted. 

In  an  area  where  voltage  varies  from  180  -  250v  on 
a  daily  basis  and  where  sags,  blackouts  and  spikes  are 
usual  things,  my  PC  has  been  running  without  as  much  as 
a  hiccup.  I’m  even  considering  buying  a  Line-Rfor  my  Hi- 
Fi  system!  I  shall  recommend  APC  products  to  anybody 
who  asks  me  about  them. 

Don’t  let  any  bad  influence  affect  your  computer." 

—  Miodrag  D.  Miskov,  Kac.,  Yugoslavia 

“Hi. ..sorry.. .Hello.  I'm  one  of  many  APC  UPS  users 
and  thank  Cod  for  having  one  because  my  Back-UPS  600 
has  saved  my  work  many  times.  One  night,  I  was  working 
on  my  PC  when  the  power  shut  off.  I  kept  working.  Then 
it  came  back. 

After  a  minute,  it  became  so  weak  that  the  light 
and  refrigerator  could  not  work.  .  .while  I  kept  working, 
thanks  to  an  APC  UPS!" 

-  M.  Nour  Kazkaz,  M.D.  Student,  Lattakia,  Syria 


“It  was  a  dark  and  stormy  night  over  our  little  southern 
French  village  when  I  awoke  to  a  gentle,  but  constant, 
‘Beep. ..beep. ..beep.' 

Tugging  at  my  husband,  I  accused  him  of  maliciously  set¬ 
ting  his  radio  or  watch  alarm  for  the  middle  of  the  night. 
Then  it  stopped. 

Only  the  next  morning,  when  we  found  all  of  our  digital 
clocks  blinking  zeroes,  did  we  realize  that  it  was  the 
UPS  doing  its  job  in  the  wee  hours  of  the  night.” 

—  Linda  Bigelow,  Saint-Jeannet,  France 

“Blackburn  had  a  major  power  outage  on  March  18, 
1997,  but  did  I  worry  about  our  fileserver? 

Nope.  Just  press  a  key  and  you're  back  up  and  running 
within  5  minutes;  faster  than  the  phone  system  or  even 
BT.  Thanks.  You  make  my  life  a  lot  easier." 

—  Bob  Ray,  Consultant,  Training  2000  Ltd.,  Blackburn, 
England 

“English  isn't  my  basic  language  and  I  don’t  understand 
many,  but  APC's  Back-UPS  600  is  my  basic  UPS  and 
we  understand  each  other.” 

—  Nesko  Dragisic,  Lead  System  Engineer,  JP  Djerdap, 
Kladovo,  Yugoslavia 


“We  were  using  non-APC  UPSs.  When  we  came  to  dis¬ 
pose  of  the  batteries,  it  was  a  nightmare  finding  out  the 
details  for  environmentally  safe  disposal.  With  APC,  we 
have  always  been  able  to  find  out  the  details  we’ve  needed. " 

-  Nigel  Lewis,  Computing  Manager,  Buckland  Paper 
Mill,  Dover  Kent,  England 

The  battery  change  article  was  published  in  a  previous 
issue  of  Currents.  We  do  our  best  to  keep  our  customers 
happy  and  our  readers  informed.  -  Ed. 

“I  recently  moved  into  an  old  house.  It  wasn’t  until  I 
plugged  my  APC  Back-UPS  Pro  1000  in  that  I  found  that 
most  of  the  outlets  in  the  house  had  no  ground.  If  it 
wasn't  for  the  'wiring  fault’  light  on  the  back,  I  may  have 
never  known  about  this  dangerous  problem." 

—  Morgan  Pelletier,  President,  Penguin  Computing, 
Saint  John,  New  Brunswick,  Canada 


2  Toll-free  APC  Currents  Hotline:  888-289-2722,  ext. 8181 

Fax:  401-789-3710  E-mail:  apdnfo@apcc.com 


Technical  Support  Hotline:  800-800-4272 

PowerFax:  800-347-FAXX  www.apcc.com 


Rave  Reviews 


APC  PowerXtend  ™  (op  Compaq  Insight  Manager  Eclipses 
CIM-Proprietary  Functions:  Try  it  FREE  Today 


APC  has  just  released  PowerXtend  for  Compaq 
Insight  Manager.  Customers  using  -  — 

Compaq  Insight  Manager  (CIM)  to  j[  l^|  l^jj 
manage  Compaq  servers  can 
now  manage  power  at 
all  Windows  NT  and 
Netware  servers  -  directly 
from  the  CIM  console. 

Because  of  the  variety  of 
server  products  available, 

APC  has  developed 
PowerXtend,  customized 
power  management  plug- 


work,  whether  now  or  in  the  future. 

Proprietary  UPSs,  on  the  other  hand, 
do  not  give  customers  the  flexibility  to  switch 
to  another  server  vendor’s  management 


2.  Install  PowerChute  plus  on  the  NMS  where 
Compaq  Insight  Manager  is  installed. 

All  software  necessary  to  manage  NetWare 
and  NT  servers  is  free  on  APC’s  web  site.  Upon 
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ins  for  server  management  plat¬ 
forms,  i.e.  Compaq  Insight 
Manager,  IBM  Netfinity,  Intel 
LANDesk  Server  Manager,  and 
HP  NetServer  Assistant. 


Sy»««»  UmN  Bhgwto 
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“It's  terrific  to  have  APC’s  power  management  tools 
integrated  into  one  management  console.  ” 

-  Desmond  Banks,  Compaq  customer  and  Senior  Systems 
Programmer  at  Kaiser  Permanente 


. - - 


UPS  Se#  Te*t  Passea  on  01/02/97 


UPS  OUput  116  3  VAC 
jne  Mxumum  1 15  7  VAC 
me  Maximum  M7  0VAC 
UPS  Temp  118  6  f 
Output  Freq  60  0  Hz 
Amtuert  Temp  77  4  *F 
Hum  lay  1 2  3  % 


j  01AI2/97  15  34 
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Any  Server, 

Any  Management 
Platform,  One  UPS 

By  accommodating  all  serv¬ 
er  management  platforms,  APC  can  blanket  virtu¬ 
ally  any  network  with  power  protection,  no  mat¬ 
ter  what  brand  of  server  is  used.  APC  UPSs  main¬ 
tain  cross  platform  compatibility  via  power  man¬ 
agement  and  monitoring  software  without  requir¬ 
ing  a  significant  hardware  upgrade,  a  fact  critical 
to  all  cost  conscious  clients  expanding  their  net- 


platform  and  maintain 
integrated  power  man¬ 
agement  support. 

APC  Smart-UPS*  with 
PowerChute'  plus  also 
gives  you  the  peace  of 
mind  that  comes  with 
installing  an  industry 
leader  with  a  proven 
track  record  of  being  able 
to  quickly  adapt  to  the 
needs  of  its  clients,  whether  they  own  a  Compaq 
Proliant,  Prosignia,  or  any  other  brand  of  server. 

How  PowerXtend  Works  with  CIM: 

1.  Install  PowerChute  plus  and  Power¬ 
Xtend  on  all  remote  Windows  NT  and  Netware 
Compaq  servers. 


CIM  screen  includes  “APC”  battery  buttons 
so  you  can  launch  PowerChute *  plus  directly 
from  CIM.  Software  is  available  FREE  on 
APC's  PowerPage:  www.apcc.com 


Byte  Reviews  New  APC  Symmetra™  Power  Array™ 
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Byte  Magazine  recently 
gave  a  favorable  review  of 
Symmetra,  the  first  product 
in  APC’s  new  Power  Array  line. 

In  Byte’s  “Eval”  section,  the  Symmetra 
received  the  maximum  available  five  (5) 
stars  (Outstanding)  in  the  magazine’s  tech¬ 
nology  rating. 

Byte  poetically  begins  the  review,  “Hell 
hath  no  fury  like  a  network  administrator 
after  a  power  outage.  Fortunately,  a  UPS 
that  offers  both  scaleability  and  N+l  redun¬ 
dancy  has  arrived.” 

So  what  defines  APC’s  Power  Array? 

APC  made  sure  its  first  UPS  over  5  kVA  was 
loaded  with  features,  as  the  article  duly  — 
notes.  The  product  line  has  five  models 
ranging  from  5kVA  to  16  kvA  with  redun- 
dancy  starting  at  4  kVA. 

The  Symmetra,  with  16kVA  of  full  out-  ~ ^ 
put,  “operates  much  like  a  server  or  storage 
device  with  RAID.  Using  double  conversion  on¬ 
line  technology,  all  the  modules  in  the  Power 
Array  run  in  parallel  and  share  the  load  evenly,” 


A  compelling  UPS  solution 
at  a  competitive  price. 
Fortunately a  UPS  that 
offers  both  scaleability 
and  N+l  redundancy 
has  arrived.  ” 

—  Byte  magazine 
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the  review  points  out,  illustrating  the 
key  differentiator  between  Power 
Array  and  any  other  protection. 
Byte's  product  review  concludes, 
“These  features,  combined  with 
IjP"  Symmetra’s  multiple  configuration  and 
management  options,  constitute  a  com¬ 
pelling  UPS  solution  at  a  competitive  price." 


installation  PowerChute  plus  inserts  two  buttons 
onto  the  CIM  screen.  Customers  can  click  on  the 
APC  NT  and  APC  NW  buttons  to  manage  both 
Windows  NT  and  Netware  servers  respectively  . 
An  intermediate  screen  provides  a  list  of  the 
remote  servers  running  PowerChute  plus.  After 
selecting  a  server  from  the  list,  the  PowerChute 
plus  screen  will  appear.  Customers  will  receive 
100%  of  PowerChute  plus  functionality  directly 
from  CIM,  i.e.  UPS  self-test  scheduling,  diagnos¬ 
tics  log,  unattended  shutdown,  scheduled  shut¬ 
down,  application  saving,  automatic  reboots, 
FlexEvents,  etc. 


PowerXtend  plug-in  v3.0  vs. 
Compaq  Power  Management 
Software  (CPM)  vl.0 


FEATURE /BENEFIT 


APC  COMPAQ 


UPS  self-test  scheduling  Yes  No 

No  need  to  worry  about  remembering  to  test  UPS 

Diagnostics  data  log  Yes  No 

Helps  pinpoint  power  problems 

Power  mgt.  for  non-Compaq  servers  Yes  No 

Manage  power  at  all  remote  servers 

Remote  UPS  configuration  Yes  No 

Quick  adjustments  to  changing  environmental  conditions 

Microsoft  SMS  support  Yes  No 

Remotely  install  software  to  SMS  compatible  computers 

Power  software  experience  (years)  9  <1 

Field-tested  and  time-tested  reliability 

Launches  directly  from  CIM  Yes  Yes 

Quick  access  during  emergencies 

Develops  its  own  power  mgt.  software  Yes  No 
First-hand  knowledge  and  superior  support 

Lifetime  software  support  Yes  ? 

Backwards  compatible  UPS  software  Yes  No 

APC  software  upgrades  do  not  require  a  UPS  upgrade 

Microsoft  Back  Office  certification  Yes  No 

Ensures  compatibility  and  security  with  Back  Office  suite 

Best  of  Breed  UPS  equipment  Yes  No 

Proven  reliability  backed  by  exceptional  service, 
support  and  warranty 


Asia  Pacific  HQ:  +61-2-9955-9366  (Australia) 

Ireland:  +35-391-702000  Japan:  +81-3-3-798-3888 


China  +86-10-6201-6688 
Korea:  +82-2-501-6492 


France:  +33-1-64-62-59-00 
Latin  America:  +1-401-789-5735 


Germany:  +49-89-958-23-5 
Singapore:  +65-337-4462 


India:  +91-44-433-1124 
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Service  Superstar 


APC  Support  and  Service  Garner  Words  of  Praise 

MicroData  Group,  Inc.  is  a  Boston  consulting  firm  whose  mission  is  to  “assist  clients  in  effectively  leveraging  computer  technology  to  solve  real- 
world  problems  and  achieve  their  organizational  goals,”  according  to  their  web  site's  welcome  screen.  MicroData  Group  Inc.  specializes  in  three  prima¬ 
ry  areas:  Networking,  Database  Design  and  Publishing. 

MicroData  Group,  Inc.  shares  a  similar  philosophy  of  APC  by  writing  that,  “...the  need  for  reliable  and  user-friendly  networks  that  enable  people  to  work 
together,  share,  and  communicate  information  is  now  a  necessity  rather  than  a  luxury.”  The  company’s  message  continues,  “  We  have  a  tremendous  depth 
of  experience  in  addressing  today’s  technology  needs  -  not  needs  of  the  past.  We  draw  on  over  40  combined  years  of  experience  with  almost  all  of  the  rel¬ 
evant  products  in  the  industry  including  Windows,  Windows  95,  Windows  NT,  DOS,  Macintosh  OS,  UNIX,  OS/2,  and  NetWare  as  well  as  others.” 

One  employee  of  MicroData  Group,  Inc.  was  kind  enough  to  acknowledge  the  professionalism  of  an  APC  employee: 


Written  to  Cyndi  Cunningham  on  May  22,  1997: 

Dear  Cyndi, 

I  would  like  to  thank  you  for  assisting  me  in  diagnosing  the  were  able  to  efficiently  resolve  this  problem.  Our  client  was 

APC  UPS  anomalies  we  were  experiencing  on  May  2,  1997.  I  very  pleased  with  our  service  and  turnaround  time. 


have  rarely  dealt  with  such  a  helpful  and 
knowledgeable  support  professional.  I 
appreciate  the  rapid  turnaround  time  you 
were  able  to  arrange  for  us  by  cross  ship¬ 
ping  this  damaged  UPS  for  my  client.  Your 
willingness  to  resolve  this  problem  so 
quickly  has  enabled  me  to  resolve  this  sit¬ 
uation  expeditiously  for  my  client.  My  client 
experienced  very  little  down  time  and  I  was 
able  to  confidently  plan  the  installation  of 
the  replacement  unit  for  our  next  service 
day.  With  your  support  on  this  issue  we 


“ Your  willingness 
to  resolve  this 
problem  so  quickly 
has  enabled  me 
to  resolve  this 
situation  expeditiously 
for  my  client" 

—  Steven  M.  King 

MicroData  Group,  Inc. 


You  made  all  of  this  possible.  We  have  sold 
over  seventy-five  of  your  units  and  we  will 
continue  to  recommend  them  as  long  as  sup¬ 
port  professionals  like  you  are  on  the  job  to 
back  us  up. 

Thank  you  again  for  your  most  excellent 
support  and  service. 

Sincerely, 
Steven  M.  King 
MicroData  Group,  Inc. 

Topsfield,  Massachusetts 


New  MasterSwitch™  Saves  lime  and  Support  Costs 
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APC  MasterSwitch™  provides  complete 
Web  and  SNMP  management  and  control 
of  your  network’s  power.  The 
MasterSwitch™  E515  network  manage¬ 
able  power  distribution 
unit  (PDU)  gives  the 
network  administrator 
complete  control  over 
the  power  to  connected 
equipment.  From  any¬ 
where  on  the  network, 

administrators  can  use  a  network  management  station  (NMS)  or  Web  browser  to  power,  de-power  or  reboot 
equipment.  MasterSwitch™  cuts  service  costs  and  eases  your  power  management  burden  with  these  benefits: 


_  jjjjUPSK"  ~  MasterSwitch ™ 

reboots  remote 

servers,  internetworking  equip¬ 
ment  or  modem  banks  to  prevent  service 
calls.  MasterSwitch ™  gives  you  complete,  remote  control  of 
eight  independent  power  channels,  and  ends  the  frustration  oflocked- 
up  servers  and  wasted  management  time.  Call  NOW  for  free  information. 
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•  Web  control:  Seamless  integration  into  Web-based  management  strategies.  The  first  power 
switching  device  featuring  embedded  Web  management. 

•  SNMP  control:  Network  manageable  by  SNMP  to  integrate  with  native  SNMP  management  platforms. 

•  LAN  Connectivity:  Built-in  Ethernet  interface  for  direct  connection  to  the  customer’s  LAN. 

•  Eight  channels  of  manageable  power:  Eight  independent  power  channels  for  complete  and  flexible 
management  of  connected  equipment.  MasterSwitch  can  be  used  with  or  without  a  UPS. 

•  Power-up  sequencing:  Users  can  configure  the  sequence  in  which  power  is  provided  to  separate,  con¬ 
nected  loads  at  startup. 

•  Control  UPS  power  output:  Wherever  you  use  an  APC  UPS,  you  can  use  MasterSwitch™  to  power 
down  connected  equipment  on  an  outlet  by  outlet  basis  to  conserve  battery  back-up  power. 

•  Built-in  serial  port:  Serial  interface  for  offline  configuration  and  diagnostics. 


New  SurgeArrest® 
Rack-mount 

Network  SurgeArrest'  Rack-mount  offers  the 
same  premium  protection  against  power  surges 
provided  by  the  rest  of  the  Network  SurgeArrest 
line.  The  configuration  includes: 

•  9  outlets  total,  1  "Always  on"  outlet  for  devices 
that  require  constant  power 

•  Multi-positional  mounting  bracket  provides  real 
installation  flexibility(vertical  or  horizontal 
installation)  Even  zero  U  mounting! 

•  Guarded  Master  On/Off  switch  to  prevent 
accidental  "turn-off' 

•  Extra  long  15  foot  power  cord  to  reach  a  distant 
receptacle 

•  Cord  management  to  help  organize  power  cords 
•"Plug  pull  protection"  brackets  to  prevent 

accidental  plug  removal 
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Rave  Reviews 


InfoWorld  Hails  Latest 
PowerChute®  plus 

InfoWorld  magazine  reviewed  PowerChute 
plus  4.3  for  NetWare  (beta)  in  its  July  7  issue, 
introducing  the  software  as  “another  tool  to  ease 
the  process”  for  “NetWare  administrators  who  are 
migrating  networking  management  tasks"  to  NDS. 

PowerChute  plus  4.3  for  Netware  lets  users 
monitor  their  APC  UPS  attached  to  a  NetWare 
4.x  server  via  NWADMIN  snap-in.  Users  can 
monitor  UPS  status  without  loading  the 
management  console,  check  to  see  if  the 

“Other  vendors  should 

follow  APC’s  lead  in 
this  regard  and 
implement  similar... 

NDS  integration .” 

—  InfoWorld  Magazine 


UPS  is  on  battery,  and  gather  additional  infor¬ 
mation  via  the  PowerChute  NetWare  Loadable 
Module  (NLM). 

“Disconnecting  the  UPS  from  the  power  out¬ 
let  caused  an  alert  to  be  generated  by  the  NLM, 
which  was  reflected  by  the  snap-in  almost 
immediately,”  the  article  recounts. 

“Because  the  UPS  state  is  stored  in  NDS, 
there  is  no  need  for  SAP  broadcasts  to  be  used 
with  PowerChute  on  NDS  networks.”  the  maga¬ 
zine  states.  “For  large,  distributed  organizations, 
this  is  definitely  a  plus.” 

“Users  can  be  given  read  permissions  to  the 
UPS  object  in  the  NDS  tree  without  assigning 
wholesale  administrator  rights  throughout  the 
organization.” 

The  review  concludes  that,  “...it  is  conve¬ 
nient  to  have  a  UPS  that  supports  NDS.  Other 
vendors  should  follow  APC’s  lead  in  this  regard 
and  implement  similar...NDS  integration.” 

PowerChute  plus  4.3  for  Netware  (beta)  will 
be  bundled  with  APC  Smart-UPS'  products  and 
will  be  available  for  download  from  APC’s  Web 
site  (http://adisk.apcc.com). 


InfoWorld  Rates  APC's 
Web  Software  a  Winner 


INFO 


WORLD 


APC  recognizes  the  impor¬ 
tance  of  integrating  applica¬ 
tions  into  the  internet  and 
the  ease  of  use  of  the  World  Wide  Web  and  has 
recently  been  lauded  for  its  web-based  power 
solutions. 


APC 


The  company  was  featured  in  InfoWorld  maga¬ 
zine  where  its  WebAgent  "and  Web  Alert"  1.0  soft¬ 
ware  gained  favorable  reviews. 

Essentially,  WebAgent  and  WebAlert  allow 
users  to  monitor  their  UPSs  over  the  Web.  Both 
pieces  of  software  are 
expansions  to  APC’s 
already  widely-used 
PowerChute  products. 

“Monitoring  your  net¬ 
work’s  uninterruptible 
power  supply  (UPS)  has 
never  been  easier...,” 

InfoWorld’ s  review  begins. 

Both  WebAgent  and 
WebAlert  run  on 
Microsoft's  Information 

Server  and  Netscape’s  Enterprise  Server  and  both 
can  be  run  on  Microsoft  Windows  NT  4.0. 
WebAgent  can  also  run  on  Windows  NT  3.51. 

“Seamless  integration  and  ease  of  use  make 
this  Web-based  duo  a  must-have  for  network 
managers...,’’  the  article  continues. 

The  author  explained  how  WebAgent  allows  a 
user  to  check  on  UPS  status  on  an  NT  server.  A  user 
could  also  check  an  APC  Smart-UPS'*  status  if  their 
network  has  NT-based  nodes. 


“The  status-checking  worked  wonderfully,” 
InfoWorld  writes,  “All  of  the  data  fields  had  good 
help  functions  attached  so  you  can  easily  figure  out 
what  the  numbers  mean.” 

This  was  all  eloquently  summed  up:  “the 
WebAgent  component  lets  the  manager  manage.” 

The  advantages  of  WebAlert,  according  to  the 
article,  are  its  ability  to  warn  end-users  of  power 
events  via  the  World  Wide  Web.  WebAlert  notifies 
users  of  when  the  UPS  is  running  on  batteries  and 
also  reports  when  the  server  will  shut  down  due  to 
a  power  outage. 

“WebAgent’s  simplified  monitoring  views 
and  WebAlert’s  effective  warning  capabilities 

make  this  combination  a  winner  for  system  man¬ 
agers  using  PowerChute  plus  5.0  for  Windows  NT, 
“  the  magazine  offers. 

Among  the  APC  software  duo’s  pros 

listed  by  InfoWorld  were  clean  installation,  smooth 
operations  and  the 
capability  to  monitor 
and  warn  users  via  the 
internet.  The  magazine 
could  not  find  any 
significant  cons. 

“If  I  were  shopping 
for  a  new  UPS,”  the 
author  writes,  “I’d  give 
serious  thought  to 
investing  in  an  APC 
Smart-  UPS  to  take  full 
advantage  of  WebAlert  and  WebAgent  functions." 

APC  WebAgent  and  WebAlert  1.0  can  be 
downloaded  from  APC’s  web  site 
(http://adisk.apcc.com)  for  free,  as  can  the  upgrade 
to  PowerChute  plus  Version  5.0). 

Both  pieces  of  software  are  also  bundled  with 
APC  Smart-UPS  products. 


“ Seamless  integration 
and  ease  of  use  make 
this  Weh-based  duo 
a  must-have  for 
network  managers...” 

-  InfoWorld  Magazine 
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Visit  APC  Currents  on  the  Web  and  tell  us  your  story 
of  how  an  APC  product  helped  you  through  an 
EXTREME  situation.  / 

All  those  who  submit  stories  before 
December  1st  will  win  an  APC  T-shirt. 

Then,  on  December  15th  we’ll  draw  a  name 
from  the  entries  and  that  lucky  person  will 
win  a  FREE  APC  Back-UPS®  Office'".  |J 


http://xtneme.apcc.com 
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Power  News 


APC  Power  Solutions  Extend  Your  Datacenter  Uptime 


The  computer  traffic  through  your  datacenter 
reflects  the  very  life  of  your  company.  Each 
exchange  is  like  one  beat  of  your  heart,  sending 
vital  information  throughout  connections  like  the 
blood  through  your  veins. 

APC  has  created  products  (Matrix"  and 
Symmetra")  and  services  (PowerAudit")  for  your 
datacenter  that  protect  the  heart  of  your  business. 
You’ve  invested  thousands  of  dollars  into  clustered 
servers  and  RAID  arrays.  Any  business  that  neglects 
effective  and  comprehensive  power  protection  is 
reading  its  own  economic  death  sentence. 

According  to  Contingency  Planning  Research, 
poor  power  quality  can  have  detrimental  effects 
upon  business  sectors  as  varied  as  finance,  media, 
retail  and  transportation. 

For  a  company  involved  in  airline  reserva¬ 
tions,  downtime  could  result  in  $90,000  per  hour 
being  lost.  Lost  sales  from  a  home  shopping  net¬ 
work  add  up  to  about  $110,000.  Finally,  a  finan¬ 
cial  brokerage  house,  if  subjected  to  the  problems 
of  unreliable  power,  could  stand  to  lose  $6.5  mil¬ 
lion  over  one  hour's  time.  Imagine  what  this 
means  if  you’re  doing  business  on  the  web. 

Matrix-UPS“: 

Smart  Protection,  Obviously 

Matrix  was  built  for  the  3  to  5  kVA  range 
(between  2250  and  3750  watts).  It  provides  modu¬ 
lar,  manageable,  APC-reliable,  100  percent  uptime. 
Plus,  there's  the  added  benefits  of  high-reliability 
and  low  operating  costs  which  are  bound  by  APC’s 
commitment  to  the  customer. 

Another  advantage  of  using  Matrix  is  that  it  is 
expandable.  The  unit  is  made  up  of  an  isolation 
module,  an  electronics  module,  and  SmartCell" 
battery  packs.  It’s  these  SmartCells  that  help 
provide  maximum  datacenter  security. 

The  electronics  module  is  “hot-swappable,” 
which  means,  you  can  swap  out  the  module  while 


the  protected  system  is 
still  up  and  running. 
The  batteries  are  also 
hot-swappable,  and 
additional  battery 
packs  can  be  added  as 
needed  for  additional 
runtime. 

Many  other  brands 
connect  their  UPS  bat¬ 
teries  in  a  series.  When 
one  of  their  batteries 
fails,  the  rest  are  all 
rendered  useless.  Smart- 
Cells  are  connected  in 
parallel.  If  there  ever  is 
a  failure,  it  can  be  iso¬ 
lated  to  an  individual, 
self-diagnosing  “block” 
which  can  easily  be 


Datacenter  Power  Availability  and  Flexibility  Analysis 


“hot-swapped”  out,  even  while  the  remaining  bat¬ 
teries  keep  the  protected  system  up  and  running. 

Swapping  batteries  out  of  your  Matrix  won’t  hap¬ 
pen  veiy  often.  In  fact,  while  other  brands’  UPSs  may 
require  two  or  three  replacements,  SmartCells  might 
need  only  one  during  the  service  life  of  the  unit.  These 
extraordinary  batteries  last  longer  because  they  oper¬ 
ate  at  room  temperature.  Eight  SmartCells  together 
provide  two  hours  of  instantaneous  back-up  power. 

Of  course,  SmartCells 
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are  only  part  of 
why  Matrix  will  be  the 
right  power  protection 
for  your  datacenter.  A 
control  panel  mounted  on 
the  front  of  the  unit  pro¬ 
vides  a  wealth  of  operat¬ 
ing  data  and  power  event 
status.  Virtually  all  UPS 
functions  can  be  con¬ 
trolled  via  this  front  panel. 

APC’s  award-winning 
software,  PowerChute” 
plus ,  is  included  with 
Matrix-UPS  to  allow 
automatic  safe  shut- 
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Greater  Flexibility 


Matrix'  scaleable 
systems  (left)  and 
the  new  Symmetra" 
Power  Array' 
(right)  are  two  of 
the  most  powerful 
keys  to  a  smooth 
running  datacenter. 


down,  and  increased  uptime  through  custom  power 
management  and  environmental  monitoring  (with 
optional  Measure-UPS  II). 

SmartSlots  give  you  even  more  options  to 
keep  your  datacenter  safe.  Are  high  temperatures 
threatening  your  hardware?  There’s  a  SmartSlot 
unit  to  connect  into  your  Matrix  to  tell  you  so.  Do 
you  need  to  remotely  shut  down  your  systems? 
Insert  a  Call-UPS  IT.  Do  you  want  to  guard  against 
unauthorized  access  into  the  datacenter?  There's  a 
SmartSlot  accessory  for  that  too. 

Matrix  has  been  designed  for  multiple  servers. 
It  supports  interfaces  to  all  major  midrange 
operating  systems  including  0S/400  and 
VAX/VMS  as  well  as  LAN  and  WAN  systems  such 
as  NetWare  and  Windows  NT. 


See  "Datacenter  Solutions"  on  page  16 


Toll-free  APC  Currents  Hotline:  888-289-2722,  ext. 8181 

Fax:  401-789-3710  E-mail:  apcinfo@apcc.com 


Technical  Support  Hotline: 

PowerFax:  800-347-FAXX 


800-800-4272 

www.apcc.com 


Don't  you 
have  something 
better  to  do? 


In  business-critical  network  environments,  the  last  thing 
you  need  to  worry  about  is  server  reliability. 


Protect 


I  Zt  1  =tl 
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Let's  face  it.  Whether  you're  an  IT  manager,  IAN  administrator  or 
power  user,  if  your  business  means  business,  server  uptime  is 
the  only  choice.  PC  servers  need  to  be  up  and  running  -  period  - 
even  if  they're  in  demand  at  3  a.m.  on  Sunday. 

j\vc\  **  1,1 

Intel  and  American  Power  Conversion  give  you  I  i  intei  LANDesk  Server 

i  ......  •  .  ..  Because  sene'  uptime  a  '^n> 

the  optunal  solution  for  increasing  server  reliabil¬ 
ity.  APC  Smart-UPS®,  APC  PowerChute plus'"  and 
Intel  LANDesk  Server  Manager  products  meld 
power  protection,  power  management  and  server 
management  for  a  best-in-class  uptime  solution. 

Intel  LANDesk  Server  Manager  products  pro¬ 
vide  proactive  management  and  emergency 
recovery  tools  to  maximize  business-critical 
server  uptime.  A  central  LANDesk  Server 
Manager  console  performs  real-time  moni¬ 
toring  of  critical  parameters  on  any  Intel- 
architecture  server  running  Microsoft  Windows  NT  or  Novell  NetWare 
Alerts  notify  you  when  a  server  reaches  predefined  thresholds. 


Buy  now  and  get  a  FREE  APC  Smart-UPS  700  and 
PowerChute  plus  software  ($499  value)  with  the 
purchase  of  Intel  IANDesk  Server  Manager  Pro.  * 
Offer  expires  January  31st  1998. 


Intel  LANDesk  Server  Manager  Pro,  a  comprehensive  hardware/software  solu¬ 
tion,  supports  proactive  and  full-featured  remote 
emergency  manage- 
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AFC’s  PowerChute  plus  and  PowerXtend plug-in, 
bundled  with  Intel’s  LAXDesk  Server  Manager  Pro  v3-0, 
offers  comprehensive  power  monitoring  and  UPS 
management  to  achieve  maximum  network  uptime. 


°1997  APC.  All  Trademarks  are  the  property  of  their  owners.  •  (800)347-FAXX  PowerFax 

•Redemption  coupon  contained  in  each  box  of  Intel  LANDesk  Server  Manager  Pro  v3.0,  SKU  LDSMPV30 


ment.  Intel  LANDesk 
Server  Manager 
Software,  a  software- 
only  version,  keeps  PC 
servers  up  and  running 
in  environments  that 
don’t  require  the 
robust  functionality  of 
Server  Manager  Pro. 


APC  Smart-UPS  gives  you  instantaneous  battery  back-up  power  to  keep 
servers  up  an  running  during  a  power  sag  or  outage,  and  premium  surge 
suppression  to  protect  against  hardware  damage  and  data  corruption. 

PowerChute  plus  software  with  PowerXtend  plug-in 
offers  comprehensive  UPS  management  and  monitor¬ 
ing  so  you  can  easily  protect  vital  servers  and  elimi¬ 
nate  the  worry  of  UPS 
maintenance.  APC 
PowerXtend  plugs  an 
expanded  set  of  power- 
related  MIF 
(Management  Infor¬ 
mation  File)  groups  into 
LANDesk  Server 
Manager.  You  get  real¬ 
time  power  information  for  any  DMI-compliant 
server  on  the  network  via  Intel  LANDesk  Server 
Manager.  You  can  also  configure  Smart-UPS  operation  and  alarms  (eg.  safe 
voltage  window;  low  battery  warning)and  perform  UPS  diagnostics  (eg.  battery 
self-tests)  -  all  from  your  centralized  server  management  console. 

A  Powerful  Combo  for  Bullet-Proof  Server  Management 

APC  Smart-UPS  and  PowerChute  plus  power  protection  and  management  capa¬ 
bilities  seamlessly  integrate  with  LANDesk  Server  Manager  products  to  provide 
maximum  uptime  and  matchless  peace  of  mind.  Instead  of  calculating  the  lost 
productivity  and  revenue  due  to  server  downtime,  you  can  attend  to  more 
important  tasks,  like  managing  your  network  or  moving  into  a  comer  office. 


For  information  call 

Intel: 

800-788-2286  x205 

•  E-mail:  apctech@apcc.com 


AMERICAN  POWER  CONVERSION 


►  www.apcc.com 


132  Fairgrounds  Road,  West  Kingston,  RI  02892  USA 


OFTEN,  NOTHING  COSTS  YOU  MORE 
THAN  A  SERVER  CRASH. 


COSTS  YOU  NEXT  TO  NOTHING. 


NOW  AWARD-WINNING  APC*  PROTECTION  COMES  STANDARD  WITH  THESE  SYSTEMS. 


WORKGROUP  SERVER 


DELL*  POWEREDGE*  2200  SERVER 

266MHz  PENTIUM*'  II  PROCESSOR 
(Expandable  to  Dual  Processors) 

•  128MB  EDO  ECC  Memory  (512MB  Max) 

•  512KB  Dedicated  L2  Cache 

» Integrated  PCI  Ultra/Wide  SCSI-3 
Controller 

•  4GB  Ultra/Wide  SCSI-3  Hard  Drive 
•24X  Max/1 2X  Min  Variable  SCSI 

CD-ROM  Drive 

•  Intel  Pro/1 00B  PCI  Ethernet  Adapter 

•  Intel  LANDesk®  Server  Manager  v2.52 

•  Windows  NT®  Server  4.0 

•  12/24GB  Variable  Tape  Backup  Unit 


*  800HS  Trinitron®  Monitor  (13.7"  v.i.s.) 

*  Smart-UPS  700  from  APC 

*  Free  PowerChute  Plus  Software 

*  Optional  SmartSlof  Power 
Management  Accessories 

*  3  Years  of  NBD  On-site4  Service 

*  7x24  Dedicated  Server  Hardware 
Technical  Telephone  Support 

$6679 

Business  Lease0:  $232/Mo. 

Order  Code:  200273 


Given  everything  that's  riding  on  your  company's  servers, 
crash  protection  is  something  you  can't  afford  to  be  without. 
Which  is  why  every  Dell®  PowerEdge®  Server  comes  with  the 
industry-standard  features  you've  come  to  expect.  And  since 
45%**  of  all  data  loss  is  a  result  of  bad  power,  we've  just 
done  something  to  bolster  our  award-winning  reliability. 
We  have  worked  with  APC,  the  industry  leader  in  power 
protection  with  over  8  million  satisfied  customers  and  a 
host  of  awards.  Which  means  you'll  find  APC  protection 
available  across  the  entire  line  of  PowerEdge  servers,  along 
with  a  $25,000  Lifetime  Equipment  Protection  guarantee*  to 
replace  or  repair  your  server  should  a  power-related  problem 


DEPARTMENTAL  SERVER 


DELL  POWEREDGE  4200  SERVER 

266MHz  PENTIUM  II  PROCESSOR 
(Expandable  to  Dual  Processors) 

•  96MB  EDO  ECC  Memory  (512MB  Max) 

•  512KB  Integrated  L2  Cache 

*  2  Integrated  Ultra  SCSI-3  Controllers 

»  3x4GB  Ultra/Wide  SCSI-3  Hard  Drives 

*  PowerEdge  Expandable  RAID  Controller 
•24X  Max/1 2X  Min  Variable  SCSI 

CD-ROM  Drive 

•  Intel  Pro/1 00B  PCI  Ethernet  Adapter 

•  Intel  LANDesk  Server  Manager  v2.52 

★  Smart-UPS  1400  from  APC 

*  Free  PowerChute  Plus  Software 


•  Optional  SmartSlot  Power 
Management  Accessories 

•  3  Year  Limited  Warranty*  with  1 
Year  of  NBD  On-site4  Service 

•  1  Year  DirectLine®  NOS  Support 

•  7x24  Dedicated  Server  Hardware 
Technical  Telephone  Support 

•  Add  Windows  NT  Server  4.0 
for  $799. 

$9069 

Business  Lease:  $31 6/Mo. 

Order  Code:  200274 


arise.  Choose  a  Dell  PowerEdge.  For  high-end  reliability 
there's  the  Dell  PowerEdge  6100,  loaded  with  redundant 
cooling  fans,  ECC  memory,  hot-pluggable  drives  and  the 
Smart-UPS  1400  with  optional  SmartSlot™  Power  Management 
accessories.  Choose  the  Dell  PowerEdge  4200,  which  also 
comes  with  APC  Smart-UPS  1400  or  the  Dell  PowerEdge 
2200,  where  only  the  price  is  entry  level.  Whichever  you 
choose,  two  features  remain  consistent:  reliability  and  value. 
Things  no  business  can  afford  to  overlook. 


www.apcc.com 


ENTERPRISE  SERVER 


DELL  POWEREDGE  6100  SERVER 

2x200MHz  PENTIUM®  PRO  PROCESSORS 
(Expandable  to  Quad  Processors) 

•  256MB  EDO  ECC  Memory  (4GB  Max) 

•  512KB  Integrated  L2  Cache  per  Proc. 

•  2  Integrated  PCI  Ultra/Wide  SCSI-3 
Controllers 

•  3x9GB  Ultra/Wide  SCSI-3  Hard  Drives 

•  24X  Max/12X  Variable  Min  SCSI 
CD-ROM  Drive 

•  Intel  Pro/IOOB  PCI  Ethernet  Adapter 

•  Intel  LANDesk  Server  Manager  v2.52 

•  Redundant  Hot-Swap  Power  Supplies 

•  Smart-UPS  MOB  from  APC 


★  Free  PowerChute  Plus  Software 

★  Optional  SmartSlot  Power 
Management  Accessories 

•  3  Years  of  NBD  On-site4  Service 

•  1  Year  DirectLine  NOS  Support 

•  7x24  Dedicated  Server  Hardware 
Technical  Telephone  Support 

*  Add  Windows  NT  Server  4.0 
for  $799. 

$1X409 

Business  Lease:  $574/Mo. 

Order  Code:  200276 


oeu. 

800-626-4305 

www.dell.com 

Mon-Fri  7am-9pm  CT •  Sat  10am-6pm  CT •  Sun  12pm-5pm  CT 
In  Canada/  call  800-839-0148 
In  Latin  America:  call  512-728-4685 
GSA  Contract  #GS-35F-4076D 

Keycode  #30025 


tFor  a  complete  copy  of  our  Guarantees  or  Limited  Warranties,  please  write  Dell  USA  L.P.,  One  Dell  Way, 
Round  Rock,  TX  78682,  Attn:  Warranty.  'See  APC  policy  for  details.  #1993  Contingency  Planning  Research. 
OLeasing  arranged  by  third-party  leasing  companies  to  qualified  customers.  ^On-site  service  provided  by  an 
independent  third-party  provider.  May  not  be  available  in  certain  remote  areas.  'Prices  and  specifications 
valid  in  the  U.S.  only  and  subject  to  change  without  notice.  APC,  the  APC  logo,  Smart-UPS,  PowerChute  and 
Protect  ME!  logo  are  registered  trademarks,  and  Protect  ME!  and  SmartSlot  are  trademarks  of  American 
Power  Conversion,  Inc.  Intel  and  Pentium  and  LANDesk  are  registered  trademarks  of  Intel  Corporation. 
©1997  Dell  Computer  Corporation.  All  rights  reserved. 


Introducing  ARC'S  network 
PowerBundle™:  Over  $1 000  worth  of 
FREE  power  protection  products 


Buy  total  bulletproof  protection  for  a  16  node 
network  for  $2330  (less  than  $146  a  seat) 


Get  over  $1000  worth 
of  uptime  enhancing 
products  FREE! 


You  Get 

a.  1  Smart-UPS  1000  with  PowerChute  plus  for  NT 

b.  8  Back-UPS  400s 

c.  2  ProtectNet  pnet4 

d.  1  SurgeArrest,  SurgeStation  -  net8 

e.  1  SurgeArrest  SurgeStation  pro8t2 

f.  8  ProtectNet  Pnetl  (Ethernet/Token  Ring) 

g.  1  ProtectNet  for  Serial  dataline  PSP25 

h.  1  SmartSlot  Call-UPS  II  (Remote  Management) 

i.  8  PowerManager  P0W5per 


To  Protect  List  Price  PowerBundle 

Server/Power  Mgmt.  $699.00 

Workstations  169.95/ea 

Datalines  at  Hub  99.99/ea 

Printer:  AC/dataline  69.95 

Fax:  AC/phone  lines  59.95 

PC  Datalines  44.95/ea 

Serial  Cable  path  39.95 

Remote  Uptime  149.00 

Workstations  49.95/ea 

$3346.95  $2330 


ORDER  at  http://pompbunille.apcc.eom  NOW 


Network  Bundle  Means  Fast,  Easy  Peace 

APC  provides  the  hardware  and 
software  solutions  you  need  to 
protect  your  entire  enterprise 
from  power  and  environmental 
problems.  Whether  it’s  a  server,  worksta¬ 
tion,  hub,  router,  peripheral  or  dataline, 
APC  ensures  you  don’t  have  to  worry 
about  bad  power  causing  downtime  or 
damage  to  your  valuable  equipment. 


Of 


Mind 


Most  busy  Network  Administrators 
would  rather  save  time  than  spend  time 
-  anytime  they  can.  That’s  why  APC  not 
only  makes  solutions  cross-platform 
compatible,  but  also  does  all  your  con¬ 
figuration  homework  for  you.  The  NEW 
APC  PowerBundle  gives  you  bulletproof 
power  protection  and  complete  peace  of 
mind  in  one  easy  package. 


Limited  lime  Offer! 

Act  now  to  get  APC's  pre-con- 
figured,  One-Stop,  Inexpen¬ 
sive,  and  Incredibly  Reliable 
power  protection  bundle  for 
your  16-node  network.  Buy 
before  December  31,1997  to 
receive  this  special  offer! 

For  immediate  delivery  visit  the  secure 
PowerBundle  purchase  page  TODAY. 

powerbundle.apcc.com 

APC 

AMERICAN  POWER  CONVERSION 


The  PowerBundle! 


©1997  APC.  All  Trademarks  are  the  property  of  their  owners.  Prices  and  specifications  valid  in  the  US  only  and  subject  to  change  without  notice.  Prices  are  plus  shipping  and  sales  tax  (where  applicable)*  See  policy  for  details. 

(800)347-FAXX  PowerFax  •  E-mail:  apcinfo@apcc.com  •  132  Fairgrounds  Road,  West  Kingston,  Rl  02892  USA 


New  Solutions 


APC  PowerXtend™  for  IBM  IMetfinity  Manager 
Provides  Seamless  Integration 


APC’s  PowerXtend  for  IBM  Netfinity  Manager 
is  now  available  FREE  from  APC’s  PowerPage™  web 
site,  along  with  the  required  PowerChute  plus  soft¬ 
ware.  PowerXtend  is  customized  power  manage¬ 
ment  for  server  management  platforms. 

PowerXtend  plug¬ 
ins  work  with  either 
PowerChute  plus  or 
PowerNet"  Manager  to 
integrate  with  IBM 
Netfinity  Manager, 

Compaq  Insight  Manager, 

Intel  LANDesk  Server 
Manager  and  HP 
NetServer  Assistant. 

On  the  Web 

In  addition  to  the 
Netfinity  Manager  sup¬ 
port,  PowerXtend  power 
management  is  now 
accessible  via  Netfinity’s  Web  browser  man¬ 
agement  console. 

“APC’s  Smart-UPS  provides  excellent  power 
protection  for  IBM’s  Netfinity  7000  server  and 
IBM’s  PC  servers,"  says  Susan  Davi,  IBM  Product 
Manager  for  Netfinity  Systems  Management.  “Now, 
APC’s  PowerXtend  for  Netfinity  Manager  software 
provides  unsurpassed  power  management  directly 
from  the  Netfinity  Manager  console.” 

APC  and  IBM  worked  together  to  develop 
PowerXtend  for  IBM  Netfinity  Manager,  which 
allows  management  of  a  wide  range  of  UPS  attrib¬ 
utes.  Users  can  view  power  status  from  standard 
Netfinity  Manger  monitors  in  the  form  of  dials  and 
bar  graphs.  Double-click  on  a  monitor  to  open 
the  alarm  configuration  screen  for  39  different 


attributes.  APC’s  Netfinity  Manager  support  for  OS/2 
and  Windows  NT  can  launch  directly  from  an  APC 
UPS  icon  in  the  System  Information  display. 

The  IBM  Netfinity  Alert  Manager  provides  the 
ability  to  receive  and  automatically  respond  to 
alerts  generated  by 
other  Netfinity  Manger 
services.  The  adminis¬ 
trator  can  configure 
actions  in  response  to 
UPS  generated  events  as 
well  as  other  system- 
critical  events. 

PowerXtend  for 
IBM  Netfinity  Manager 
adds  an  Alert  Action 
Handler  to  the  Windows 
NT  and  OS/2  versions  to 
provide  system  shut¬ 
down  with  UPS  turn¬ 
off.  The  plug-in  for 
OS/2  and  Windows  NT  also  allow  for  scheduled  self 
tests  and  battery  calibrations  of  the  UPS. 

In  short,  customers  will  find  PowerXtend  for 
Netfinity  Manager  very  convenient:  They  can  use 
native  Netfinity  screens  for  all  their  power  monitor¬ 
ing  and  alarm  configuration. 

About  the  Platform 

IBM  Netfinity  Manager  is  an  entry  level  LAN 
management  solution  that  manages  Windows  3.1, 
Windows  95,  Windows  NT,  OS/2  and  Novell 
NetWare.  It  is  included  with  virtually  every  server 
and  desktop  machine  which  IBM  sells. 

IBM  Netfinity  provides  system  information  for 
managed  servers  and  other  systems.  It  collects  hard¬ 
ware  and  operating  system  information  from  servers 


APC  PowerXtend  for  IBM  Netfinity  offers  a  man¬ 
agement  solution  for  a  wide  range  of  UPS  attribut¬ 
es.  Visit  the  PowerPage ™  or  call  the  toll-free  APC 
Customer  Service  Hotline  for  more  information. 


“APC’s  Smart-UPS 
provides  excellent  power 
protection  for  IBM’s 
Netfinity  7000  server 
and  IBM’s  PC  servers. 

-Susan  Davi, 

IBM  Product  Manager 
for  Netfinity  Systems  Manager 

across  a  network.  IBM  lists  APC  on  its  web  site  as 
one  of  the  third  party  vendors  “that  seamlessly  inte¬ 
grate  with  TME10  Netfinity  Manager.”  APC  is  the 
only  UPS  vendor  to  offer  power  integration  with 
IBM  Netfinity  Manager  and  the  only  UPS  vendor  to 
which  the  IBM  web  site  offers  a  hot  link. 

PowerXtend  Allows  Viewing  from 
the  Following  Monitors: 

•  Run  Time  Remaining 

•  UPS  Load 

•  UPS  Temperature 

•  Ambient  Humidity 

(with  APC  Measure-UPS™  accessory) 

•  Ambient  Temperature 

(with  APC  Measure-UPS  accessory) 

•  Battery  Capacity 

•  Battery  Voltage 

•  System  Inventory  Information  (i.e.  model,  firm¬ 
ware  version,  serial  number,  manufacture  date, 
ID  and  last  battery  replacement  date). 

Visit  APC’s  web  page  at:  http://www.apcc.com 
To  download  APC's  PowerXtend  for  IBM  NetFinity 
for  Windows  NT,  OS/2,  or  Netware  now! 


New  PowerChute®  plus  lor  SCO  UNIX 


APC  prides  itself  on  being  on  high 
technology’s  cutting  edge,  ensuring 
that  its  products  are  fully  compatible 
with  various  network  and  workstation 
operating  systems.  The  same  holds  true  for  all  the 
various“flavors”  of  UNIX. 

Recently,  APC  has  announced  its  intention  to 
include  PowerChute  plus  for  SCO  UNIX  on  the 
bundled  software  included  with  Smart-UPS*  units. 
Now  those  who  have  come  to  rely  on  APC  power 
protection  solutions  and  SCO  UNIX  operability 
can  combine  the  two  for  even  more  efficiency. 

Via  the  included  CD,  SCO  UNIX  users  may 
now  enjoy  features  such  as  power  crisis  manage¬ 


ment,  unattended/scheduled  system  shutdown  and 
real-time  graphical  user  interface  (GUI)  that  have 
made  PowerChute  plus  an  award-winner. 


plus  4.2.2  for  SCO  UNIX)  and  relsco.txt 
(Release  Notes). 

For  more  information  about  PowerChute 


FREE  Download 

In  addition,  SCO  UNIX 
users  who  already  own  an 
APC  UPS  may  download  the 
software  directly  from  APC’s 
PowerPage™  web  site  at 
http  : / / a d i s k . apcc.com. 
Choose  SCO  UNIX. 

The  two  files  to  download 
are  pcsco.tar  (PowerChute 


plus  for  SCO  UNIX,  call  our  Toll-free  Customer 
Service  Hotline. 


Now  SCO  Unix  users  can  enjoy 
the  features,  such  as  power 
crisis  management,  unattended/ 
scheduled  system  shutdown, 
which  have  made  PowerChute * 
plus  an  award-winner.  Visit 
the  PowerPage  at  http://ademo 
.apcc.com  for  a  FREE  demo  disk 
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The  New  HP  NetServer  LXr  Pro  and  HP  Customized  APC  Smart-UPS®  NS 

With  businesses  becoming  more  dependent  on  technology  by  the  day,  there’s  never  a  good  time  for  a  server 
to  go  down.  The  HP  NetServer  LXr  Pro  Rack  Solution  and  APC  Smart-UPS  NS  work  in  harmony  to  offer 
outstanding  manageability,  and  reliability  in  a  small  footprint. The  result?  Maximum 

uptime.  HP’s  NetServer  LXr  contains  an  Intel  Pentium  Pro  200  MHz  processor 
with  512  Kb  cache  (1  MB  optional)  and  up  to  four-way  multiprocessing. 
APC’s  Smart-UPS  NS  has  the  same  look  and  feel  as  the  NetServer  LX  and 
includes  award-winning  PowerChute®  plus  software. Two  APC  PowerXtend 
software  plug-ins  are  included  to  ensure  complete  integration  with  HP  servers  and  enterprise  management 

tools,  HP  OpenView  and  HP  NetServer  Assistant. 


Fastest  four-way*.  Legendary  power  protection. 
Now  you’re  ready  to  Rack 


HEWLETT 
PACKARD 

Call  800-533-1333 
www.hp.com/go/netserver 


AMERICAN  POWER  CONVERSION 

Call  888-289-2722  x8181 
www.apcc.com 


•Based  on  benchmark  numbers  of  9,198  TPM.  ©  1997  Hewlett-Packard  Company  -  ©1997  APC.  American  Power  Conversion 


APC  in  Action 


The  Store  Owner  Said  Not  to  Worry  About  Buying  a 
New  SurgeArrest;  APC  Would  Send  Me  a  New  One  Free 
as  Part  of  Their  Lifetime  Guarantee." 


“In  early  June  '97  we  experienced  a  very  bad 
lightning  storm.  We  get  very  severe  lightning 
storms  here,  in  general.  In  fact,  twice  before  we 
have  lost  our  phones  because  of  lightning  hits. 

“When  I  got  my  computer  in  January  ‘97,  my 
son-in-law  said  I  should  make  sure  to  get  a  good 
surge  protector.  My  local  computer  store,  ES 
Computer  Systems  in  New  Boston,  Texas, 
recommended  APC.  In  fact,  that  was  the  only 
brand  they  carried. 

“In  this  most  recent  storm,  we  had  about  20 
garden  club  guests  in  the  house,  so  I  was  busy  and 
had  forgotten  to  unplug  the  computers  and  phones 
as  I  usually  do  during  the  severe  storms.  I  was 
standing  right  by  the  desk  with  several  of  my 
guests  when  we  heard  quite  a  loud  pop.  ‘ 

“‘There  goes  your  computer’,  said  one  of  my 
guests,  and  I  had  no  doubt  that  she  was  correct. 

“Later,  once  everyone  had  gone  home,  my 
husband  turned  on  the  computer  to  check  out 
the  extent  of  the  damage,  and  to  our  surprise, 


the  computer  and  modem  were 
working  just  fine!  Only  the  APC 
SurgeArrest  was  damaged,  through 
the  phone  lines. 

“I  took  the  SurgeArrest  back  to 
the  store  to  buy  another  one,  already 
delighted  with  it  since  it  had  pro¬ 
tected  my  new  computer.  The  store 
proprietor  said  not  to  worry  about 
buying  a  new  one;  APC  would  just 
send  me  a  new  one  free  as  part  of 
their  Lifetime  Guarantee. 

“I  am  very  impressed  with  this 
product  and  this  company,  particu¬ 
larly  because  I  know  how  severe  the 
storms  are  here  in  Texas.  It  is  great 
to  know  that  there  is  a  quality 
product  protecting  our  expensive 
electronic  equipment,  as  well  as 
a  company  that  stands  behind 
its  promise.” 


Shirley  Daniel 
New  Boston,  Texas 
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I  Conservatively  Estimate  That  I  Have  Saved  at  Least  $1,640  by  Using 
the  SurgeArrests,  for  My  Initial  Investment  of  $133.” 


Don’t  miss  the  S 
special  SurgeArrest*  / 
_  oner  on  page  1  SI 


“I’ve  known  of  APC  and  its  products  for  a 
number  of  years.  It  seemed  only  logical  to  turn  to 
them  to  prevent  a  repeat  of  a  very  costly 
‘Housewarming  Present’  we  received  a  week  after 
our  move  in  September  1993  to  a  small  town  near 
the  coast  in  North  Carolina.  The  unwelcome  pre¬ 
sent  was  a  power  surge  from  a  severe  thunder¬ 
storm  caused  by  a  passing  hurricane. 


Home  &  Office 


James  Rowland  Eshleman 
Tyner,  North  Carolina 


“The  surge  destroyed  the  circuit  board  in  our 
garage  door  opener,  our  new  digital  answering 
machine,  2  TVs,  a  VCR,  and  a  clock/radio.  The 
surge  had  come  through  both  the  power  and  phone 
lines.  The  surge  through  the  phone  line  was 
so  severe  that  the  phone  line  fused  to  the  answer¬ 
ing  machine! 

“We  spent  roughly  $700  to  repair  or  replace  the 
items  not  to  speak  of  the  inconvenience  just  after 
moving.  Fortunately,  at  the  time  we  had  an  APC 
SurgeArrest  protecting  our  home  computer  and  the 
computer  was  absolutely  fine.  I  immediately  pur¬ 
chased  five  more  SurgeArrests  and  am  now  protect¬ 
ing  all  these  appliances  and  electronic  equipment  in 
our  home  including  the  microwave  oven,  refrigera¬ 
tor,  garage  door  opener,  and  the  answering  machine 
that  have  sensitive  electronics  in  them. 

“People  pretty  much  know  about  the  need  to 
have  surge  protection,  if  not  a  UPS  on  their  com¬ 
puters,  but  often  overlook  the  other  appliances.  If 
you  stop  and  think  about  it,  the  cost  to  repair  or 
replace  any  of  these  items  exceeds  the  price  of  a 
SurgeArrest.  An  ideal  house  would  have  a 
SurgeArrest  on  each  outlet. 

“In  the  past  four  years  we  have  had  many 
severe  storms  causing  surges  that  resulted  in  the 
SurgeArrests  giving  their  all  to  protect  the  equip - 
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ment  plugged  into  them.  In  all  cases,  f 
no  damage  was  done  to  our  equipment  and  APC 
promptly  replaced  the  damaged  SurgeArrests  under 
their  Lifetime  Warranty,  at  no  cost  to  us. 

“An  ice  storm  in  February  1996  resulted  in  a 
power  outage  and  when  power  was  restored,  it 
came  as  a  surge  that  took  out  4  of  the  SurgeArrests 
protecting  our  answering  machine,  TV,  VCR, 
garage  door  opener,  and  microwave. 

“A  thunderstorm  in  June  1996  took  out  five 
of  the  SurgeArrests  protecting  our  answering 
machine,  TV,  VCR,  garage  door  opener,  refrigerator, 
and  microwave. 

“Again,  in  February  of  1997,  a  tree  fell  on 
power  lines  causing  a  high  voltage  line  to  contact 
a  low  voltage  line  and  send  another  surge  that 
knocked  out  3  SurgeArrests  protecting  the  garage 
door  opener,  refrigerator,  and  microwave. 

“Based  on  1993  repair/replacement  costs  for 
lost  or  damaged  items,  I  conservatively  estimate 
that  I  have  saved  at  least  $1,640  by  using  the 
SurgeArrests,  for  my  initial  investment  of  $133. 
An  excellent  return  on  investment,  in  my  opinion! 

“All  surge  protectors  are  not  the  same.  I  know 
because  I  lost  a  TV  and  VCR  in  that  first  storm  that 
were  supposedly  protected  by  a  ‘Brand  X’  protec¬ 
tor.  I  insist  on  APC  products,  the  best  available.” 
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ProtectME!  ™  with  APC  News 


APC  Smart-UPS®  Protects 
CDS'  Ideal  'lime  Machine' 


Commercial  Data  Servers,  Inc.  (CDS)  of 
Sunnyvale,  CA,  recently  released  its 
CDS  2000,  an  enterprise  server  for  com¬ 
panies  seeking  to  conform  to  Year  2000 
compliance.  CDS  has  launched  into  the 
development  and  marketing  of  enterprise  servers 
for  the  IBM  S/370  and  S/390  commercial  comput¬ 
ing  environments.  The  company  also  has  shown 
its  concern  for  power  protection  by  providing  APC 
products  with  its  server. 

“There  are  up  to  10,000  S/370  compatible 
processors  out  there  that  won’t  work  after  midnight 
on  December  31,  1999,"  said  Kevin  Murphy,  presi¬ 
dent  of  CDS,  in  a  release.  “The  CDS  2000  is  an  inte¬ 
grated  solution  that  can  assist  in  transforming  non¬ 
year  2000  compliant  computing  environments  into 
robust  engines  for  the  next  millennium.” 

The  server  contains  the  IBM  S/390  CPU  and 
can  be  loaded  with  either  the  0S/390™,  VM/ESA®, 
or  VSE/ESA™  operating  systems.  Once  loaded,  the 
software  is  preconfigured,  Year  2000-enabled  and 
“ready  to  work,”  when  powered  up. 


Speaking  of  Power 


CDS  chose  to  include  APC’s  Smart-UPS"  2200 
with  its  server,  to  provide  30  minutes  of  runtime 
during  a  power  disturbance  or  outage.  Smart-UPS 
2200  also  comes  with  APC’s  award-winning 
PowerChute’  plus  software.  CDS  lists  several  key 
attributes  to  using  both  the  Smart-UPS  and 
PowerChute  plus  in  the  CDS  2000’s  product  spec¬ 


ifications.  Noted  are  Smart-UPS  integrated  power 
and  environmental  monitoring  via  PowerChute 
plus,  alarms  to  indicate  power  failure  and  auto¬ 
mated  shutdown. 

CDS  Gets  What  It 

Wants:  APC  - — — 

“We  chose  the  APC  UPS 
for  the  CDS2000  because,  of 
all  the  products  that  we  eval¬ 
uated,  it  had  many  desirable 
capabilities  that  we  needed, 
such  as  power  and  environ¬ 
mental  monitoring,"  said 
Steve  Anderes,  manufacturing 
manager  at  CDS,  “We  contin¬ 
ue  to  remain  very  pleased  with 
the  APC  products  and  plan  to 
continue  building  them  into 
our  CDS  2000  systems.” 
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“We  chose  the  APC  UPS 
for  the  CDS 2 000 
because  of  all  the 
products  that  we 
evaluated,  it  had  many 
desirable  capabilities 
that  we  needed ...” 


*  »  ®  * 


The  Ideal  Time 
Machine 

Most  people  in  the  IT  indus- 
tiy  are  aware  of  the  problems 
posed  by  Year  2000  compliance.  CDS  provides 
solutions  for  companies  who  would  otherwise  wait 
until  the  end  of  the  millennium  with  a  growing 
sense  of  dread,  never  knowing  whether  their  valu¬ 
able  data  would  be  lost.  APC  provides  solutions 
for  power  disturbances  that  can  happen  at  any 
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-  Steve  Anderes, 
Manufacturing 
Manager,  Commercial 
Data  Servers,  Inc. 
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moment,  regardless  of 
what  year  it  is.  By  team¬ 
ing  with  APC,  CDS  has 
shown  foresight  in  its 
Year  2000  solution,  giv¬ 
ing  their  customers  pro¬ 
tection  far  beyond  2000. 
As  its  own  release  states, 
it  is  the  “ideal  Year  2000 
‘time  machine.’” 

For  more  information 
about  using  APC  products 
in  a  bundle  solution  the 
way  CDS  has  used 
Smart-UPS,  or  if  you 
want  to  join  the 
ProtectME!  with  APC  program,  call  Kurt  Gallo, 
APC  Channel  Manager  at  401-789-5735  x  3139. 

For  more  information  about  Commercial  Data 
Servers’  CDS  2000,  call  toll-free  1  (800)  757-3282 
or  visit  their  web  site  at  http://www.cdatas.com. 
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APC  and  IBM  Bring  Customers  POS  Power  Solutions 


Taking  a  further  step  to  integrate  into  IBM’s  retail  offerings,  APC 
has  announced  new  power  management  capabilities  for  the  IBM 
4690  point  of  sale  (POS)  operating  system. 

IBM  terminal  operators  can  now  be  informed  of  a  power 
outage,  the  status  of  the  remaining  power  from  APC’s  uninterruptible  power 
supply  (UPS),  and  the  restoration  of  power  after  an  outage  through  messages 
on  their  point  of  sale  screens.  These  terminal  messages  enable  operators  to 
determine  if  they  should  complete  the  sale  or  shut  the  terminal  down  in  an 
orderly  manner. 

“Once  again,  APC  is  proud  to  work  with  IBM  in  better  supporting 
the  power  management  needs  of  its  customers,”  said  Todd  Bermont, 
APC’s  director  of  global  alliances.  “This  integration  combined  with 
APC’s  PowerXtend"  for  IBM’s  Netfmity  provides  a  complete  enterprise 
solution  for  IBM  point  of  sale  environments." 

Available  immediately  through  IBM  in  maintenance  release  #9720, 

APC  UPS  signaling  provides  messaging  and  event  logging  for  increased 
management  at  the  IBM  POS  terminal.  Information  concerning  the  customer’s 
power  environment  can  be  accessed  locally  or  remotely.  This  integration  sup¬ 


ports  4693  and  4694  terminals  with  RS232  interfaces. 

For  more  information  about  APC  protection  of  point  of  sale  systems  or  its 
other  solutions  for  IBM  customers,  call  the  toll  free  APC  customer  service  hot¬ 
line,  or  visit  APC’s  PowerPage™  on  the  web  at  http://www.apcc.com. 

u0nce  again,  APC  is  proud  to  work 

with  IBM ...” 
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-  Todd  Bermont,  APC’s  direc¬ 
tor  of  global  alliances 


APC 


apc  ~  Call  the  toll-free  APC  Customer 

Service  Hotline  now  for  more 
information  about  the  APC  power  protection  solutions 
for  IBM  POS  systems  that  meet  your  needs. 


14  Toll-free  APC  Currents  Hotline:  888-289-2722,  ext. 8181 

Fax:  401-789-3710  E-mail:  apdnfo@apcc.com 


Technical  Support  Hotline:  800-800-4272 

PowerFax:  800-347-FAXX  www.apcc.com 


Power  Quality  Outlook 


El  Nino  Predicted  To  Be  Severe  This  Year 

Will  Your  Electronics  Be  Protected? 


Not  your  average  power 
event. ..El  Nino  promises 
to  join  forces  with  Mother 
Nature  this  year  in  an 
effort  to  destroy  your 
computer  equipment. 


“El  Nino... is  a  very  awe¬ 
some  event.  It’s  like 
watching  St.  Helens 
erupt  in  slow  motion.  ” 


-  Nick  Green,  Scripps  Institution  of 
Oceanography,  as  told  to  CNN,  8/20/97 


Lightning  Five  times  Hotter  than  Sun! 

Facts  from  APC,  Manufacturer  of  The  World's  Most 
Reliable  Power  Protection 


Lightning  is  a  force  of  nature  that  fascinates 
us  as  much  as  makes  us  fear  it.  We  all  know  how 
to  count  the  time  between  lightning  and  thunder, 
but  in  a  few  minutes  you’ll  be  able  to  amaze  your 
friends  with  incredible  facts  about  lighting. 

Although  thought  to  be  an  uncommon  occur¬ 
rence,  lightning  actually  hits  the  earth  about  100 
times  per  second.  That  makes  about  8  million 
strikes  per  day!  The  United  States  alone  experi¬ 
ences  over  20  million  lightning  strikes  per  year. 
Scientists  have  estimated  that  at  any  given 
moment  there  are  nearly  2000  thunderstorms 
occurring  over  the  earth’s  surface.  That 
means  about  100,000  thunderstorms  annually 
for  the  U.S. 

Cloud  to  ground  lightning  occurs  when  neg¬ 
ative  charges  at  a  cloud’s  base  are  attracted  to 
positive  ones  on  the  earth.  A  surge  is  created 
which  carries  current  to  the  ground.  This  bolt 
typically  contains  about  1  billion  volts  and 
between  10  to  20  thousand  amperes  of  current. 
What  happens  next  is  called  a  “return  stroke” 
which  is  revealed  as  the  bright  flash. 

The  average  lightning  stroke  is  about  6  miles 
long.  The  flash  appears  wider  than  it  actually  is 
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due  to  the  glowing  air  surrounding  it.  Lightning’s 
return  stroke  can  reach  50,000  degrees 
Fahrenheit.  To  put  this  blast  in  perspective,  the 
surface  of  the  sun  is  only  about  1 1 ,000  degrees. 

Lightning  may  occur  even  with  a  clear  sky 
overhead.  A  thunderstorm  need  only  be  within  10 
miles  for  cloud  to  ground  lightning  to  originate 
from  high  altitude  anvil  clouds.  The  thunder  that 
follows  the  lightning  bolt  can  be  heard  up  to  10 
miles  away. 

Thunder  is  essentially  the  air  around  the 
lightning  exploding  due  to  high  temperature. 
Lightning  “cooks”  the  surrounding  air  to  between 
1 5,000  and  50,000  degrees.  The  sound  is  relative. 
If  the  strike  is  close  by,  the  louder  the  thunder's 
“bang.”  Rumbling  thunder  is  the  “clap”  arriving 
at  a  different  time  due  to  distance  and  the  length 
of  the  lightning. 

Annual  property  loss  in  the  United  States  due 
to  lightning  has  been  estimated  into  the  hundreds 
of  millions  of  dollars.  Much  of  this  damage  is  to 
sensitive  electronics  that  suffered  surge  damage 
as  the  the  result  of  a  nearby  lightning  strike. 

Compiled  with  information  from  The  Weather  Channel,  Automated 
Weather  Service,  Inc.,  and  Global  Atmospherics,  Inc. 
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El  Nino,  Spanish  for  “the  little  one,”  is  a 
weather  cycle  in  the  tropical  Pacific  that  during  its 
most  active  periods  can  affect  weather  patterns 
across  the  globe.  It  nor¬ 
mally  occurs  every  three 
to  five  years  and  lasts  for 
months.  Its  influences  are 
seen  as  increased  ocean 
temperatures  in  some 
areas,  and  violent  storms. 

In  August  of  1983, 
the  effects  of  El  Nino 
were  felt  in  Arizona, 
where  high  winds  and 
heavy  rains  caused  floods 
and  toppled  power  lines. 
In  nearby  California, 
dozens  of  homes  were 
destroyed  along  the  coastline. 

According  to  a  report  from  CNN,  “...scientists 
at  the  Scripps  Institution  of  Oceanography  at  the 
University  of  California  at  San  Diego 
warned. ..that  precipitation  patterns  could  be 
severely  disrupted  this  winter  in  many  parts  of  the 
United  States.  New  predictions  from  both  govern¬ 
ment  and  private  scientists  say  the  latest  El  Nino 
could  be  a  severe  one.” 

The  Institute’s  Nick  Green  said  in  the  same 
article,  “Every  piece  of  evidence  we  get  as  time 
goes  along  shows  us  El  Nino  (is)  continuing  to 
evolve,  continuing  to  be  a  very  powerful,  very  awe¬ 
some  event.  It’s  like  watching  Mount  St.  Helens 
erupt  in  slow  motion.” 

El  Nino  will  most  likely  influence  and  disrupt 
precipitation  patterns  throughout  the  United 
States.  For  the  eastern  and  southwestern  U.S.,  it 
could  mean  triple  the  amount  of  rain  or  snow.  For 
the  west,  it  could  mean  heavy  erosion  along  the 
Pacific  coast.  In  the  northwest,  it  could  mean  less 
rain  or  droughts. 

What  does  this  mean  to  you  as  you’re  currently 
typing  away  at  your  PC,  oblivious  to  the  worsen¬ 
ing  weather,  or  clicking  through  channels  on  your 
big  screen?  When  these  intense  and  frequent 
storms  hit,  they’ll  increase  the  frequency  of  felled 
trees  knocking  out  power  lines.  They’ll  increase 
the  frequency  of  lightning  strikes  which  could 
overload  electronic  circuitry.  They’ll  just  plain 
increase  the  common  headaches  of  winter  storms 
and  their  repercussions. 

“The  last  bout  with  El  Nino,  in  1993  and  1994, 
was  not  a  severe  one,”  according  to  the  CNN 
report,  “But  those  with  longer  memories  may 
recall  the  devastation  during  1983,  which  led  to 
global  damage  estimated  at  $25  billion.” 
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Only  $21 9 !  APC  Holiday  Offer 
Makes  Shopping  a  Breeze! 


It’s  that  time  of  year,  again.  If  you  bum  the 
candle  at  both  ends  like  most  busy  executives,  you 
may  find  simply  completing  your  holiday  shop¬ 
ping,  not  to  mention  finding 
the  right  gift  for  everyone,  a 
real  challenge. 

This  year,  APC 
has  decided  to  give 
you  a  helping  hand 
with  that  shopping 
list.  We’ve  put 
together  a  package 
that  will  give  you  five 
cheerfully  wrapped 
gifts,  another  both 
wrapped  and  enclosed  in 
a  special  gift-box,  and  a 
unit  for  yourself. 

The  package  includes  seven  items  that  everyone 
needs:  SurgeArrest  surge  suppressors  from  APC. 


With  over  8,000,000  users  worldwide  already,  you 
can  be  sure  that  if  your  recipient  has  a  computer, 
TV,  VCR,  stereo,  microwave  or  any  other 
sensitive  electronics,  you’ll  get 
hearty  thanks  for  the  present. 

All  you  have  to  do  to  take 
advantage  of  the 
offer  is  fill  out  the 
coupon  on  page  19, 
send  it  to  APC,  and 
we’ll  send  you  the 
wrapped  and  ready 
SurgeArrest  units  so 
you  can  spread  holi¬ 
day  cheer. 

You  may  not  be 
able  to  give  your  friends 
$25,000,  but  SurgeArrest  is  backed  by  a  up  to 
$25,000  Lifetime  Equipment  Protection  policy 
which  is  the  next  best  thing,  (see  policy) 


The  gift  package  includes  two  SurgeArrest  SurgeStations,  one  of  them  in  a  special  gift  bojr  first  400 
responses  only).  In  addition  to  the  SurgeStations,  you'll  get  five  personal  SurgeArrests  with  telephone 
line  protection  -  all  gift  wrapped  as  well.  See  coupon  on  page  19. 


Datacenter  Solutions  ...  Continued  from  pagel 


A  variety  of  configurations,  dependable 
components  and  full  compatibility  make  award¬ 
winning  Matrix  a  smart  and  obvious  choice. 

Symmetra”: 

Powering  Into  the  Future 

When  your  datacenter  needs  exceed  the  3  to  5 
kVA  range  into  the  6  to  20  kVA  UPS  area,  you 
enter  into  a  whole  new  product  category  from 
American  Power  Conversion.  For  that  much 
power,  you  need  APC’s  Symmetra”  Power  Array". 

The  Power  Array  design  is  comparable  to  the 
design  of  a  Redundant  Array  of  Independent  Disks 
(RAID).  It  is  a  single  unit  composed  of  smaller, 
modular  units  which  allow  for  greater  scaleability. 
It's  this  design  that  helps  Symmetra  eliminate  any 
single  point  of  failure.  The  Power  Array  incorpo¬ 
rates  APC’s  power-sharing  technology.  Multiple 
power  modules  share  the  connected  load.  If  any 
module  fails  or  is  removed,  the  other  modules  take 
over  the  load. 

As  is  usual  with  APC  products,  various 
options  and  models  are  available.  Symmetra  mod¬ 
els  include  the  MiniFrame  and  the  MasterFrame. 
TheMasterFrame  can  be  configured  to  16kVA  with 
four  modules  for  N  or  five  for  N+l  redundancy. 

Every  Power  Array  frame  includes  both 


a  Main  Intelligence  Module,  a  Redundant 
Intelligence  Module  and  the  PowerView"  display. 
All  Power  Array  adjustments  can  be  made  while 
systems  are  running  and  protected. 

In  combination  with  redundancy,  Symmetra 
also  provides  customization.  It  is  compatible  with 
PowerChute  plus  and  PowerNet  SNMP  software 
as  well  as  other  APC  UPS  accessories  such 
as  SmartSlots. 

Symmetra  Power  Array  combines  the  four 
most  critical  aspects  of  datacenter  protection: 
redundancy,  scaleability,  manageability  and  ser¬ 
viceability.  With  datacenter  power  requirements 
changing  as  quickly  as  the  technology,  it  provides 
the  ability  to  adapt  without  complete  reinvestment 
and  guarantees  your  power  needs  will  be  met 
now  and  well  into  the  future. 

Protect  Your  Datacenter 

Matrix,  Symmetra  and  APC's  PowerAudit  will 
provide  top  of  the  line  protection  from  the  indus¬ 
try  leader:  APC.  For  more  information  about 
either  of  the  products  or  service,  call  your  local 
APC  reseller,  fax  the  reply  card  at  the  back  of  the 
magazine  to  our  Resource  Center  for  free  literature 
or  call  us  toll-free  at  1-888-289-2722  x  8024  For 
instant  information,  visit  APC's  PowerPage™  on 
the  web  at  http://www.apec.eom. 


Ensure  the  Value  of 
Your  IT  Strategy  with 
APC  PowerAuditSM 

PowerAudit  is  on-site  power 
quality  consulting,  providing 
information  systems  with 
unmatched  reliability,  produc¬ 
tivity  and  uptime.  APC's 
engineers  are  well-versed  in 
the  National  Electric  Code 
(NEC)  and  the  standards  set 
forth  by  the  Institute  of 
Electrical  and  Electronics 
Engineers  (IEEE),  specifi¬ 
cally  the  IEEE  Standard 
1100-1992. 

All  too  often,  electricians 
may  have  followed  stan¬ 
dards  of  the  NEC  (which  is  required  by  law), 
but  seldom  follow  the  more  rigorous  standards 
of  the  IEEE. 

PowerAudits  are  separated  into  two  distinct 
services.  For  the  manager  about  to  build  a 
network  or  plan  a  company's  information 
technology  strategy,  APC  offers  the  Enterprise 
Planning  PowerAudit.  For  existing  networks, 
APC  recommends  its  Enterprise  Recovery 
PowerAudit.  Both  cost  less  than  you  think 
and  are  performed  by  the  most  competent 
Power  Quality  Engineers  in  the  business.  When 
you  consider  your  investment  in  your  network, 
and  want  guaranteed  "Power  Value,"  look  to 
the  world  leader  in  power  protection:  APC! 

Action _ APC 

Inspect  all  electrical 

distribution  components  (Note  1)  ✓ 

Ensure  National  Electrical  Code 

compliance  in  building  ✓ 


Ensure  TIA/EIA  standards 
compliance  in  building 


Develop  a  detailed  corrective 
action  plan 

✓ 

Full-time  staff  of  certified 

Power  Quality  Engineers 

✓ 

Ensure  IEEE  compliance 
within  building 

✓ 

Develop  a  custom-tailored 
power  protection  plan  (Note  1) 

✓ 

Provide  a  professionally  prepared 
report  (Note  2) 

✓ 

Complete  "power"  sizing  of 
information  technology  equipment 

✓ 

Complete  a  network 
topology  inspection 

✓ 

Complete  a  downtime  analysis/ 
network  risk  assessment 

✓ 

APC's  Power  Quality 
Engineers  can  provide  you 
with  a  custom-tailored 
power  protection  plan. 

Note  1:  The  utility  company  wilt 
not  normally  enter  the  building 

Note  2:  The  report  structure  varies  quite 
dramatically 


Download  a  sample 
PowerAudit  at 
http://apoweraudit 
.apcc.com 
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New  Solutions 


Implementing  Microsoft  NT  Enterprise  Clusters? 
APC  Did  Your  Power  Protection  Homework  for  You 


Designed  for 


Microsoft* 

BackOffice" 


Power  protection  is  a  critical 
and  mandatory  component  of 
clustered  server  environments. 
Downtime  hours  are  often  mea¬ 
sured  in  millions  of  dollars  mak¬ 
ing  high  availability  the  driving 
requirement.  While  clustering  technology  pro¬ 
vides  high  availability,  the  cluster  as  a  whole  is 
still  susceptible  to  power  problems  which  are  the 
largest  cause  of  computer  data  loss  [45°/o  of  the 
cases],  according  to  Contingency  Planning. 

Microsoft 
Cluster  Server 

APC’s  current  prod¬ 
uct  line  supports  Micro¬ 
soft's  newly  introduced 
clustering  solution, 

Microsoft  Cluster  Server, 
a  feature  of  Windows 
NT  Server,  Enterprise 
Edition  4.0  with  proven 
software  and  hardware 
components  that  cluster 
administrators  can  rely  on. 

”0ur  customers  will 
depend  on  Windows 
NT  Server,  Enterprise 

Edition  4.0  clusters  for  their  most  mission  critical 
applications,  so  they  can’t  afford  downtime 


because  of  power  failures,”  said  Enzo  Schiano, 
group  product  manager  for  Windows  NT  Server  at 
Microsoft.  "We’re  pleased  that  APC  is  enabling 
Microsoft  customers  to  easily  protect  and  manage 
their  power  in  the  clustered  server  environment.” 

White  Paper  Available 

After  extensive  testing  in  its  labs,  APC  has 
authored  a  technical  white  paper  that  defines 
proper  uninterruptible  power  supply  (UPS)  config¬ 
urations  for  Microsoft  Cluster  Server  environ¬ 
ments.  The  move  continues  APC’s  long-term 
support  for  Microsoft 
Windows  NT  Workstation 
and  Windows  NT  Server, 
which  includes  Microsoft 
BackOffice"  certification 
for  APC’s  PowerChute’ 
plus  UPS  management 
software.  APC  is  the  only 
UPS  manufacturer  that 
has  received  this  certifi¬ 
cation  from  Microsoft. 


Server  cluster  connected  to  single  fault-tolerant, 
redundant  Power  Array™.  For  more  details  see 
the  white  paper  at  www.apcc.com 


Software  Support 

For  UPS  monitoring 
and  configuring,  APC 
recommends  its  award¬ 
winning  UPS  monitoring  software,  PowerChute" 
plus.  Version  5.0. 1  for  Windows  NT  has  been  thor¬ 


oughly  tested  with  a  number  of  hardware  configu¬ 
rations  running  Windows  NT,  Enterprise  Edition 
version  4.0  and  Microsoft  Cluster  Server. 

APC  is  committed  to  supporting  future 
versions  of  Microsoft’s  clustering  technology. 


Cluster  with  dual-imput  power  cord  servers  pro¬ 
tected  by  two  uninterruptible  power  supplies 

Customers  can  choose  an  APC  solution  with  the 
knowledge  that  their  investment  (in  both  hardware 
and  knowledge)  can  be  leveraged  as  their 
clustering  needs  grow. 

APC's  white  paper,  outlining  appropriate  UPS 
configurations  for  clustering  environments,  can 
be  downloaded  from  APC's  web  site  at 
http:llwww.apcc.com/englishlallyslprtnrlprtnr002.htm 


Microsoft 

Certified 

Soluti 

on  Provider 

APC  Smart-UPS,  one  of  APC's  most  popular  and  acclaimed  units 
with  be  available  at  a  significant  price  reduction  after  November  1. 
For  more  information,  call  your  local  reseller,  or  visit  APC's  web  page 
at  http://adealerlocator.apcc.com  to  find  the  APC  dealer  nearest  you. 


Efficiency  Sparks  up  to 
30%  Price  Cut  on  APRS 
Most  Popular  Products 

Continuous  efforts  in  the  area  of  quality  management  and  process  improvement 
have  led  to  dramatic  gains  in  manufacturing  efficiency.  The  net  results  of  these  gains 
has  been  a  significant  cost  savings  company-wide  at  APC.  We’d  now  like  to  pass  that 
savings  on  to  our  valued  customers. 

Starting  November  1,  the  prices  on  some  of  the  most  popular  APC  products, 
including  Smart-UPS  and  Back-UPS,  will  be  cut  by  up  to  30  percent.  That  means 
there’s  no  better  time  than  the  present  to  invest  in  APC  power  protection,  so  get  in 
touch  with  your  favorite  AiPC  reseller  or  distributor  and  start  saving! 
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New  Solutions 


APC  Enterprise  Management  Solutions  Save 
Big  Business  Over  $1 00,000  per  Hour 


Today’s  complex  Enterprise  Network  environ¬ 
ment  mixes  legacy  systems  with  new  client-server 
systems.  Add  telecom  systems  and  web  based  cor¬ 
porate  intranets,  and  the  need  for  power  protection 
quickly  increases  tenfold  over  the  needs  of  a  few 
years  ago.  To  maintain  productivity  and  profit¬ 
ability,  Enterprise  Administrators  must  monitor, 
configure  and  manage  not  only  their  servers  and 
internetworking  equipment,  but  also  their  power 
resources  from  Enterprise  Management  Platforms 
like  HP  OpenView  or  Computer  Associates’ 
Unicenter  TNG. 

APC  is  the  only  company  that  integrates  with 
all  major  Enterprise  Management  Platforms.  You 
may  find  the  following  scenario  easy  to  imagine: 

A  power  failure  occurs  at  one  of  your  remote 
offices.  As  a  result  of 
the  failure,  your  help 
desk  is  immediately 
flooded  with  support 
questions. 

“Did  you  know  the 
power  is  out  here?” 

“Will  the  power 
outage  affect  the  order 
processing  system?” 

“How  do  I  shut  down 
the  server  properly?” 

“Is  there  time  to  fin¬ 
ish  my  task  before  UPS 
batteries  run  out?" 

APC  power  man¬ 
agement  and  monitor¬ 
ing  solutions  answer  all 
of  these  questions  and 
more,  long  before  the 
power  event  results  in 
data  loss  or  unnecessary  downtime.  The  cost  of 
that  downtime  can  range  from  $10,000  to 
$100,000  per  hour  depending  on  the  size  of  the 
business. (Source:  Contingency  Planning) 

APC  PowerNet,"  the  software  linchpin  of  APC 
Enterprise  power  management  solutions,  lets 
you  quickly  identify,  diagnose  and  solve  problems. 
The  PowerNet  product  line  provides  comprehen¬ 
sive  power-related  information  at  your  Enterprise 
Management  console  to  help  minimize  downtime 
and  maximize  your  investment  in  the  power 
protection  provided  by  APC  UPS  units. 

PowerNet  Trio  Perfects  Enterprise 
Power  Management 

1.  PowerNet  Managers  maximize  your  power 
management  by  presenting  all  UPS  information  in 
an  intuitive  graphical  display.  Instead  of  having  to 


spend  time  using  a  MIB  browser,  the  administrator 
can  use  his  time  more  efficiently  because  he  has 
all  the  power  related  information  represented. 

This  comprehen¬ 
sive  display  of 
UPS  information 
allows  full  diag¬ 
nostics  and  con¬ 
trol  from  one 
screen.  Icons,  strip 
charts  and  bar 
graphs  make  it  easy  to  visually  determine  UPS  and 
power  status  at  a  glance.  You  can  also  initiate  a 
shutdown  and  reboot  your  UPS  and  connected  serv¬ 
er  and  internetworking  equipment  from  your 
PowerNet  Manager  console. 

2  PowerNet  Smart- 
Slot"  Adapters  provide 
a  powerful  SNMP- 
based,  highly  available 
solution  for  devices  like 
servers  and  internetwork¬ 
ing  equipment  that  are 
protected  by  APC  UPSs. 
PowerNet  Adapters  pro¬ 
vide  proactive  testing 
tools  and  report  real¬ 
time  UPS/  power  status 
information  to  your 
network  management 
station  (NMS).  The 
PowerNet  adapter  inte¬ 
grates  directly  into  the 
UPS,  making  effective 
use  of  constrained  space. 
The  network  administrator 
can  then  make  the  UPS 
an  independent  node  in  the  network  for  full  inde¬ 
pendent  control  and  diagnostics. 

Whether  you  use  PowerNet  to  remotely  reboot 
locked  servers  and  internetworking  equipment  or 
to  guarantee  safe,  reliable 
server  shutdown  you 
will  enjoy  a  tremendous 
decrease  in  management 
and  staffing  cosis  and  a  pleasant  increase  in  peace 
of  mind.  The  PowerNet  Adapter,  in  conjunction 
with  the  SmartSlot"  Measure-UPS"  II,  will  also 
send  alarms  when  critical  thresholds  in  tempera¬ 
ture  or  humidity  are  crossed,  which  protects  net¬ 
work  hardware  from  damage.  You  can  configure 
the  adapter  either  locally  through  a  serial  port  or 
remotely  using  a  telnet  console,  and  the  adapter 
configuration  menu  supports  repetitive  configura¬ 
tions  for  a  network  rollout. 


‘We  are  pleased 
that  APC  has  chosen 
to  integrate  with  HP 
OpenView1 s  NNM  on 
Windows  NT.  APCs 
new  PowerNet  SNMP 
Manager... offers  users 
the  ability  to  remotely 
manage  APCfs  UPSs  on 
the  network. 11 

-  Oliver  Helleboid,  general  manager  of  HP’s 
Network  and  System  Management  Division. 


3  •  The  APC  PowerNet”  Agent  screen  provides 
the  same  information  but  without  the  added  cost 
of  hardware.  PowerNet  SNMP  Agent  software,  a 
powerful  PowerChute  plus  plug-in,  adds  SNMP 
management  of  UPSs  protecting  servers  to  all  the 


Visit  http://ademo.apcc.com  for  a  free  demo  of 
APC  PowerChute  plus  and  PowerNet  Manager. 


capabilities  of  APC  solutions  including  safe  server 
shutdown.  PowerNet  Agent  is  the  most  cost-effec¬ 
tive  way  to  obtain  SNMP  management  of  UPS 
power  and  reliable  shutdown  for  servers. 


PowerNet™  Adapters  and 
Agents  are  compatible  with: 

•  CA  Unicenter  TNG 

•  CA  POLYCENTER 

•  Cabletron  Spectrum 

•  HP  OpenView 

•  Novell  ManageWise 

•  SunNet  Manager 

•  Tivoli  NetView 

•  Sun  Solstice  Enterprise  Manager 

•  Tivoli  TME  10 

•  UB  NetDirector 

•  and  other  Enterprise  Management  Platforms 

PowerNet™  SNMP  Manager 
supports: 

•  CA  Unicenter  TNG  (part  #AP9401) 

•  CA  POLYCENTER  (part  #AP9401) 

•  Cabletron  Spectrum  (part  #AP9401) 

•  HP  OpenView  Network  Node  Manager  on  NT 
and  UNIX  (part  #AP9401) 

•  HP  OpenView  for  Windows  (part  #AP9402) 

•  Novell  ManageWise  (part  #AP9400) 

•  SunNet  Manager  (part  #AP9401) 

•  Tivoli  NetView  (part  #AP9401) 
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Technical  Support  Hotline:  800-800-4272 

PowerFax:  800-347-FAXX  www.apcc.com 


Buy  two  Professional  SurgeStations 
with  telephone  protection  and 
five  Personal  SurgeArrests  with  tele¬ 
phone  protection  for  ONLY  $219! 

One  SurgeStation  comes  ready  to 
deliver  to  your  favorite  computer  user: 
First  400  replies  receive  a  Special  Gift-box. 
All  SurgeArrests  are  gift-wrapped 


Just  complete  this  certificate  and  mail  to  APC 
to  take  advantage  of  this  special  offer! 


AMERICAN  POWER  CONVERSION 


Buy  two  Professional  SurgeStations 
with  telephone  protection  and 
five  Personal  SurgeArrests  with  tele¬ 
phone  protection  for  ONLY  $219! 

One  SurgeStation  comes  ready  to 
deliver  to  your  favorite  computer  user: 
First  400  replies  receive  a  Special  Gift-box. 
All  SurgeArrests  are  gift-wrapped 


Just  complete  this  certificate  and  mail  to  APC 
to  take  advantage  of  this  special  offer! 


AMERICAN  POWER  CONVERSION 


rotect  your  rack-mounted  peripherals 

E  With  the  Purchase  of  a  NetShelter™ 

between  October  1  and  November  30. 

Just  send  this  completed  certificate  along  with  an  original 
NetShelter  purchase  receipt  dated  between  10/1/97  and 
11/30/97,  and  get  a  FREE  SurgeArrest  Rack-mount  from  APC! 


AMERICAN  POWER  CONVERSION 


Get  a  PowerBundle™  at 


Holiday  Seven  SurgeArrest®  Pack:  Only  $21 9! 


□  YES!  I’d  like  to  take  advantage  of  the  Seven  SurgeArrest 
offer.  I’ve  included  my  MCA/ISA/Amex 
number,  expiration  date,  and  signed  the  form. 

Date 

Name  on  Card  _ 

Credit  Card  Number _  Exp.  Date  _ 

Signature  _ 


Additional  Terms  &  Conditions 


1  Offer  good  in  US  &  Canada  only. 

(Product  available  mid-October) 

2.  Otter  available  to  resellers  and 
end-users  only 

3.  APC  employees,  associates  and 
distributors  are  excluded. 

4.  Customer  can  reouest  that  their  receipt  be 
returned  by  including  a  note  and  a  sell 
addressed  stamped  envelope  with  their 
rebate  request. 

5.  Proof  of  mailing  does  not  constitute  proof 
of  delivery. 


could  result  in  federal  prosecution  under 
the  U  S.  Mall  Fraud  Statutes  (18  USC. 
Section  1341  and  1342). 

8.  Not  valid  with  any  other  offer 

9.  Allow  6-8  weeks  for  delivery. 

10.  Otter  expires  December  31, 1997 

11.  APC  Reserves  the  nght  to  rescind 
promotion  at  anytime. 

12.  Pack  includes  Two  (2)  APC  SurgeArrest 
SurgeStations  (Pro8T2)  and  Five  (5) 
SuraeArrests  (Per7t). 

13.  Gin  box  available  for  first  400  requests. 


6.  APC  is  not  responsible  for  lost,  late, 
Illegible  or  incomplete  orders  or  postage- 
due.  damaged  or  separated  mail 
7.  Fraudulent  submission  of  multiple  requests 


1997©  AMERICAN  POWER  CONVER¬ 
SION.  ALL  RIGHTS  RESERVED. 
TRADEMARKS  ARE  THE  PROPERTY 
OF  THEIR  OWNERS. 


Number  of  SurgeArrest  Packs: _ x  $219.00  =  $ _ Total  (U.S.  Dollars) 


Name:  _ 

CompanyTTitle: 
Address:  _ 


We  regret  we  cannot  fulfill  incomplete  requests. 
Please  fill  out  completely  and  mail  to: 

Dept.  E2-CR 

American  Power  Conversion 
132  Fairgrounds  Road 
PO.  Box  278 
West  Kingston,  Rl  02892 


City: _ State:  _ Zip: _ Ctry: _ 

Phone:  E-meil:  *1997  APC.  All  rights  reserved.  All  trademarks  are  property  of  their  owners. 


Holiday  Seven  SurgeArrest®  Pack:  Only  $21 9! 


□  YES!  I’d  like  to  take  advantage  of  the  Seven  SurgeArrest 
offer.  I’ve  included  my  MCA/ISA/Amex 
number,  expiration  date,  and  signed  the  form. 

Date 

Name  on  Card  _ 

Credit  Card  Number  _ _ _ _  Exp.  Date  _ 

Signature  _ 


Additional  Terms  &  Conditions 


1  Offer  good  in  US  &  Canada  only. 

(Product  available  mid-October) 

2.  Offer  available  to  resellers  and 
end-users  only, 

3.  APC  employees,  associales  and 
distnbutors  are  excluded. 

4.  Customer  can  reouest  that  (heir  receipt  be 
returned  by  including  a  note  and  a  self 
addressed  stamped  envelope  with  their 
rebate  request. 

5.  Proof  of  mailing  does  not  constitute  proof 
of  delivery. 


could  result  in  federal  prosecution  under 
the  U.S.  Mail  Fraud  Statutes  (18  USC, 
Section  1341  and  1342). 

8.  Not  valid  with  any  other  offer 

9.  Allow  6-8  weeks  lor  delivery. 

10.  Offer  expires  December  31. 1997. 

11.  APC  Reserves  the  right  to  rescind 
promotion  at  anytime. 

12.  Pack  includes  Two  (2)  APC  SurgeArrest 
SurgeStations  (Pro8T2)  and  Five  (5) 
SurgeArrests  (Per7t), 

13.  Gift  box  available  for  first  400  requests. 


6.  APC  is  not  responsible  for  lost,  late, 
illegible  or  incomplete  orders  or  postage- 
due,  damaged  or  separated  mail. 

7.  Fraudulent  submission  of  multiple  requests 


1997©  AMERICAN  POWER  CONVER¬ 
SION.  ALL  RIGHTS  RESERVED. 
TRADEMARKS  ARE  THE  PROPERTY 
OF  THEIR  OWNERS. 


Number  of  SurgeArrest  Packs: _ x  $219.00  =  $ _ Total  (U.S.  Dollars) 


Name:  _ 

CompanyATitle: 
Address:  _ 


We  regret  we  cannot  fulfill  incomplete  requests. 
Please  fill  out  completely  and  mail  to: 

Dept.  E2-CR 

American  Power  Conversion 
132  Fairgrounds  Road 
PO.  Box  278 
West  Kingston,  Rl  02892 


City: _ State:  _ Zip: _ Ctry: 

Phone:  _ _ _ E-mail: _ 


*1997  APC.  All  rights  reserved.  All  trademarks  are  property  of  their  owners. 


FREE  SurgeArrest* 


Just  send  original  dated  purchase 
receipt  with  the  NetShelter™  circled. 


1 .  The  main  reason  for  purchasing  NetShelter  was  for: 

(Please  rank  in  order  of  preference  - 1  being  least  important  and  5  being  most  important.) 

Organization: 

1  2  3  4  5 

Protection: 

1  2  3  4  5 

Management: 

1  2  3  4  5 

Other:  _ _ 

2.  How  many  NetShelters  did  you  purchase? 

1-2  2-4  4-8  8  or  more 

3.  Have  you  purchased  any  APC  UPS  or  accessories  that 
fit  within  the  NetShelter  enclosure?  If  so,  what  kind? 

_ Share-UPS"  _Smart-UPS« 

_ Measure-UPS  ‘  ProtectNet"  Chassis 

_ MasterSwitch  *  Rack-mount  SurgeArrest® 


4.  How  many  rack-mount  type  UPSs  do  you  use? 

1-5  5-10  10-15  15  or  more 

5.  Type  of  equipment  installed? 

_ Servers  _ UPS 

_ Routers  /  Hubs  _ Monitors 

Other  _ 

6.  Type  of  server  installed? 

_ Dell  _ Compaq 

_ Gateway  _ IBM 

Other  _ 

7.  How  did  you  hear  about  NetShelter? 

_ Sales  Person  _ Ads 

_ Reseller  _ Distributor 

_ Friend 


Additional  Terms  &  Conditions 


1  Offer  good  in  US  &  Canada  only 
(Product  available  mid-October) 

2.  Otter  available  to  resellers  and 
end-users  only. 

3.  APC  employees,  associales  and 
distributors  are  excluded 


8.  Fraudulent  submission  ot  multiple 
requests  could  result  in  federal  prosecu¬ 
tion  under  the  U.S.  Mail  Fraud  Statutes 
(18  USC,  Section  1341  and  1342), 

9.  Not  valid  with  any  other  offer. 

10.  Allow  6-8  weeks  for  delivery 


4.  Only  original  receipts  accepted. 

5.  Customer  can  request  that  their  receipt  be 
relumed  by  including  a  note  and  a  sell 
addressed  stamped  envelope  with  their 
rebate  request 

6.  Proof  of  mailing  does  not  constitute  proof 
of  delivery. 

7  APC  is  not  responsible  for  lost,  late, 
illegible  or  incomplete  orders  or  postage- 
due.  damaged  or  separaled  mail. 


11.  Offer  expires  November  30, 1997, 

12.  Limit  1  SurgeArrest  per  customer. 

13.  Offer  only  good  on  APC  NetShelter” 
(UPC  code  7  31304  00588  9). 

14.  APC  Reserves  the  nght  to  rescind 
promotion  at  anytime 

1997©  AMERICAN  POWER  CONVER¬ 
SION.  ALL  RIGHTS  RESERVED. 
TRADEMARKS  ARE  THE  PROPERTY 
OF  THEIR  OWNERS. 


We  regret  we  cannot  tulflll  incomplete  requests. 
Please  fill  out  completely  and  mail  to : 


Name:  _ 

Company/Title: 
Address:  _ 


Dept.  E2-CR 

American  Power  Conversion 
132  Fairgrounds  Road 
P.O.  Box  278 
West  Kingston,  Rl  02892 


SERIAL  # 


- — -  NETSHELTER  SERIAL t  CAN  BE  FOUND  INSIDE  AT  THE  TOP  OF  THE 

REAR  ENCLOSURE .  ALSO  LOCATED  ON  PACKING  LABEL  BARCODE. 

City: _ State:  _ Zip: _ Ctry: _ 

Phone:  _ _ _ E-mail: _  _  *1997  APC.  All  rights  reserved.  All  trademarks  are  property  of  their  ownm. 


Fold,  Then  Tape  Closed 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  NO.  36  WEST  KINGSTON,  Rl 


POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 


AMERICAN  POWER  CONVERSION 

DEPT.  E2-CR 

132  FAIRGROUNDS  ROAD 
PO  BOX  278 

WEST  KINGSTON  Rl  02892-9906 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


I . Iilliilililiiiililliliililiilliiiillmlilil 


APC  in  Action  Flyers:  Customers  Tell  Their  Tales  of  Power 


Order  flyers  now:  888-289-2722, 
ext.  8181  or  use  the  form  on  the 
back.  No  Dmit  on  amount 


0830128 _ 

DSN-0128 _ 

DSN-0130 _ 


flyer* 

_ .America  I  Com 

. Anahuac  University 

....Bel  Advanced  Comm 


0830132 _ Centre  Rammca 

0830134 _ .EeoretaNel  Kiosks 


DSN-0158 ... 

. Jet  Profxdskxi  Labs 

DSN-0155... 

. .Harley  Davidson 

DSN-0137... 

DSN-0188... 

. UUNet 

DSN-0139 ... 

DSN-0140.... 

. Wachovia 

DS30141 ... 

_ _ IKBngtest,  Udit  &  Semorotl 

DSN-0145.... 

. Metflte 

DSN-01 47  » 

D830148... 

DSN-0135... 

....... . Exec  PC 

0830144.... 

_ Mary  view  Medical  Center 

DSN-0188 ... 

. fntex  Corp 

DSN-0146... 

. . Ms  Jadce  Du*an 

0830158... 

. . .Bay  3stworks 

0SNO162 ... 

_ Uetaiz  Cam. 

0SNO158... 

~ . Bombay  Company 

0830188... 

. . . Caktotron 

Get  info  faxed  right  to  your  desk! 

Doc  # 


Document  Description 

Smart-UPS  3G 
Back-UPS  Pro 
Back-UPS 
PowerChute  plus 
List  Pricing 
UPS  Sizing  Guide 
Smart-UPS  XL 
Matrix 

Smart-UPS  vs.  Back-UPS 
UPS  Accessories 


Call  and  follow 
recorded 
instructions  to 
receive  a 
complete 
catalog  of 
literature  avail¬ 
able  by  fax. 


ini° 


New  APC  "Never  Stop"  Posters: 


Order  FREE 
Posters  Now! 


2.  Run 


APC  offers  FREE  24"  by  36" 

;  r  -Jr •  :  iW-i1.-';'.  ' 

posters:  Please  enter  the  Part  Number  on 

other  side  of  this  form. 

Poster 

P*rt# 

1.  CHflA  . 

. . . 

. 996-6975A 

2.  Run . 

. 996-09758 

8.  Swim . 

. 9960975C 

4.  Bike 


...896-08750 


You  can  always  find  the  information  you  need  on  the  APC  PowerPage  ... 

http:// www.  apcc.  com 

Check  one  or  more  items  of  interest  below  and  fax  your  completed  order 
form  to  401-789-3710  For  immediate  response,  call  888-289-2722,  ext.8181 


Give  us  your  story  about  how  APC 
saved  you  in  an  extreme  situation! 

xtremejpccxom 

Get  VIP  Treatment  from  APC  when  you  visit  us  at 
one  ol  several  tradeshows! 

airippassjpcc.com 

Want  to  win  a  FREE  $10,000  Power  Audit"? 

apowenauditjpcc.com 

Get  APC  Currents  or  Financial  News 
delivered  directly  to  your  e-mailbox! 

powernewsjpccxom 

Read  APC  Currents  NOW!  New  Web  Edition 
brings  PowerNews  right  to  your  browser! 

apccurrentsjpcc.com 

Download  your  FRE  copy  ol  the 
ProtectME!  screensaver! 

ascreensaverjpccxom 

Resellers-Care  to  attend  our  FRE  Reliability  by 
Design  seminar  next  time  we’re  in  town? 

asemlnarjpccxom 

Download  some  product  demos! 

ademojpcc.com 

Vote  lor  our  Hype  Awards! 

ahypevotejpccjcom 

Win  prizes  by  spotting  APC  in  the  movies! 

amomjpcc.com 


Special  Limited  lime  Oilers 

□  Address  Correction?  FREE  STUFF! 

Name . 

Reseller  id# .  Complete  the  info  at  the  left  and  check 

Tjtle  the  free  items  below  that  interest  you: 

Company  name  .  .  □  YES!  Send  me  a  FREE  Solutions 

Dept.  /  Mail  stop .  60-page  Power  Protection  Handbook 

Address .  .  detailing  the  latest  power  protection 

information  from  from  APC. 

City  .  .  □  YES!  I'd  like  a  FREE  APC  in  Action 

state,  zip  Code .  brochure  or  poster.  I  have  entered  the 

country .  part  number  at  left. 

^hone  .  Q  YES!  I'd  like  a  FREE  Subscription 

ax .  to  the  PowerNews"  E-mail  news  service.  I 

E-maii  address  .  have  inc[uc|ecj  my  E-mail  address  at  left. 

FREE  Poster  (Limit  two  per  customer)/  ARC  in  Action  Q  YES!  Send  3  FREE  Symmetra 

brochure  (Unlimited  amounts)See  examples  on  back  :  J 

information  video. 

1. Part  # . 

2.  Part  # .  .  □  YES!  I'd  like  to  learn  more  about 

3.  Part  # .  APC's  products  and  services. 

4  Part  # .  Please  send  me  FREE,  detailed  information 

What  brand(s)  of  UPSs  and  surge  suppressors  do  you  use?  about  these  products: 

□  Back-UPS/Pro  □  Back-UPS  Office 

□  Smart-UPS  □  Matrix-UPS 

What  brand(s)  of  servers  do  you  use?  a  Line-R  □  SurgeArrest 

.  □  PowerChute  □  PowerManager 

□  PowerNet  □  ProtectNet 

How  many  UPSs  do  you  buy  per  month? .  „  „  ... 

□  NetShelter  □  PowerAudit 

How  many  servers  do  you  have  installed?  .  Q  MasterSwitch  □  Symmetra 

□  PowerView  □  Trade-UPS 

How  many  servers  do  you  purchase  per  month? .  .  ,  _  ,  . 

This  is  for  □  home  use  □  business  use 

Is  this  your  first  contact  with  APC?  Q  Yes  Q  No 


Happy  Customers  Get  FREE  APC  T-Shirts! 


If  you've  had  an  interesting  experience/application  with  APC's  products,  fill  out  this 
card  and  send  it  in.  If  we  use  your  story,  you  get  a  FREE  T-Shirt.  Please  complete  all 

contact  information,  including  phone  number.  APC  model  number  involved: _ 

Can  we  print  your  story  in  our  "Letters"  section?  □  Yes  □  No 


Fold,  Then  Tape  Closed 


Total  Power 
Protection  in  Action 

APC's  Total  Power  Protection: 

•  Maximizes  productivity 

•  Minimizes  support  costs 

•  Increases  uptime 

•  Protects  valuable  equipment 
and  data 

•  Provides  peace  of  mind 
APC  power  protection  keeps  data 
flowing  safely,  whether  it's  on  a 
home  PC  or  a  WAN.  With  APC  you'll 
run  through  any  power  event  and 
shield  AC  lines,  phone  lines  and 
datalines  from  power  problems.  Use 
the  checklist  below  and  the  color 
application  icons  to  match  your 
systems  to  APC  solutions. 


Protect  the  Path  and 
Protect  the  Equipment 


Home  and  Office 

□  AC  Lines 

□  Phone  Lines 

□  Datalines 

□  Phone  Systems 

□  Fax  Machines 

□  Electronic  Registers 

□  Peripherals 

□  PCs 


LflJ 

id 


Peer-to-Peer  Networks 

□  AC  Lines 

□  Phone  Lines 

□  Datalines 

□  Install  Interface 

□  Peripherals  (printers,  modems,  etc 

□  Workstations 

Client-Server  Networks 

□  AC  Lines 

□  Phone  Lines 

□  Datalines 
Install  Interface 
Peripherals 
Client  Workstation 
Dedicated  Servers 


id 


□ 

□ 

□ 

□ 


Jd 


Enterprise-Wide  Networks 

□  AC  Lines 

□  Datalines 
Q  Phone  Lines 

□  Peripherals 

□  Install  Interface 

□  Servers 

□  Web  Servers 

□  Minicomputers  and  DASD  Boxes 

□  Workgroups 

□  Smart  Hubs 

□  Routers 


■oo*il 


SurgeArrest 


SurgeArrest  Notebook 
Personal  SurgeArrest  3  Outlet 
Personal  SurgeArrest  3  Outlet  with  Tel 
Personal  SurgeArrest  3  Outlet  with  Coax 
Personal  SurgeArrest  7  Outlet 
Personal  SurgeArrest  7  Outlet  with  Tel 
Professional  SurgeArrest  7  Outlet 
Professional  SurgeArrest  7  Outlet  with  Tel 
Professional  SurgeArrest  7  Outlet  with  Coax 
Network  SurgeArrest  3  Outlet 
Network  SurgeArrest  3  Outlet  with  Tel 
Network  SurgeArrest  7  Outlet 
Network  SurgeArrest  7  Outlet  with  Tel 
Network  SurgeArrest  Rack-mount  9  Outlet 
Professional  SurgeStation  8  Outlet 
Professional  SurgeStation  8  Outl 
Professional  SurgeStation  8  Outl 
and  Coax 

Network  SurgeStation  8  Outlet 
Network  SurgeStation  8  Outlet 


$29.95 
$24.95 
$34.95 
$34.95 
$29.95 
$39.95 
$49.95 
$59.95 
$39.95 
$39.95 
$69.95 
$59.95 
$89.95 
$124.99 
$59.95  , 


Matrix-UPS"' 

List 

Matrix-UPS  3000 

$3599 

Matrix-UPS  5000 

$5299 

SmartCell™ 

$599 

SmartCell  XR 

$1399 

Symmetra” 

List 

Symmetra  MiniFrame 

Please  Call  for  Info 

Symmetra  MasterFrame 

Please  Call  for  Info 

NetShelter” 

List 

JletShelter  expansion  rack 
mpag  Mounting  Rails 
^etServer  Mounting  Rail 
iire  Kit 
i  Panel! 


Data  line  surge  suppressors, 


PowerManag 

PowerManage!' 


Line-R  600 
Line-R  1250 


B3 

Back-UPS 
Back-UPS  400 
Back-UPS  450 
Back-UPS  600 


Back-UPS®  Office" 


Back-UPS  Office 


Back-UPS  Pro  280  PNP 
Back-UPS  Pro  420  PNP 
Back-UPS  Pro  650  PNP 
Back-UPS  Pro  1000 
Back-UPS  Pro  1400 


Price  Cuts 
Up  to  30% 

Call  your  reseller 
now  for  details! 


$1999 

$1699 

$149 

$49 

$39 

$79 

$99 

$129 

$199 

$59 

$230 


$69 


:ace  Expander 
PS  II  (Temp.) 

PS  II  (Temp.&Humid.)$199 


$249 

$149 

$149 


Smart-UPS® 


Smart-UPS  400 

Smart-UPS  450 

Smart-UPS  700 

Smart-UPS  1000 

Smart-UPS  1400 

Smart-UPS  2200 

Smart-UPS  3000 

Smart-UPS  700RM 

Smart-UPS  1000RM 

Smart-UPS  1400RM 

Smart-UPS  2200RM  3U 

Smart-UPS  3000RM  3U 

Smart-UPS  700XL 

Smart-UPS  1000XL 

700XL/1000XL  Battery  Pack 

Smart-UPS  2200XL 

2200XL  Battery  Pack 

Smart-UPS  1400XLT 

Smart-UPS  2200XLT 

Smart-UPS  3000T 

Smart-UPS  2200RMXL 

Smart-UPS  2200RMXL  Battery  Pack 


$399 

$399 

$499 

$699 

$879 

$1429 

$2599 

$649 

$829 

$1079 

$1849 

$2679 

$799 

$879 

$399 

$1699 

$499 

$1999 

$2299 

$3149 

$2359 

$799 


Chassis 

SmartSra^^^^K™  II 
SmartSlot^^^B/O  Module 
Control-UPS^B™ 

Measure-UPS  Switch  Kit 

Masters  witch 

$75 

$159 

$179 

$399 

$99 

$699 

MasterSwitch" 

List 

PowerAudits" 

Please  Call  for  Info 

Services  List 

On  Site  Service 

Please  Call  for  Info 

Trade-UPS 

Please  Call  for  Info 

Warranty  Extension 

Please  Call  for  Info 

Battery  Replacement 

Please  Call  for  Info 

For  more  information,  please 
contact  APC  at  888-289-2722, 
ext.8181,  fax  401-789-3710, 
or  E-mail  apcinfo@apcc.com 


Peripherals 

SurgeArrest- . 

ProtectNet” 

PowerManager" 


P 


Workstations 

Back-UPS® 
Back-UPS®  Office" 
Back-UPS  Pro® 


I 


Servers 

Smart-UPS « 


Datacenters 

Matrix-UPS® 

Symmetra® 


•OP9 


Accessories 

PowerNet®  SNMP 
UPS  Accessories 


APC  in  Action 


“At  the  Ministry 
of  Finance,  we  can 
guarantee  reliable 
data  exchanges  for 
our  agents  around 
the  world  thanks 
to  APCs  UPS.  ” 


Jean- Luc  Testard, 
Network/Message  sendee  manager,  DREE, 
Ministry  of  Finance. 


“The  French  Ministry  of  Finance  has  some 
2,500  agents  working  around  the  world  as  part 
of  the  governmental  organization  for  overseas 
economic  relations  (DREE).  These  people  play  a 
key  role  in  supplying  up-to-the-minute  business 
information  to  companies  seeking  export  oppor¬ 
tunities  and  to  firms  taking  their  first  steps  in  a 
new  country. 

“In  the  Ministry  building  in  Paris,  we  have 
several  Compaq  Proliant  R4500  servers  for  the 
SFT3  protected  Netware  4.1  network,  MS-Mail 
message  service  and  office  systems.  We  also  have 
a  dozen  APC  UPSs  including  the  new  rack¬ 
mounted  Smart-UPS  1400  VA  in  19-inch  format 
which  is  perfectly  adapted  to  our  installations. 
With  frontal  battery  access  for  easier  mainte¬ 
nance,  APC’s  UPSs  strengthen  network  security 
for  hundreds  of  world-wide  users. 


“Three  quarters  of  our  agents  work  ove 
in  our  115  offices.  We  need  to  supply  them 
a  powerful  and  reliable  communication  mec 

“Installing  APC’s  1400  VA  rack-mot 
Smart-UPS®-  to  protect  the  power  supply  t< 
Compaq  rack  servers  on  our  Novell  netv 
has  allowed  us  to  increase  the  availability  o 
systems  and  to  render  data  exchanges  bet 
DREE  members  more  efficient  (30,000  mes 
per  month  and  several  MBs  of  data). 

“The  PowerChute  plus  management 
ware  system  provides  graceful,  unattended 
tern  shutdown  and  gradual  start-up  of  set 
which  protects  us  from  power  surges 
brownouts.  We  use  these  solutions  in  Pari; 
in  our  stations  abroad  where  APC’s  interna 
al  presence  ensures  the  same  quality  prote 
for  our  local  installations.” 


AMERICAN  POWER  CONYERS 


DSN-i 


Briefs 


■  Bay  Networks,  Inc  this 
week  will  unveil  its fourth-gener¬ 
ation  cable  access  products. 

The  new  products  include  a 
cable  modem  and  cable  termina¬ 
tion  system,  or  head-end,  device. 
Both  products  comply  with  the 
Multimedia  Cable  Network  Sys¬ 
tem  Data  Over  Cable  System 
Interface  Specification,  BayNet¬ 
works  said. 

The  products  will  be  priced 
under  $200  and  will  ship  in  the 
second  quarter  of 1998. 

©  Bay  Networks:  ( 508)  670- 
8888 

■  Cayman  Systems,  Inc.  is 

rolling  out  a  set  of  end-user  digi¬ 
tal  subscriber  line  (DSL) 
routers  and  bridges  to  sup¬ 
port  high-bandwidth  DSL  ser¬ 
vices.  They  include  the  HDSL 
1000  and  1001  bridges,  which 
support  two-wire  and four-wire 


Cayman  HDSL  1001 


high-bit-rate  DSL  (HDSL ), 
respectively,  as  well  as  a  10M 
bit/sec  Ethernet  port.  That  gives 
the  HDSL  1000  a  top  WAN  speed 
of  768K  bit/sec  and  the  HDSL 
1001  a  top  speed  of  1  Mbit/sec. 

The  company  also  is  releasing 
the  2E500  router  with  dual  10M 
bit/sec  Ethernet  ports.  One  port 
can  connect  to  a  LAN,  and  the 
other  can  support  a  DSL  modem, 
cable  modem  or  Ethernet  back¬ 
bone.  The  1000  costs  $1,495;  the 
1001  $1,595;  and  the  2E500 
$1,195.  All  of  the  products  will  be 
available  by  year-end. 

©  Cayman:  (800)  4734776 

■  Envive  Corp.,  a  start-up  tar¬ 
geting  SAP  R/  3  performance 
and  availability  management, 
last  week  announced  a  partner¬ 
ship  with  Hewlett-Packard 
Co.  to  integrate  its  product  with 
HP’s  MC/ServiceGuard  cluster¬ 
ing  technology.  The  integration 
will  allow  users  to  trigger  MC/ 
ServiceGuard  when  they  diag¬ 
nose  an  SAP  R/3  server  problem. 

©  Envive:  (888)  236-8483;  HP: 
(800)  752-0900 
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Xedia  joins  bandwidth  mgmt.  fracas 

Company  adds  Internet  link  control  capabilities  in  new  Access  Point  10  product. 


By  Denise  Pappalardo 

Littleton,  Mass. 

Xedia  Corp.  is  expected  to 
introduce  a  new  bandwidth  man¬ 
agement  device  that  will  let  net¬ 
work  managers  fine-tune  their  IP 
connections. 


not  slowed  down  by  Web  surfers 
and  other  less-critical  uses. 

Businesses  also  can  use  the 
Access  Point  products  to  divvy  up 
bandwidth  among  departments 
or  offices.  This  is  how  XS  Band¬ 
width  Associates,  of  New  York,  is 


worth  of  Internet  bandwidth  all 
of  the  time,”  said  Jimmy  Rogers, 
director  of  sales  at  XS  Band¬ 
width. 

CBQ  also  automatically  ad¬ 
justs  to  traffic  bursts  by  allowing 
Access  Point  10  to  borrow 
unused  bandwidth.  For 
example,  if  a  large  por¬ 
tion  of  users  were  down¬ 
loading  FTP  files  off  the 
Internet,  pushing  its  30% 
ceiling,  the  device  auto¬ 
matically  would  borrow 
bandwidth  from  another 
piece  of  the  IP  pipe  if 
available.  Access  Point  10 
always  will  give  dedicated 
applications  top  priority. 


Access  Point  10,  for  enter¬ 
prise  networking,  is  equipped 
with  two  10M  bit/ sec  Ethernet 
ports.  The  device  sits  behind  a 
customer’s  router  where  their  IP 
link  is  connected,  said  Karen 
Barton,  vice  president  of  market¬ 
ing  at  Xedia. 

Join  the  club 

Xedia  is  not  the  only  vendor 
with  bandwidth  management 
products.  Packeteer,  Inc.,  of 
Campbell,  Calif.,  was  the  first  to 
roll  out  IP  bandwidth-shaping 
products.  Packeteer’s  Packet- 
Shaper  hardware  devices  let 
users  dedicate  parts  of  their  IP 
bandwidth  to  specific  applica¬ 
tions  and  IP  addresses.  Packet¬ 
eer’s  products  are  based  on  its 
proprietary  TCP  rate  control 
technology. 

©  Xedia:  (508)  952-6000; 
Packeteer:  (408)  364-0197 


MANAGING  YOUR  INTERNET  AND  INTRANET  BANDWIDTH 

A  comparison  of  three  bandwidth  management  offerings: 


Vendor 

Product 

Network  interface 

Bandwidth  technology 

Price 

Xedia 

Access  Point  10 

10M  bit/sec 

Class-based  queuing 

$4,995 

Packeteer 

PacketShaper2000 

10M  bit/sec 

TCP  rate  control 

$7,250 

Check  Point 

*FloodGate-l 

10M  bit/sec 

Stateful  inspection 

$18,990 

‘FloodGate  is  a  software  package  that  includes  client  and  server  components,  but  no  hardware. 


Xedia’s  Access  Point  10  will 
allow  users  to  better  control  their 
56Kbit/sec  to  10M  bit/sec  intra¬ 
net  or  Internet  links. 

Using  Xedia’s  class-based 
queuing  (CBQ)  management 
capabilities,  users  can  dedicate 
bandwidth  to  specific  traffic 
types.  For  example,  an 
Access  Point  10  user 
could  dedicate  30%  of 
its  intranet  or  Internet 
connection  to  TCP  traf¬ 
fic,  30%  to  telnet  traffic, 

30%  to  File  Transfer  Pro¬ 
tocol  (FTP)  traffic  and 
10%  to  all  other  traffic. 

This  way,  managers  can 
ensure  critical  traffic  is 


using  one  of  Xedia’s  first  prod¬ 
ucts,  Access  Point  45.  XS  Band¬ 
width  has  two  T-3,  45M  bit/sec 
connections  it  uses  to  provide  In¬ 
ternet  access  to  the  hundreds  of 
residents  of  the  Trump  Towers  in 
Manhattan.  “We  guarantee  all 
residents  will  have  64K  bit/sec 


Get  more  online: 

•  A  paper  on  the 
importance  of  band¬ 
width  management  in 
a  complex  WAN 

•  Vendor  white  papers  on  IP  bandwidth 
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Tivoli  starts  off  developer 
conference  with  a  bang 


By  Jim  Duffy 

Austin,  Texas 

Tivoli  Systems,  Inc.  last  week 
kicked  off  its  annual  developers 
conference  with  some  product 
enhancements,  vendor  alliances 
and  standards  activity. 

As  a  continuation  of  its  plan 
to  migrate  the  Tivoli  Manage¬ 
ment  Environment  10  (TME  10) 
product  to  ajava-based  architec- 


API.  And  on  the  standards  front, 
Tivoli  said  the  Desktop  Manage¬ 
ment  Task  Force  (DMTF)  is 
reviewing  Tivoli’s  Application 
Management  Specification  as  a 
standard  for  optimizing  applica¬ 
tion  management. 

The  TME  10  GEM  Applica¬ 
tion  Policy  Manager  (APM)  fea¬ 
tures  a  100%  Java-based  graph¬ 
ical  user  interface. 


WRQ  unveils  multihost  server  software 


FULL  PLATE 

At  its  developer’s  conference  last  week,  Tivoli... 

•  Allied  with  job  scheduling  companies  to  define  an  open  API 

•  Unveiled  a  Java-based  application-centric  management  system 

•  Rolled  out  TME  10  database  management  modules  for  Oracle, 
Sybase,  Informix,  DB2  and  Microsoft  SQL  Server 

•  Announced  that  the  DMTF  agreed  to  review  its  Application 
Management  Specification 


By  Marc  Songini 

Seattle,  Wash. 

WRQ  Inc.  last  week  an¬ 
nounced  a  new  software  suite 
that  provides  browser-based  ac¬ 
cess  to  multivendor  host  applica¬ 
tions. 

The  company’s  new  Reflec- 
don  Suite  for  the  Enterprise  6.7 
will  let  users  access  applications 
on  IBM  mainframes  and 
AS/ 400s  as  well  as  Unix  and  Digi¬ 
tal  Equipment  Corp. -based  serv¬ 
ers  over  the  Internet. 

Most  SNA  and  TCP/IP  con¬ 
nectivity  vendors,  including 
WRQ  are  looking  to  grab  a  piece 
of  the  Web-to-host  access  pie. 
IBM,  White  Pine  Software,  Inc., 


Wall  Data,  Inc.,  Teubner  8c  Asso¬ 
ciates,  Inc.,  OpenConnect  Sys¬ 
tems,  Inc.,  Apertus  Technol¬ 
ogies,  Inc.  and  others  have 
announced  SNA-to-Internet  ac¬ 
cess  products  in  the  past  year. 
Analysts  say  the  market  will  turn 
to  vendors  that  support  both  the 
Java  and  AcdveX  development 
environments  along  with  more 
advanced  features,  such  as  file 
transfer  and  printing. 

Reflecdon  6.7  runs  on  Win¬ 
dows  and  Windows  NT  clients. 
It  can  work  with  WRQ’s  Re¬ 
flection  connectivity  package, 
which  runs  on  a  local  Web 
server,  or  act  as  a  stand-alone 
See  WRQ,  page  28 


ture,  Tivoli  unveiled  Java-based 
applicadon  management  soft¬ 
ware  for  its  TME  10  Global  En¬ 
terprise  Manager  (GEM) 
console.  The  company  also 
rolled  out  TME  10  software  mod¬ 
ules  for  managing  leading  data¬ 
bases. 

Tivoli  rounded  up  a  slew  of 
job  scheduling  vendors  to  help  it 
develop  an  “open”  scheduling 


The  interface  allows  admin¬ 
istrators  to  conduct  manage¬ 
ment  operations  from  any 
platform  supporting  the  Java 
Virtual  Machine  or  any  Java- 
enabled  Web  browser,  Tivoli 
claimed. 

TME  10  GEM  runs  on  IBM 
System/390  mainframes.  It  dis 
covers  and  displays  the  reladon- 
See  Tivoli,  page  32 
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Get  those  modems  working  together 


By  Tim  Greene 

In  an  arena  formerly  dominated  by 
smaller  vendors,  big-name  firms  now  are 
strapping  together  multiple  modems  and 
phone  lines  to  give  users  faster  remote 
dial-in  and  Internet  access  products. 


Newcomers  3Com  Corp.  and  Multi- 
Tech  Systems,  Inc.  are  entering  the  field 
alongside  smaller  vendors,  including 
Ramp  Networks,  Inc.  and  Transcend 
Corp. 

With  the  new  devices  —  a  router  from 


3Com  and  a  proxy  server  from  Multi-Tech 
—  users  can  make  high-bandwidth  dial¬ 
up  connections  that  rival  the  speed  of 
ISDN  without  having  to  deal  with  the  has¬ 
sle  of  setting  up  ISDN.  In  some  areas,  mul¬ 
tiple  analog  lines  also  cost  less  than  ISDN. 

The  devices  sit  at  remote  sites  in  a  cor¬ 
porate  network  and  support  one  or  more 
local  users  simultaneously.  Multi-Tech’s 


server  can  logically  bond  three  lines  via 
Multilink  PPP,  the  standard  for  sending 
data  over  multiple  separate  channels. 
Central  site  devices  receiving  the  bonded 
calls  likewise  have  to  be  able  to  bond  ana¬ 
log  lines  via  Multilink  PPP. 


3Com’s  OfficeConnect  Dual  Remote  Analog  Router 

lets four  remote  users  share  two  modem  lines  or  bond 
those  together. 


Fusing  together  multiple  phone  lines 
is  an  inexpensive  way  to  expand  band¬ 
width  dial-up,  according  to  Bob  Ellis, 
whose  law  firm,  Ellis  and  Aeschleman,  of 
Columbus,  Ohio,  uses  a  competing  bond¬ 
ing  device  made  by  Ramp. 

“AT-1  [for  Internet  access]  would  be  a 
huge  expense  for  us,”  he  said.  Plus,  the 
lines  can  be  used  for  voice  phone  calls 
when  not  being  used  for  data,  he  said. 

The  Multi-Tech  Proxy  Server  has  ports 
for  up  to  three  phone  lines  as  well  as  a  1 OM 
bit/ sec  Ethernet  LAN  port. 

If  more  than  one  user  dials  out  at  the 
same  time,  each  gets  asingle  line. 

According  to  Multi-Tech,  the  server 
can  save  users  money.  Rather  than  giving 
each  desktop  its  own  modem  and  phone 
line,  users  on  a  LAN  can  share  three. 

The  Proxy  Server  is  shipping  now  and 
costs  about  $900. 

3Com  router 

The  OfficeConnect  Remote  Dual  Ana¬ 
log  Router  from  3Com  is  meant  for  a 
smaller  remote  office.  It  features  two  56K 
bit/sec  modems  and  an  integrated  hub 
with  ports  for  four  individual  end  users. 

The  router  also  has  ports  for  two  ana¬ 
log  devices,  such  as  a  telephone  and  fax 
machine.  It  is  configured  so  a  phone  call 
or  fax  call  will  bump  a  modem  call. 

The  OfficeConnect  Remote  Dual  Ana¬ 
log  Router  will  be  available  later  this 
month  and  will  cost  $745. 

©  3Com:  (408)764-5000;  Multi-Tech: 
(800)  328-9717 


WRQ 

Continued  from  page  25 

package.  Together,  the  packages  let  users 
access  multiple  hosts  simultaneously  and 
cut  and  paste  among  applications. 

The  new  software  package  also  sup¬ 
ports  ActiveX,  Microsoft  Corp.’s  Web 
application  development  technology. 
The  feature  will  help  users  and  developers 
integrate  legacy  data  on  SNA,  Digital  and 
Unix  hosts  with  new  ActiveX  applets. 

The  company  also  is  developing  a 
100%  Java  Reflection  package,  which  is 
about  to  enter  beta  testing. 

Reflection  Suite  for  the  Enterprise  6.7 
is  shipping  now  and  costs  $499. 

©WRQ:  (800)  872-2829 


Cisco  Systems,  Inc.,  is  the  worldwide  leader  in  networking  for  the  Internet.  Cisco’s  networking  solutions  connect 
people,  computing  devices  and  computer  networks,  allowing  people  to  access  or  transfer  information  without  regard 
to  differences  in  time,  place  or  type  of  computer  system.  We  currently  have  the  following  openings: 


Account  Managers 
Channel  Managers 
Program  Managers 
Network  Consulting  Engineers 
Systems  Engineers 
Customer  Support  Engineers 


Hardware  &  Software  Engineers 
Information  Systems 
Product  Marketing  Engineers 
Program  Managers 

*Managers  &  Directors 
(various  departments) 


See  us  at  Fall  Internet  World  ‘97  in  New  York! 
(Jacob  K.  Javits  Convention  Center) 

Cisco  Recruitment  Hospitality  Center 
Section  I,  Booth  #  2729 

Wed,  Dec  10  10  am  -  5  pm 

Thurs,  Dec  U  10  am  -  5  pm 
Fri,  Dec  12  10  am  -  3  pm 


To  apply,  submit  your  resume  by  E-MAIL:  jobs@cisco.com;  FAX:  (800)  818-9201.  Equal  Opportunity  Employer. 

vww-cisco-com/jobs 

Cisco  Systems 
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These  days  it  seems  like  everyone  is  in  this  business.  But  we 
believe  the  best  people  to  design  and  build  intranets  are  the 
people  who  design,  build  and  manage  networks  every  day.  As 
part  of  U  S  WEST,  we’ve  been  doing  just  that  every  day  for 
over  I  00  years. 

But  expertise  alone  isn’t  what  sets  INTERPRISE  apart.  With 
us,  you  deal  with  one  source  and  one  source  only.  From 
beginning  to  end.  From  Internet  access  to  network  engineering 
through  equipment  staging  and  installation.  We’ll  even  work 
with  third-party  application  developers  to  deploy  applications 
customized  for  your  company. 

But  wait,  you  say,  I  don’t  need  all  of  this.  At  INTERPRISE, 
we  can  provide  as  much  or  as  little  help  as  you  need.  You  can 
completely  outsource  your  intranet  to  us,  even  with 
INTERPRISE  hosting  your  web  servers  through  our  INTERACT 
service.  Or,  we  can  simply  retune  your  network  transport 
services  to  support  your  intranet  functions.  You  decide  just 
what  you  need,  we’ll  decide  just  how  to  get  it  done. 

Sure,  there  are  a  lot  of  guys  out  there  designing  and 
building  intranets.  But  what  exactly  are  their  qualifications?  To 
hear  more  about  INTERPRISE,  call  us  at  1-800-DATA-USW  or 


visit  us  at  www.mterprise.com 
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NETWORK  INTEGRATION 


VIDEO  CONFERENCING 


ATM /WAN  SOLUTIONS 
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NETWORK  EQUIPMENT 


WEB  SERVICES 
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network  assailants. 


(no  matter  how  clever  the  disguise) 


With  CyberCop,  network 
intrusion  is  stopped  dead  in  its  tracks- 
before  any  damage  can  occur.  The  fact 
is,  CyberCop  detects  over  170  kinds  of 
network  and  host-based  intrusions,  both 
internal  and  external. 

Once  detected,  an  alarm  is  instantly 
sounded  through  email,  pager,  or  screen 
prompts.  Within  seconds,  you  are  alerted 
and  the  intruder  is  foiled.  All  without  a  single 
interruption  to  your  business. 

Meanwhile,  data  is  recorded  in 
permanent  logs  to  build  trend  analysis 


information,  or  to  be  used  as  evidence  that 
improper  use  of  the  network  occurred. 
And  suddenly  all  those  hackers  and  digital 
desperadoes  look  more  like  suckers. 

Network  General®  has  been 
providing  tools  and  services  for  trouble¬ 
shooting  and  analyzing  networks  since 
1 986.  From  Sniffer®  and  Distributed  Sniffer® 
to  CyberCop’,"  there’s  no  better  way  to 
ensure  your  entire  network  is  always  running 
at  peak  productivity,  and  peak  security. 

Call  1 -800-SNIFFER  Dept.  #GM0521  or 
visit  us  on  the  Web  at  www.ngc.com. 


total  Network  visibility' 


Network  General  and  Sniffer  are  registered  trademarks  and  CyberCop  and  Total  Network  Visibility  are  trademarks  of  Network  General  Corporation  and/or  its  wholly  owned  subsidiaries  in  the  US  and  other  countries.  ©1997  Network  General  Corporation.  All  rights  reserved. 
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Watch  out  for  performance  inflation 


®s  high-density  Fast  Ethernet 
switches  become  more  common¬ 
place  and  Gigabit  Ethernet  switches 
arrive  on  the  scene,  network  managers 


are  being  barraged  by  performance 
numbers. 

No  longer  is  reaching  wire  speed  on 
a  port,  even  a  Fast  Ethernet  port,  an  issue. 


INTERNET 

ACCESS 


56  KBPS 

FRAME 

RELAY 


FROM  YOUR 
SERIAL  PORT 

$595 


NO  CSU/DSU  •  NO  ROUTER  *  NO  LAN  *  NO  MODEM 

NO  BULL! 


by  n  /  COMM™ 

4480  Shopping  Lane,  Simi  Valley,  CA  93063  (800)HTC-1544 
wvtav.hrcomm.com  •  infoifd@htcomm.com 


FRADs  •  Frame  Relay  Hubs  •  LookerIM  Installation  Tools  •  ISDN  Backup 


Circle  Reader  Service  #33 
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That  is  commonplace.  Switches  today 
prove  their  mettle  by  showing  how  many 
packets  per  second  the  entire  device  can 
handle — aggregate  packet  handling. 

With  port  densities  of  100  or  more, 
aggregate  throughput  numbers  are  in  the 
millions.  Attendees  of  NetWorld+Interop 
97  in  Adanta  last  month  saw  high-speed 
Ethernet  vendors  tossing  around  box  per¬ 
formance  numbers  such  as  19  million 
packet/sec  (Plaintree),  33  million 
packet/sec  (Prominet)  and  even  70  mil¬ 
lion  packet/sec  (Packet Engines). 

The  only  problem  with  these  impres¬ 
sive  absolute  numbers  is  you  can’t  be  abso¬ 
lutely  sure  what  they  mean.  Vendors 
aren  ’  t  all  counting  packets  the  same  way. 

To  illustrate  how  confusing  the  situa¬ 
tion  can  become,  consider  the  following: 
A  vendor  tells  you  that  its  10-port  Fast 
Ethernet  switch  runs  at  wire  speed  on 
all  ports.  Is  its  aggregate  throughput: 
a)  1,480,000  packet/sec,  b)  740,000 
packet/sec,  c)  40,640  packet/sec,  or  d)  it 
depends? 

Equivocation  wins  here.  The  correct 
answer  is  D.  Any  of  the  answers  can  be  cor¬ 
rect,  depending  on  information  not  usu¬ 
ally  provided  in  vendor’s  marketing 
blurbs.  We  can  assume  for  the  sake  of 
argument  that  the  switches  are  being 
tested  with  Ethernet’s  smallest  packet  size 
of  64  bytes.  This  deliberately  puts  the 
greatest  packet  load  on  the  device. 

At  wire  speed,  Fast  Ethernet  can  pro¬ 
cess  roughly  148,800  64-byte  packet/sec. 
One  might  quickly  jump  to  the  conclu¬ 
sion  that  a  10-port  box  could  handle  10 
times  this  amount  or  1,480,000 
packet/sec. 

If  the  device  under  testing  supports 
full  duplex  (a  port  can  receive  and  trans¬ 
mit  simultaneously)  and  is  being  tested  in 
full-duplex  mode,  then  that  answer  is  cor¬ 
rect.  Unfortunately,  many  switches  still 
offer  half-duplex  ports.  In  these  cases, 
one  data  stream  requires  two  ports,  one 
for  input,  one  for  output.  This  cuts  aggre¬ 
gate  throughput  in  half.  In  our  example, 
we  would  get  740,000  packet/ sec. 


Wire  speed  also  can  translate  into 
much  lower  packet/ sec  numbers  if  larger 
packet  sizes  are  used.  There  is  no  stan¬ 
dard  that  states  wire  speed  claims  must  be 
with  6Tbyte  packets. 

Should  a  vendor  decide  to  base  its  wire- 
speed  claim  on  forwarding  Ethernet’s 
largest  1,518-byte  packets,  the  device 
would  only  need  to  forward  around  8,128 
packets  per  port  to  claim  wire  speed.  In 
our  example,  that  results  in  an  aggregate 
box  throughput  of  around  40,640 
packet/ sec  (half  duplex) . 

Clearly,  there  is  a  big  difference 
between  a  10-port  switch  that  can  handle 
1,480,000  packet/sec  and  one  that  can 
handle  40,640  packet/sec  but,  techni¬ 
cally,  both  could  claim  wire  speed. 

More  worrisome,  and  increasingly 
common,  is  the  tendency  of  switch  ven¬ 
dors  to  “double  count”  packets.  Here, 
they  count  the 
packet  once  as  it 
enters  the  switch 
on  the  input 
port  and  again 
when  it  exits  on 
the  output  port. 

This  throughput 
inflation  would 
change  the  max¬ 
imum  through¬ 
put  on  our  10-port  example  to  two  times 
1 ,480,000,  or  2,960,000  packet/sec. 

In  my  mind,  this  is  just  plain  wrong  and 
paten  tly  misleading.  When  a  car  pulls  into 
the  drive-thru  of  McDonald’s  and  then 
pulls  out  again,  that  is  one  car  handled, 
not  two.  A  switch  handling  a  packet 
should  count  the  same  way. 

So  the  next  time  you  encounter  mas¬ 
sive  throughput  numbers,  get  the  details. 
And,  most  important,  be  on  guard  for 
throughput  inflation. 

Tolly  is  president  of  The  Tolly  Group,  a 
strategic  consulting  and  independent  testing 
firm  in  Manasquan,  N.J.  He  can  be  reached  at 
(732)  328-3300,  at  ktolly@tolly.com  or 
www.tolly.com. 


Tivoli 

Continued  from  page  25 

underlying  physical  resources  on  which 
they depend. 

With  TME  10  GEM  APM,  an  adminis¬ 
trator  can  view  IT  resources  in  the  context 
of  the  business  systems  they  support. 

TME  10  GEM,  which  includes  APM, 
costs  $250,000  and  is  available  now. 

Another  key  component  of  Tivoli’s 
application  management  strategy  is  data¬ 
base  management.  Last  week,  Tivoli 
unveiled  TME  10  Database  Management 
Modules  for  Oracle  Corp.,  Sybase,  Inc., 
Informix  Software,  Inc.,  DB2  and  Micro¬ 
soft  Corp.’s  SQL  Server. 

The  TME  10  Database  Management 
line  allows  administrators  to  delegate 
user  management  tasks,  track  availability 
and  performance  and  define  access 
rights  across  database  resources. 

Pricing  for  the  TME  10  Database  Man¬ 


agement  software  starts  at  $5,000  per 
server.  It  is  available  now. 

For  multivendor  integration,  Tivoli 
and  its  Unison  Software,  Inc.  subsidiary 
recruited  Cybermation,  Inc.,  ISA  Corp., 
New  Dimension  Software  and  Platinum 
Technology,  Inc.  to  develop  the  Schedul¬ 
ing  Application  Programming  Interface 
specification.  The  API  allows  manage¬ 
ment  vendors  to  develop  job  scheduling 
products  that  work  together  out  of  the 
box,  Tivoli  said. 

The  API  specification  is  available  now 
and  can  be  downloaded  at  no  charge 
from  Tivoli ’s  Web  site  at  www.  tivoli  .com . 

Also  on  the  integration  front,  Tivoli’s 
AMS  is  being  reviewed  by  the  DMTF  for 
inclusion  in  the  application  manage¬ 
ment  component  of  the  Common  Infor¬ 
mation  Model  (CIM).  CIM  is  the  data 
schema  for  the  Web-Based  Enterprise 
Management  initiative.  AMS  is  an  instru¬ 
mentation  API  that  makes  applications 
management-ready,  Tivoli  said.  ■ 
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Deploying  business-critical  applications  over  NT  is  certainly  fashionable 
these  days.  But  doing  it  without  a  serious  NT  storage  solution  is 

g TASTTO  R  beyond  embarrassing.  It’s  obscene. 

That’s  why  our  MetaStor™  line  of  storage  systems  is 

Technologically  Superior 

Network  Storage  Systems,  optimized  for  Windows  NT  environments.  We 
already  have  four  years  of  clustered  server  experience  and  two  years  in  NT.  We 

offer  a  complete  set  of  NT  administrative 
tools,  and  we’re  participating  in 

Microsoft  Cluster  Server  (formerly  “Wolfpack”)  platform  certification. 

We’re  also  a  member  of  IBM’s  ServerProven™  Program. 

Beyond  that,  our  scalable,  multi-platform  systems  are 
known  for  unsurpassed  performance,  reliability,  and 
fault-tolerance- — because  only  Symbios  Logic 
builds  them  from  the  silicon  up. 

Call  1 -800-86-ARRAY  or  visit 
www.symbios.com/metal2  for  details  on 
MetaStor  systems.  If  you’re  relying 
on  NT,  don’t  expose  your 
enterprise  to  anything  less. 
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The  Storage  Connection 


We  know  you're  walking  a  thin  line .  Your  users  want  more  performance  and  bandwidth. 
Your  management  doesn't  want  to  spend  money  on  unnecessary  upgrades  and  enhancements. 
Enter  TCG  Data  Services.  We  can  satisfy  your  performance  needs  with  products  and  solutions 
based  on  world-class  platforms  from  leading  systems  providers.  TCG  offers  a  complete  portfolio  of  Data 
Services — from  Frame  Relay  to  ATM  to  managed  solutions — that  meet  the  needs  of  the  most  demanding 
customers.  We  can  tailor  a  solution  that  will  offer  the  performance  you  need  today  while  providing  you  the 
flexibility  and  scalability  to  support  your  future  networking  needs.  And  everything  we  offer  is  at  a  lower 
aggregate  cost  than  building  your  own  data  network.  For  more  information  on  how  TCG  can  help  you  satisfy 
both  your  users  and  corporate  management,  call  1-800-889-4TCG  or  visit  our  website  at  www.tcg.com. 
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Briefs 


■  The  Motorola,  Inc.-backed, 
global  wireless  venture  Iridium 
LLC  launched  five  additional 

satellites 

into  orbit 
Nov.  8. 
Iridium 

/-  now  has  39  of 

its  planned 
66  satellites 
in  orbit.  Irid¬ 
ium  CEO  Edward  Staiano  said 
the  venture  is  on  track  to  begin 
commercial  service  in  September 
1998. 


5^ 


Iridium  is  designed  to  provide 
phone  calls,  paging  and  very  low- 
speed  file  transfer  around  the 
world  over  a  single  handset  device 
at  rates  approaching  $3  per  min¬ 
ute  (NW,  Sept.  8,  page  30). 


■  ©Work,  @Home  Network’s 
business  Internet  access  service 
division,  announced  that  Tele¬ 
communications,  Inc.  (TCI),  Cox 
Communications,  Inc.  and 
Comcast  Corp.  are  collaborating 
on  a  remote  access  service 
for  telecommuters. 

The  @Work  Remote  service, 
like  @Home’s  other  Internet 
access  services,  is  based  on  broad¬ 
band  cable  networks  and  modems. 
The  service  is  currently  being 
developed,  but  it  is  expected  to 
support  “always  on" Internet,  and 
intranet  connectivity  at  1.5  to  3M 
bit/sec. 

@Home:  (415)  569-5000 

■  Northern  Telecom,  Inc.  is 

shipping  Version  5.0  of  its 
desktop  video  package 

called  Symposium  Multimedia 
Conferencing.  The  new  version 
supports  the  T.120  standard  for 
data  conferencing  applications 
such  as  whiteboarding. 

The  $1,995 package  includes  a 
video  coder/decoder  PC  card  with 
new  support  for  PCI  and  ISA  bus¬ 
ses,  plus  a  camera,  headset  and 
conferencing  software.  Nortel  rec¬ 
ommends  an  ISDN  Basic  Rate 
Interface  connection  and  will  pro¬ 
vide  an  ISDN  termination  device 
at  an  additional  cost. 

©  Nortel:  (800)  466-7835 
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GE  Spacenet  turbocharges  satellite  network 


By  Denise  Pappalardo 

McLean,  Va. 

GE  Capital  Spacenet  Services, 
Inc.  last  week  announced  its  lat¬ 
est  satellite  service  last  week, 
which  will  support  data  rates  up 
to  20M  bit/ sec. 

Turbosat,  GE  Spacenet’s  new 
very  small  aperture  terminal 
(VSAT)  service,  will  let  business 
users  around  the  world  send  and 
receive  high-bandwidth  traffic 
over  relatively  small  antenna 
dishes,  said  Gino  Picasso,  presi¬ 
dent  of  GE  Spacenet,  a  subsid¬ 
iary  of  GE  American  Comm¬ 
unications,  Inc. ,  based  here. 

Turbosat  is  based  on  GE 
Spacenet’s  Code  Division  Multi¬ 
ple  Access  (CDMA)  spread  spec¬ 
trum  satellite  technology.  This  is 
a  proprietary  system  that  sup- 
portsinbound,  orupstream,  traf¬ 
fic  at  up  to  1.7M  bit/sec. 

Turbo  sat  sends  all  outbound, 
or  downstream,  traffic  to  end 
users  via  GE  Spacenet’s  Time 
Division  Multiple  Access  Turbo¬ 
sat  platform.  In  addition  to  GE 
Spacenet’s  forward-error-cor¬ 
recting  and  IP  spoofing  software, 
CDMA  technology  allows  the 
VSATs  to  receive  traffic  from 
smaller  antennas,  Picasso  said. 
The  smaller  dishes  are  easier  to 
install  and  are  less  unsightly,  he 
added. 

When  the  service  becomes 
available  next  year,  it  will  support 
up  to  1 .7M  bit/sec  upstream  and 
2M  bit/sec  downstream,  Picasso 
said.  But  the  company  will  have 
new  hardware  and  software  by 
the  end  of  next  year  that  will  let 
users  upgrade  their  systems  to 
support  10M  to  20M  bit/sec 
downstream  using  the  same  an¬ 
tenna,  he  said. 

The  antennas  measure  .47, 
.67  and  2.4  meters  and  support 
data  upstream  up  to  64K  bit/sec, 
128K  bit/sec  and  1.7M  bit/sec, 
respectively.  While  the  down¬ 
stream  speed  will  not  require 
users  to  upgrade  their  antennas, 
higher  upstream  speeds  will. 

The  high-speed  VSAT  service 
is  unique  in  the  industry  today, 
said  Randy  Carlson,  senior  ana¬ 
lyst  at  The  Yankee  Group,  a  Bos¬ 
ton  consulting  firm. 

“Typical  VSAT  [services]  run 
anywhere  from  19.2  to  256K 
bit/sec;  20M  bit/sec  will  bring 


VSATs  into  a  whole  new  market¬ 
place,”  he  said.  The  higher 
speed  support  could  attract  cus¬ 


tomers  that  use  landline  services 
for  transmitting  or  backhauling 
applications  overseas,  Carlson 
said.  Turbosat  also  will  be  attrac¬ 


tive  to  current  VSAT  users  who 
may  want  to  add  more  applica¬ 
tions  to  their  systems  but  are 


operating  with  bandwidth  limi¬ 
tations,  he  said. 

Picasso  said  GE  Spacenet  is 
looking  to  steal  some  business 


away  from  the  traditional  carri¬ 
ers.  Picasso  didn’t  reveal  exact 
pricing,  but  said  the  service  will 
be  comparable  to  analog  dial-up 
and  ISDN  service  charges.  “If 
you’re  paying  $80  to  $120  per 
month  for  dial-up  point-of-sale 
connections,  Turbosat  is  compa¬ 
rable,”  he  said.  And  in  most 
cases,  Turbosat  is  lower  than 
ISDN,  he  added. 

Turbosat  will  run  over  GE 
Americom’s  Ka-band  (26.5  to 
40GHz)  satellite  system. 

Turbosat  is  slated  for  avail¬ 
ability  next  June.  The  monthly 
service  prices  can  range  greatly, 
depending  on  the  size  of  the 
antenna  and  data  throughput.  A 
general  starting  price  per- 
month,  per-site  is  $65. 

©  GE  Spacenet:  (703)  848- 

1000 


TURBOSPEEDS 

Info  about  Turbosat,  GE  Spacenet’s  latest  VSAT  service: 

■  !;'• ' 

•  Inbound  data  rates  up  to 

1.7IVI  bit/ sec 

'  \  '  : 

'  ' 

•  Outbound  data  rates  of 

f 

2M  -  20M  bit/ sec. 

•  Two-way  remote  antennas 

t  '■ 

as  small  as  .47  meters. 

•  Will  be  available  in  January. 

/ 

•  Monthly  service  rates 
start  at  $65  per  site. 

FCC  names  new  phone  number  boss 

You  want  numbers?  Lockheed  Martin’s  got  ’em. 


By  David  Rohde 

Washington,  D.  C. 

Need  a  lot  of  new  telephone 
numbers?  How  you  get  them, 
and  whom  you  get  them  from,  is 
going  to  change  in  1998. 

Lockheed  Martin  Corp.,  the 
newly  installed  administrator  of 
the  U.S.  telephone  numbering 
system,  wants  to  implement  a 
national  Web-based  system  for 
ordering  blocks  of  telephone 
numbers.  The  company  hopes 
to  have  the  system  completed 
within  18  months,  said  Ron  Con¬ 
ners,  director  of  the  North 
American  numbering  plan 
administration  for  Lockheed 
Martin. 

The  Federal  Communica¬ 
tions  Commission  last  month 
selected  Lockheed  Martin  over 
several  rivals  to  replace  Bellcore 
as  the  telephone  number  admin¬ 
istrator  for  the  U.S.,  Canada  and 
Caribbean  nations. 

Bellcore  made  a  bid  to  retain 
the  job,  but  the  company  was 
seen  as  partial  to  the  regional 
Bell  operating  companies, 
despite  its  pending  sale  by  the 
RBOCs  to  Science  Applications 
International  Corp.  Competi¬ 
tive  local  carriers  are  clamoring 


for  a  big  slice  of  the  telephone- 
number  pie  and  claim  Bellcore 
and  the  RBOCs  have  been  too 
stingy  in  letting  them  go. 

CRAZY  FOR  AREA  CODES 

As  demand  fortelephone  numbers 
explodes,  the  number  of  new  U.S. 
area  codes  is  rising  every  year. 

Number  of  new  area  codes 
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SOURCE.  BELLCORE,  MORRISTOWN.  NJ. 

Lockheed  Martin’s  selection 
coincides  with  a  major  shift  in 
responsibility  for  assigning 
phone  numbers  away  from  the 
local  telephone  companies. 

Until  now,  the  national  num¬ 
bering  administrator  was  only 
responsible  for  assigning  area 
codes.  Except  for  toll-free  codes, 
the  dominant  local  carrier  — 


usually  an  RBOC  or  GTE  Corp. 
—  assigned  the  next  three  num¬ 
bers,  or  exchange,  to  a  particu¬ 
lar  central  office.  But  that  system 
led  to  fights  when  new  local  car¬ 
riers  attempted  to  get  ex¬ 
changes,  which  offer  a  total  of 
10,000  possible  numbers.  A  car¬ 
rier  could  request,  for  example, 
all  the  telephone  numbers 
between  555-0000  and  555-9999 
in  a  particular  area  code. 

Now  the  national  administra¬ 
tor  will  take  over  responsibility 
for  all  the  local  exchanges.  As  a 
result,  carriers  or  big  corporate 
users  seeking  control  of  blocks 
of  10,000  numbers  will  have  to 
submit  their  requests  to  Lock¬ 
heed  Martin. 

The  Industry  Numbering 
Committee,  a  telecom  industry' 
forum,  recently  proposed  a  sys¬ 
tem  under  which  assignments 
would  be  further  split  into  1,000- 
number  blocks.  The  RBOC 
could  control  555-0000  to  555- 
0999,  while  a  competitor  con¬ 
trolled  555-1000  to  555-1999. 
That  would  cause  many  more 
users  to  seek  number  blocks 
from  someone  other  than  the 
dominant  local  carrier. 

“We  want  to  make  very  heavy 
use  of  the  World  Wide  Web  so 
that  anyone  can  find  out  what 
central  office  codes  have  been 
assigned,”  Conners  said.  Lock- 

See  Lockheed  Martin,  page  38  I 
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IBM  is  delivering  more  software  solutions  on 
Windows  NT®  than  anyone.  Even  you-know-who. 
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Windows  NT  performance.  IBM  family  values.  These  Windows  NT  software 

building  blocks  work  so  well,  you’d  think  we  were  working  with  Microsoftf  And  you’d  be  right.  Here  is  everything  you  need  to 
develop  and  deploy  Windows  NT  applications,  integrate  them  with  legacy  systems,  extend  them  to  the  Web,  and  manage  the 
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whole  works.  All  the  pieces  fit.  All  are  Web-enabled  right  out  of  the  box.  And  all  live  up  to  the 
qualities  you  expect  from  our  side  of  the  family:  Availability.  Integrity.  Scalability.  Support.  For 
individual  Windows  NT  product  close-ups  and  free  trial  code,  visit  us  at  www.software.ibm.com/nt. 
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PSINet  guarantees  Web  delivery 


By  Denise  Pappalardo 

Herndon,  Va. 

PSINet,  Inc.  has  revamped  its  Web 
hosting  architecture  and  is  guaranteeing 
1 00%  server  availability  to  its  customers. 


This  week,  PSINet’s  PSIWeb  division  is 
expected  to  announce  it  has  added  new 
hardware  to  its  Web  server  farm  here.  The 
hardware  will  offer  its  Web  hosting  cus¬ 
tomers  faster,  more  reliable  services,  said 


Michael  Mael,  vice  president  and  general 
manager  of  Web  services  and  electronic 
commerce  at  PSIWeb,  also  based  here. 
In  addition,  PSINet  is  guaranteeing 
100%  Web  server  availability  to  all  of 
its  Unix-based  Web  hosdng  customers.  If 
a  Web  server  is  not  available  at  any 
time  in  a  single  quarter,  PSINet  will 
refund  10%  of  a  customer’s  quarterly  ser- 
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The  telecommunications  world  is  full  of  surprises.  Now  you  know 
where  the  best  of  them  are  coming  from.  Nortel.  Because  with  our 
tremendous  global  presence,  extensive  variety  of  products,  and 
digital  network  leadership,  we’re  able  to  bring  revolutionary 
networks  to  customers  easier  than  ever  before.  And  that  means 
your  creativity  can  connect  to  one  opportunity  after  another  - 
instead  of  layers  of  bureaucracy.  So  if  you're  ready  to  make  the 
power  of  our  world-class  resources  work  for  you  right  from 
the  start,  there’s  a  level  of  networking  you  never  expected  at: 


www.nortel.com 
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vice  charges,  Mael  said. 

To  upgrade  its  systems,  PSINet  de¬ 
ployed  two  F5  Labs,  Inc.’s  BIG/ip  load 
balancers  to  its  Ethernet  LAN  at  its  Web 
server  farm.  The  load  balancers  intelli¬ 
gently  determine  which  of  the  four  Sun 
Solaris  Unix  Web  servers  can  best  support 
incoming  requests.  The  Internet  service 
provider  also  deployed  two  Unix  content 
servers  that  sit  behind  the  four  Web  serv¬ 
ers,  Mael  said.  Instead  of  storing  the  cus¬ 
tomers’  content  on  one  Web  server,  all  of 
the  data  is  stored  on  a  content  server  that 
sends  the  information  to  one  of  the  four 
servers  when  it  is  requested.  The  Web 
server  farm  is  linked  to  the  Internet  via 
three  T-3  links. 

In  addition  to  distributing  the  Web 
content,  the  servers  also  cache  the  data. 
This  brings  the  Web  content  to  the  Inter¬ 
net  user  more  quickly,  Mael  said.  PSINet 
offers  dedicated,  but  not  shared,  Win¬ 
dowsNT-based  Web  hosting  services  that 
also  are  guaranteed. 

Today,  PSINet  has  only  one  Web  server 
farm,  but  additional  sites  will  be 
announced  within  the  next  couple  of 
months,  Mael  said.  And  the  current 
Ethernet  LAN  will  be  upgraded  to  Fast 
Ethernet  next  month  to  support  100M 
bit/sec  server  connections. 


Get  more  info  online: 

•  Overviews  of  service 
enhancements  and  guar¬ 
antees  from  other  ISPs 


•  An  article  on  selecting  an  ISP 


In  addition  to  revamping  the  architec¬ 
ture  and  offering  a  new  guarantee,  PSI¬ 
Net  is  rolling  out  a  new  pricing  structure 
for  its  shared  Web  hosting  services. 

PSIWeb  20,  an  entry-level  service, 
offers  20M  bytes  of  disk  space,  800M  bytes 
of  data  transfers  per  month  and  10  e-mail 
accounts  for  $297  per  quarter.  PSIWeb 
200,  the  high  end  of  PSI’s  shared  Web 
hosting  service,  includes  200M  bytes  of 
disk  space,  10G  bytes  of  data  transfers  per 
month,  one  dial-up  Internet  PPP  account 
and  100  e-mail  accounts  for  $2,250  per 
quarter.  ■ 


Lockheed  Martin 

Continued  from  page  35 

heed  Martin  will  develop  an  application 
form  for  new  blocks  of  numbers  that  can 
be  submitted  electronically,  he  said. 

U nder  the  Telecommunications  Act  of 
1996,  users  are  supposed  to  be  free  to 
change  local  carriers  without  changing 
their  telephone  numbers.  But  so-called 
local  telephone  number  portability,  origi¬ 
nally  slated  to  get  under  way  Oct.  1 ,  is  off 
to  a  slow  start.  In  Chicago,  one  of  the  first 
cities  designated  to  receive  number  porta¬ 
bility,  Ameritech  Corp.  has  demanded 
more  time  because  of  a  dispute  over  how 
it  will  be  paid  for  setting  up  call-by-call 
access  to  its  number  database.  ■ 
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Gigapath  is  the  world’s  first  Gigabit  Ethernet  cabling  system. 
That  means  you  can  now  have  IGbps  to  the  desk  over  copper 
with  all  current  protocols  supported.  And  because  GigaPath  is 
a  100%  end-to-end  tested  cabling  system  developed  by  ITT, 
you  have  the  essential  comfort  of  knowing  that  it  comes  with  a 
full  lifetime  system  guarantee  incorporating  a  protocol 
guarantee  for  whatever  you  choose  to  run  your  IGbps  network. 


Zero  risk  from  the  hub  to  the  desk  -  no  one  else  can 
guarantee  this. 

You  can  find  out  more  about  our  GigaPath  cabling  system  by 
visiting  our  web  site,  but  if  you’d  like  to  see  a  GigaPath  System 
presentation  and  demonstration  or  to  receive  an  information 
package  or  our  GigaPath  System  quarterly  updates,  please  call  or 
write  to  us  at  the  address  below. 


ITT  Cannon 

NETWORK  SYSTEMS  &  SERVICES 

61  Broadway,  Suite  2710,  New  York,  NY  10006.  Tel:  212  482  5627  Fax:  212  785  6668  http://www.ittnss.com 
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Carriers  &  ISPs 


EYE  ON  THE  CARRIERS 

More  bandwidth  for  less  money 


Of  you  have  an  unlimited  budget  for 
WAN  services,  turn  the  page.  You 
don  ’  t  have  to  read  this  column . 

OK,  now  that  you’re  still  widi  me,  let’s 


get  together  and  ask  the  carriers  to  quit 
pretending  that  users  have  piles  of  money 
to  give  to  whomever  comes  up  with  the 
fattest  pipe. 


I  think  it’s  wonderful  that  some  enter¬ 
prising  carriers  have  done  the  spadework 
in  certain  markets  and  are  offering  new 
end-to-end,  high-capacity  services. 

MCI,  for  example,  has  proven  that  you 
can  establish  a  long-distance,  single¬ 
source,  door-to-door  broadband  link, 
even  in  this  era  of  telecom  legal  warfare 
and  name-calling.  Its  new  networkMCI 


Broadband  Connections  service  offers  T-3 
point-to-point  connections  among  22  cit¬ 
ies,  without  employing  a  single  local 
exchange  carrier  facility  along  the  way. 

But  don’t  you  think  it’s  a  little  silly  for 
MCI  to  announce  the  service  without 
revealing  the  price?  That  makes  it  all  the 
more  unnerving  when  you  actually  see  the 
fees  for  networkMCI  Broadband  Connec¬ 
tions,  revealed  in  a  recent  federal  tariff  fil¬ 
ing.  Try  forking  over  $78,000  a  month  for 
a  New  York-to-Chicago  connection,  not 
including  the  local  loops  on  both  ends. 

The  reality  is  that  WAN  bandwidth  is 
frightfully  expensive.  What’s  striking,  too, 
is  how  little  the  price  of  bandwidth  varies 
with  its  application.  Most  notably,  people 
who  still  think  of  the  Internet  as  a  dial-up 
freebie  get  sticker  shock  when  they  see 
what  a  serious  dedi¬ 
cated  Internet  con¬ 
nection  costs. 

Take  big  Inter¬ 
net  service  provider 
UUNET.  It  recently 
introduced  a  super- 
high-speed  access 
service.  And  what  do  Rohde 

you  know  —  A  60M 

bit/sec  connection  costs  $78,000  per 
month. 

Then  there’s  AT&T.  The  telecom  giant 
has  picked  up  on  any  excuse  to  raise  prices 
this  year:  mollifying  Wall  Street,  playing 
Synchronous  Optical  Network  (SONET) 
catch-up,  rationing  capacity  shortages 
and  even  complying  with  new  pay  phone 
regulations.  Just  two  weeks  ago,  it  raised 
prices  again  on  nearly  all  of  its  key  voice 
and  dataservices. 

Unfortunately,  too  many  times  carrier 
officials  have  made  loose  statements 
about  how  new,  largely  untested  technol¬ 
ogies,  such  as  wavelength  division  multi¬ 
plexing,  will  dramatically  reduce  the  price 
of  bandwidth  in  the  near  future. 

Be  ultracareful  when  you  read  such 
accounts  in  the  trade  press.  Often  buried 
is  the  fact  that  these  are  trials  in  some  out- 
of-the-way  portion  of  the  network.  It  cer¬ 
tainly  doesn’t  help  when  it  comes  time  to 
draw  up  your  budget  for  the  next  year  and 
soaring  traffic  requirements  meet  head- 
on  with  the  carriers’  need  to  fund  their 
projects. 

Right  now,  there’s  a  capacity  crunch 
on.  It  will  take  a  combination  of  new  facili¬ 
ties,  full-blown  competition  and  plain  old 
guts  to  get  bandwidth  costs  heading  in  the 
same  direction  as  desktop  and  network 
processing  power.  Nuisance  lawsuits, 
relentless  lobbying,  resale  of  the  other 
guy’s  network  and  whining  to  the  regula¬ 
tors  won’t  provide  more  bandwidth  for 
less  money.  So  call  the  carriers  on  it. 

And  if  you  happen  to  be  in  Las  Vegas 
this  week  for  Comdex/Fall  ’97,  come  to 
Netivork  World s  keynote  session  Thusdayat 
9  a.m.  Editor  in  Chief  John  Gallant  and  I 
will  host  a  grilling  of  carrier  executives  on 
their  specific  plans  to  offer  just  that  — 
More  Bandwidth  for  Less  Money. 

Rohde  is  Network  World  senior  editor  of 
Carriers  &  ISPs.  He  can  be  reached  at 
david_rohde@nww.  com. 


Here's  the  solution  for 
companies  that  always 
wanted  a  wide-area  network 
but  couldn't  quite  manage  it. 


Now  your  business  can  enjoy  all  the  benefits  of  a  managed 
wide-area  network  without  the  costs  and  hassles  with  PSI 
IntraNet®,  the  private  network  service  from  PSINet. 

PSI  IntraNet  is  like  having  your  own  private  WAN,  complete  with 
its  own  MIS  department,  linking  together  the  files  and  databases  of 
all  your  business  locations.  And  you  can  get  PSI  IntraNet  only  from 
PSINet,  because  only  PSINet  has  an  intelligent,  Internet-optimized 
network  that  can  deliver  this  level  of  service. 

Make  the  right  choice  for  your  business's  private  network  needs. 
Choose  PSINet. 

©  1997  PSINet  Inc.  PSI,  PSINet  and  PSINet  logo  are  trademarks  of  PSINet  Inc. 

All  other  trademarks  and  service  marks  are  held  by  their  respective  owners. 


PSI  IntraNet 


Take  a  closer  look 
at  your  business. 

A  study  completed  by  U.S. 
Computer  for  Sun  Microsystems 
found  that  private  IP  networks 
outperform  and  provide  better 
security  than  traditional  telco- 
based  WANs  -  for  less  cost.  Your 
business  can  enjoy  these  and 
other  benefits  with  PSI  IntraNet: 

♦  Managed  service  includes  Internet 

hardware,  security  solutions,  24x7 
network  operations  and  monitoring, 
service  level  guarantee 

♦  Increased  reliability  for  mission- 

critical  applications 

♦  Users  can  access  files  and  applica¬ 
tions  from  any  location  on  their 
IntraNet  as  if  it  were  a  LAN 

♦  Managed  Internet  access  for  global 

research,  commerce,  and  marketing 

♦  Controlled  extranet  access  to 

select  internal  resources  for  key 
customers  and  business  allies 

Call  for  more  information  on  this 
unique  service. 

1-800-539-8391 

www.psi.net/nw/intral 

PSIlttet 

Focus  on  your  business.'™ 
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03  Cisco 

Powered  Network  . 


If  the  answer  is  Cisco,  you  know 
your  network  service  provider  is 
supported  by  the  products  and 
technology  that  brought  the 
Internet  to  business.  In  fact,  the 
Internet  as  we  know  it  today  is 
built  on  Cisco  equipment. 

Cisco  Powered  Network  " 
service  providers  are  equipped  to 
make  your  network  work  for  you. 
Whether  it’s  Internet  access,  ATM, 
frame  relay  or  other  data  services, 
you  will  know  your  business  is 
getting  the  quality  it  can  depend  on. 


Look  for  the  new  Cisco 
Powered  Network  mark  or  visit 
our  Web  site  at  www.cisco.com 
to  find  out  more  about  the 
participating  network  service 
providers.  Either  way,  you  will 
know  your  provider  is  committed 
to  giving  your  business  the  most 
in  reliable,  secure  and  innovative 
service.  And  you  will  know  it’s 
powered  by  Cisco  -  the  company 
that  makes  the  world’s  networks 
work  for  business. 


Cisco  Systems 


® 

The  Network  Works. 
No  Excuses.™ 


©1997  Cisco  Systems,  Inc.  All  rights  reserved. 
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Think  that  implementing  a  pur#fl$eroptic  network 

is  only  for  companies  with  deep  pockets  and  large 
chassis-type  hubs  and  switches?  Think  again.  CONNECTronix 
offers  a  complete  line  of  fiber  switches  and  repeating 
hubs  that  make  fiber  to  the  desktop  a  reality. 


Jt  fiber.  Part  of  a  comprehensive  family  of  Fast 
Ethernet  and  ATM  Access  products,  our  fiber  hubs  and 
switches  are  fully  stackable  with  our  copper  products. 


If  you  aren’t  familiar  with  CONNECTronix,  you  should  be. 
AS/400  owners  know  that  for  over  ten  years,  we  have  provided  robust 
and  economical  solutions  for  Midrange  connectivity.  Our  technical 
support  and  dedication  to  customer  satisfaction  is  renowned. 


I 
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Our  stackable  fiber  switches  offer  advanced  features  like  Spanning 
Tree  technology,  Virtual  LAN  support  and  back-pressure 
algorithms.  What’s  more,  our  switches  and  repeating  hubs  offer 
SNMP  and  HTML/JAVA  management  with  high-level  security, 
making  them  ideal  components  for  the  internet  and  your  intranet. 


Call  0^800. 658. 5200>  today  or  visit  our  web  site 
at  www.connectronix.com  to  receive  our  free  catalog  and  for 
a  limited  time,  when  you  purchase  a  BFW  fiber  switch,  or  a 
BFF  series  hub,  we’ll  send  you  a  10/100  MAC  Bridge  Uplink 
module  for  half  price,  only 


CONNECERONtX 


A  BATM  COMPANY 


Phone  (801 )  975-7477  •  Sales  1  -800-658-5200  •  24  Hour  Fax  (801 )  975-7484  •  BBS  (801 )  975-7486 

©1997,  CONNECTronix®  Corporation.  All  rights  reserved  CONNECTronix  is  a  registered  trademark  of  CONNECTronix®  Corporation 
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Covering:  Messaging  •  Groupware  •  Databases 
Multimedia  •  Electronic  Commerce  •  Security 


Briefs 


■  Qualcomm,  Inc.,  of  San 

Diego,  last  week  acquired  Now 
Software,  Inc.,  of  Portland, 
Ore.,  a  maker  of  calendaring  and 
scheduling  software.  Qualcomm 
intends  to  integrate  Now’s  tech¬ 
nology  into  the  Eudora  line  of 
Internet  e-mail  and  wireless  prod¬ 
ucts.  The  terms  of  the  deal  were 
not  disclosed. 

©  Qualcomm:  ( 619)  587-1121 

■  Radnet,  Inc.,  of  Cambridge, 
Mass.,  last  week  began  shipping 
WebShare  2.5  for  Windows 

NT,  which  adds  improved  data¬ 
base  access  and  memory  manage¬ 
ment  to  the  company’s  Web  appli¬ 
cation  platform.  Standard  and 
multiprocessor  versions  are  avail¬ 
able  for  $2,995  and  $4,195  respec¬ 
tively.  Radnet  also  announced  the 
beginning  of  a  beta  test for  a  Unix 
version  of  WebShare. 

©  Radnet:  (617)  577-9422 

■  Netscape  Communica¬ 
tions  Corp.  last  week  released 

Version  4.04  of  its  Communi¬ 
cator  suite  of  desktop  applica¬ 
tions.  In  addition  to  the  inte¬ 
gration  of  America  Online  Inc.  ’s 
Instant  Messenger,  Netscape  has 
added  support  for  Fortezza  II 
security  technology,  a  hardware- 
enhanced  cryptographic  service 
that  enables  stronger  user  authen¬ 
tication  and  data  encryption. 

The  new  release  also  offers 
quicker  initialization  of  Java, 
updated  Lightweight  Directory 
Access  Protocol  classes  and  com¬ 
patibility  with  Novell,  Inc.  ’s  Cli¬ 
ent  32. 

©  Netscape:  ( 650 )  254-1900 

■  Computer  Associates 
International,  Inc.  (CA)  last 
week  announced  it  has  started 
shipping  Masterpiece/Net, 

an  Internet-based  version  of  its 
Masterpiece  financial  applica¬ 
tion.  Available  for  the  mainframe, 
AS/400,  Windows  NT  or  Unix,  CA 
Masterpiece/Net  lets  users  gain 
access  to  financial  data  using  a 
Java-enabled  browser. 

d)CA  (516)  342-5224 


Using  the  Web  to  administer  HR 

Start-up  Seeker  Software  brings  out  self-service  human  resources  applications  suite. 

PROFILE:  SEEKER  SOFTWARE,  INC. 

Headquarters:  Oakland,  Calif. 

Founded:  1996 

Key  executives:  Gary  Durbin,  chairman  and  CEO,  and  founder  of  TesserAct; 

Deepak  Natarajan,  vice  president,  marketing,  previous¬ 
ly  at  Intel  and  Sun;  Hal  Spitz,  vice  president  of  product  develop¬ 
ment,  former  CTO  at  Bigbook,  an  Internet  yellow  pages  site 

Investors:  David  Duffield,  CEO,  PeopleSoft;  Umang  Gupta,  co-founder, 
Gupta;  Jon  Blankmeyer,  Jon  Blankmeyer  and  Associates 

Main  product:  Seeker  Workplace,  a  suite  of  Web-based  human  resources 
applications. 


By  Paul  McNamara 

Oakland,  Calif. 

Start-up  Seeker  Software,  Inc. 
last  week  debuted  with  a  suite  of 
applications  that  automate  the 
administration  of  human  re¬ 
sources  functions  by  giving  work¬ 
ers  access  to  their  own  records 
via  Web  browsers. 

Seeker  Workplace  is  Web 
server  software  that  connects 
corporate  intranet  users  to  dispa¬ 
rate  HR  and  financial  applica¬ 
tions,  such  as  those  from 
PeopleSoft,  Inc.,  as  well  as 
back-office  systems  with  Open 
Database  Connectivity-compli¬ 
ant  databases. 

Beta  testers  and  industry  ana¬ 
lysts  believe  Seeker  Workplace, 
which  runs  on  Windows  NT  and 
Unix,  holds  advantages  over  tra¬ 
ditional  client/server  HR  appli¬ 
cations.  This  is  because  browser 
use  gives  every  employee,  not 
just  managers,  access  to  the  sys¬ 
tem.  In  addition,  Seeker’s  soft¬ 
ware  spares  network  ad¬ 
ministrators  the  expensive,  time- 
consuming  chore  of  installing 
and  upgrading  client-side  soft¬ 
ware. 

One  of  Seeker’s  first  beta  test¬ 
ers  is  Federal  Express  Corp.  of 
Memphis,  Tenn.  “We  have  a 
rather  large,  sophisticated 
human  resources  system,  which 
we  built  ourselves,  that  runs  on 
our  mainframe.  We’re  trying  to 
replace  it  with  new  technology,” 
said  James  Candler,  vice  presi¬ 
dent  of  personnel  information 
systems  at  FedEx.  “The  problem 
is  that  all  100,000  of  our  employ¬ 
ees  and  all  8,000  of  our  managers 
worldwide  have  access  to  the  sys¬ 
tem  and  use  it  sometimes  on  a 
daily  basis.” 

FedEx  is  unwilling  to  adminis¬ 
ter  client  software  on  all  of  those 
desktops,  so  its  answer  will  be 
Seeker  Workplace  and  the  World 
Wide  Web,  Candler  said. 

‘  ‘What  we  decided  we  wanted 
to  do  was  strengthen  our  intra¬ 
net  with  some  very  heavy  security 
and  then  put  PeopleSoft  on 
some  servers  and  use  [Seeker 
Workplace]  to  map  PeopleSoft 
data  and  applications  to  the 
intranet,”  he  said. 

Beta  tests  have  gone  well  “but 


we  have  notstressed  it  or  put  it  to 
scale,”  he  added. 

Industry  analysts  believe 
Seeker  has  both  identified  a 
potentially  viable  market 
and  attacked  it  with  the  appro- 


By  Chris  Nerney 

Boston 

Art  Technology  Group  (ATG) 
today  will  announce  a 
version  of  its  Web  appli¬ 
cations  server  that 
company  officials  said 
has  been  redesigned  to 
ease  application  devel¬ 
opment  and  ensure 
that  applications  run 
faster. 

A  key  design  im¬ 
provement  to  Dynamo 
3.0,  which  is  a  server- 
side  Java  platform 
for  high-volume  Web 
sites,  is  support  for  the 
JavaBeans  component 
model.  JavaBeans  are 
reusable  pieces  of  code 
that  allow  developers  to 
quickly  and  easily 
assemble  server-side 
Java  applications.  The  compo¬ 
nent  model  separates  HTML 
design  fromjava  programming. 

ATG  has  boosted  perfor¬ 
mance  of  applications  running 
on  Dynamo  servers  by  introduc¬ 
ing  automatic  load  distribution 
technology.  Rather  than  wait  for 
a  specific  processor  to  become 


priate  technology. 

“Basically,  what’s  happening 
is  the  employees  can  take  respon¬ 
sibility  for  their  own  personnel 
files,  while  leaving  the  HR 
department  to  focus  on  more 


available,  user  requests  are 
directed  to  the  next  available 
processor  or  servers. 


A  console  program  with 
Dynamo  3.0  gives  system  admin¬ 
istrators  the  ability  to  monitor 
application  performance. 

Dynamo  customers  include 
Fidelity  Investments  and  Sony, 
the  latter  of  which  Chung  said  is 
running  a  Web  site  that  gener¬ 
ates  more  than  100  million  hits 


strategic  objectives,”  said  Judy 
Hodges,  an  analyst  with  Interna¬ 
tional  Data  Group,  in  Framing¬ 
ham,  Mass.  Chris  Stevens,  an¬ 
alyst  with  the  Aberdeen  Group, 
Inc.,  in  Boston,  said,  “of  all  the 
intranet  applications  that  really 
make  sense  for  the  Web,  HR  is 
definitely  first  and  foremost.” 
Stevens  did,  however,  have  a 
word  of  caution  about  the  prod¬ 
uct.  “There’s  not  really  a  proven 
demand  for  this  type  of  software, 
because  self-service  HR  didn’t 
really  exist  before,”  he  said. 

Seeker  Workplace  supports 
Microsoft  Corp.’s  Internet 
Explorer  and  Netscape  Commu¬ 
nications  Corp.’s  Navigator  Web 
browsers,  Microsoft  and  Net¬ 
scape’s  Web  servers,  and  data¬ 
bases  from  Oracle  Corp., 
Microsoft,  Sybase,  Inc.  and 
Informix  Software,  Inc.  Seeker’s 
product  runs  on  Windows  NT 
3.51  and  4.0,  Solaris  2.5 
See  HR,  page  45 


per  week  and  handles  more  than 
one  million  ads  per  day. 

Ezra  Gottheil,  an  analyst  at 
Hurwitz  Group,  Inc.,  of  Fra¬ 
mingham,  Mass.,  said  Dynamo 
3.0  “seems  like  a  strong  product 
for  heavy-duty  Web  applications 
for  which  there’s  a  lot  of  interac¬ 
tion  at  the  application  server 
level.”  Gottheil  said  the 
product  will  compete 
with  another  pure  appli¬ 
cation  server  from  Kiva 
Software  Corp.  and  with 
more  comprehensive 
products  from  NetDy- 
namics,  Inc.,  HAHT 
Software,  Inc.  and  Sil- 
verstream  Software,  Inc. 
that  include  application 
development  tools. 

Dynamo  3.0  runs  on 
Solaris  2.4  and  2.5,  Win¬ 
dows  NT  3.51  and  4.0, 
and  IRIX  5.3.  ATG’s 
software  supports  Ora¬ 
cle  Corp.  7.3,  Sybase, 
Inc.  1  l.X  and  Microsoft 
Corp.  SQL  6.5  data¬ 
bases.  It  also  includes 
standard  HTTP  server  security 
mechanisms,  including  Secure 
Sockets  Layer. 

The  product  is  priced  per 
server  and  costs  $10,000  for  one 
processor  and  $5,000  for  each 
additional  one.  It  will  be  gener¬ 
ally  available  by  mid-December. 

©ATG:  (617)  859-1212 


ATG  Web  applications  server  now 
supports  JavaBeans  components 


ATG's  Dynamometer,  a  console  pi  ogram  with  Dynamo  3. 0,  gives 
system  administrators  the  ability  to  monitor  application  statistics 
and  performance  at  a  glance. 
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EVER  FEEL  LIKE 
YOU’RE  ALL 


UP  IN  THE  NETS? 

Internet.  Intranet.  Extranet.  No  matter  what  the 
Net,  Racal’s  family  of  WINhub™  Remote  Access 
Servers  make  accessing  them  easier  and  faster  than 
ever.  WINhub  RAS  acts  as  your  SAFETY  Net  by  allowing 
you  secure  and  cost  effective  access. 

The  WINhub  RAS  family  includes  the  WINhub  RAS", 
WINhub  RAS"  ,  and  WINhub  RAS  '  ".  All  support 
secure  user  authentication  and  data  encryption  to 
the  Internet,  Intranet,  and  Extranet  and  address 
needs  ranging  from  small  enterprise  remote  access 
networks  to  carrier  and  ISP  fault  tolerant  networks. 

So  take  the  fear  and  confusion  out  of  the  Nets.  And 
see  what  intelligent  use  of  the  Net  gains  your  company. 

Racal  offers  you  a  wide  range  of  remote  access,  data 
security  and  Internet  access  networking  products  and 
provides  world  class  traditional  services  including  instal¬ 
lation,  maintenance,  staging  &  configuration,  and 
Technical  Assistance  Center  (TAC)  for  Racal  and  third 
party  products. 

For  more  information  call  1-800- 
Ext.  1307  and  visit  us  on  the  World  Wide  Web 

at  http://www.racal.com/rdg/ 


Intran  e 


Racal  WINhub  RAS 


Mm 


Racal  Data  Group 


Racal,  Racal-Datacom,  and  WINhub  are  all  trademarks  of  Racal  Electronics  Pic.  ©1997  Racal-Datacom,  Inc:  9/97  PBA-1607-A-2 
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Pundit:  The  Web  is  dead,  long  live  the  ’Net 


By  Elizabeth  Heichler 

Cambridge,  Mass. 

The  U.S.  Internet  economy  may  be 
worth  $350  billion  by  the  year  2000,  but 
the  World  Wide  Web  is  dead,  according  to 
industry  pundit  George  Colony. 


soft,”  Colony  said.  He  also  explained  that 
all  companies  will  have  to  develop  soft¬ 
ware,  or  transactive  content,  with  which  to 
have  relationships  with  their  customers. 
Companies  that  can  not  develop  great 


software  will  be  out  of  business,  he  said. 

The  U.S.  will  lead  the  world  in  develop¬ 
ing  an  Internet  economy,  with  $350  bil¬ 
lion  in  2001  representing  3%  of  the  gross 
domestic  product  (GDP),  according  to 


Forrester’s  research.  That  dollar  amount 
will  grow  to  between  7%  and  10%  of  the 
GDP  by  2005.  The  largest  component  of 
the  Internet  economy  in  2001  in  the  U.S. 
will  be  business  commerce,  accounting 
for  $186  billion. 

Heichler  is  a  correspondent  for  IDG  News 
Service  ’ Boston  bureau. 


The  Web  will  be  done  in  by  its  techno¬ 
logical  limitations.  It  is  flat-file,  nonim- 
mersive  and  difficult  to  personalize,  said 
Colony,  the  president  of  Forrester  Re¬ 
search,  Inc.,  last  week.  He  was  speaking  to 
a  group  of  investors  seeking  technology 
opportunities  at  the  Venture  Market  East 
conference  here.  “The  Web  is  not  going 
to  carry  us  to  an  Internet  economy  of 
[$350  billion]  — what  is  really  revolution¬ 
ary  is  Internet  computing,”  said  Colony. 

Colony  described  Internet  computing 
as  a  connected  relationship  between  busi¬ 
nesses  and  customers,  in  which  businesses 
send  software  modules  to  customers.  The 
modules  are  then  loaded  on  their  per¬ 
sonal  systems  and  used  to  transact  busi¬ 
ness  over  the  Internet.  This  computing 
model,  which  he  believes  will  prevail  for 
the  next  five  or  10  years,  is  based  onjava. 

“In  the  future,  we  will  all  be  Micro- 


HR 

Continued  from  page  43 
and  HP-UX  10.1. 

Three  elements  of  Seeker  Workplace 
currently  are  available:  Core,  which  pro- 


Get  more  online: 

•  Info  on  other  Web-based 
HR  applications 


•  Papers  on  integrating  client/server 
applications  with  the  Web 


vides  the  foundation  for  Seeker  applica¬ 
tions,  Payroll  and  Benefits.  Nine  others, 
including  Performance  Management, 
Training  Management  and  Skills  Manage¬ 
ment,  are  slated  to  be  delivered  in  1998. 
Each  application  is  priced  between 
$10,000  and  $100,000,  depending  on  the 
size  of  the  organization. 

©Seeker:  (510)433-9310 


Is  everything 


HIPSHAPE 


with  your 

Open  VMS  TCP/IP 

networking  solution? 


You  wouldn’t  bet  your  business  on  a  product  or  service  floundering 
in  a  sea  of  change.  That’s  why  the  timing  couldn’t  be  better  to 
evaluate  new  PathWay™  for  OpenVMS™  It’s  from  Attachmate, 
the  same  large,  stable  worldwide  company  that  brings  you  KEA !  ™ 
Thanks  to  our  acquisition  of  Wollongong  we’ve  been  providing 
TCP/IP  networking  solutions  to  the  OpenVMS  market  for  over 
15  years.  When  you  add  our  focused  dedication  to  developing 
PathWay  to  our  renowned  specialized  support  and  reliability,  it’s 
all  smooth  sailing  with  PathWay  for  OpenVMS.  Not  in  the  next 
release.  Not  sometime  in  the  future.  But  RIGHT  NOW. 


©  1997  Attachmate  Corporation,  All  Rights  Reserved.  Attachmate  and  SUPPORTWARE!  are  registered  trademarks  and  PathWay  and  KEA!  are  trademarks 
of  Attachmate  Corporation.  VAX  is  a  registered  trademark  and  Alpha,  OpenVMS  and  Digital  are  trademarks  of  Digital  Equipment  Corporation.  All  other  352.07 

trademarks  or  registered  trademarks  are  the  property  of  their  respective  owners. 


Save  20%  on  PathWay  for  OpenVMS  SUPPORTWARE! 

With  the  purchase  of  a  new  PathWay  for  OpenVMS  license, 
save  20%  on  an  accompanying  SUPPORTWARE!  plan. 

Call  1-800-933-6751  for  more  details  or 
go  to  www.attachmate.com/ad/nwwp.htm 


Why  PathWay  for  Open  VMS 
is  the 

smart  choice. 

•  First  on  VAX® 

•  First  on  Alpha 
•Year  2000  Ready 

•  Specialized  Attachmate  support 

-  60  days  of  free  support  for 
first-time  installations 

-  One  fee  for  base-level  product 
and  all  product  option  add-ons 

-  Complimentary  online 
information  services  and  support 

-  Upgrade  maintenance  and 
technical  support  in  one  plan 

-Access  to  expert  support 
technicians  in 
OpenVMS  technology 

•  Partnership  in  Digital™  OpenVMS 
Affinity  Strategy 

Highlights  of  PathWay  for 
OpenVMS  v3.0 

•  Hot  reloadable  TCP/IP  stack 

•  Host-based  graphical  FTP  and 
Telnet  clients  with  high-level  APIs 

•  Integrated  POP  and  web  servers 

•  Scriptable  installation  and 
configuration 

•  Automatic  daylight  savings  time 
adjustment 

•  TCPdump/TCPview 

•  Supports  wide  range  of 
OpenVMS  OS  versions 

•  Host-based  TN3270  andTN3!79G 


KEA!  & 
PathWay 

The  total  solution  lor 
OpenVMS  &  UNIX  access. 


Attachmate 
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©1997  Novell,  Inc.  All  rights  reserved.  Novell  is  o  registered  trademark  and  NDS  and  Rock  the  Net  are  trademarks  of  Novell,  Inc.  in  the  United  States  and  other  countries. 


The  Internet  is  wonderful — and  worrisome. 

How  can  you  ensure  it's  a  productive  tool  and  not  a  seductive  distraction?  How  can  you  protect  confidential  information  from  intruders? 

How  can  you  maximize  its  business  potential  while  minimizing  your  financial  risk? 


Novell®  BorderManager  makes  it  possible. 


BorderManager,  Novell's  newest  Internet  product, 
is  the  industry's  first  integrated  family  of  directory-based  network  services  that  manages,  secures, 
and  accelerates  user  access  to  information  at  every  network  border — 
the  point  where  any  two  networks  meet. 

Through  tight  integration  with  NDS— the  world's  leading  cross-platform  directory  service — BorderManager 
can  decrease  the  cost  of  managing  your  intranet  while  safely  extending  your  business  out  to  the  Internet. 

And  what's  that  mean?  Freedom. 

The  freedom  to  leverage  your  existing  hardware  and  software  investments,  reduce  the  cost  of  managing  your  corporate  networks, 
and  increase  bottom-line  productivity  up  to  1 00%!  Any  network,  any  platform,  any  browser, 

BorderManager  is  the  complete  solution  to  make  the  Internet — and  everynet — make  sense  for  your  business. 

And  now  you  can  try  it  before  you  buy  it. 

Contact  your  participating  Novell  reseller  for  a  45-day  FREE  TRIAL  or  visit  our  Web  site  for  details.  Quantities  are  limited. 

www.novell.com/bordermanager 


Novell 
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The  problem  with  findability 


Ohe  Nov.  10  issue  of  Time  magazine 
includes  an  article  about  increas¬ 
ing  findability  on  the  Internet,  but  the 
story  misses  an  important  impact  of  mak¬ 


ing  things  easier  to  find. 

Michael  Krantz’s  article,  tided  “Keep¬ 
ing  Tabs  Online,”  discusses  the  great  pro¬ 
mise  of  new  work  by  the  World  Wide  Web 


Consortium  on  an  Extensible  Markup 
Language  (XML),  which  lets  Web  users 
define  their  own  document  types. 

If  common  document  types  were 
defined  by  network-based  communities  of 
interest,  such  as  auto  dealers,  then  it 
might  be  possible  to  have  a  search  engine 
find  all  the  auto  dealers  that  had  purple 
Dodge  Grand  Caravans  for  sale.  This 


'  W.aeelaiminc^com  • 


info@acclaini8nc.coiH 
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would  be  done  by  the  auto  dealers  agree¬ 
ing  on  what  the  basic  format  would  be  for 
a  Web  page  that  advertised  cars  as  well  as 
concurring  on  what  tags  the  pages  would 
contain  and  what  the  format  would  be  for 
the  data  in  each  tag  (car  type  and  color, 
for  example) .  lo  monicThe  search  engine 
could  then  list  all  the  dealers,  how  many 
minivans  each  one  had  in  stock  that 
matched  the  description  and  what  prices 
the  dealers  had  put  on  each  one.  The  cus¬ 
tomer  could  then  very  easily  find  the  low¬ 
est  cost  dealer  and  place  an  order. 

Seems  like  the  ideal  way  to  shop  for  a 
car  —  out  of  range  of  auto  dealer  sales¬ 
people.  But  why  would  the  dealers  agree 
to  do  this?  More  particularly,  why  would 
just  about  any  merchant  agree? 

Actually,  car  dealers  might.  A  buyer 
might  tend  to  want  a  car  dealer  in  the  gen¬ 
eral  neighborhood  and  one  that  has  a 
good  reputation  in  the  service  depart¬ 
ment.  You  don’t 
want  to  buy  your 
vehicle  from  a 
dealer  that  takes 
you  12  hours  to 
reach  by  car,  so 
price  and  avail¬ 
ability  will  not  be 
the  only  selection 
criteria.  Scott  Bradner 

But  if  you  want 

to  order  Levi’s  jeans  that  will  be  shipped 
to  you,  you  might  as  well  go  for  the  lowest 
cost  merchant.  If  your  browser  sorts  the 
returns  by  cost,  a  difference  of  even  a 
penny  out  of  $80  will  change  the  order 
and  change  the  likelihood  that  you  will 
select  that  merchant. 

And  if  the  browser  can  place  orders  for 
individual  items  from  different  mer¬ 
chants,  it  will  allow  the  buyer  to  avoid  the 
cluster  effect  where  a  low  price  on  one 
item  is  used  to  lure  buyers  for  other  prod¬ 
ucts  that  may  not  be  discounted  quite  so 
much.  A  loss-leader,  such  as  cheap  milk  in 
a  supermarket,  can  be  used  to  sell  expen¬ 
sive  peanut  butter. 

I  would  not  be  shocked  if  merchants 
don’t  embrace  XML.  Getting  into  a  price 
war  does  not  seem  to  be  a  good  way  to 
ensure  a  profitable  future,  and  decou¬ 
pling  the  cluster  effect  ensures  that  little  if 
any  profit  would  be  made  on  each  item. 

I  expect  that  we  will  continue  to  see 
explosive  growth  in  Internet-based  com¬ 
merce,  but  I  also  expect  there  will  be  little 
merchant  enthusiasm  for  mechanisms 
designed  to  minimize  profit. 

Disclaimer:  The  concept  of  minimiz¬ 
ing  profit  is  not  taught  at  Harvard,  so  the 
above  understanding  must  be  my  own. 

Bradner  is  a  consultant  with  Harvard 
University's  University  Information  Systems. 
He  can  be  reached  at  sob@harvard.  edu. 

Get  more  online: 

#  XML  specs 

®  Information  on  metatags 

&  A  review  of  current  search 
engines 
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Madge  Networks 

2310  North  First  Street 
San  Jose  CA  95131-9770 


Your  job  is  tough.  How  do  you  create 
effective  communications  between  your 
employees  and  customers?  As  the  leader  in 

video  networking  --  Madge  has  helped  build  the  largest  video  networks 
in  the  world  —  we  can  help  you  do  just  that. 

The  Madge  LAN  Video  Gateway™  will  revolutionize  how  your 
company  does  business,  by  making  desktop  videoconferencing  over 
local  area  networks  a  reality. 


Guide  to  Successful  Video  Networking 

For  your  free  copy  of  this  practical  guide,  call 

1-800-496-2343  or  visit  http://www.madge.com 

or  fax  your  business  card  to:  732-544-9890 

Madge  Networks,  2  Meridian  Road,  Eatontown,  New  Jersey  07724 


NWo 


The  LAN  Video  Gateway  carries  video 
traffic  over  your  existing  LAN,  eliminating 
the  need  for  additional  costly  ISDN  lines 
to  the  desktop.  The  Madge  video  networking  solution  provides 
intelligent  call  control  and  easy  to  use  management.  And  when  you’re 
ready  to  expand,  the  solution  will  grow  with  you. 

Madge’s  video  networking  product  range  extends  beyond  the  LAN  to 
the  WAN.  The  acclaimed  Madge  WAN  AccessSwitch'M  aggregates  all 
the  LAN  traffic  destined  for  the  wide  area,  making  it  easier  to  manage 
and  giving  complete  control  over  ongoing  WAN  bandwidth  costs. 


Our  expertise  in  video  networking 
spans  the  LAN  and  WAN. 

Call  us  to  Find  out  more. 


Madge  Networks  -  networking  with  vision 

Madge,  the  Madge  logo,  Madge  LAN  Video  Gateway  and  AccessSwitch  are  trademarks  and  in  some  jurisdictions  may  be  registered  trademarks  of  Madge  Networks  or  its  affiliated  companies. 

©  Copyright  1997  Madge  Networks.  All  Rights  Reserved. 
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pps  servers  answer  the  call 


new  breed  of  Web  applicadons  servers 
designed  for  transaction  processing  are  start¬ 
ing  to  play  a  critical  role  inside  intranets  and 
for  electronic  commerce. 

Basic  HTTP  servers  are  adequate  for  publishing 
HTML  content,  but  many  observers  say  these 
servers  cannot  be  counted  on  to  handle  large-vol¬ 
ume  queries  or  transactions  made  to  back-end  data¬ 
bases.  However,  by  installing  a  Web  applications 
server  behind  the  Web  server,  companies  can  gain 
features  such  as  fault  tolerance,  load  balancing  and 
state-based  transaction  processing. 

A  growing  number  of  vendors  now  offer  Web 
applications  servers.  Their  use  is  adding  muscle  to 
corporate  intranets  and  electronic  commerce  Web 
sites  run  by  companies  such  as  NationsBanc-CRT, 
E*Trade  Securities,  Inc.,  Travelociti,  Hongkong 
Telecom  and  Internet  Shopping  Network. 

Shop-till-you-drop 

For  the  Internet  Shopping  Network,  a  Web  appli¬ 
cations  server  was  a  necessity.  The  company  now  has 
a  computer  superstore  on  the  Internet  and  a  sec¬ 
ond  ’Net-based  service  called  First  Auction. 

“For  companies  like  ours  that  do  transactions  on 
the  Internet,  the  biggest  problem  is  the  HTTP  state¬ 
less  protocol,  which  was  never  designed  for  transac¬ 
tion  processing,”  says  Bhagwan  Goel,  vice  president 
of  products  and  services. 

HTTP  is  a  protocol  that  delivers  data  but  is  not 
equipped  to  keep  track  of  sessions  or  monitor  inter¬ 
active  transactions.  Web  applications  servers  are 
designed  to  overcome  this  limitation  through  state- 
based  management. 

For  the  sake  of  processing  speed  and  reliability, 
Internet  Shopping  Network  built  a  Web  applications 
server  based  on  Kiva  Software  Corp.’s  Enterprise 
Server.  The  company  also  uses  a  Netscape  Com¬ 
munications  Corp.  Web  server  as  the  HTTP  front 
end  to  the  Kiva  server. 

This  configuration  now  supports  thousands  of 
simultaneous  queries  to  a  back-end  information 
database  server.  This  accommodates  queries  from 
Web  shoppers  looking  to  buy. 

“This  is  as  mission-critical  as  it  gets,”  Goel  says. 
“We  wrote  the  application  ourselves  using  Kiva.” 

Who  needs  client/server? 

Specialized  Web  applications  servers  also  are 
showing  up  inside  the  corporate  intranet  as  an 
adjunct  or  replacement  for  traditional  client/server 
computing  nets. 

AlliedSignal,  Inc.  wanted  to  do  real-time  expense 
tracking  by  giving  hundreds  of  its  financial  analysts 
around  the  world  direct  access  to  materials-sector 
purchasing  information  stored  in  its  Oracle  Corp. 
7.0  database. 

Last  spring,  AlliedSignal’s  applications  group  was 
given  marching  orders  to  get  the  project  done  with¬ 


B  y  Ellen  M  e  s  s  m  e  r 


AliiedSignal’s  project  manager  Robert  Bodnar  (left)  and 
applications  group  manager  Brian  Buchanan  say  using  a 
Web  applications  server  from  Oracle  delivered  the  benefits  of 
clien  t/server  computing  via  the  World  Wide  Web. 

in  four  months.  “In  the  past,  AlliedSignal  would 
have  written  a  client/server  program  to  do  this,” 
says  Brian  Buchanan,  the  company’s  applications 
group  manager.  “This  time,  we  decided  to  try  some¬ 
thing  different.” 

AlliedSignal  accountants  needed  to  do  complex 
SQL  queries  on  the  corporate  Oracle7  database 
using  only  a  Web  browser,  so  the  company  installed 
Oracle’s  Web  Application  Server  3.0  running  a 
stored  procedure  language  (PL/SQL)  software  car¬ 
tridge.  Oracle  markets  several  different  cartridges, 
such  as  one  for  credit-card  processing. 

AlliedSignal’s  project  manager  Robert  Bodnar 
says  the  Oracle  database  maintains  the  presentation 
and  application  logic.  The  Web  Application  Server’s 
PL/SQL  cartridge  calls  the  code  to  deliver  informa¬ 
tion  in  HTML  to  the  accountant’s  Web  browser.  The 
Oracle  Web  Applications  Server  took  only  a  couple 
of  months  to  implement. 

The  future  of  Web-based  computing 

Because  they  can  solve  the  HTTP  state-manage¬ 
ment  problem,  Web  applications  servers  represent 
the  future  course  of  Web-based  computing,  says 
Daryl  Plummer,  research  director  for  Internet 
client/server  tools  at  Gartner  Group,  Inc.,  in 
Stamford,  Conn. 

Whether  deployed  in  a  “two-tier”  or  even  “n-tier” 
configuration,  Web  applications  servers  are  set  to 
play  a  central  role  in  Web-based  enterprise  comput¬ 


ing.  “Java  will  be  the  primary,  but  not  the  only,  pro¬ 
gramming  language  companies  will  use,”  Plummer 
says. 

In  addition  to  Kiva  and  Oracle,  vendors  touting 
Web  applications  servers  include  Bluestone 
Software,  Inc.,  Forte  Software,  Inc.,  Haht  Software 
Corp.,  NetDynamics,  Inc.,  SilverStream  Software, 
Inc.  and  WebLogic,  Inc. 

NetDynamics  last  week  shipped  Version  4.0  of  its 
Enterprise  Network  Application,  “ripping  out  70% 
of  its  server  to  rebuild  it  based  on  the  [Java 
Development  Kit]  1.1  and  the  Common  Object 
Request  Broker  Architecture,”  says  Rick  Caccia, 
NetDynamics’  product  marketing  director. 

Caccia  says  the  next  step  is  to  incorporate 
Enterprise  JavaBeans  into  Web  applications  servers. 
Enterprise  JavaBeans  1.0,  Sun  Microsystems,  Inc.’s 
specification  for  building  mission-critical  applica¬ 
tions  in  Java,  was  just  published  last  week. 

Why  the  need  for  Enterprise  JavaBeans?  One 
problem  with  Web  applications  servers  is  that  when 
buying  into  a  vendor’s  product,  it  is  not  easy  to  port 
applications  to  another  vendor’s  Web  applications 
server  to  reuse  code. 

In  theory,  if  vendors  write  their  products  using 
Enterprise  JavaBeans,  application  developers  will  be 
able  to  reuse  code  across  vendor  products. 

“It’s  true  that  today  once  you  commit  to  one  ven¬ 
dor,  you’re  committed.  But  the  next  step  is  Enter¬ 
prise  JavaBeans,  and  we’re  looking  to  it  for  code 
reuse,”  Caccia  says. 

Netscape  does  not  have  a  full-fledged  Web  appli¬ 
cations  server  today,  but  in  the  future  its  main  push 
into  this  market  will  be  based  on  Enterprise 
JavaBeans,  company  officials  say. 

“Enterprise  JavaBeans  is  a  new  set  of  program¬ 
ming  interfaces  for  features  like  transaction  process¬ 
ing,  and  we’re  trying  to  provide  the  same  platform,” 
says  John  Dawes,  Netscape  group  product  manager. 

Kiva  President  Keng  Lim  says  his  company  will  be 
betting  on  Enterprise  JavaBeans  too.  WebLogic  last 
week  shipped  a  Web  applications  server  called 
Tengah  based  on  Enterprise  Java  Beans. 

However,  not  everyone  has  Beans  on  the  brain. 

Microsoft  Corp.,  eager  to  jump  into  the  Web 
applications  server  game,  says  its  Transaction  Server 
2.0  and  the  Message  Queue  Server  1 .0,  which  are 
set  for  release  next  month,  will  constitute  its  first 
entries  in  the  Web  applications  server  market. 
Microsoft’s  Transaction  Server  1.0  does  not  have  the 
functionality  to  warrant  calling  it  a  Web  applications 
server,  saysjonathan  Perera,  Microsoft  lead  product 
manager. 

Instead  of  decoupling  the  Web  applications  serv¬ 
er  piece  from  the  HTTP  Web  server,  Microsoft  has 
chosen  to  firmly  integrate  Transaction  Server  2.0 
into  its  Internet  Information  Server  4.0.  “It’s  impor¬ 
tant  for  developers  to  have  an  integrated  frame¬ 
work,”  Perera  says.  ■ 
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PRICING? 


EVERYDAY. 


FAST 

ETHERNET 

ATlOMbps 

PRICES! 


You  know  Fast  Ethernet  is  the  way  to  go -in  this  industry  faster  is  always  better.  And 
now,  Fast  Ethernet  adapters  from  Kingston®  are  less  expensive  than  most  10Mbps 
Ethernet  adapters.  This  provides  you  with  the  best  value  in  networking  ever!  Not  only 
will  these  new,  even  lower  prices  save  your  customers  money,  they  will  also  increase  your  profits 
through  higher  margins. 


PCI  RJ45 

PRICE  COMPARISON 


Company 


Intel  10Mbps  PILA8520  $73 
3com  1 0Mbps  3C900-TPO  $86 
SMC  1 0Mbps  SMC8432T  $61 
Allied  Telesyn  1 0Mbps  AT-2450T  $55 

\  Kingston  1 00Mbps  KNEI00TX  $49 


And  Kingston  Fast  Ethernet  adapters  are  the  perfect  solution  for  all  your 
Fast  Ethernet  installations.  Does  your  customer  have  a  10Mbps  Ethernet 
network?  Want  to  avoid  obsolescence?  You  don’t  even  need  to  make  a  driver 
change  when  you  upgrade  to  Fast  Ethernet.  The  Kingston  Fast  Ethernet  PCI 
adapter  automatically  supports  both  10Mbps  and  100Mbps  line  speed. 


The  best  pan  is,  with  our  everyday  low  prices  you  get  Fast  Ethernet 
performance  at  Ethernet  costs.  In  fact,  Kingston  is  selling  these  Fast 


Ethernet  adapters  for  the  same  price  as  other  manufacturers  10Mbps  Ethernet 
adapters.  In  addition  to  price  savings,  you  get  Kingston’s  reliability,  toll-free  V'H'’ 
technical  support,  lifetime  warranty  and  our  free  QStart  installation  and 
diagnostic  program  that  makes  installation  a  snap. 


www.kingston.com/ad 


Excellent  quality  and  reliability  combined  with  prices  that  fit  any  budget,  increase  your  customer 
satisfaction  while  increasing  your  reseller  margins  with  Kingston 
today.  Give  us  a  call  at  (800)  435-0605. 
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Kingston  Technology  Company.  17600  Newhope  Street,  Fountain  Valley,  CA  92708  USA,  (714)  435-2600.  Fax  (714)  435-2699.  ©  1997  Kingston  Technology  Company.  All  rights  irs-rwd 
Computing  Without  Limits,  EtheRx  and  QStart  are  trademarks  of  Kingston  Technology  Company.  All  other  registered  trademarks  and  trademarks  are  the  property  of  their  respective  owner- 
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OUR  NICS  HAVE  NEVER  MET 
A  SYSTEM  THEY  DIDN'T  LIKE. 


Regardless  of  the  network  you  have-be  it  Fast  Ethernet,  Ethernet,  Token  Ring 
or  FDDI— you'll  find  an  affordable  Compaq  Netelligent  NIC  with  up-to-the-minute 
technology  that  will  maximize  your  performance  and  efficiency. 

Since  Compaq  sells  more  PCs  and  servers  than  any  one  else  on  the  planet, 
it  may  not  surprise  you  that  we  sell  over  one-third  of  all  the  installed-server  NICs 
in  North  America.  Whichever  NIC  you  need,  Compaq  has  you  covered.  Our 
NICs  support  every  major  operating  system  and  every  major  bus  type. 

And  because  they've  been  thoroughly  tested  for  compatibility  on  popular  open  platforms,  all  deliver  ease  of  integration 
and  high  performance.  What's  more,  each  offering  reflects  the  very  latest  advances,  such  as  Adaptive  Performance  Optimization 
in  our  Fast  Ethernet  NICs,  redundant  server  support  in  our  FDDI  NICs  and  Scalable  Clock  Architecture  in  our  Token  Ring  NICs. 

In  the  end,  you'll  be  hard  pressed  to  find  a  group  of  NICs  that  are  as  comprehensive  and  innovative.  Or  for  that 
matter,  as  friendly. 

For  more  information  about  the  entire  family  of  Compaq  Netelligent  products,  visit  us  at  www.compaq.com/ products/ 
networking/  or  call  1-888-556-5541 .  Compaq.  The  world's  leading  computer  seller. 


Compaq  NICs  for  each  and 
every  environment: 
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©  1 997  Compaq  Computer  Corporation  All  rights  reserved.  Compaq  registered  U.S  Patent  and  Trademark  Office.  Netelligent  is  a  trademark 
of  Compaq  Computer  Corporation.  All  other  brands  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  companies. 
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Those  folks  with  the  berets  are  responsible 
for  the  company ’s  Web  presence.  That  rene¬ 
gade  group  on  the  fifth  floor  claims  owner¬ 
ship  of  ecom.  You  have  inherited  responsi¬ 
bility  for  the  intranet.  And  now  the  CEO 


is  looking  for  someone  to  articulate  how  all 
of  these  varied  efforts  will  work  together. 
The  time  has  come  to  make  the  push  for 
integration.  Lead  the  charge ,  or  risk  being 
left  behind.  Page  7. 
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IBM,  Solutions  lor  a  small  planet  and  the  e-business  logo  are  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  ot  others.  ©  199/  IBM  Corp. 


WHAT’S  THE  DIFFERENCE  BETWEEN  A  LITTLE 
KID  WITH  A  WEB  SITE  AND  A  MAJOR  CORPORATION 
WITH  ONE?  NOTHING.  THAT’S  THE  PROBLEM. 


Building  a  publishing-only  Web  site  is  the  first  step  to  becoming  an 
e-business.  A  step  that  most  businesses  (and  a  lot  of  little  kids)  have  already  taken. 
That’s  fine  as  far  as  it  goes  -  it’s  a  very  cost-efficient  way  to  distribute  basic  information. 

But  the  real  payoff  (for  businesses,  at  least)  comes  with  steps  two  and  three. 
Step  two  is  moving  to  “self-service”  Web  sites  -  where  customers  can  do  things  like 
check  the  status  of  an  account  or  trace  a  package  online. 

Step  three  is  moving  to  transaction-based  Web  sites  -  not  just  buying  and 
selling,  but  all  processes  that  require  a  dynamic  and  interactive  flow  of  information. 

IBM  has  already  helped  thousands  of  companies  use  the  Web  to  make  the 
leap  from  being  a  business  with  a  Web  site  to  being  an  e-business  -  putting  their  core 
processes  online  to  improve  service,  cut  costs  or  to  actually  sell  things. 

For  example,  we  helped  Charles  Schwab  Web-enable  their  brokerage  systems 
for  online  trading  and  customer  service.  Since  opening,  Schwabs  Web  service  has 
generated  over  one  million  online  accounts  totaling  over  $68  billion  in  assets. 

e-business  economics  are  compelling.  According  to  a  recent  Booz-Allen  & 
Hamilton  study,  a  traditional  bank  transaction  costs  $1.07;  the  same  transaction  over 
the  Web  costs  about  1$.  A  traditional  airline  ticket  costs  $8  to  process;  an  e-ticket  costs 
just  $1.  Customers  love  the  convenience;  management  loves  the  lower  costs. 

IBM  solutions  have  already  helped  thousands  of  businesses  become 
e-businesses.  To  find  out  how  IBM  can  help  you  do  the  same,  bookmark 
www.ibm.com/e-business  or  call  us  today  at  1  800  IBM  7080,  extension  NC32. 


Solutions  for  a  small  planet  “ 
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o  use  the  Internet  with  confidence,  your  company  requires  optimum  security,  reliability  and  performance.  You  need  an 
enterprise  solution  that  combines  strong  security  with  active  traffic  control.  One  that  protects  information  assets  and  alleviates 
Internet/intranet  congestion.  One  that  provides  central  policy-based  management  to  all  access  points,  across  multiple  platforms. 


Only  one  company — Check  Point  Software  Technologies — can  meet  all  these  requirements.  We  offer  the  industry's  most  comprehensive 
suite  of  security  and  traffic  management  applications.  Our  flagship  product,  FireWall-1  "is  #1  in  market  share,  providing  secure 
connectivity  to  thousands  of  enterprises  worldwide.  Our  patented  Stateful  Inspection  technology  is  #1  in  innovation,  setting  a  new 
performance  standard  for  network  traffic  inspection.  And  over  85  of  the  world's  leading  networking  companies  have  joined  our  Open 
Platform  for  Secure  Enterprise  Connectivity  (OPSEC)  Alliance,  making  OPSEC  the  #1  standard  for  interoperability. 

Visit  the  one  source  for  secure  enterprise  connectivity  and  register  today  for  your  free  "Guide  to  Enterprise  Security"  at 

www.checkpoint.com/ guide 

Check  Point 

Software  Technologies  Ltd. 

©  1 997  Check  Point  Softwore  technologies  ltd.  Check  Point,  the  Check  Point  logo,  ond  FiieWoll  -1  ore  trademarks  of  Check  Point  Software  Technologies  Ltd. 
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COVER:  Take  charge 

IT’s  role  in  designing  and  building  the  corporate  intranet  and  extranet  means  you  are  in 
the  driver’s  seat  when  it  comes  to  dictating  the  direction  of  electronic  commerce  in  your 
company.  So  get  moving  —  your  competitors  probably  already  are. 


14 


Getting  from  here  to  there 

Throwing  out  your  existing  intranet  and  back-end  systems  and  building  an  electronic 
commerce  infrastructure  from  scratch  would  be  fantastic  but,  let’s  face  it,  totally  unrealis¬ 
tic.  Here’s  what  you  can  do  to  make  the  move  to  electronic  commerce  a  bit  easier. 


18 


Cashing  in  on  commerce  servers 

Every  good  electronic  commerce  site  needs  a  great  commerce  server.  See  how  we  rate 
the  leading  contenders  —  IBM’s  Net.Commerce,  Microsoft  Corp.’s  Site  Server  and  Lotus 
Development  Corp.’s  Domino.Merchant. 


22  |^3||  On  executing  electronic  commerce 

JTl||  Folks  bearing  electronic  commerce  titles  walk  the  corridors  of  corporate  America  today, 

'  ■  I  and  IntraNet  grabbed  a  few  to  tell  us  about  their  focus,  why  electronic  commerce  is  a  prior- 
ity  for  their  companies  and  what  ongoing  challenges  they  face  in  getting  their  jobs  done. 
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Transacting  business  the  Web  way 

Electronic  commerce  is  all  about  letting  customers  log  on  to  order  products,  trade  stocks 
and  do  all  those  things  that  just  aren’t  possible  on  today’s  read-only  Web  sites.  But  look 
out:  A  new  breed  of  transaction  servers  is  on  the  way. 


25 


Heading  down  the  E-Way 

Office  supply  giant  Corporate  Express,  Inc.  is  looking  at  its  E-Way  service  for 
the  Internet  as  a  way  to  support  its  just-in-time  tactics  and  continue  its  explosive 
growth. 
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IntraVert:  Like  a  Pig  with  a  Wooden  Leg 

Relating  the  tale  of  a  farmer’s  remarkable  pig  and  how  it  came  to  have  a  wooden 
leg,  columnist  Mark  Gibbs  advises  getting  your  intranet  in  order,  then  integrating 
electronic  commerce  incrementally. 


From  the  Editor 

Online  consumer  sales  might 
get  more  attention  because  of 
their  novelty,  but  the  really  big 
bucks  will  come  from  business-to- 
business  transactions. 

That’s  the  assertion  of  every 
market  research  firm  that  exam¬ 
ines  the  field  —  and  they’re  all 
looking  at  electronic  commerce 
very  closely. 

So  are  intranet  managers.  What 
is  business-to-business  electronic 
commerce,  after  all,  but  an 
extranet? 

Intranet  managers  need  to  take 
charge  of  these  electronic  com¬ 
merce  applications  because,  in  a 
Webified  world,  they  will  inevitably 
interact  with  the  intranet,  says 
Vernon  Keenan,  a  Zona  Research, 
Inc.  director. 

“The  applications  may  present 
the  same  information  differently, 
have  transaction-specific  interfaces 
and  different  security  require¬ 
ments,  but  extranets  with  electron¬ 
ic  commerce  applications  are 
absolutely  extensions  to  the  corpo¬ 
rate  intranet,”  Keenan  says. 

We  scope  out  some  of  those 
early  applications  in  this  special 
issue,  looking  at:  customers  plac¬ 
ing  and  tracking  orders;  manu¬ 
facturers  dealing  with  parts  sup¬ 
pliers;  and  buyers  linking  elec¬ 
tronic  catalogs  to  their  procure¬ 
ment  systems.  But  it’s  still  early. 
Security,  certification,  authoriza¬ 
tion  and  reliability  concerns  all 
remain  pertinent  issues. 

Intranets,  like  the  Internet,  seem 
to  be  evolving  in  the  ever-accelerat¬ 
ing  “Web  time.”  Electronic  com¬ 
merce  is  coming  to  your  intranet. 
Check  out  how  your  colleagues  are 
coping  and  let  us  know  what  you’re 
doing,  what  you’re  worrying  about, 
and  what’s  slowing  —  or  speeding 
—  the  process. 


—  Beggy  Watt,  senior  editor 
pwatt@nww.  com 


Visit  our  cyberguide 
to  online  intranet 
resources. 
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IntraNet  is  a  supplement  to  Network  World 
published  by  International  Data  Group 
of  Boston.  Network  World,  161  Worcester 
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(508)  875-6400,  Fax:  (508)  820-3467, 
E-mail:  nwnews@nww.com. 
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i  It's  easier  to  listen  to  a  single  voice  for  all  your  communication  services.: 

How  many  local  phone  companies  do  you  use?  Too  many  to  remember?  Well,  now  that  MCI 
has  local  service,  just  remember  one  company.  For  everything.  From  Conferencing  to  Data  to 
Internet  to  Local  service.  Which  means  one  bill,  one  account  team,  one  contract  (resulting 
in  volume  discounts)  and  one  check  to  write.  So  your  company  will  spend  less  time  on 
bureaucracy  and  more  time  on  something  far  more  important:  your  business.  Sound  good? 

Local  and  cellular  services  are  only  available  in  certain  areas.  This  offer  is  only  available  for  medium-large  businesses  with  local  service  over  MCI  facilities.  Not  available  in  all  areas.  Call  for  availability. 


Is  this  a  great  time,  or  what?  :-) 
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Intranet  managers  can,  and  should,  lead  the  drive  to  e-commerce. 


BY  PEGG 


better  with 


Y  WATT 

hrysler  Corp.  Manager  of  Electronic  Commerce  John  Kay  didn ’t  score  his 
trendy  job  title  because  of  any  corporate  revelation.  He  simply  adopted  it 
to  emphasize  the  direction  in  which  he  is  steering  the  company  extranet. 

a 

Kay  donned  the  title  and  assembled  an  e-commerce  group  about  three  years  “  m  £  * 

ago,  an  extension  of  his  duties  managing  the  company ’s  Electronic  Data  Interchange  (EDI) 
operations.  He  realized  Chrysler  could  use  some  of  its  existing  infrastructure  to  communicate 
its  suppliers  and  automate  routine  transactions  such  as  placing  and  tracking  orders. 


“We  had  different  methods  to  talk 
with  our  various  suppliers,  but  we  were 
doing  the  same  kinds  of  [business] 
things  with  them  all,”  Kay  says. 

Wearing  his  new  hat,  he  set  out  to 
encourage  the  IT  department,  which 
built  the  Web  infrastructure,  to  work 


more  closely  with  the  EDI  organizadon, 
which  was  part  of  the  purchasing  office. 

One  result  of  this  effort  is  Chrysler’s 
Supply  Partner  Information  Network 
(SPIN),  a  browser-accessible  resource 
for  information  and  transactions  that  is 
part  of  the  company’s  Extended 


Enterprise  extranet.  SPIN  includes 
resources  such  as  equipment  purchas¬ 
ing  policies  and  guidelines  for  doing 
business  with  Chrysler.  It  also  supports 
real-time  procurement  applications,  so 
parts  suppliers  can  check  the  status  of 
orders  and  submit  invoices. 


SPIN  is  used  by  3,500  of  the  12,000 
suppliers  working  with  Chrysler,  of 
Auburn  Hills,  Mich.,  and  Kay’s  team  is 
adding  more  users  and  access  to  addi¬ 
tional  databases  every  week. 

Succeeding  in  the  quickly  evolving 
world  of  e-commerce  often  requires  step¬ 
ping  into  the  breach,  like  Kay.  Those 
who  wait  may  be  left  in  the  cyber-dust. 

But  taking  charge  can  be  tough  if  a 
company’s  commerce  and  Web-related 
projects  are  spread  across  departments, 
which  is  usually  the  case.  Often,  IT 
owns  the  intranet,  marketing  runs  the 
corporate  World  Wide  Web  site,  and 
traditional  EDI  is  specific  to  each  busi¬ 
ness  unit. 

Nonetheless,  the  potential  payback 
of  unifying  various  endeavors  under  a 
Web-fired  vision  of  e-com  is  enormous 
and  well  suited  for  strategic-minded, 
ambitious  intranet  managers. 

That  vision  should  take  into  account 
consumer  storefronts,  which  get  much 
of  the  spotlight  today,  but  business-to- 
business  transactions  are  where  the 
big  bucks  are.  Companies  conducted 
$1.2  billion  worth  of  business-to-busi- 
ness  e-com  transactions  in  1996,  and 
that  figure  is  expected  to  grow  30% 
annually  to  nearly  $3.5  billion  by  the 
year  2000,  according  to  forecasts  by 
First  Albany  Corp.,  an  investment 
bank  in  Albany,  N.Y.  First  Albany  also 
expects  at  least  a  50%  increase  each 
year  in  the  number  of  participating 
businesses. 

Even  die  U.S.  government  has 
embraced  the  e-commerce  trend. 
Today,  more  than  7,000  companies 
conduct  electronic  transactions  over 
the  Federal  Acquisition  Network.  The 
government,  in  fact,  mandated  four 
years  ago  that  it  wanted  business-to- 
business  e-commerce  for  all  procure¬ 
ment  by  1995. 

Companies  that  aren’t  investigating 
Internet-based  transactions  likely  will 
get  dragged  into  the  fray  by  partners.  If 
they  don’t  come  willingly,  they  may  get 
dropped  from  the  supply  chain. 

“Strategic-minded  intranet  users  are 
looking  to  realize  the  vision  of  the 
electronic  enterprise,”  says  Robin 
Palmer,  a  partner  in  charge  of  e-com¬ 
merce  at  KPMG  Peat  Marwick  LLP  in 
New  York.  “Many  see  the  opportunity 
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Introducing  Microsoft*  Site  Server.  It's  about  a  new  level  of  control.  For  the  first 
time,  everything  you  need  to  run  your  sophisticated  intranet  or  Internet  site  is 
in  one  smart  box,  from  creation  to  deployment*  to  maintenance ;  from  electronic 
commerce**  to  cross-platform  analysis  and  tracking.  The  concept  is  Web  site 
lifecycle  management.  It  means  that  while  the  intranet  or  Internet  may  have  a  life 
of  its  own,  you’re  in  charge  of  it.  It’s  orderly,  it’s  logical,  it’s  intelligent,  and  it’s 
integrated  with  your  Windows  NT"  Server. 


www.microsoft.com/backoffice/siteserver/info 


Where  do  you  want  to  go  today?# 


Microsoft 


*To  replicate  content  with  content  replication  system,  you  must  acquire  at  least  one  additional  license  to  install  onto  a  second  server.  **Feature  included  in  Microsoft  Site  Server,  Enterprise  Edition. 
©1997  Microsoft  Corporation.  All  rights  reserved.  Microsoft.  BackOffice,  Where  do  you  want  to  go  today?  and  Windows  NT  are  registered  trademarks  of  Microsoft  Corporation. 
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not  just  to  change  the  way  their  enter¬ 
prise  works,  but  participate  in  a  leader¬ 
ship  way  in  transforming  how  their 
industry  operates.” 

But  stretching  intranets  into 
extranets  and  then  extending  into 
e-commerce  introduces  some  wild 
cards  that  intranet  managers  have 
been  able  to  avoid  to  date,  says  Geri 
Spieler,  research  analyst  for  e-com- 
merce  strategies  at  Gartner  Group, 
Inc.,  in  Stamford,  Conn.  For  example, 
partners  need  to  compare  notes  on 
which  browsers,  plug-ins,  security  tools 
and  application  development  environ¬ 


ments  they’ve  embraced. 

IT  managers  who  want  to  help 
blaze  e-commerce  trails  can  start  by 
working  with  business-line  managers 
to  better  understand  existing  com¬ 
merce  applications  so  they  can  imple¬ 
ment  them  online  effectively.  That 
may  involve  thinking  creatively.  For 
example,  a  company  might  choose  to 
charge  extranet  usage  fees.  If  that’s  a 
possibility,  it’s  better  to  recognize  it 
early  and  build  that  potential  capability 
into  intranet/ extranet  plans. 

“Some  of  these  are  basic  business 
plan  questions,  but  people  sometimes 


don’t  apply  these  rules  to  technology,” 
Spieler  says.  “What  happens  to  business 
contracts  when  we’re  doing  business 
electronically?” 

Businesses  may  need  to  amend  con¬ 
tracts  to  address  procedural  changes 
brought  on  by  doing  business  electroni¬ 
cally.  The  IT  manager,  as  the  corporate 
e-com  expert,  needs  to  be  cognizant  of 
these  concerns  and  lead  discussions  on 
such  topics. 

Commerce  systems  need  the  same 
kind  of  advance  shipping  notices,  fail- 
safes  and  communications  on  the  Web 
as  in  nonelectronic  transactions  or  like 


those  built  into  EDI. 

Draw  from  experience 

Obviously,  e-commerce  is  not  new 
with  the  Web,  but  the  Internet  is  chang¬ 
ing  the  practice.  EDI  has  been  around 
for  years,  and  the  online  credit  card 
verification  most  merchants  use  quali¬ 
fies  as  a  kind  of  networked  commerce¬ 
enabling  technology. 

What’s  different  about  the  current 
rendition  are  the  usual  characteristics 
that  differentiate  any  Web  endeavor: 
low  price,  easy  implementation  and 
astonishing  proliferation.  In  fact, 


a  SETTING  UP  SHOP 

E-commerce  spreads  across  business  applications. 

In  business-to-business  electronic  commerce,  the  bulk  of  activity 
involves  the  sale  of  production  goods  —  supplies  and  components  used 
in  manufacturing.  Both  manufacturers  and  their  suppliers  are  explor¬ 
ing  use  of  extranets  to  choreograph  this  complicated  dance. 

For  example,  electronics  equipment  manufacturers  such  as  National 
Semiconductor  Corp.  and  Motorola,  Inc.  give  customers  a  peek  at  the 
assembly  line.  Customers  get  to  place  and  check  order  status. 

At  the  other  end  of  the  line,  automotive  companies  are  among  the  big 
users  of  procurement  systems  that  interact  with  suppliers  using  elec¬ 
tronic  purchase  orders  and  giving  new  urgency  to  just-in-time  ordering. 

Nonproduction  goods  also  have  a  place  in  online  commerce  (see  story, 
page  25).  But  common  e-commerce  applications  come  down  to  a  couple  of 
basic  structures:  shopping,  buying,  selling  and  checking  on  the  status  of 
a  purchase  or  sale.  Here  are  some  examples: 

•  Sales 

Gray’s  Wholesale  Tire,  Inc.,  of  Fort  Worth,  Texas,  gives  dealers  a  broad 
selection  of  goods  and  a  wealth  of  information  resources  on  its  StarNet 
digital  ordering  system. 

Through  the  extranet  system,  dealers  can  place  and  track  orders,  view 
account  history  and  check  stock.  StarNet  is  password-protected  for  entry 
and  again  for  access  to  accounting  data.  About  100  dealers  signed  up  for 
its  debut  this  fall. 

Web-based  e-commerce  sales  processing  is  still  in  the  formative  stages. 


J 

“ Sometimes  etech'onic  commerce  pro- 
grams  are  not  just  cost-reductions ,  saving 
on  paper  expenses  —  sometimes  they  are 

4/ 

-  Robin  Palmer,  partner  in  charge  of  e-commerce 
at  KPMG  Peat  Marwick 
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says  Chris  Selland,  research  director  for  enterprise  applications  at  The 
Yankee  Group,  of  Boston.  “It  requires  a  pre-existing  relationship  to 
accommodate  purchase  orders;  most  companies  do  not  use  credit  cards  for 
business-to-business  commerce.  But  this  is  a  market  that’s  clearly  impor¬ 
tant,”  he  adds. 

“Sometimes  electronic  commerce  programs  are  not  just  cost-reductions, 
saving  on  paper  expenses  —  sometimes  they  are  revenue-enhancing  mea¬ 
sures,”  says  Robin  Palmer,  partner  in  charge  of  e-commerce  at  KPMG 
Peat  Marwick  LLP,  of  New  York.  He  notes  that  one  client,  Dell  Computer 
Corp.,  is  doing  $3  million  a  day  on  its  Web  site:  “The  company  positions  it 
as  a  competitive  edge.” 

Computer  equipment  distributor  Merisel,  Inc.,  of  Ottawa,  recently 
installed  OrderManager,  a  business-to-business  order-processing  program 
from  SpaceWorks,  Inc.,  of  Rockville,  Md.,  to  support  more  than  20,000  PC 


resellers  placing  some  300,000  orders  per  month.  Merisel  estimates  the 
automated  system  has  reduced  order-processing  costs  by  70%,  partly  by 
offering  such  incentives  as  free  shipping  to  resellers  that  order  online 
instead  of  using  older  methods. 

“Merisel’s  customers  are  computer-literate  people  who  have  no  problem 
getting  on  the  ’Net,”  says  Alyse  Terhune,  a  research  director  at  Gartner 
Group,  Inc.,  of  Stamford,  Conn.  After  a  false  start  with  a  proprietary 
interface,  Gartner  client  Merisel  installed  a  Web-based  system  and  suc¬ 
cessfully  conducts  business-to-business  e-commerce. 

Sales  of  intangible  items  also  are  well-suited  for  the  virtual  market¬ 
place,  notes  Vernon  Keenan,  a  director  at  Zona  Research,  Inc.,  of  Redwood 
City,  Calif.  “Financial  services  and  travel  services  are  perfectly  suited, 
because  you  can  completely  deliver  the  product  through  the  online  trans¬ 
action,”  he  says. 

•  Financial  services 

Charles  Schwab  &  Co,  Inc.,  of  San  Francisco,  offers  a  discount  on  com¬ 
missions  for  extranet-based  transactions.  The  payoff  is  simple:  The  more 
automated  the  process,  the  less  cost  to  Schwab. 

“Problems  are  being  approached  from  a  different  angle”  with  the  new 
opportunities  of  Internet  commerce,  says  Steve  Ariana,  vice  president  of 
architecture  and  strategy  for  electronic  brokerage  at  Schwab.  He  believes 
standards-based  messaging  protocols  will  dominate  Web  commerce  and 
accelerate  business-to-business  transactions. 

“There’s  a  lot  of  business-to-business  interaction  occurring  over  the 
Web,”  says  Bill  Finkelstein,  vice  president  and  chief  scientist  of  the  online 
financial  services  group  at  Wells  Fargo  Bank,  of  San  Francisco.  Much  of  it 
is  through  catalogs,  he  notes,  but  general  financial  services  are  growing. 

Web-based  transactions,  especially  those  that  can  interface  with  exist¬ 
ing  electronic  data  interchange  (EDI)  systems,  are  promising.  “It’s  hap¬ 
pening  slowly,  but  it’s  happening,”  Finkelstein  says. 

•  Catalogs 

Catalogs  may  reside  on  the  seller’s  site  or  on  a  customer’s  intranet.  In 
the  latter  case,  the  company  customizes  the  catalog  to  reflect  its  own  pur¬ 
chasing  practices  and  pricing. 

Companies  want  to  manage  rogue  buyers  and  make  sure  everyone 
orders  from  preferred  suppliers,  says  Janet  Eden-Harris,  director  of  busi¬ 
ness  development  at  Cadis,  Inc.,  a  Boulder,  Colo.,  maker  of  the  catalog 
development  program  Krakatoa. 

Catalogs  have  a  good  place  on  intranets.  “A  company  wants  to  make 
sure  it’s  giving  users  access  to  the  best  prices  and  the  appropriate  com¬ 
parisons  and  is  making  that  information  available  to  the  people  who  need 
it,”  Yankee’s  Selland  says. 

Hardware  Wholesalers,  Inc.,  of  Fort  Wayne,  Ind.,  has  implemented  such 
a  system.  Stores  in  the  3,500-outlet  retail  chain  can  check  and  order 
inventory  through  an  extranet.  The  next  step  will  let  customers  place 
orders  through  the  Internet  sites  of  local  stores  and  receive  direct  ship¬ 
ments  based  on  the  local  retailer’s  prices. 

“Also,  the  retailers  can  electronically  update  the  information  on  our 
system  through  an  existing  EDI  link,”  says  Doug  Dayton,  vice  president 
of  information  technology  at  Hardware  Wholesalers.  “There’s  been  an 
amazingly  positive  reception,  especially  from  our  international  outlets.” 

—  Peggy  Watt 
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intranet  managers  should  draw  on  EDI 
experience  as  they  explore  Web-based 
commerce,  Spieler  says. 

Gartner  Group  analysts  project 
extranets  will  overtake  EDI  in  the  next 
five  years.  By  the  year  2002,  they  say, 
extranets  will  replace  40%  of  existing 


business-to-business  systems  and  80%  of 
new  business-to-business  operations  will 
be  implemented  using  extranets. 

“This  doesn’t  rule  out  EDI,  because 
companies  will  use  EDI  on  the  extranet 
back  end,”  Spieler  says.  IT  managers 
who  want  to  interface  with  the  tech¬ 


nologies  should  urge  vendors  to  pro¬ 
vide  integration  tools. 

EDI  isn’t  the  standard  that  will  carry 
forward  true,  real-time  supply-chain 
commerce  —  the  Web  is,  says  Vernon 
Keenan,  a  director  at  Zona  Research, 
Inc.,  of  Redwood  City,  Calif.  Supply 
chains  of  component  and  production 
goods  to  manufacturing  are  pushing 
Web-based  e-commerce.  Some  manu¬ 
facturers  even  penalize  trading  partners 
who  don’t  submit  purchase  orders  elec¬ 
tronically,  Keenan  notes. 

Assembling  the  pieces 

Intranet  builders  taking  charge  of  e- 
com  initiatives  will  find  some  familiar 
issues.  Security  is  an  overriding  con¬ 
cern,  for  instance.  Authentication  and 
validation  are  issues  whenever  outsiders 
enter  a  gated  community. 

Chrysler’s  Kay  favors  limiting  autho¬ 
rized  users  to  a  few  for  each  supplier 
and  letting  the  trading  partner  parcel 
out  the  IDs.  “We  want  suppliers  to  have 
that  manager  responsibility  for  their 
people,”  Kay  says.  KPMG’s  Palmer 
notes,  however,  that  IDs  can  be  used  to 
personalize  data  views  for  the  benefit  of 
both  parties. 

Also,  it’s  important  that  e-commerce 


operations  integrate  with  any  procure¬ 
ment  and  business  management  sys¬ 
tems  online,  not  just  the  Web  infra¬ 
structure.  “Much  of  what  will  make  an 
extranet’s  business-to-business  interac¬ 
tions  useful  is  already  on  the  intranet 
—  particularly  the  access  to  the  data¬ 
base  where  customer  and  supplier 
records  reside,”  Keenan  says. 

Since  it’s  unlikely  that  all  trading 
partners  use  the  same  applications, 
smart  intranet  managers  ensure  any 
new  corporate  business  software  inter¬ 
faces  to  Web-based  e-commerce  pro¬ 
grams.  Fortunately,  Keenan  says,  appli¬ 
cation  vendors  are  beginning  to  recog¬ 
nize  such  standards. 

For  example,  Ironside  Technologies, 
Inc.,  of  Toronto,  offers  e-com-facilitat- 
ing  middleware  that  can  link  common 
order-entry  systems  and  legacy  databas¬ 
es.  The  Ironside  system  generates 
browsable  Java  screens  from  existing 
data,  so  customers  can  check  status  of 
invoices  and  orders. 

Database  developer  Sybase,  Inc.,  of 
Emeryville,  Calif.,  worked  with 
Prudential,  Inc.,  of  New  York,  to  devel¬ 
op  an  online  interface  to  corporate 
data  in  Sybase  SQL  Server  databases. 
Prudential  Healthcare  Group  wanted 
its  business  partners  to  submit,  verify 


and  track  claims  through  an  extranet. 

Infrastructure  and  middleware 
linked  to  the  corporate  warehouse 
must  handle  real-time  transactions  — 
that’s  what  makes  the  online  connec¬ 
tion  valuable  (see  story,  page  23) . 

“Real-time  transactions  are  important 
because  people  get  into  e-commerce 
because  they  believe  it  will  save  money,” 
says  Lisa  Joss,  marketing  director  at 
Commerce  One,  Inc.,  a  procurement 
solutions  firm  in  Walnut  Creek,  Calif. 

Customers  also  like  the  reduced 
cycle  time,  Joss  says.  Companies  also 
find  it  easier  to  keep  information  up  to 
date  online. 

Often,  customers  will  have  EDI  links 
or  systems  to  generate  purchase  order 
numbers,  and  procurement  system 
developers  such  as  Commerce  One, 
Elekom  Corp.  and  Acquion,  Inc.  offer 
consulting  services  to  help  integrate 
existing  applications. 

Their  products  are  the  actual  pro¬ 
curement  system  that  links  with  one  or 
more  supplier  catalogs.  Intranet  (or 
extranet)  users  within  a  corporation 
can  peruse  one  or  more  catalogs, 
choose  items  and  place  orders  accord¬ 
ing  to  corporate  rules  and  prices. 


Electronic  services 

Intranet  managers  don’t  have  to  fly 
solo  on  these  new  ventures.  IBM, 
AT&T,  GE  Information  Systems  and 
others  offer  a  range  of  e-com  services. 
They  will  manage  everything  in  a  cen¬ 
tral  clearinghouse,  host  transactions  on 
a  virtual  private  network  and  consult  on 
integration  and  equipment  issues. 

AT&T,  for  example,  offers 
Networked  Commerce  Services  to 
supply  equipment  and  experience  to 
companies  exploring  Internet-based 
commerce. 

“This  is  like  the  early  days  of 
automation,”  says  Mary  Whelan,  AT&T 
vice  president  of  marketing  communi¬ 
cations.  “If  you  just  put  roller  skates  on 
a  process  that  wasn’t  doing  what  need¬ 
ed  to  be  done,  nothing  will  change.” 

Outsourcing  makes  sense  when  a 
company  doesn’t  have  the  infrastruc¬ 
ture  to  support  a  transaction-enabled 
Web  site  around  the  clock,  Gartner’s 
Spieler  says. 

In  particular,  a  business  has  to  deter¬ 
mine  what  it’ll  cost  to  keep  the  e-com- 
merce  business  channel  viable  all  the 
time.  The  eeommerce  options  are 
many  and  inviting.  Forward-looking  IT 
managers  need  only  to  seize  this  latest 
Web  opportunity.  0 


Protect  your  data  and  communications  from  prying  eyes  with  WatchGuard, 
the  world’s  first  network  security  appliance.  WatchGuard  is  a  plug-and-play 
security  system  that  will  keep  your  entire  network,  including  branch  offices, 
home  users  and  telecommuters,  safe  from  threats.  Visit  our  Web  site  to 
download  a  free  demo,  register  to  win  a  complete  system  or  to  find 
out  more  about  the  WatchGuard  system. 
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“We  had  different  methods  to  talk  with 
our  various  suppliers ,  but  we  were  doing 
the  same  kinds  of  [business]  things  with 
them  all.  ” 


-  John  Kay,  manager  ( 
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Smart-UPS  brings  the  confidence  of 
APC  to  the  excitement  and  opportunity 
of  the  Web. 


■ .  *\ 


operating  system,  you’ve  made  a  com¬ 
mitment  to  yourself,  your  company 
and  your  customers.  However,  without 
power  protection,  you  risk  losing  your 
expensive  software,  hardware,  and 
data,  and  the  opportunity  to  interface 
with  new  prospects  and  existing  cus¬ 
tomers.  That’s  why  the  worlds  most 
reliable  power  protection  is  now  avail¬ 
able  to  meet  your  web-based  needs. 


All  120V  Smart-UPS  now  include  FREE 
Web  enabled  PowerChute  plus  software 
for  safe  web  server  and  OS  shutdown, 
PowerChute  plus  protects  system  and 
data  integrity  by  automatically  shut¬ 
ting  down  server  applications  and 
operating  systems. 


Smart-UPS  ensures  your  web  server  is 
always  there,  like  you  promised.  Don’t 
become  a  statistic!  Power  problems 
damage  hardware,  and  are  the  leading 
cause  of  data-loss. 


PowerChute  plus  FlexEvents  feature 
can  page  you  when  an  out-of-bounds 
environmental  condition  occurs.  APC's 
NEW  WebAgent  allows  administrators 
to  manage  their  Smart-UPS  via  their 
browser,  NEW  WebAlert  notifies  users 
of  Web  server  shutdown. 


APC  Smart-UPS 
ensures  protection 
from  surges,  spikes 
and  lost  power. 
Backed  by  a 
$25,000  lifetime 
equipment  protec¬ 
tion  guarantee, 


1  Test  UPS  1  [  Flash  UPS  Ughis  ] 


Instead  of  increasing 
your  risk  by  waiting, 
join  over  8,000,000  sat¬ 
isfied  computer  users 
worldwide  who  prefer 
APC  to  protect  hardware 
and  data. 


Smart-UPS  now  ships  with  PowerChute  plus 
power  management  software  with  WebAgent, 
to  make  Smart-UPS  browser-manageable. 
(Ships  free  with  120V  Smart-UPS  only.) 


Check  out  APC’s  new  web  solu¬ 
tion  by  browsing  our  PowerPage ' 
at  http://www.apcc.com,  or  assess 
your  risk  with  our  interactive  quiz 
at  h ttp//w ww.apcc.com/english/ 
itool003.htm  After  all,  there’s 
one  kind  of  web  hit  you  and  your 
site  can’t  afford. 


APC's  award-winning 
Smart-UPS  units  are 
available  in  convenient 
rack-mount  models. 

The  Smart-UPS  XL 
series  is  recommended 
for  long  runtime  appli¬ 
cations.  For  ma-ximum 
protection,  ask  about 
our  new  NetShelter ™ 
premium  rack  enclo¬ 
sures  for  all  server  and 
internetworking  equip¬ 
ment  sales. 


APC's  MasterSwitch' 
/ SNMP-manageable , 
independent  control 
of  power  to  con¬ 
nected  loads. 


'  provides  Web 
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PowerChute  plus  with  WebAgent, 
just  complete  this  coupon  and  mail 
or  tax  to  APC 


□  YES!  I'd  like  more  information  about  new 

PowerChute  plus  software  with  WebAgent 


Smart-UPS 


ISBISff 


inherent 


excellent 

software. 

Don't  be  caught 


Without  One"  November  19,1996 

APC  Smart-UPS  1.000 


-;Ml 


□  NO,  I'm  not  interested  at  this  time  but  please  send 
my  FREE  Power  Protection  Handbook. 

Name: _ 


Company: 
Address:  __ 


City/Town: 

State:  _ 

Phone: 


Brand  of  UPS  used? 
Brand  of  PCs  used? 


7<jY  ■ 


Brand  of  Servers  used?  _ 


(888)  289-APCC  X7057 

Fax:  (401 )  788-2797  •  www.apcc.com 


1997  APC,  All  Trademarks  are  the  property  of  their  owners.  SU02ET 


(800)347-FAXX  PowerFax 
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E-mail:  apcinfo@apcc.com 
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•  132  Fairgrounds  Road,  We:  -3Z-r 
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Getting  from 


Follow  these  guidelines  for  getting  your  internal  Web  into  shape 
for  handling  electronic  commerce-related  transaction  processing. 


BY  ALEX  CULLEN 


ny  company  that’s  been  in  business  for  more  than  24 
hours  already  has  defined  its  sales  channels  and  their 
respective  back  ends.  Throwing  those  out  and  building 
an  electronic  commerce  infrastructure  from  scratch 
would  be  fantastic  but,  let’s  face  it,  totally  unrealistic. 
Telling  executive  officers  you  want  to  get  rid  of  the 
existing  infrastructure  is  tantamount  to  writing  your  own  pink  slip. 
Development  costs  would  be  high  and  operating  expenses  outrageous 
as  the  IT,  marketing,  sales  processing  and  accounting  departments 
struggled  to  understand  and  support  two  infrastructures  and  appli¬ 
cation  sets. 


That  means  e-commerce  is  most 
practically  addressed  as  a  means  to 
expand  and  augment  in-place  sys¬ 
tems.  In  fact,  an  IT  organization 
would  be  foolish  to  view  the  Web 
as  separate  from  commerce-related 
systems. 

The  internal  Web  provides  a  great 
platform  upon  which  to  re-engineer 
the  corporate  supply  chain.  And  cost 
pressures,  customer  loyalty  and  the 
need  to  increase  the  speed  by  which  a 
business  can  respond  to  and  exploit 
market  opportunities  makes  a  re-engi¬ 
neering  ever  the  more  urgent. 

Take,  for  example,  a  financial  ser¬ 
vices  firm  that  provides  401  (k)  pack¬ 
ages  to  business  customers.  Such  a 
firm  would  traditionally  provide  tele¬ 
phone  access  to  representatives,  han¬ 
dle  paper  submissions,  stockpile  inter¬ 
nal  information  on  funds  as  well  as 
create  investment  newsletters,  finan¬ 
cial  reports  and  other  marketing 
materials.  The  advent  of  an  intranet 
would  allow  the  firm  to  front-end 
each  of  these  existing  systems  with  a 
Web  browser. 


Allowing  e-commerce  would  be  an 
imperative  next  step  for  the  financial 
services  firm.  This  would  mean  letting 
customers  evaluate  services,  sign  up 
for  programs,  make  and  change 
investment  elections  and  apply  for 
loans,  for  example,  via  an  extranet. 

For  the  sake  of  efficiency  and  cost, 
the  e-commerce  applications  have 
to  use  the  same  back-end  systems 
as  those  that  support  paper-based 
commerce. 

Inside  e-commerce  apps 

An  e-commerce  application  in¬ 
cludes  the  Web  interface  and  an 
e-commerce  component.  The  latter 
includes  a  product  or  service  catalog 
with  descriptions,  the  mechanism  for 
the  user  to  select  items,  a  shopping 
cart  for  holding  selected  items  prior 
to  purchase,  a  payment  system  and 
the  ability  to  personalize  a  user’s  view. 

A  company  can  either  roll  its  own 
system  to  provide  e-commerce  capa¬ 
bilities  or  pick  among  a  growing  num¬ 
ber  of  off-the-shelf  commerce  servers 
from  companies  such  as  IBM,  Lotus 


Development  Corp.  and  Microsoft 
Corp.  (see  story,  page  18).  Again,  the 
commerce  server  must  integrate  with 
the  back-end  systems  already  used  by 
other  commerce  channels  regardless 
of  which  path  a  company  takes. 

In  addition  to  the  pure  selling 
aspects,  the  e-commerce  application 
often  provides  electronic  connections 
to  customer  service,  joint  inventory 
and  sales  tracking  systems,  other  sell¬ 
ing  channels  and  even  pass-through 
links  to  back-end  suppliers. 

The  e-commerce  application  does 
not  stop  at  the  company  Web  server 
and  back-end  systems.  It  extends  to 
business  partners  and  their  existing 
infrastructures. 

The  application  user  interface  will 


run  on  the  desktops  of  a  business 
partner’s  employees,  and  the  inter¬ 
company  communications  will  transit 
from  one  firewall  to  another  over  the 
Internet. 

Successful  e-commerce  applica¬ 
tions  —  those  that  meet  business 
goals  —  must  give  users  an  easy,  com¬ 
plete,  reliable  and  more  efficient  way 
of  transacting  business  than  the  alter¬ 
natives  of  in-person,  telephone  or 
mail  sales. 

Anatomy  of  an  intranet 

Today’s  intranets  typically  have 
grown  in  decentralized,  unplanned 
manners.  The  primary  goals  have 
been  getting  them  implemented,  fill¬ 
ing  them  with  content  and  establish- 
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MAINFRAME-TO-WEB.  EXTENDING  YOU R  INTR 


It’s  not  as  big  a  leap 
as  you  think. 


In  fact,  linking  your  mainframe  to  the  Web  is  an 
easy  jump  with  Attachmate.  Because  for  15  years, 
we’ve  been  connecting  more  TCP/IP  and  SNA 
desktops  to  host  systems  than  anyone  else. 


Our  world  class  customer  support  and  consulting 
services  make  your  jump  to  an  Intranet  even 
easier.Just  call  Attachmate  at  I  -800-426-6283 
or  206-644-4010  (mention  response  code 
634.00).  For  an  on-line  demo  and  the  white 
paper,  "The  Change  Drivers,  a  Perspective  on 
the  Transformation  of  Enterprise  Computing," 
goto: 

www.attachmate.com/ad/NW  i  .htm 


Now  Attachmate  extends  your  Intranets  with 
two  powerful  software  solutions.  First,  you  can 
link  legacy  applications  -  relational  databases  and 
all  -  to  any  Web  server  with  our  EXTRA!®  Host 
Publishing  System.  And  second,  meet  all  of  your 
needs  for  host  and  Internet  desktop  connectivity 
with  EXTRA!  Personal  Client,  the  industry’s 
number  one  selling  multi-host  solution  for 
Windows  NT  4.0. 


LAN  TIMES! 


©  1997  Attachmate  Corporation.  All  Rights  Reserved.  Printed  in  USA.  Attachmate  and  EXTRA!  are  registered  trademarks  of  Attachmati  Corporation  Microsoft. Windows 
and  Windows  NT  are  registered  trademarks  and  ActiveX  is  a  trademark  of  Microsoft  Corporation.  Netscape  is  a  trademark  of  tfmcape  Caronuinicatiom  Corporation  NfS 
is  a  trademark  or  registered  trademark  of  Sun  Microsystems.  Inc.  in  the  U  S.  or  other  countries  MM  68'  . 


EXTRA!®  Personal  Client 

Industry’s  only  1 6/32-bit 
Windows®  multi-host  access, 
Netscape®/Microsoft®  Web 
browsing, TCP/IP  and  NFS'" 
suite,  and  software  management 
solution  ail  in  one. 


Extra! 

Host  Publishing  System 

Powerful,  yet  simple  Windows/ 
ActiveX”  development  system 
that  links  3270  applications  and 
relational  databases  to  the  Web, 
viewable  by  any  Web  browser. 
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ing  guidelines  for  authoring.  They 
don't  make  ideal  candidates  for 
e-commerce  platforms  for  the  follow¬ 
ing  reasons: 

*  Different  people  or  groups  often 
have  control  of  their  own  Web  ser¬ 
vers,  meaning  these  key  intranet 
machines  are  installed,  configured 
and  operated  differently. 


The  way  one  group  logs  access,  for 
example,  may  differ  completely  from 
the  way  another  does.  Because  of  this, 
server  security  also  tends  to  be  low 
and  inconsistent. 

•  There  may  be  no  documented 
intranet  structure  and  no  central  reg¬ 
istry  of  applications.  Uncovering  who 
is  responsible  for  an  application  or 


section  of  the  intranet,  who  the  in¬ 
tended  audience  is  and  how  these 
applications  are  implemented  may  be 
difficult. 

This  makes  it  impossible  to  deter¬ 
mine  the  risk  if  unauthorized  parties 
were  to  gain  access  to  the  servers. 

•  Few  standards  exist  for  applica¬ 
tion  development  tools  and 


PIECING  TOGETHER 
AN  EXTRANET 

Companies  that  want  to  build  for  e-commerce  need 
to  supplement  basic  intranet  architectures  with 
additional  components  such  as  user  interfaces  for 
customer  sites,  firewalls  and  proxy  servers,  and 
transaction-processing  interfaces.  Here’s  a  look 
at  what’s  needed: 

Client  environment 

®  User  interface,  for  logon,  queries  and  report 
viewing 

®  Local  verification  and  formatting 
©  HTTP,  SSL  and  TCP/IP  protocols 

Firewalls 

©  Filtering  by  protocol,  datastream,  source 
and  destination 

Web  servers 

®  User  authentication,  authorization  and 
account  management 
©  Web  page  generation  and  data  formatting 
©  User  query,  transaction  and  purchasing 
interfaces 

©  Back-end  system  interfaces 
©  Activity  tracking  and  reporting 

Back-end  systems 

©  Databases 

©  Data  management  and  report  generation 
©  Transaction  applications 
©  Activity  tracking  and  reporting 


approaches.  Some  groups  may  be 
using  pure  HTML  while  others  rely 
on  vendor-specific  extensions.  Or 
some  may  pick  JavaBeans  while  others 
work  with  ActiveX  Controls. 

This  variety  will  hinder  reuse  of 
application  components,  which  is 
important  in  quick-turnaround  e-com- 
merce  environments. 

•  Operations  and  support  of  the 
intranet  desktops,  servers  and  applica¬ 
tions  are  fragmented,  with  no  single 
group  responsible  for  end-to-end  ser¬ 
vice  delivery.  Basically,  users  have  to 
take  what  they  get. 

The  intranet,  in  other  words,  often 
is  not  operated  as  a  mission-critical 
service. 

•  Intranet  developers  often  don’t 
understand  the  business  goals.  As 
such,  they  focus  on  saving  money,  not 
on  generating  business  opportunities. 

To  support  the  needs  of  e-com- 
merce,  IT  managers  must  be  able  to 
selectively  extend  internal  system 
interfaces  via  the  intranet  to  external 
partners  while  shielding  other  applica¬ 
tions  and  systems  from  inadvertent  or 
purposeful  access  by  outsiders. 

At  the  same  time,  they’ve  got  to 
ensure  that  the  e-commerce  applica¬ 
tion  is  delivered  properly  to  those 
remote  desktops.  This  means  the 
intranet  must  be  architected  and 
operated  securely,  with  the  appropri¬ 
ate  technologies  and  processes  to 
allow  applications  to  be  extended 
across  firewalls  to  business  partners. 

This  affects  how  an  IT  group  man¬ 
ages  user  access  to  applications,  archi¬ 
tects  Web  servers  and  applications, 
operates  and  supports  the  intranet,  and 
works  with  its  business  counterparts. 

So  what  are  the  best  ways  to  make 
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with  WebSENSE  you  can. . . 

STAMP  OUT 

unprofessional  Internet  use 


your  company  big  bucks 

PROTEcrr 

the  corporate  image 

ZOOM  IN 

on  network  activity 


Controlling  your  company’s 
Internet  access  doesn’t  take 
superhero  powers  --  it  just  takes 
WebSENSE.  By  keeping  employee  use  of 
the  Internet  productive,  you’ll  stay  out  of 
legal  hot  water,  save  money,  protect  your 
corporate  image  and  speed  up  user  access. 

With  28  categories  and  a  comprehensive  database 
containing  more  than  100,000  sites  -  the  largest 
database  of  its  kind  -  WebSENSE  gives  you  the  power 
to  monitor  Internet  activity  and/or  restrict  access  to 
undesirable  sites.  Team  that  with  our  exclusive  “IP 
Screening”  technology,  simple  user  interface  and  automatic 
daily  updates  and  you  have  the  simplest,  most  advanced 
access-control  utility  available. 

For  added  punch, WebSENSE  Reporter  provides  you  with  dozens 
of  customizable  tabular  and  graphical  reports  of  Internet  activity. 

Be  the  hero  when  your  boss  sees  the  impact  of  more  efficient  and 
productive  use  of  the  Internet.  Get  WebSENSE  and  take  control. 
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our  website  for  all  the  fac 
and  a  FREE  30-day  trial  copy 
www .  websense.com 


sales@websense.com 

1.800.723.1166  •  1.619.505.3020 


YOU  GOTTA 
CHUCK  IT 
OUT ! 
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sure  an  intranet  is  positioned  to 
accommodate  e-commerce  activities 

—  to  grow  for  the  green,  as  it  were? 

•  A  wholesale  reimplementation  of 
the  entire  intranet  is  not  practical,  but 
IT  organizations  need  to  develop  an 
intranet  application  and  services 
architecture.  They  can  then  use  the 
architecture  to  direct  new  system 
investments. 

This  architecture  is  especially 
important  for  high-risk  applications 

—  i.e.,  those  accessing  sensitive  or 
critical  information. 

•  Utilize  HTTP  proxy  servers  to  log¬ 
ically  centralize  key  applications. 

HTTP  proxies  perform  HTTP-level 
routing  based  on  the  URLs  being  ref¬ 
erenced.  These  proxies  should  be 
capable  of  securing  access  based  on 
user  credentials  such  as  a  logon  name. 

•  Migrate  to  a  single  user  authenti¬ 
cation  system  based  on  digital  certifi¬ 
cates.  Plan  on  supporting  your  part¬ 
ner’s  certificates  as  well  as  your  own. 
This  will  require  that  intranet  applica¬ 
tions  are  designed  to  swap  out  and 
replace  what  user  authentication 
mechanism  they  may  use  today. 

Currently  shipping  intranet  servers 
such  as  Netscape  Communications 


Go  online  for  a  slew  of 
e-commerce  resources, 
including: 

©  Information  on  CommerceNet 
©The  information  Infrastructure  Task 
Force’s  e-commerce  framework 
©A  primer  and  FAQ  maintained  by  the 
Electronic  Commerce  World  Institute 
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Corp.’s  Enterprise  Server  and 
Microsoft’s  Internet  Information 
Server  support  digital  certificates. 

User  accounts  and  access  permis¬ 
sions  should  be  stored  on  Light¬ 
weight  Directory  Access  Protocol 
servers  so  all  intranet  servers  within  a 
domain  can  use  them  for  access. 

•  Use  pure  HTML  for  all  applica¬ 
tions  unless  a  compelling  need  for 
platform-specific  features  exists  and 
the  user  base  is  known  to  support  the 
browser  extensions. 

•  When  client-side  processing 
would  be  beneficial,  use  JavaScript 
instead  of  VBScript  because  the  for¬ 
mer  is  more  widely  supported. 

Use  Java  for  client-side  executables. 
Java  is  safer  than  ActiveX  Controls 
from  security  and  support  perspec¬ 
tives.  Its  “sandbox”  security  scheme 
means  an  applet  bug  can’t  break  a 
client’s  system.  ActiveX  Controls,  on 
the  other  hand,  have  full  access  and 
could  corrupt  a  system. 

•  Centralize  intranet  support.  This 
should  cover  both  browsers  and  appli¬ 
cations  and  have  well-defined  linkages 
to  the  support  staff  for  back-end  sys¬ 


tems  from  which  the  intranet  draws 
material.  This  help  desk  organization 
should  be  prepared  to  support  exter¬ 
nal  partners  by  accepting  calls  or  e- 
mail  problem  reports. 

•  Publish  contact  information  via 
the  e-commerce  application  and  make 
sure  that  business  groups  sponsoring 


the  application  know  you’ve  done  this. 

While  much  of  an  e-commerce 
implementation  requires  skills  beyond 
the  means  of  IT  organizations,  you 
can’t  turn  your  backs  on  the  design, 
implementation  and  operations  for 
these  systems. 

Led  by  the  IT  organization,  compa¬ 


nies  have  got  to  diverge  from  the 
unplanned  experimentation  charac¬ 
terizing  intranets  today  and  begin 
imposing  order  with  an  eye  toward 
e-commerce. 

Cullen  is  principal  consultant  at  Onsett 
International  Corp.,  of  Cambridge,  Mass. 
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AT&T 


Data  Networking 

solutions 


It’s  that  critical  place  in  the  company  where  people,  ideas  and  applications  all  intersect.  It’s  your 
data  network.  And  you’re  in  charge  of  it.  Fortunately,  AT&T  Data  Networking  Solutions  can  help. 
We  offer  leading-edge  services  backed  by  technical  expertise  that  extend  all  the  way  up  to  AT&T 
Labs.  We’ll  work  with  you  to  develop  solutions  flexible  enough  to  evolve  as  your  company  grows. 
In  fact,  for  the  last  three  years,  readers  of  Data  Communications  Magazine  rated  AT&T  “best 
in  providing  network  design  support  for  frame  relay  networks.”  To  learn  more  about  our  team 
and  services,  visit  us  at  www.att.com/data,  call  your  account  executive,  or  AT&T  at  I  800-248-3632. 
For  getting  the  most  from  your  network,  AT&T  is  front  and  center. 


It’s  all  within  your  reach. 
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ASHING  IN  ON 


Leading  commerce  servers  offer  decent  enough 
capabilities ,  but  setup  can  be  quite  a  chore . 


/ you  re  planning  to  enter  the  world  of  electronic  commerce, 
gird  your  loins:  creating  a  functionally  rich  and  sophisticated  com¬ 
merce  site  is  going  to  demand  a  lot  of  time  and  skill. 

Forget  about  the  ease  with  which  you  brought  your  basic  Web  servers  online.  Expect 
the  installation,  configuration,  building  and  maintenance  of  a  full-featured  com¬ 
merce  server  to  be  as  big  a  task  as  any  other  company  wide  IT  program. 

The  three  leading  products  —  IBM’s  Net.  Commerce,  Microsoft  Corp.  ’s  Site  Server  and 
Lotus  Development  Corp.  s  Domino. Merchant  —  do  just  about  everything  required  to  con¬ 
duct  commerce  over  the  Internet,  but  with  varying  degrees  of  success. 

These  products  are  marked  by  their  complexity.  While  offering  products  for  sale,  handling 
transactions  and  collecting  payment  are  all  elaborate  processes,  installation  times  of  three  or 


Microsoft’s 
browser-config¬ 
urable  Order 
Processing  Pipeline 
(OPP)  drives  the  pur¬ 
chasing  process.  OPP 
requires  users  to  complete 
a  14-stage  process  that 

specifies  how  orders  should  be  handled  in  the  store. 

Microsoft  provides  more  than  50  ActiveX  Control 
components  that  can  be  dropped  into  the  OPP  to 
handle  the  data  flow.  Or,  you  can  write  your  own 
components  for  order  handling. 

The  well-documented,  extensible  and  feature-rich 


more  hours  and  capacity  requirements  of  up  to  600M  bytes  indicate  a  more  demanding  class 
of  software  than  that  which  runs  on  your  typical  intranet  server. 


Site  Server  is  impressive.  It  sets  the  standard  for 
commerce  servers. 

Net. Commerce 


Of  the  three  products,  Microsoft’s  Site  Server 
has  the  most  polish.  It  has  the  best  documentation, 
is  the  easiest  to  install  and  generally  is  well-archi- 
tected. 

IBM’s  Net.Commerce  comes  next.  The  documen¬ 
tation  is  poor,  but  the  product 
is  well-engineered. 

Lotus’  Domino.Merchant 
scores  the  lowest.  It  suffers 
from  weak  documentation  and 
a  steep  learning  curve,  and 
demands  a  commitment  to  the 
complexity  of  the  underlying 
Domino  server  and  Lotus 
Notes  that  neither  of  the  other 
products  requires. 

We  did  not  include  Netscape  Communications 
Corp.  in  this  review  because  it  no  longer  offers  a 
specific  commerce  server.  It  has  replaced  its 
Commerce  Server  with  the  Enterprise  Server  and  a 
collection  of  third-party  e-commerce  add-ons. 


Site  Server 

Microsoft’s  Site  Server  Enterprise  Edition  requires 
a  phenomenal  600M  bytes  of  disk  space  in  addition  to 
the  space  required  for  the  site  content.  It  can  use  any 
database  compliant  with  Microsoft’s  Open  Database 
Connectivity  (ODBC)  and 
comes  with  Microsoft  SQL 
Server  6.5.  Setup  is  straightfor¬ 
ward  but  lengthy  —  it  took  four 
hours  to  install  and  test  the  serv¬ 
er  software  and  add-on  compo¬ 
nents. 

Microsoft’s  Active  Server 
Page  technology,  scripting  in 
several  languages  and  ActiveX 
Controls  underlie  the  Site 
Server  architecture.  The  commerce  server  also  sup¬ 
ports  Secure  Sockets  Layer  (SSL)  Version  3.0. 

The  system  comes  with  four  example  shops  that 
provide  good  foundations  for  building  your  own 
shops.  The  examples  range  from  simple  to  complex. 


Installing  IBM’s  Net.Commerce  is  fairly  easy, 
although  the  documentation  is  clumsy  and  incom¬ 
plete.  For  example,  explanations  of  error  messages 
are  often  completely  unhelpful.  They’re  the  typical 
IBM  cryptic  messages  accompanied  by  codes  that 
aren’t  referenced  anywhere  in  the  documentation. 

It  takes  about  three  hours  to  install  Net. Com¬ 
merce,  as  long  as  you  don’t  make  any  mistakes  or 
have  an  unusual  configuration.  At  first,  I  could  not 
get  the  system  to  run  properly.  After  many  frustrating 
hours  of  reinstalling,  I  discovered  with  die  help  of  an 
IBM  expert  that  my  logon  didn’t  have  a  password. 

After  installation,  the  browser  is  used  for  configu¬ 
ration  and  management.  Alas,  another  gotcha 
strikes:  Netscape  Navigator  3.X  browser  supports 
IBM’s  SSL  3.0  implementation,  but  many  other 
browsers  don’t. 

Net.Commerce  supports  DB2  and  ODBC  data¬ 
bases  and,  as  an  alternative  to  its  Internet  Com¬ 
merce  Secure  Server,  Netscape’s  Enterprise  Server 
2.01.  It  also  can  work  with  CyberCash  for  transaction 


Go  online  for  a  listing  of  what 
components  IBM,  Lotus  and 
Microsoft  offer  with  their 
respective  commerce  servers 

and  the  pros  and  cons  of  each  product 
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throw 
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preconceived  j  • 

notions 
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remote 


,  . ,  access, 

along  with  your  ~| 

modem, 

racks. 


Someone  has  finally  made  remote  access  simple,  secure  and 
affordable.  ExtraLink  Remote  provides  encrypted  remote  access 
to  your  enterprise  network  through  UUNET's®  global  TCP/IP 
infrastructure.  So  you  avoid  the  cost  and  hassles  of  remote 
servers  and  modem  racks.  Better  yet,  since  connections  will 
come  through  our  nearly  1,000  POPs  around  the  world,  chances 
are  you'll  only  pay  for  a  local  call.  So  toss  out  those  old  ideas,  and 
make  room  for  the  future  of 
remote  access.  Call  1  800  465  1792 
or  visit  us  at  www.uu.net/nw17 


HE  INTERNET  AT  WORK 


+  1  703  206  5600  Web  Hosting:  1  800  258  4039  VARs/Ref 

1997  UUNET  Technologies.  Inc  ;i  subsidiary  of  WorldCom.  Inc  All  rights  icjfewetfftflii* 
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processing,  Taxware  International, 

Inc.’s  taxation  software  and  the 
CommercePoint  payment  system. 

As  part  of  the  package,  IBM  offers 

FILLING  THE  SHOPPING  CART 

Commerce  servers  generally  are  based  on  standard 
Web  servers  extended  with  back-end  scripts  for  pre¬ 
senting  catalogs  and  the  purchasing  process. 

An  SQL  database  is  needed  for  handling  product 
information  and  purchasing  transactions.  It  can,  but 
does  not  have  to,  run  on  the  commerce  server. 

Many  commerce  servers  support  anony¬ 
mous  and  personalized  shopping.  For 
the  former,  users  identify  them¬ 
selves  at  the  point  of  purchase. 

Personalized  shoppers,  on  the  other 
hand,  must  register  ahead  of  time. 

Most  companies  running  com¬ 
merce  servers  prefer  that  users  reg¬ 
ister  so  they  can  analyze  behavior, 
but  it’s  advisable  to  support  both 
modes.  Some  cases,  however,  require 
personalization.  For  example,  you’d 
want  users  getting  access  to  stock  market  data,  confi¬ 
dential  details  or  product  releases  to  register. 

Order  handling  can  be  complex,  particularly  when 
customization  is  required.  The  order  process  starts 
with  a  shopping  cart,  which  is  essentially  a  database 
of  the  user’s  selections. 

An  important  feature  of  virtual  shopping  carts  is  to 


customize  the  look  and  feel  of  stores, 
and  edit  HTML  page  templates. 
Net.Commerce  also  supports  Java 
servlets  — Java  applications  that  act  as 


be  able  to  set  the  time  after  which  a  user’s  shopping 
cart  “expires.”  This  is  needed,  as  users  might  lose 
their  connection  or  their  interest  and  go  away. 

If  users  have  registered  or  logged  on,  you  might 
want  to  allow  them  to  wander  away  and  come  back  to 
their  shopping  carts  on  return.  But  when  the  user  is 
unknown,  it  is  important  to  purge 

expired  shopping  carts  so  dead 
data  doesn’t  accumulate. 

Other  potential  commerce 
server  features  include  discus¬ 
sion  forum  support,  voting  utili¬ 
ties  so  that  users  can  rate  prod¬ 
ucts,  and  questionnaire  services. 

Finally,  there’s  the  issue  of 
security.  If  a  commerce  server  is 
going  to  handle  any  financial 
transactions,  it  is  vital  that  the 
server  be  protected.  Either  Secure  Sockets  Layer  or 
Secure  HyperText  Transfer  Protocol  support  is 
required  to  keep  transactions  private. 

Note  that  relying  on  secure  transaction  protocols 
and  a  well-engineered  server  is  not  enough.  The  com¬ 
merce  server  should  be  behind  a  firewall. 

—  Mark  Gibbs 


Site  Manager,  Store  Manager  and 
Template  Designer  utilities.  With 
them,  you  can  add,  remove  and  man¬ 
age  a  store  or  a  collection  of  stores, 


COMMERCE  SERVER  CHECKLIST 

Before  buying  a  commerce  server,  make  sure  it  offers 
the  following  items: 

©  Database  connectivity 
©  Reporting  and  analysis  tools 
©  Shopping  cart 
©  Secure  connections 
©  Support  for  taxation  software 

Support  for  these  features  is  nice,  but  not  necessary: 

©  Anonymous  shopping 
©  Extensibility 
©  Storefront  models 
©  User  registration 


Web  server  back-end  applications. 

Net.Commerce  comes  with  several 
demonstration  stores,  which  are  invalu¬ 
able  learning  tools.  The  system  is  flexi¬ 
ble  and  customization  is  relatively  easy. 
For  extended  functionality,  the  prod¬ 
uct  offers  the  Internet  Connection 
API,  which  allows  control  over  every 
step  in  the  ordering  process. 

Net.Commerce  is  a  powerful  prod¬ 
uct,  but  it  could  be  considerably  easier 
to  use  if  IBM  provided  the  documenta¬ 
tion  a  commerce  site  manager  needs. 

Domino.Merchant 

Lotus’  Domino.Merchant  com¬ 
merce  server  is  based  on  the  Notes 


riii««Net 


Domino  server.  Alongside  Notes  client 
support,  the  Domino  server  provides 
all  of  the  usual  Web  server  features, 
such  as  HTTP  1.1  and  SSL.  However, 
rather  than  just  supplying  documents 
from  a  disk  store,  Domino  retrieves 
them  from  a  Notes  database. 
Domino.Connect,  a  new  product, 
retrieves  data  from  a  number  of  data¬ 
bases,  including  SAP  North  America, 
Inc.’s  R3,  CICS,  DB2  and  those  com¬ 
pliant  with  ODBC. 

Installation,  a  mere  three  hours  if 


you  know  what  you’re  doing,  turns 
nightmarish  if  you’re  not  intimately 
familiar  with  Notes  and  Domino. 

You’ll  need  to  do  a  lot  of  reading 
and  research  to  become  competent  in 
modifying  and  managing  a  Notes  and 
Domino. Merchant  installation.  While 
the  Domino  documentation  is  volumi¬ 
nous,  the  Domino. Merchant  docu¬ 
mentation  is  far  too  brief. 

This  points  up  the  issue  that  Domi¬ 
no. Merchant  isn’t  suitable  for  organi¬ 
zations  that  aren’t  committed  to 


Notes.  Lotus’  view  of  how  groupware 
should  operate  and  how  data  should 
be  handled  significantly  differs  from 
other  vendor  models. 

The  process  of  building  Web  com¬ 
merce  content  is  part  of  Notes.  You 
can  apply  an  approval  process  to 
ensure  that  Web  content  is  approved 
before  it  becomes  publicly  visible.  This 
is  done  through  standard  Notes  fea¬ 
tures  and  can  be  modified  to  be  as 
simple  or  as  complex  as  you  require. 

Once  Domino. Merchant  is  installed, 


Site  Server  Version  2.0 

Enterprise  Edition 


$4,995  per  server,  $495 
per  domain  access  license 


Windows  NT  4.0, 133-MHz  Pentium  or  Alpha 
processor,  64M  bytes  minimum  (128M  bytes 
recommended),  600M  bytes  of  disk  space. 


Net  Commerce  Version  2.0  $4,995  per  store  Windows  NT  4.0  or  A1X.  Under  NT,  requires 

166-MHz  Pentium  with  64M  bytes  of  RAM, 
100M  bytes  of  disk  space. 


Domlno.Merchant  Version  1.1 
cD&E 


$1,295,  $1,995  when 
bundled  with  Domino  4.5a 


IBM 


Lotus 


Windows  NT,  AIX,  HP-UX,  NetWare,  OS/2  or 
Solaris.  Under  NT,  requires  133-MHz  Pentium 
with  64M  bytes  of  RAM,  15M  bytes  of  disk 
space  plus  50M  bytes  of  free  space  for 
boildlng  the  system. 

•Rating  is  based  on  the  value  for  money,  usefulness  in  an  intranet/extranet  environment  and  quality.  1  is  poor  and  5  is  excellent. 


(800)  426-9400; 
backofflce.microsoft.com 
/products/sitesenrerE/ 


(800)  426-3333;  3.33 

www.internetibm.com/ 

commercepoint/net. 

commerce/ 

(800)  343-5415;  2.67 

www.netlotus.com/ 

action4/merchantn$f 


you  can  start  adding  content.  You  can 
import  an  existing  site  and  modify  it  to 
use  the  Domino. Merchant  facilities  or 
build  the  site  directly  through  the  Site- 
Creator  system,  which  is  based  on  the 
wizard-like  Domino.Action. 

Unlike  the  other  products,  Domino. 
Merchant  doesn’t  include  any  demon¬ 
stration  stores,  which  makes  it  difficult 
to  learn  how  to  control  and  build  your 
own  shop.  Another  deficiency  is  that 
reporting  and  usage  analysis  are  limit¬ 
ed  to  data  that  can  be  generated 
through  the  Notes  client. 

Domino. Merchant  supports  SSL  3.0 
and  works  with  the  CyberCash  pay¬ 
ment  system  and  Taxware’s  taxation 
support  software. 

It’s  worth  noting  that  Microsoft’s 
Internet  Explorer  4.0  won’t  communi¬ 
cate  with  Domino. Merchant’s  SSL  ser¬ 
vice  when  you  configure  the  products 
with  self-signed  certificates.  The 
browser  only  recognizes  certificates 
from  commercial  certification  authori¬ 
ties.  This  means  that  a  public  imple¬ 
mentation  of  Domino. Merchant  must 
have  a  commercial  certificate  to  func¬ 
tion  properly. 

Lotus  pitches  Domino. Merchant 
for  small  to  medium-size  businesses, 
but  given  its  complexity,  few  such 
companies  could  make  the  system 
really  pay  off.  © 


May  we  suggest  a  more  civilized  response? 


THE  ONLY 
COMPANY 
WITH  AN 


CERTIFIED 

FIREWALL* 


SecurlT  FIREWALL *  is  the  first  and  only  commercially  available  firewall  to  hold  a  Common  Criteria 
(CC)  rating  from  the  U.S.  National  Security  Agency,  the  Canadian  Communications  Security  Establish¬ 
ment  and  the  U.K.  Communications  Security  Group.  It’s  certified  to  beat  hackers  to  the  punch  so 
you  don’t  have  to. 

SecurlT  ACCESS  safeguards  the  confidentiality  and  integrity  of  electronic  communications  between  private  net¬ 
works  and  remote  users.  And  SecurlT  AUDIT  identifies  common  security  loopholes  in  firewalls,  public  servers  (WWW, 
FTP)  and  private  networks,  and  recommends  ways  to  secure  them  from  remote  access  attacks. 

Hackers  deserve  a  knuckle  sandwich.  But  there’s  a  better  way.The  Milkyway.  If  you’re  mad 
and  you  don’t  want  to  take  it  any  more,  order  your  free  information  kit  now. 


Call  1-800-206-0922  or  visit  us  at  www.milkyway.com/mags/netwworld.html 


Entrust 


Entrust-Rcady  is  a  trademark  of  Entrust  Technologies  Limited 


MILSCVWAY 


N  ETW0  RKS 


Brutally  effective  network  security. 

Circle  Reader  Service  #8 


•SecurlT  FIREWALL  (Black  Hole™)  for  SunOS  V.  3.01E2. 

Milkyway  Networks  and  Black  Hole  are  trademarks  of  Milkyway  Networks  Corporation 
©  Copyright  1997  Milkyway  Networks  Corporation.  All  rights  reserved. 


jM  executing 


ou  can  tell  when  a  technology  has  caught  on  when  corporations  start  assigning 
job  titles  that  relate  to  it.  We  tracked  dozen  some  Web-oriented  executives,  many 
of  zuliom  have  the  words  “electronic  commerce”  in  their  job  descriptions,  if  not 
on  their  business  cards.  We  asked  these  early  players  to  share  zvhat  they  re  doing 
with  e-commerce,  what  it’s  doing  for  them  and  their  business  partners,  and 
what,  in  the  Webbed  zcorld,  might  come  next. 


Focus:  Fruit  of  the  Loom 
management  took  on  major 
e-commerce  initiatives  to 
improve  productivity  and 
communications  with  our 
supply  chain  distribution 
using  EDI,  VMI,  Internet 
Web  sites,  extranets,  e-mail, 
push  channels  and  an 
intranet.  These  initiatives 
require  common  direction, 
strategy  and  customer  ser¬ 
vice  resolution  of  issues. 

Business  expansion  using 
the  Internet  and  intranet 
allows  for  profit  margin 
improvements  at  Fruit  of 
the  Loom.  At  the  same 
time,  our  internal  produc¬ 
tivity  improves  and  allows  us 
to  maintain  or  reduce 
resource  costs. 

Why  e-commerce  is  a  priority:  Our  goal  is  to  improve 
supply  chain  productivity,  both  within  Fruit  of  the 
Loom  and  with  customers.  We  want  to  utilize  the 
Internet  as  a  markedng  and  sales  channel,  to  support 
and  improve  distributor/ wholesaler  customer  rela¬ 
tions  and  communications.  We  want  to  make  it  easy  to 
do  business  with  Fruit  of  the  Loom  through  integrat¬ 
ing  systems. 

Ongoing  challenges:  In  building  distributor/whole¬ 
saler  Web  sites,  we’ve  encountered  the  challenge  of 
interfacing  into  a  variety  of  back-office  systems. 

Also,  intranet  development  is  resource-intensive.  It 
brings  a  host  of  strong  attitudes,  mind-sets  and  ideas 
from  every  aspect  to  control  and  manage  resources. 

The  key  element  of  success  is  to  reduce  control 
and  fear  factors  enough  to  get  lots  of  stuff  done.  Let 
the  Wild  West  be  wild.  Embrace  and  provide 
resources  in  die  direction  needed  to  accomplish  the 
company’s  initiatives  and  business  goals. 


Focus:  (Campbell)  We’re 
Webifying  our  electronic 
data  interchange  [EDI]  sys¬ 
tem  for  customers  and  sup¬ 
pliers.  We  are  automating 
much  of  the  ordering  and 
shipping  process;  customers 
will  be  able  to  log  on  and 
check  the  status  of  orders  by 
drawing  information  from 
the  factory  floor.  The  system 
is  called  TIME,  for  Total 
Interactive  Manufacturing 
Environment.  On  the  sup¬ 
plier  side,  we  want  to  pro¬ 
vide  EDI/  Web  technologies 
to  automate  all  outgoing 
and  procurement  processes. 

Why  e-commerce  is  a  priority: 
(Campbell)  We  anticipate 
cost  savings.  We’ve  had  such 
huge  cost-savings  with  EDI 
[since  1992].  What’s  killing 
us  is  that  we  do  a  lot  of 
transactions  with  smaller 
shops  that  don’t  want  to  pay 
for  the  EDI  equipment  and 
learning  curve.  The  Web- 
based  transaction,  with 
translation  to  our  existing 
EDI  application,  is  the  way 
to  reach  them. 

Customers  want  that 
secure,  real-time  application  that  lets  them  see  how 
their  products  are  doing.  Our  market  is  so  competi¬ 
tive,  we  cannot  afford  to  miss  this  opportunity. 

TIME  was  developed  to  expedite  the  ramp  to  vol¬ 
ume  and  reduce  the  time  to  market.  We  give  our  cus¬ 
tomers  access  to  real-time  reporting  over  the  Web  in  a 
secure  environment.  It’s  password-protected  and  uses 
SSL  [Secure  Sockets  Layer] .  We  heard  from  cus- 


Director,  electronic 
commerce,  systems 
development 

FTL  Systems,  Inc.,  a 
division  of  Fruit  of 
the  Loom,  Inc., 
Bowling  Green,  Ky. 


Senior  business 
systems  analyst/EDI 


Lead  of  manufactur¬ 
ing  execution  systems 
and  Web  develop¬ 
ment 

Avex  Electronics,  Inc., 
Huntsville,  Ala. 


tomers  how  hard  it  is  sometimes  to  get  status  informa¬ 
tion  on  manufacturing  jobs,  so  being  able  to  offer 
that  over  the  Web  is  a  real  advantage. 

Ongoing  challenges:  (Parkes)  When  you’re  building 
products,  there  are  so  many  different  ways  to  do 
things  that  you  can’t  say  something  will  never  change. 
We  had  to  make  sure  there  was  room  at  the  work 
area,  where  they’re  testing  boards,  for  the  PC  and  the 
scanner  equipment  for  this  system.  We  had  to  make 
sure  our  operators  were  comfortable  with  the  system, 
and  that  we  broke  through  language  barriers. 

We  want  to  streamline  it  even  more  —  the  system 
we  have  slx  months  from  now  is  going  to  be  different 
from  what  we  have  today.  Our  developers  are  starting 
to  write  in  Java,  and  we’re  looking  into  network  com¬ 
puters.  We’ll  be  able  to  add  more  detailed  reports  as 
the  system  grows  and  as  customers  request  them. 

(Campbell)  When  it  comes  to  developing  EDI/Web 
solutions,  suppliers  are  still  skeptical  about  security, 
timing  and  tracking  issues.  We  have  to  prove  that 
their  concerns  have  been  addressed  and  that  this 
technology  will  not  replace,  but  enhance,  EDI. 


Focus:  We  have  two.  The 
more  mature  is  the  con¬ 
sumer-oriented  side,  empha¬ 
sizing  the  Internet.  The 
other  dimension  is  business- 
to-business  commerce,  the 
Visa  purchase  card  and  cor¬ 
porate  cards.  A  lot  of  the 
fundamentals  are  the  same, 
which  comes  down  to  what 
value  Visa  can  add. 

We  look  direcdy  at  how 
we  can  provide  the  same 
level  of  integrity,  trust  and 
confidence  to  both  con¬ 
sumer  and  merchant  when 
they’re  on  opposite  sides  of 
the  world  using  computers 
to  talk  with  each  other.  We’re  using  technologies  and 
processes  to  reinforce  existing  policies  and  rules. 

Why  e-commerce  is  a  priority:  We  look  at  the  benefit  of 
these  transactions  to  be  realized  mosdy  by  suppliers 
and  purchasers.  Look  at  the  cost  of  conducting  a  pur¬ 
chase  transaction  in  the  physical  world  today,  with  all 
the  purchase  order  processing,  validation,  billing  and 
so  on.  If  they  can  move  into  an  environment  in  which 
they  can  use  networks  in  automation  of  transactions, 
they  can  reduce  costs  significantly.  This  helps  Visa 
because  it  allows  us  to  broaden  support  for  business- 
to-business  transactions,  and  so  gain  greater  volume. 

Ongoing  challenges:  Security  and  authentication  are 
important  issues.  The  SET  [Secure  Electronic  Trans¬ 
actions]  standard  supports  both  the  consumer  and 
business  sides,  but  SET  is  not  yet  involved  in  support¬ 
ing  some  of  the  unique  roles  in  commercial  transac¬ 
tions.  For  example,  for  a  corporation  to  authenticate 
its  employees  under  the  security  structure,  each  card 
is  a  separate  account,  but  a  corporation  may  prefer  a 
shared  business  account  that  identifies  individuals. 

Merchants  should  think  about  how  their  businesses 
will  use  and  add  value  to  this  channel.  Benefits  of 
Internet  commerce  are  global  access  and  distribution, 
so  participating  in  standards  will  expand  the  growth 
potential  of  global  networks  and  everyone  wins.  © 


Senior  vice  president, 


Internet  commerce 

Visa  International, 
Inc.,  Foster  City,  Calif. 
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New  tools  are  emerging  for  Web-based  transaction  processing,  but 
conducting  e-commerce  remains  a  complex  issue. 


BY  JOHN  COX 


ith  thoughts  of  electronic  commerce 
whirling  around  the  corridors  of  many 
corporations,  changes  are  in  the  wind 
for  external  and  internal  Web  sites. 

That’s  because  electronic  commerce  isn’t 
possible  without  the  ability  to  do  transactions 
—  to  update  or  change  databases,  not  just  read  them  —  and  most 
existing  Web  sites  don ’t  support  this  capability. 

Today,  most  users  on  a  Web  can  only  read  static  HTML  docu- 


called  “state”  —  so  a  transac¬ 
tion  can  consist  of  several  sep¬ 
arate  actions  taken  by  a  user. 
It  also  provides  integrity  for 
the  transaction  so  customers 
aren’t  charged  for  a  pur¬ 
chase  that’s  never  recorded. 
Transaction  software  also 
typically  includes  security  fea¬ 
tures,  supports  other  security  products 
or  does  both.  Finally,  transaction  mid¬ 
dleware  can  run  on  several  servers, 
so  you  can  add  servers  as  the  traffic 
load  increases  and  balance  the  load 
among  them. 


Tuxedo  falls  into  this  category. 

Third,  a  new  breed  of  transaction 
servers,  sometimes  called  application 
servers,  for  Web  environments  is 
emerging.  The  products  typically  have 
connections  to  a  Web  server,  a  visual 
development  environment  for  creating 
business  logic,  transaction  and  security 
services  and  an  array  of  built-in  con¬ 
nections  to  data  servers  and  mainframe 
transaction  systems  such  as  IBM’s  CICS. 

But  the  new  tools  are  just  that  — 
new.  And,  as  Natis  warns,  “there  is 
no  established  way  of  building  these 
systems.” 


ments.  Some  more  sophisticated  sites  forge  a  read-only  link  to  a 
database;  in  response  to  information  in  a  Web  form,  the  database 
executes  a  query  and  packages  the  results  in  HTML. 


“Our  entire  world  is  moving  to 
Internet  communications.  You 
need  to  retain  your  customer.  If 
you  don’t,  someone  else  will.  ” 

-  Fima  Katz,  chief  technology  officer, 

Concorde  Solutions 


■ 


With  true  transaction  processing, 
users  actually  can  take  action  based  on 
what  they  read.  Consumers  can  place 
an  order,  brokerage  customers  can 
make  a  stock  trade,  and  suppliers  can 
update  a  manufacturing  database, 
which,  in  turn,  would  alter  a  produc¬ 
tion  schedule.  These  capabilities  equal¬ 
ly  apply  to  users  accessing  a  Web  site 
via  the  Internet  or  an  intranet. 

Now,  Web  and  transaction  process¬ 
ing  technologies  are  starting  to  con¬ 
verge,  forcing  changes  in  static,  docu¬ 
ment-oriented  Web  environments,  says 
James  Chong,  vice  president  of  transac¬ 
tion  processing  architecture  at  discount 
brokerage  giant  Charles  Schwab  &  Co., 
of  San  Francisco. 

The  transition  to  Web-based  online 
transaction  processing  calls  for  differ¬ 


ent  application  architectures,  agrees 
Yafim  Natis,  research  director  at  Gart¬ 
ner  Group,  Inc.,  a  market  research 
firm  in  Stamford,  Conn.  “To  support 
the  Web  well,  an  application  needs  to 
be  built  in  a  three-tier  manner:  the 
user  interface  on  the  browser,  the  busi¬ 
ness  [or  application]  logic  on  a  mid¬ 
dle-tier  server  and  the  data 
on  a  back-end  data  server,”  he  says. 

The  key  issue  is  to  insulate  the 
middle-tier  business  logic  from  the 
clients  and  back-end  data  servers,  Natis 
says.  By  doing  so,  companies  can  make 
changes  at  any  tier  without  affecting 
the  others.  Besides  running  the  busi¬ 
ness  logic,  the  middle  tier  hosts  some 
transaction  middleware.  This  type  of 
software  does  several  things.  For  one,  it 
gives  the  Web  a  memory  —  technically 


Transacting;  Web  business 

Transaction  middleware  falls  into 
three  broad  classes.  The  first  is  home¬ 
made:  A  good  percentage  of  the  Web 
transaction  systems  running  today  are 
built  from  scratch.  The  second  class 
comprises  transaction  processing  moni¬ 
tors  that  are  outfitted  with  additional 
software  to  handle  requests  submitted 
via  Web  servers.  BEA  Systems,  Inc.’s 


That  didn’t  stop  Sabre  and  World¬ 
view  Systems  Corp.  from  rebuilding 
their  Travelocity  travel  and  reservation 
site  (www.travelocity.com)  using  one  of 
the  new  transaction  servers.  “When  we 
first  created  the  Travelocity  Web  site, 
everything  was  static  HTML  files.  Now 
everything  is  dynamically  generated 
from  a  database,”  says  David  Kirisfaihet, 
senior  director,  product  development 
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at  Worldview,  of  San  Francisco. 

To  get  from  passive  HTML  publish¬ 
ing  to  dynamic  Web  transaction  pro¬ 
cessing,  the  partners  implemented  Kiva 
Enterprise  Server  from  Kiva  Software 
Corp.,  of  Mountain  View,  Calif.  In 
between,  Travelocity  could  handle 
some  transactions  via  programs  written 
in  Perl  and  use  of  the  Common 
Gateway  Interface  (CGI).  But  that  took 
a  heavy  toll  on  computer  performance 
as  traffic  increased,  Kinsfather  says. 


The  Kiva-based  application  architec¬ 
ture  delivers  much  better  performance 
than  the  previous  site.  It  lets  Travel¬ 
ocity  surfers  order  products  from  an 
online  mall.  Just  as  important,  these 
users  now  have  a  much  more  interac¬ 
tive  experience.  For  example,  they  can 
rate  the  content,  add  restaurant  review 
comments  and  participate  in  other 
ways  that  require  database  changes, 
Kinsfather  says. 

Banking  on  Web  commerce 

Many  electronic  commerce  aspirants 
don’t  have  the  luxury  of  building  new 
Web  transaction  processing  systems.  A 
lot  of  companies,  including  Bank  of 
America,  have  to  many  existing  trans¬ 
action  systems  to  new  Web  front  ends 
to  keep  pace  with  customers. 

Bank  of  America  would  like  to  move 
as  many  business  customers  to  Internet 
banking  as  possible,  says  Fima  Katz, 
chief  technology  officer  for  Concorde 
Solutions,  Inc.,  a  Bank  of  America 
technology  subsidiary  in  Concord, 
Calif.  The  firm  has  developed  software 
that  lets  about  5,000  Bank  of  America 
customers  use  a  browser  to  do  almost 
anything  with  their  accounts  —  trans¬ 
fer  funds,  change  addresses  and  apply 
for  increased  credit  lines,  for  example. 
Each  of  these  actions  requires  at  least 
one  database  change. 

“Our  customers  will  be  accessing  six 
different  [host]  data  sources,”  Katz 
says.  “We  need  transactional  integrity 


among  all  these  systems.” 

To  do  this,  Concorde  is  using 
Hitachi  Data  Systems,  Inc.’s  TPBroker, 
an  object  request  broker  (ORB)  that 
supports  the  Object  Transaction 
Service  specified  in  the  Common 
Object  Request  Broker  Architecture 
(CORBA) .  Programmers  can  write  new 
business  logic  in  the  form  of  reusable 
software  objects  and  combine  these 
with  other  objects  that  act  as  inter¬ 
faces  to  existing  back-end  transactions. 


TPBroker  manages  these  interactions. 

Concorde  is  on  the  bleeding  edge 
of  distributed  object  technology  based 
on  the  CORBA  standards.  “It  will  still 
probably  take  a  couple  of  years  before 
CORBA  is  [fully]  robust  and  scal¬ 
able,”  Katz  says. 

Given  this  state,  most  companies 
looking  at  Web  transactions  plan  a 
more  evolutionary  approach. 

Schwab,  for  example,  gradually  is 
bringing  CORBA  into  the  Schwab 
Now  (www.schwabnow.com)  Internet 
trading  system  it  began  offering  in 
mid-1996.  Instead  of  using  an  ORB, 
Schwab  relies  on  the  proven  capabili¬ 
ties  of  IBM’s  CICS/ 6000  running  on 
IBM  SP2  parallel  computers. 

The  Schwab  Now  middle  tier  con¬ 
sists  of  protected  Web  servers  that 
pass  requests  to  CICS/6000  and  to  a 
layer  of  software  components  written 
in  Java.  “All  major  transaction  func¬ 
tions  are  grouped  here  as  Java  class 
libraries,”  Chong  says.  The  reusable 
libraries  let  programmers  quickly  and 
consistently  access  mainframe-based 
transactions  and  data. 

IBM  is  working  closely  with  Schwab 
to  implement  all  CICS  services  as  Java 
class  libraries.  That  means  any  Java 
program  can  have  the  privileges  of  a 
classic  COBOL  CICS  program.  “It’s 
very  powerful  —  you  write  a  simple 
Java  wrapper  and  turn  your  mainframe 
legacy  transaction  functions  into  a  true 
CORBA  object,”  Chong  says. 


The  real  power  of  this  approach 
comes  as  Schwab  makes  use  of  the 
middle  tier  of  JavaBeans.  Schwab  uses 
a  program  from  Sun  Microsystems, 
Inc.’s  JavaSoft  that  bridges  between 
Microsoft  Corp.’s  ActiveX  Controls  and 
JavaBeans.  It  makes 
JavaBeans  components  cre¬ 
ated  in  this  middle  transac¬ 
tion  layer  appear  to  employ¬ 
ees  as  objects  based  on 
Microsoft’s  Component 
Object  Model  (COM). 

“You  can  take  that  same 
Java  wrapper  around  the 
mainframe  function  and 
make  this  visible  as  a  COM 
object  to  a  Windows  pro¬ 
gram  on  our  NT  desk¬ 
tops,”  Chong  says.  “We 
can  use  Visual  Basic,  for 
example,  to  quickly  build 
a  new  prototype  applica¬ 
tion  that  functions  as  a 
true  transaction.” 

None  of  these  solutions 
is  easy.  “There’ll  be  no 
turnkey  solutions  for  a  long  time,” 
warns  Henry  Bertolon,  president, 

CEO  and  cofounder  of  NECX,  a 
Peabody,  Mass.,  high-tech  commodi¬ 
ties  trader.  The  company  in  1996 
introduced  NECX  Direct  (www.necx. 
com) ,  a  Web  site  that  lets  customers 
browse  a  catalog  of  computers  and 
parts  and  place  orders. 

NECX  Direct  uses  HTML,  CGI  pro¬ 
grams,  a  proprietary  system  for  sifting 
product  information  into  a  Web  cata¬ 
log,  Netscape  Communications  Corp.’s 
Commerce  Server  for  the  Web  site, 
links  to  third-party,  online  credit¬ 
checking  and  credit  card  processing 


services,  and  a  FoxPro  database  that 
passes  transaction  information  back  to 
the  NECX  back-office  systems  on  which 
the  transactions  are  executed.  A  com¬ 
plex  set  of  programs  tracks  order  status. 

“There  is  high  maintenance  for  this 


system  because  it’s  a  complete  patch- 
work,”  Bertolon  says.  “We’re  doing 
more  maintenance  and  less  production 
development  than  we’d  like.” 

NECX  is  recreating  key  parts  of  the 
system  in  Java  and  plans  to  deploy  a 


scalable  transaction  processing  moni¬ 
tor.  This  should  make  the  system  not 
only  scale  more  easily,  but  also  handle 
greater  throughput  more  efficiently 
and  capably,  Bertolon  says. 

The  convergence  Schwab’s  Chong 
speaks  of  —  the  marriage  of  the  Web 
and  transaction  processing  —  may  be 
creating  a  new  view  of  what  transac¬ 
tions  are,  says  Chris  Christian,  a  princi¬ 
pal  with  CRC  Business  Solutions,  Inc., 
an  Oakland,  Calif.,  systems  integrator. 

“Once  people  see  information,  they 
want  to  be  able  to  act  on  it,”  Christian 
says.  “The  actions  they  want  to  take  are 
not  just  discrete  actions  like  recording 


a  customer  payment.  Rather,  they  are 
actions  that  create  a  collaborative  flow 
of  work  —  a  set  of  transactions  that  go 
through  a  history  of  states.  To  me,  this 
is  a  database.  And  this  is  a  completely 
new  view  of  transactions.’  a 


PICKING  WEB  TRANSACTION  PRODUCTS 

When  it  comes  to  Web  transaction  servers,  you  have  two  ways  to  go.  You  can  get  the  new  breed  of  transaction 
servers  that  include  an  application  development  environment  or  a  Webized  version  of  existing  transaction 
processing  monitors.  Here's  a  sampling  of  products  in  both  categories: 

I  Transaction  servers/development  environments 


Caprera 

Tactica  Corp.,  Portland,  Ore. 

(800)  831-6161;  www.tactica.com 

Kiva  Enterprise  Server 

Kiva  Software  Corp., 

Mountain  View,  Calif. 

(415)  526-3900;  www.kivasoft.com 

Prolifics 

Prolifics,  a  subsidiary  of  Jyacc,  Inc., 
New  York 

(800)  458-3313;  www.prolifics.com 

WebSpeed 

Progress  Software  Corp., 

Bedford,  Mass. 

(781)  280-4000;  www.progress.com 

Transaction  processing  monitors 

BEA  Tuxedo 

BEA  Systems,  Inc.,  Sunnyvale,  Calif. 

(408)  743-4000;  www.beasys.com 

CICS;  Transarc  Encine 

IBM 

(800)  426-3333;  www.ibm.com 

Top  End 

NCR  Corp.,  Dayton,  Ohio 

(937)  445-5000;  www.ncr.com 

Note:  Database  vendors  such  as  Microsoft  Corp.,  Oracle  Corp.  and  Sybase,  Inc.  have  introduced  middle-tier  servers 
to  run  application  logic  and  coordinate  transactions  over  multiple  databases.  The  products  are  Microsoft  Transaction 
Server,  Oracle  Web  Application  Server  and  Sybase  Component  Transaction  Server,  respectively. 


“The  big  issues  addressed 


by  Web  transaction 
servers  are  adequate 
performance  and 
redundancy  —  if 
some  part  of  the  system 
goes  down,  the  site 
has  to  remain  up.  ” 


OH  1 


-  David  Kinsfather,  senior  director,  product 
development,  Worldview 


WEB  TRANSACTIONS:  TODAY  AND  TOMORROW 

For  Web-based  e-commerce  to  succeed,  static,  read-only  sites  dominating  the  Web  today  need  to  be 
supplanted  by  dynamic,  interactive  sites  that  take  advantage  of  the  latest  transaction  processing  technology. 


Customer  PC  with 
Web  browser 


HTML  documents 


%  as 


Web  server 


Web  server 


World  Wide  Web 


Interactive  links 


Transaction  server 
Programs: 

Order  entry 
Credit  check 
Inventory  update 
Interface  to 
accounting 

i 

Database  links 


Read-only  queries 


Database 

Today.  Sophisticated  commerce  sites  offer  custo¬ 
mers  read-only  links  to  databases.  In  response  to 
information  submitted  in  a  Web  form,  the  database 
executes  a  query  and  packages  the  results  in  HTML 
for  reading  by  the  customer’s  browser. 


u 


Unix  databases  Mainframe  data  and  transactions 

Tomorrow:  Commerce  sites,  built  using  new 
transaction  servers  that  host  business  logic  and 
integrate  with  legacy  systems,  will  let  customers  take 
action  based  on  the  information  delivered  to  them  in 
HTML  forms. 
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BY  PEGGY  WATT 

Office  supply  giant 
Corporate  Express ,  Inc.  is 
looking  at  electronic  com¬ 
merce  as  a  way  to 
support  its  just-in-time 
tactics  and  continue  its 
explosive  growth. 


tJ 

fi 
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title  guys  often  thrive  by  making  up 
in  speed  and  creativity  what  they  lack 
in  size.  Following  this  strategy  has 
landed  Corporate  Express,  Inc. 
among  big  competitors,  which 
has  forced  it  to  be  quicker  and 


more  imaginative  than  ever. 

That’s  why  this  booming  office  supply  com¬ 
pany  has  turned  to  electronic  commerce. 

The  tale  of  Corporate  Express  ’  success 
reads  like  an  American  dream.  Founder 
firka  Rysavy  started  with  an  1 1 -employee, 
money-losing  local  office  supply  store  he 
bought  in  1987 for  $ 100  and  assumption 
of  $ 15,000  in  overdue  accounts  on  about 
$300,  OOO  a  year  in  sales.  He  broadened  the 
company ’s  approach  and  its  sales  and 
turned  it  into  a  $1  billion  multinational 
corporation  by  1995. 


Corporate  Express  hit  $3  billion  this  year,  largely  by 
spending  more  than  $200  million  on  acquisitions. 
Today  the  company,  of  Broomfield,  Colo.,  employs 
30,000  people  in  more  than  700  locations  worldwide. 

The  tricks  the  office  goods  supplier  learned  about 
being  fast  and  efficient  still  apply,  especially  as  Cor¬ 
porate  Express  launches  an  extranet-based  electronic 
commerce  system.  Its  aim  is  to  peel  yet  another  layer  of 
purchasing  bureaucracy  off  the  already  lean  process 
that  has  helped  fuel  the  firm’s  exponential  growth. 

Corporate  Express’  philosophy  is  to  pare  down  the 


The  Corporate  Express  E-Way  team  has  dedveloped  an  e-commerce 
application  designed  to  reflect  the  company’s  efficient,  lean  style. 
Team  members  include  from  left:  David  Leonard,  Mike  Jones,  Danielle 
Johnson,  Jim  Lyons  and  Jennifer  Maher. 


WIRANJEJ  N.OVF.MiSf.R  399 


25 


ruxrsRSNet 


participants  in  routine  business  pur¬ 
chases,  enabling  lower  prices  for  cus¬ 
tomers  and  less  cost  -  and  bigger  profit 
-  for  itself.  The  method  eliminates  sev¬ 
eral  middlemen,  notably  customer 
inventory  and  retail  storefronts. 
Customers  order  basic  office  products 
such  as  pencils,  paper  and  floppy  disks, 
and  even  cleaning  materials  and  furni¬ 
ture,  through  the  Corporate  Express 
clearinghouse,  which  usually  provides 
next-day  delivery. 

Customers  don’t  keep  inventory 


because  Corporate  Express  delivers  the 
goods  from  its  regional  warehouses, 
and  occasionally  directly  from  manu¬ 
facturers. 

The  largest  customers  have  standing 
shipment  schedules  for  common  goods. 

Oracle  Corp.,  for  example,  receives 
regular  deliveries  of  paper  at  its  Red¬ 
wood  Shores,  Calif.,  campus. 

Exploiting  technology 

Automating  procedures  to  stream¬ 
line  and  save  costs  has  been  a  part  of 


Corporate  Express’  approach  since  its 
inception.  Using  technological  tools 
also  has  been  an  integral  part  of  the 
company’s  approach.  Customers  have 
long  been  able  to  place  orders  by  fax 
as  well  as  phone,  so  an  online  order 
placement  system,  based  on  propri¬ 
etary  technology,  was  a  natural  step 
nearly  two  years  ago.  The  latest  version 
uses  the  World  Wide  Web  as  the  inter¬ 
network  and  takes  advantage  of  the 
proliferation  of  browsers  to  make  the 
process  quicker  and  more  efficient. 


“At  the  executive  level,  technology  is 
one  of  our  core  competencies,”  says 
Jennifer  Maher,  director  of  new  media 
at  Corporate  Express.  “Without  tech¬ 
nology,  we  are  another  company  with 
trucks  and  routes.  The  technology  is 
more  than  just  an  enabler."  Electronic 
commerce,  Maher  says,  is  a  critical  part 
of  Corporate  Express’  strategy. 

Internet-based  commerce  logically 
grows  from  Corporate  Express’  empha¬ 
sis  on  computer  tools.  Corporate  Ex¬ 
press’  earliest  inventory  systems  were 
home-grown  automated  applications 
designed  by  a  computer  whiz  boyhood 
friend  of  the  founder.  Rysavy  wanted  to 
streamline  inventory  and  boost  the 
small  profit  from  each  office  supply 
product  he  sold.  With  his  programmer 
buddy  Pavel  Bouska,  Rysavy  invested 
most  of  the  company’s  early  cash  flow 
in  computer  systems. 

The  company  adopted  its  first  PC- 
based  computerized  customer  supply 
programs  in  1989;  the  systems  have 
steadily  become  more  sophisticated 
ever  since.  The  back-end  infrastructure 
that  today  forms  the  basis  of  its  elec¬ 
tronic  commerce  application  first  came 
online  in  1994  using  a  proprietary 
client  interface. 

Customers  dialed  in  and  placed 
orders,  and  the  system  immediately 
checked  those  orders  against  inventory. 
If  supplies  were  available,  the  system 
transmitted  two  copies  of  the  order: 
one  to  billing,  the  other  to  the  ware¬ 
house,  noting  the  supplies’  storage  site. 


CORPORATE  INTRANET  USERS  ROAD  TEST  E-WAY  FEATURES 

The  corporate  intranet,  which  houses  in  a  demilitarized  zone  the  company’s  electronic  commerce  applica¬ 
tions,  is  sometimes  a  trial  site  for  extranet  functions.  It  provides  the  basic  communications  and  informa¬ 
tion-sharing  functions  of  any  corporate  intranet,  but  reflects  the  Corporate  Express  emphasis  on  efficient 
use  of  resources. 

For  example,  employees  are  encouraged  to  enter  biographical  information  in  the  corporate  directory, 
essentially  building  simple  home  pages.  This  way,  users  can  search  for  special  skills  among  their 
colleagues,  such  as  fluency  in  a  foreign  language  or  other  abilities  that  may  he  outside  their  job  descrip¬ 
tions,  but  may  be  handy  for  Corporate  Express. 

“We  want  to  create  a  knowledge  base  that  will  help  us  draw  on  our  employees’  hidden  skills,”  says 
Jennifer  Maher,  new  media  director. 

The  company  promotes  proenvironmental  practices,  so  the  intranet  is  the  preferred  way  to  distribute  doc¬ 
uments,  rather  than  printing  them  on  paper,  says  Jack  Conroy,  intranet  communications  manager.  Company 
policies  also  advocate  conserving  disk  space. 

“Instead  of  e-mailing  a  document,  we  point  to  one  posted  on  the  intranet,”  says  Conroy.  “It  keeps  us  from 
having  a  dozen  copies  of  a  single  document  on  the  network.” 

Users  can  create  Web  page  content  in  any  application  they  choose,  from  an  HTML  editor  to  a  word  proces¬ 
sor.  The  company  has  adopted  Net-It  Now,  an  HTML  translator  from  Net-It  Software  Corp.,  which  lets  them 
continue  to  edit  the  original  files  and  see  results  immediately  displayed  in  HTML.  The  intranet  runs  on 
Oracle  Corp.’s  Web  server  under  Unix. 
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A  step-by-step  guide  to  Corporate  Express’  electronic  commerce  site 
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Going  E-Way 


An  office  manager  at  a  Corporate  Express,  Inc. 
customer  company  has  checked  the  supply 
cabinet  and  jotted  down  a  shopping  list  of 
basic  office  necessities,  such  as  staples,  pens 
and  memo  pads.  Instead  of  picking  them  up  at 
the  retail  shop  down  the  street,  he  fires  up  his 
browser  and  enters  Corporate  Express’  URL 
—  www.corporate-express.com  —  then  clicks 
on  “Go  Directly  to  E-Way”  to  enter  the  customer 
ordering  system. 
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The  office  manager  logs  on  with  his  own  user 
name  and  password,  so  E-Way  can  identify  where 
to  deliver  the  order,  as  well  as  note  any  custom 
account  information  such  as  spending  limits, 
approval  routing  requirements  and  department 
codes.  His  transactions  are  recorded  with  his 
department  number  in  his  company’s  parent 
account,  so  despite  its  multiple  locations,  the 
company  can  share  an  account  and  enjoy  volume 
discounts. 


Because  most  of  the  items  on  the  shopping  list 
are  frequently  ordered  products,  the  office 
manager  calls  up  a  template  his  company  built 
for  ordering  a  usual  selection.  He  fills  in  the 
quantities  and  deletes  a  few  items  that  aren  't 
needed  this  time.  He  also  could  have  chosen  the 
Data  Entry  Option,  an  order  screen  that  accepts 
product  numbers. 


/ 


Click  on  the  COMMENTS  icon  below  if  you  would  like 
information  on  becoming  a  Corporate  Express  customer  Let 
us  show  you  a  better  way  to  order  office  supplies _ 
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The  office  manager  switches  to  another  order  option,  the  Catalog 
Search  function,  to  search  fora  product  one  worker  requested  by 
brand.  He  scrolls  through  a  list  of  product  categories  in  a  frame, 
and  clicks  to  view  the  catalog  selection,  which  draws  from  his 
company's  lists  of  approved  products. 
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“ Without  technology ,  u;e 
are  dnofhevmcoyipany 
with  trucks  and  routes. 


The  technology  is  more 
than  just  an  enabler.  ” 

Jennifer  Maher,  director  of  new  media. 
Corporate  Express 


If  customers  ordered  something  not  in 
stock,  the  automated  system  checked 
Corporate  Express’  selection  of  online 
catalogs  for  the  lowest  price  and 
placed  the  order. 

“Our  role  is  to  be  the  supply  chain 
manager  for  nonproduction  goods,” 
says  Mike  Jones,  Corporate  Express  vice 
president  of  information  systems  and 
chief  information  officer.  “We  offer  reli¬ 
able  delivery  to  our  customers  so  they 
don’t  need  to  maintain  inventory.” 

The  company’s  goal  is  to  offer  just- 
in-time  inventory  control,  and,  in  fact, 
Corporate  Express  turns  around  inven¬ 
tory  17  times  a  year,  roughly  three 
times  the  average  for  its  industry. 

Web  offers  new  road 

The  company’s  automated  process 
remains  essentially  the  same  today, 
although  Corporate  Express  IT  staff 
has  upgraded  the  equipment.  Cor¬ 
porate  Express  also  supports  standard 
electronic  data  interchange  and  main¬ 
tains  electronic  ordering  systems  on 
PC  and  AS/ 400  systems. 

In  the  past  18  months,  the  company 
has  Webified  its  computer  infrastruc¬ 
ture  and,  in  particular,  has  accommo¬ 
dated  a  browser  interface  to  its  cus¬ 
tomer  order  system.  Last  month,  its 
new  E-Way  for  the  Internet  went 
online. 

The  corporate  commitment  is  signif¬ 
icant.  “Three  and  a  half  years  ago,  we 
had  six  employees  working  on  the  IS 
staff,”  Jones  says.  “Now  250  people  are 


working  on  strategic  sys¬ 
tems.” 

The  biggest  change  was 
replacing  a  proprietary 
interface,  written  in 
Microsoft  Corp.  Visual 
Basic,  necessary  for  cus¬ 
tomers  to  place  orders 
online  with  a  Web-based 
interface. 

Customers  enter  the 
E-Way  extranet  through 
Corporate  Express’  Web 
page.  Corporate  Express 
hosts  E-Way  inside  one 
layer  of  a  firewall,  on  a  so- 
called  demilitarized  zone  within  its  own 
intranet.  Data  access  is  restricted  by 
password,  though  intranet  and  extranet 
queries  draw  the  same  data. 

Corporate  Express  also  provides 
RSA  Data  Security,  Inc.  certification  at 
several  levels,  starting  with  transactions 
between  the  buyer  and  the  internal 
catalog  system,  as  well  as  upon  orders 
transmitted  from  the  customer  to 
Corporate  Express  and  from 
Corporate  Express  to  a  manufacturer. 

The  company  retains  the  back-end 
infrastructure,  and  Dave  Leonard, 
chief  technology  architect,  describes 
the  system  as  a  three-tiered  client/ 
server  configuration.  The  client  com¬ 
ponent  is  the  customer’s  browser 
interface  to  E-Way,  which  presents 
information  via  standard  Web  pages. 
Corporate  Express  runs  Netscape 
Communica-tions  Corp.’s  Commerce 


Server  under  Windows  NT. 

The  Web  pages  link  to  the  back  end, 
which  includes  the  ordering  system 
and  interfaces  to  several  Oracle  data¬ 
bases  that  store  inventory  and  account 
information.  The  Oracle  databases  are 
stored  on  Hewlett-Packard  Co.  servers 
running  HP-UX. 

The  transaction  processing  monitor 
is  Tuxedo  middleware  from  BEA 
Systems,  Inc.,  and  IT  staff  does  custom 
tuning  in  C  and  C++. 

“We  liked  the  mainframe  model  of  a 
central  data  repository  and  thin 
client,”  Jones  says.  “Our  Web  model  is 
not  dissimilar.” 

Because  Corporate  Express’  cus¬ 
tomers  usually  have  Internet  accounts 
and  browsers,  the  companies  can  set 
up  their  online  communications  more 
quickly  than  with  the  proprietary  sys¬ 
tem.  “We  used  to  bring  up  three  cus¬ 


tomers  a  month,  now  we  can  do  three 
a  day,”  Leonard  says. 

Leonard  estimates  that  a  typical 
company  could  shave  about  a  quarter 
of  its  supply  costs  by  adopting  a 
streamlined  electronic  buying  system 
using  E-Way. 

Electronic-assisted  delivery 

The  new  configuration  extends 
Corporate  Express’  trademark  just-in- 
time  service.  During  the  pilot  pro¬ 
gram,  the  combined  technology  satis¬ 
fied  one  particularly  challenging  cus¬ 
tomer. 

Some  U.S.  Navy  ships  come  into 
port  with  only  48  hour  notice,  often 
with  brief  docking  periods,  so  supply 
officers  scramble  all  over  town  to  fill 
the  orders  they  have  accumulated  dur¬ 
ing  months  at  sea.  Two  days  away  from 
docking  in  San  Diego,  a  ship  testing 
E-Way  transmitted  its  supply  orders 
(across  a  satellite-based  Internet  con¬ 
nection)  to  Corporate  Express.  The 
company’s  trucks  were  waiting  at  the 
dock  to  be  unloaded  when  the  ship 
arrived.  The  only  ones  unhappy  were 
the  sailors  who  were  hoping  for  a 
longer  shore  leave,  Leonard  recalls. 

Few  Corporate  Express  customers 
require  satellite  uplinks  to  the  Internet, 
but  Corporate  Express  does  try  to  cus¬ 
tomize  E-Way  for  clients.  For  example, 
users  can  configure  their  access  to  show 
or  hide  product  photos  or  limit  the 
length  of  a  product  description.  They 
can  browse  by  product  type,  name  or 
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E-Way  has  tallied  his  order  throughout  the  online  shoppingtrip;  the  office 
manager  has  entered  his  last  selection  and  clicks  to  close  the  order.  The 
order  screen  appears  with  shipping  and  billing  information.  The  office 
manager  can  enter  or  select  from  customer-specific  reporting  codes. 
When  the  customer  company  set  up  its  E-Way  account,  it  specified  billing 
options.  Customers  can  post  charges  to  the  general  ledger  by  department, 
project  or  type  of  expense. 
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The  office  manager  completes  the  order  and 
sends  a  copy  for  his  manager’s  approval.  The 
company  has  built  designated  spending  levels 
for  individuals,  groups  and  departments  into  its 
account;  agents  forward  orders  to  managers  for 
approval.  The  office  manager  also  will  receive  an 
e-mail  confirmation  when  the  order  goes  through. 
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Entei  a  quantity,  then  use  the  t  ab  key 
to  entei  an  item  numbei  Use  the  tab 
key  to  entei  the  next  line  Click  on  the 
browse  catalog  button  to  lookup  items 
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Thank  Yon  for  using  E-Way. 

E-Way  Order  Number  272  is  awaiting  approval. 

Click  OK  to  notify  ^pywil group 


-jtfeBl  iOocuaatOor. 


E-Way  offers  a  number  of  options  so  customer 
companies  can  tailorthe  screens  and  data  displays. 
Through  this  back-end  infrastructure,  companies  can 
build  a  custom  electronic  catalog  that  meets  the 
organizations’  needs.  For  example,  a  company  can 
encourage  or  require  its  buyers  to  choose  from  a 
designated  list  of  brands  that  meet  criteria  ranging 
from  price,  use  of  recycled  materials  or  sale  by 
minority-  or  women-owned  businesses.  This  master 
screen  shows  a  selection  of  products  and,  in  the 
frame,  the  customer's  options  for  customizing  the 
catalog. 
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specific  manufacturer. 

Also,  the  online  catalog  is  dotted 
with  icons  that  designate  particular 
products  as  recycled,  sold  by  minority- 
owned  businesses,  or  marked  down  in 
price,  depending  on  the  customer’s 
interest. 

“We  wanted  a  very  customer-centric 
distribution  system,”  Jones  says.  E-Way 


can  generate  reports  for  customers  in 
the  format  of  their  choice,  such  as  a 
spreadsheet,  File  Transfer  Protocol- 
accessible  file,  or  even  saved  to  disk 
and  shipped  instead  of  transmitted. 

E-Way  customers  can  build  tem¬ 
plates  to  customize  the  service  for 
their  businesses  and  design  forms  for 
common  orders,  such  as  trade  show 


supplies  or  rush  orders,  Leonard  says. 

For  example,  a  company  may  imple¬ 
ment  business  rules  that  limit  spending 
by  particular  employees  or  restrict  the 
type  of  orders.  Corporate  Express  staff 
can  help  them  configure  the  system  so 
a  copy  of  each  order  goes  to  the  user’s 
supervisor  and  triggers  status  reports, 
by  e-mail,  fax,  hard  copy  or  other 


Distributed  Servers 

The  RS 1  and  the  RS2  offer  single  and  multi  CPU 
systems,  with  UltraSPARC™  technology  in  a 
compact  rackmount  design.  Removable  canisters 
on  the  front  panel  provide  hot  swappable  access 
to  hard  drives.  A  remote  diagnostic  monitoring 
feature  protects  your  mission  critical  data  by 
alerting  the  user  to  system  irregularities. 


Progressive  industries  need  comprehensive 
network  solutions.  Integrix  has  developed  an 
intelligently  designed  series  of  industry  standard 
SPARC  based,  high  availability  (HA)  servers, 
and  compact  RAID  storage  units  for  rackmount 
environments. 


Maximum  Uptime 

The  iNetServer200  is  a  custom  configurable 
solution  with  hot  swappable  redundant  hardware 
allowing  you  to  work  with  applications  such  as 
web  servers,  NFS  file  systems,  and  relational 
databases.  With  HA  software  installed  as  an 
option,  the  iNSOO  maintains  communications 
between  two  system  boards  maximizing  your 
uptime. 


Compact  Storage 

The  RD 1 5  offers  a  standard  Ultra  wide  SCSI 
interface  that  will  connect  to  virtually  any 
standard  server  in  the  industry.  A  4U  chassis 
houses  up  to  1 00GB  of  storage,  redundant 


power  supplies,  and  modular  cooling.  A  Java 
based  GUI  management  system  alleviates  the 
inconvenience  of  administration.  The  RD15 
is  safe,  fast,  and  reliable  storage. 

Put  your  enterprise  first  with  Integrix 
technology.  Call  us  today! 

*The  Integrix  Rackmount  family  is  a  modular  design. 

All  products  shown  are  available  as  stand  alone  units. 

Corporate  Headquarters 

2001  Corporate  Center  Drive 
Newbury  Park,  Ca.  91320  USA 
Tel:  800-300-8288  /  805-376-1000 
Fax:  805-376-1001 
E-mail:  sales@integrix.com 
http://www.integrix.com 

Asia 

Beijing,  P.R.  China 
Tel:  86-10-6253-5305 
Fax:  86-10-6253-5306 

Seoul,  Korea 

Tel:  82-2-515-5303 
Fax:  82-2-515-5302 
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BUYING  INTO  E-COMMERCE 

Corporate  Express  has  pioneered  sleek,  smart  office 

supply  delivery  policies.  CIO  Mike  Jones  and  Dave 

Leonard,  chief  technology  architect,  offer  some  lessons 

they’ve  learned  while  building  the  E-Way: 

©  Listen  to  your  customers  so  you  can  understand 
their  needs  and  interests. 

®  Stick  with  standards.  With  the  Web  in  place,  there's 
no  place  for  a  proprietary  PC  system. 

©  Interface  with  existing  EDI  if  feasible. 

©  Interfacing  with  customer  accounting  or  pro¬ 
curement  systems  adds  value,  so  work  with  software 
vendors  in  those  markets  to  ensure  such  links. 

O  Make  sure  your  system  is  scalable  -  be  optimistic 
about  your  growth  potential! 


means,  when  the  order  goes  through. 

Corporate  Express  staff  also  will 
help  customers  build  an  interface  to 
the  client  site’s  procurement  system  or 
its  accounting  system  to  process  the 
billing. 

“And  everything’s  handled  in  real 
time,”  Leonard  says.  Shoppers  can  see 
a  running  tally  of  the  cost  of  their 
orders. 

Customizing  the  message 

Corporate  Express’  intranet/extra- 
net  developers  also  are  experimenting 
with  infomercials  (Maher  prefers  to 
not  call  them  advertisements)  on  vari¬ 
ous  equipment-related  topics,  such  as 
ergo-nomics.  A  supplier  may  pay  to 
sponsor  an  online  video  clip,  but 
Maher’s  staff  ensures  the  file  provides 
useful  background  information,  not 
just  a  vendor  promotion.  The  compa¬ 
ny  is  testing  some  of  these  infomer¬ 
cials  on  the  intranet  before  they  make 
them  regular  features  of  the  extranet. 

“We  want  the  site  to  become  a  re¬ 
source  for  our  customers,”  Maher  says. 

Also,  the  IT  staff  writes  database 
calls  that  trigger  “reminder”  ads  that 
appear  when  a  user  orders  a  related 
product  —  for  example,  a  suggestion 
to  buy  bags  when  a  shredder  goes  into 
the  virtual  shopping  cart. 

“It’s  also  an  opportunity  for  vendors 
to  promote  specials,”  Maher  says. 

Corporate  Express  is  no  longer  the 
new  kid  in  the  office  supply  business; 
the  company  is  one  of  the  world’s 
largest  suppliers  of  office  products  to 
large  corporations.  Its  growth,  while 
attributed  in  large  part  to  a  decade  of 
acquisitions,  clearly  is  also  due  to 
smart  use  of  technology.  Now  the 
office  supply  innovator  is  taking  advan¬ 
tage  of  the  intranet  infrastructure  to 
streamline  its  operations  further  using 
electronic-commerce. 

“When  you  consider  the  way  the 
Internet  has  changed  communications 
and  interaction  and  the  way  Corporate 
Express  has  changed  the  office  supply 
business,  it’s  amazing  how  these  two 
strategies  are  coming  together,”  Maher 
says.  And  just  in  time  for  the  not-so-lit- 
de  guy  who’s  still  looking  for  the  next 
edge  on  the  competition.  © 
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Like  a  Pig  with  a  Wooden  Leg 


A  salesman  was  traveling  by  car  to  an  appointment  in  the  next  town. 
Since  it  was  a  nice  day,  he  decided  to  take  the  scenic  route  through  the  coun¬ 
try  rather  than  taking  the  freeway. 

He  was  driving  past  a  farm  when  something  caught  his  eye.  He  pulled 
to  a  stop  and  got  out.  He  was  staring  in  disbelief  into  a  pigpen  when  the 
farmer  appeared.  “Afternoon,  young  sir,  ”  said  the  farmer.  “I  see  you ’ve 
spotted  Herbert.  ”  “Yes,  ”  replied  the  salesman,  shaking  his  head  in  disbelief, 
“and  I’ve  never  seen  anything  like  it  —  a  pig  with  a  wooden  leg!” 


lectronic  commerce,  like  a  pig  with  a  wooden  leg,  is 
still  a  novelty.  We  find  an  electronic  commerce  site 
such  as  Godiva  Chocolatier’s  at  www.godiva.com,  and 
we’re  impressed. 

But  Godiva,  like  many  other  companies  operating 
online  sales  sites,  has  problems,  which  you’d  quickly 
encounter  if  you  tried  placing  an  order  for  chocolates 
for  more  than  a  couple  of  people.  In  a  process  that  is 
far  too  labori¬ 
ous  and  time-consuming, 
you  wind  up  filling  out 
the  same  form  several 
times  with  only  minor 
changes. 

That  said,  these  kinds 
of  usability  problems  are 
fixable.  Online  vendors 
will  redesign  their  user 
interfaces  so  ordering 
ungodly  quantities  of 
chocolate,  for  example, 
gets  much  easier. 

Much  more  important 
for  any  commercial  site  is 
what  happens  behind  the 
Web  site. 

Whether  you  outsource 
your  public  e-commerce 
services  or  run  them 
from  your  extranet,  they 
generate  a  stream  of  data 
and  orders.  If  that  stream 
is  to  be  of  any  value,  it  must  be  integrated  with  business  processes. 
Without  an  effective  intranet,  you’ll  be  undertaking  an  impossible 
mission. 

A  crucial  part  of  any  effective  intranet  is  how  it  interfaces  with  its 
associated  extranet.  I  have  recendy  talked  to  a  number  of  compa¬ 
nies  that  are  planning  to  place  their  public  Web  servers  —  for 
example,  their  extranet  content  —  on  their  intranets,  behind  a 
firebreak  to  protect  it.  This  is  not  a  good  idea. 

A  firebreak,  sometimes  called  a  screened  subnet,  consists  of  a 
network  with  a  firewall  that  runs  proxy  services  and  connects  to  the 
Internet.  The  firebreak  network  connects  to  the  intranet  via  anoth¬ 
er  firewall  or,  at  the  least,  a  packet-filtering  router.  The  idea  is  to 
control  which  network  addresses  talk  to  each  other  and  which 
clients  talk  to  which  server. 

You  should  place  a  public  Web  server  inside  the  firebreak.  That 
way,  if  the  server’s  integrity  is  compromised,  the  intranet  is  not 
exposed.  The  same  positioning  applies  to  Simple  Mail  Transfer 
Protocol  servers  and  any  service  that  is  publicly  accessible.  This 
defense  not  only  insulates  the  intranet  from  the  Internet  in  the 
case  of  attack  but  also,  because  of  the  firewalls,  effectively  masks 
the  architecture  of  the  firebreak  and  the  intranet  from  probes. 


Do  you  understand  your  business  processes ?  Does  anyone  ?  Spill  the  beans 
to  imcolumn@gibbs.com  or  at  (800)  622-1108,  Ext.  7504. 


“So  tell  me,  how  did  he  get  the  wooden  leg?”  asked  the  salesman.  The 
farmer  replied,  “Ah,  well,  Herbert’s  a  remarkable  animal,  sir.  My  little 
girl  fell  into  the  pond  and  Herbert  heard  her  splashing  around,  jumped 
out  of  the  pen,  jumped  into  the  water  and  dragged  her  to  safety. 
Remarkable.  ” 

There’s  a  danger  in  putting  up  a  commercial  Web  —  it  might 
just  overwhelm  you.  I’ve  heard  of  organizations  that  launched 
Web  offerings  and  found  themselves  inundated  with  5,000 
inquiries  in  the  first  week!  If  you  haven’t  planned  how  to  handle 
such  a  load,  two  things  could  happen:  You’ll  drive  yourself  to 
exhaustion  trying  to  respond  or  you’ll  fail  to  respond  adequately 
and  possibly  lose  business. 

To  prepare  for  e-commerce,  your  intranet  must  embody  several 
key  attributes.  First,  it  must  extend  throughout  the  organization. 
This  requires  that  every  staff  member  use  the  intranet  on  a  daily 
basis.  Unless  the  intranet  is  the  primary  tool  for  disseminating 
and  gathering  information,  it  will  not  become  the  focus  of  corpo¬ 
rate  communications. 

Second,  your  intra¬ 
net  must  be  rich  in 
information  that 
relates  to  the  way  the 
company  makes 
money.  If  your  intranet 
content  is  only  about 
products  —  specifica¬ 
tions  and  prices  — 
rather  than  selling  the 
products  —  features 
and  benefits  —  it  will 
not  fully  support  the 
organization’s  goals. 

The  last  attribute  is 
that  your  intranet  must 
mediate  the  steps  of 
doing  business.  Every¬ 
thing  to  do  with  creat¬ 
ing  product  informa¬ 
tion  and  marketing 
materials,  receiving 

JOEL  NAKAMURA  ^  inquirieS; 

and  shipping  and  billing  for  products,  for  example,  must  be  part 
of  intranet  content.  Any  aspect  of  the  process  that  isn’t  accessible 
via  the  intranet  becomes  a  liability  because  when  that  process  goes 
wrong  or  needs  modification,  you  won’t  know  what  needs  fixing  or 
changing. 

But  before  you  rush  off  and  try  to  build  an  e-commerce  solution 
integrated  with  your  intranet,  be  warned.  In  my  experience,  most 
organizations  and  IT  managers  don’t  know  all  of  their  business 
processes,  and  those  processes  they  do  know  about  usually  can’t 
just  be  dropped  onto  an  intranet  overnight. 

So  don’t  attempt  to  do  it  all  in  one  go.  Work  toward  e-commerce 
incrementally. 

“Amazing,  ”  said  the  salesman.  “But  how  did  he  come  to  have  a  wooden 
leg?”  “Oh,  that’s  not  all  sir,  ”  replied  the  farmer.  “One  night  the  house 
caught  fire  and  Herbert  broke  down  the  front  door,  ran  upstairs  and 
dragged  us  all,  unconscious,  to  safety.  A  truly  remarkable  animal.  ” 

“But  what  about  the  wooden  leg!”  exclaimed  the  salesman.  “Well  sir,  ” 
replied  the  farmer,  “a  pig  like  that,  you  don ’t  eat  it  all  at  once.  ” 
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Of  course  we  can 


your  information 


Internet 
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After  all,  this  was  one  of  our  test  sites. 


No  one  has  more  experience  in  Internet  security  than 
GTE  Internetworking,  a  newly  formed  company  which  joins 
the  forces  of  GTE  and  BBN.  We’ve  developed  highly 
secure  networks  for  the  Department  of  Defense  and  the  U.S. 
Treasury.  And  now  our  security  experience  is  open  to  you. 

For  example,  through  our  partnerships  with  the 
government  we’ve  learned  it’s  not  enough  to  simply 
connect  a  firewall  to  your  existing  network.  It  has  to 


be  rigorously  monitored  to  be  truly  bullet-proof.  GTE 
Internetworking  Site  Patrols“  managed  security  service  gives 
your  business  24-hour  expert  protection,  365  days  a  year. 

Considering  the  climate  of  business  today,  treating 
your  information  as  anything  less  than  a  matter  of  national 
security  just  isn’t  enough. 

To  find  out  more,  call  us  at  800.472.4565,  or  visit 
us  at  www.internetworking.gte.com. 
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Use  This  Software  And  Your  Data 
Won’t  Be  The  Only  Thing  You  Save. 


Introducing  Hew  Protection  Suites  For  All 
Your  Messaging  And  Internet  Servers. 


These  new  Protection  Suites  provide  the  ultimate  in  data  pro¬ 
tection  by  combining  the  strengths  of  Computer  Associates’ 
award-winning  ARCserve®  backup  and  InocuLAN®  AntiVirus™ 

products,  along  with  application-specific 
backup  and  anti-virus  agents. 

In  environments  where  you  need 
to  have  access  to  data  24  hours  a  day, 

7  days  a  week,  you  can’t  afford  to  take 
down  your  Internet  or  messaging  servers 
to  provide  standard  protection  of  data — 
virus  scanning  and  backup.  With 
Cheyenne®  Protection  Suites,  you  can 
perform  "hot,”  online  backup  of  application 
data  with  integrity  and  still  maintain  access  to  data  at  all  times. 

Plus,  real-time  virus  protection  enables  your  users  to  work 
uninterrupted  and  remain  virus  free.  It  eliminates  viruses  from 


CA  offers  Protection 
Suites  on  multiple 
platforms  including 
Windows  NT,  OS/2,  and 
NetWare  for: 

•  Lotus  Notes 

•  Microsoft  Exchange 
Server 

•  Netscape  SuiteSpot 

•  Microsoft  Internet 
Information  Server 

•  Novell  GroupWise 


spreading  via  e-mail,  document  databases,  and  the  Internet — 
the  leading  causes  of  virus  infection. 


And,  thanks  to  tight  integration  between  InocuLAN  and 
ARCserve,  as  well  as  the  various  messaging  and  Internet 


applications,  these  Suites  deliver  superior  manageability,  faster 
backup  performance,  and  comprehensive  virus  scanning. 

Best  of  all,  they’re  backed  by  the  industry  leader  in  data  protec¬ 
tion,  Computer  Associates,  whose  software  is  trusted  by  more 
than  95%  of  the  Fortune  500. 


may  be  too  late. 


With  savings  of  over  40%,  these  Protection  Suites  are  a 
value-priced  solution.  Or  you  can  purchase  any  of  their  compo¬ 
nents  separately — ARCserve  backup,  InocuLAN  AntiVirus,  Backup 
Agents  for  the  specific  ^ 

Application,  and 
AntiVirus  Agents  for 
the  Application. 

Call  today  to  find 
out  more.  Tomorrow 


Call  1-800-243-9462 
Or  Visit  www.cai.com/cheyenne 
For  A  FREE  60-Day  Trial. 


(Computer® 

Associates 

Software  superior  by  design. 

©1997  Computer  Associates  International,  Inc.,  Islandia,  NY  11788-7000.  All  other  product  names  referenced  herein  are  trademarks  of  their  respective  companies. 
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Technology  Update 

Covering:  Evolving  Technologies  and  Standards 


LDAP/DHCP  combo  solves  distributed  network  woes 


NETWORK  HELP  DESK 


Ron  Nutter,  a  Master  Certified 
Novell  Engineer  and  Groupware 
CNEin  the  Lexington,  Ky.,  area, 
tracks  down  the  answers  to  your 
questions.  Call  ( 800 )  622-1 1 08,  Ext. 
A76,  or  send  your  questions  to  rnut- 
ter@world.std.  com. 

I  have  a  problem  getting  a  Windows 
NT  4.0  workstation  to  see  all  of  the 
systems  on  my  LAN,  which  connects 
users  on  two  floors.  On  each  floor, 
lOBase-T  hubs  are  connected  via 
fibercable.  I  have  no  problem  con¬ 
necting  to  a  shared  directory  on  one 
of  the  bottom  floor's  computers  with 
Windows  95,  but  the  NT  workstation 
cannot  connect  to  these  shares. 
However,  the  NT  workstation  has  no 
problem  connecting  to  the  top-floor 
shares  and  it  can  see  the  computer 
names  forthe  systems  on  the  first 
floor.  The  bottom-floor  systems  have 
no  problem  connecting  to  the  shared 
directories  on  the  NT  workstation. 
What  do  you  suggest? 

Via  NWFusion 

First,  swap  out  the  network  card 
in  the  NT  workstation  to  eliminate 
the  possibility  of  the  card  introduc¬ 
ing  the  trouble.  The  ability  to  con¬ 
nect  to  the  top-floor  shares  indicates 
the  card  is  functioning  correctly, 
but  there  is  a  chance  that  a  timing 
or  other  problem  is  preventing  it 
from  communicating  over  longer 
distances. 

Check  with  the  card’s  manufac¬ 
turer  to  see  if  newer  drivers  than  the 
ones  you’re  using  are  available.  If  the 
problem  persists  with  new  drivers, 
try  a  3Com  Corp.  network  card.  I’ve 
had  good  luck  with  3Com  cards  work¬ 
ing  in  less  than  ideal  conditions. 

Also,  scan  the  cable  between  the 
workstation  and  the  hub.  Ifyou  don’t 
detect  any  problems,  have  an  electri¬ 
cal  expert  check  your  AC  wiring  at 
the  workstation  for  bad  or  missi  ng 
ground  wire,  crossed  hot-to-neutral 
wiring  or  other  problems.  I  recently 
worked  with  a  customer  whose  unex¬ 
plainable  problems  were  caused  by 
an  incorrectly  wired  ground. 

You  also  could  try  moving  the  NT 
workstation  to  a  different  hub  port, 
as  your  problems  might  be  the  early 
sign  of  a  port  failure.  To  determine  if 
the  problem  is  unique  to  the  NT 
workstation’s  configuration,  try  one 
of  the  Windows  95  workstations  in 
that  port. 


By  Laird  McCulloch 

Because  the  Internet  is  so  dis¬ 
tributed  and  diversified,  the  task 
of  finding  information  is  not  an 
easy  one.  Certainly  it  is  not  as 
easy  as  it  should  be. 

A  standardized  directory 
might  seem  to  be  the  answer.  But 
within  each  intranet  and  the 
myriad  Internet  domains,  there 
are  often  several  different  direc¬ 
tories,  such  as  application-spe¬ 
cific  directories  or  those  pro¬ 
vided  with  a  network  operating 
system. 

Given  the  current  situation 


with  multiple  domains,  directo¬ 
ries  and  nets,  confusion  seems  to 
be  the  order  of  the  day.  But 
maintaining  several  different 
directories  can  be  costly  and 
aggravating,  and  can  lead  to 
inconsistent  data  and  replicated 
efforts. 

Some  of  this  quagmire  may 
get  cleaned  up  in  the  near 
future.  Companies  such  as 
Smallworks,  Inc.,  Competitive 
Automation,  Inc.,  Novell,  Inc. 
and  Cisco  Systems,  Inc.  soon  will 
roll  out  software  products  that 
combine  Lightweight  Directory 
Access  Protocol  (LDAP)  with 
Dynamic  Host  Configuration 
Protocol  (DHCP)  servers.  The 
idea  is  to  enable  users  to  build 
redundancy,  security  and  name- 
to-address  synchronization  in¬ 
to  their  address-management 
environments. 

LDAP  is  a  standard  for  access¬ 
ing  network  directory  services, 


and  DHCP  is  a  protocol  for 
dynamically  allocating  IP  ad¬ 
dresses  to  users  so  they  can  ac¬ 
cess  network  resources.  Vendors 
say  linking  the  two  technologies 
will  help  solve  some  big  TCP/IP 
issues,  such  as  address  manage¬ 
ment,  the  inability  of  DHCP 
servers  to  share  address  informa¬ 
tion,  address  allocation  and 
security  policy  administration. 

In  a  perfect  world,  all  directo¬ 
ries  would  be  in  the  same  format, 
or  at  least  in  interoperable  ones. 
But  LDAP  could  take  the  place 
of  multiple  directories  within  a 


network,  resulting  in  a  more  effi¬ 
cient  and  accurate  directory 
scheme. 

Implementing  the  LDAP  pro¬ 
tocol  will  make  the  computing 
environment  an  easier  place  to 
work  and  play.  Users  could,  for 
example,  log  on  to  the  Internet 
from  anywhere  in  the  world  and 
find  their  customized  environ¬ 
ment,  simply  because  the  infor¬ 
mation  was  stored  in  an  LDAP- 
based  directory. 

LDAP-based  directories  in 
the  future  will  be  used  to  support 
Internet  and  intranet  infrastruc¬ 
ture.  For  example,  services  such 
as  Domain  Name  System  (DNS) 
and  DHCP  could  utilize  LDAP- 
based  directory  servers  as  their 
back-end  datastore.  These  ser¬ 
vices  could  then  reap  benefits 
such  as  modularization  and  loca¬ 
tion  independence. 

The  LDAP  protocol  is  specifi¬ 
cally  targeted  at  management 


and  browser  applications  that 
provide  read/write  interactive 
access  to  directories.  LDAP  is 
the  client/server  protocol  for 
accessing  a  directory  service  and 
runs  directly  over  TCP/IP. 

The  LDAP  API  set  is  simple 
and  quickly  is  becoming  the 
directory  protocol  of  choice  on 
the  Internet.  With  existing  or 
announced  support  from  more 
than  40  companies,  LDAP  is 
quickly  growing  in  popularity 
and  availability. 

LDAP  servers  are  available 
from  Microsoft  Corp.,  Netscape 


Communications  Corp.,  Lucent 
Technologies,  Inc.,  ISODE,  Ltd., 
Critical  Angle,  Inc.,  Novell,  Ban¬ 
yan  Systems,  Inc.  and  other  com¬ 
panies.  Web  browsers,  notably 
Netscape  Communicator,  are 
beginning  to  build  in  a  native 
LDAP  client. 

The  LDAP  information  mod¬ 
el  is  based  on  X.500’s,  which  in 
turn  is  based  on  “named  en¬ 
tries.”  Named  entries  relate  to 
some  real-world  object,  such  as  a 
person,  or  a  network  service, 
such  as  printing.  Attributes  with 
one  or  more  values  are  associ¬ 
ated  with  each  entry  storing  the 
information  being  searched  for 
and  retrieved. 

An  LDAP-based  directory 
typically  supports  replication, 
which  improves  reliability  and 
performance. 

Although  there  are  technical 
and  implementation  issues  to 
resolve,  DNS  and  DHCP  will  uti¬ 


lize  LDAP-based  directory  serv¬ 
ers  as  their  back-end  data  store . 

DNS  is  what  computers  use 
to  find  other  machines.  The 
DHCP  protocol-based  service 
disseminates  IP  addresses  and 
other  configuration  informa¬ 
tion  to  clients,  typically  at  start¬ 
up.  DHCP  maybe  configured  to 
hand  out  “dynamic”  addresses, 
which  are  allocated  from  a  pool 
and  reused  when  they  are  not 
currently  allocated. 

Automatically  issuing  IP 
addresses  necessitates  a  rela¬ 
tively  tight  coupling  between  a 
site’s  DNS  and  DHCP  servers. 
This  coupling  is  necessary 
because  the  DHCP  server  must 
update  the  current  mapping 
between  a  given  name  and  its  IP 
address  at  the  time  it  hands  out 
the  address  to  a  client. 

DHCP  and  DNS  servers  are 
typically  built  on  top  of  some 
implementation-specific  data¬ 
base.  Some  are  flat-file  based 
and  some  are  hash-index  file 
based,  such  as  GNU  gdbm  or 
Berkeley  DB.  There  are  deploy¬ 
ment  issues  with  this  activity 
when  one  has  replicated  serv¬ 
ers,  because  DHCP  does  not  yet 
have  a  replication  protocol. 
DNS  has  a  rudimentary  one. 

Layering  DHCP  and  DNS  on 
top  of  LDAP-based  directory 
technology  will  provide  at  least 
these  benefits: 

•  Access  —  the  system  pro¬ 
vides  a  standard  access  method 
for  storing  and  retrieving  DHCP 
and  DNS  information  to  and 
from  the  back-end  datastore. 

•  Network  portability  — 
because  LDAP  is  a  platform- 
independent  network  protocol, 
there  is  flexibility  with  where 
the  back-end  datastore  resides. 

•  Replication  —  many  ven¬ 
dors  provide  replication  func¬ 
tionality  with  their  LDAP- 
based  directories.  There  will  be 
even  more  flexibility  in  the 
future,  as  the  Internet  Engi¬ 
neering  Task  Force  is  beginning 
work  on  a  vendor-independent 
LDAP  replication  protocol. 

McCulloch  is  president  of 
Competitive  Automation,  a  soft¬ 
ware  development  company  in 
Menlo  Park,  Calif  He  can  be 
reached  at  laird@join.com. 


HOW  IT  WORKS 

Simplifying 
resource  access 


lying  together  the  Lightweight 
Directory  Access  Protocol 
(LDAP)  with  Dynamic  Host 
Configuration  Protocol  (DHCP) 
servers  will  help  users  more 
easily  access  widely  dispersed 
network  resources.  LDAP  is  a 
standard  for  accessing  network 
directory  services.  DHCP  is  a 
protocol  for  dynamically 
allocating  IP  addresses. 
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DHCP  server  automatically 
assigns  client  an  IP  address  and 
links  user  with  resources  in  LDAP 
directory. 


LDAP-based 

directory 

service 


Client 


DHCP 

server 


Internet 


/ 
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LDAP  finds  requested  resources 
and  automatically  links  end 
user  to  desired  location. 


1 


Client  makes  request  for  Internet  logon  and  desired 
location/resources. 
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XEROX 


It’s  a  new  benchmark  in  Network  Printing. 

Introducing  the  Xerox  DocuPrint  N}2.  With  its  32  ppm  speed,  copier-like  options,  and  $29Q0t 
starting  price,  there’s  nothing  like  it  Its  modular  design  lets  you  build  your  own  solutions.  And  along 
with  seamless  connectivity,  you  get  our  new  WorkSet  technology  that  provides  true  multiple  document  set 
printing  and  dramatically  minimizes  network  traffic.  We’d  like  to  show  you  all  the  ways  the  DocuPrint  N32 
makes  office  printing  simpler  and  far  more  productive.  Give  us  a  call  at  1-800-34-XEROX,  ext.  2975. 
In  Canada,  1-800-ASK-XEROX,  ext  2975.  Or  visit  www.xerox.networkpiinters.com. 


Xerox  Network  Laser  Printers.  A  different  line  of  thinking. 
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A  challenge  to  the  platform  providers 
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Cabletron,  Hewlett-Packard,  Sun,  Computer  Associates, 
IBM/Tivoli:  Consider  this  a  challenge. 

I’m  challenging  these  leading  platform  vendors  to  send 
their  top  technical  experts  to  take  part  in  our  presidential- 
style  debate  on  the  future  of  network  and  systems  manage¬ 
ment  at  the  ComNet  ’98  Conference.  The  stage  is  now  set  for  Network 
World’s  Network  Management  Showdown,  which  will  be  held  Thurs¬ 
day,  Jan.  29  from  12:30  to  1:45  in  Washington,  D.C.  (For  more  informa¬ 
tion,  check  out  the  ComNet  Web  site  atwww.comnetexpo.com/ cn98/ 
index.html.) 

The  head-to-head  debate  will  be  the  third  such  event  staged  by  Net¬ 
work  World,  following  on  the  heels  of  our  combative  Gigabit  Ethernet 
Face-offatNetWorld+Interop97  in  Atlanta  in  October  and  our  feisty 
Switching  Showdown  at  ComNet  in  February.  The  format  is  simple  but 
effective  for  cutting  through  the  marketing  hype  and  getting  vendors 
to  give  straight  answers  about  their  strategies  and  products. 

First,  the  vendors  have  to  deal  with  tough  quesdons  from  a  panel  of 
experts.  For  our  Network  Management  Showdown,  I’ve  lined  up  a 
panel  that  includesjim  Duffy,  Network  World’s  expert  network  and  sys¬ 
tems  management  reporter;  Rick  Villars,  the  top  network  manage¬ 
ment  expert  at  International  Data  Corp. ;  and  Kevin  Tolly,  an  NW 
Showdown  veteran  and  founder  of  The  Tolly  Group  consultancy. 


u  s  i  g  h  t  s 


After  our  experts  get  through  with  the  panelists,  we  let  the  vendors 
grill  each  other.  Finally,  customers  can  fire  away  with  questions. 

Among  the  issues  I  want  to  explore  in  this  Showdown  are: 

•  What’s  the  future  of  management  platforms  and  frameworks  in 
this  Intemet/intranetage? 

•  How  committed  are  these  companies  to  continued  development 
of  these  platforms  —  which  may  or  may  not  be  profitable? 

•  What  steps  are  they  taking  to  simplify  and  automate  manage¬ 
ment? 

•  How  are  Web-based  technologies  and  emerging  Web  manage¬ 
ment  standards  being  adopted? 

While  these  companies  control  the  bulk  of  the  network/ systems 
management  platform  market,  I’ll  consider  adding  one  more  com¬ 
pany  to  the  roster.  Who  do  you  think  should  be  in?  I’d  also  like  to  know 
the  questions  you  want  these  vendors  to  answer. 

This  is  a  unique  opportunity  to  hear  from  the  leading  providers  in  a 
single  session.  There  will  be  no  formal — read  marketing — presenta¬ 
tions,  just  frank  answers  to  difficult  questions.  I  hope  you’ll  take  part. 

But  for  now,  Cabletron,  HP,  Sun,  IBM/Tivoli,  CA,  are  you  up  to  it? 
Will  you  take  part  in  the  Network  Management  Showdown? 

John  Gallant,  editarinchief  jgallant@nww.com 


The  Internet  •  Wayne  S p  i  v a k 


The  trials  and  tribulations  of  technical  support 


Ot  some  point,  all  network  managers  end  up  with  some  piece  of 
hardware  or  software  that  won ’  t  work.  What  do  you  do? 

The  most  obvious,  but  least  used,  method  is  to  read  the 
product  documentation  —  assuming  it’s  readable  or  enclosed. 

If  that  doesn’t  do  the  trick,  you  probably  try  asking  associates, 
friends  and  colleagues.  This  informal  network  of  “How  do  you  do 
this?”  is  the  most  underrated  source  of  technical  information. 

Still  no  solution?  Try  the  Internet.  Once  upon  a  time,  you  had  to 
make  long-distance  calls  to  each  vendor’s  bulletin  board  system. 
Today,  you  can  just  fire  up  that  ol  ’  Web  browser  and  start  searching 
your  vendor’s  supportpage  —  if  there  is  one. 

The  better  the  vendor,  the  better  its  Web-based  tech  support. 
Smart  vendors  know  that  good  Web  site  support  means  fewer  people 
calling  their  tech  support  hotline. 

All,  the  support  hot  line.  Most  vendors  use  automated  attendants, 
so  you  get  the  annoying  messages  telling  you  what  number  to  press. 
Half  the  time,  you  hit  the  wrong  number,  end  up  in  a  loop  and  waste 
precious  time.  Other  times,  you  find  yourself  on  endless  hold  or 
being  told  to  leave  a  message  and  someone  will  call  you  back — hope¬ 
fully  in  this  lifetime. 

What’s  a  network  manager  to  do?  I  posed  this  question  to  techni¬ 
cal  support  supervisors  at  several  large  hardware  and  software  manu¬ 
facturers,  as  well  as  several  value-added  resellers  (VAR) . 

Here  is  a  compilation  of  their  suggestions,  in  no  real  order,  fol¬ 
lowed  by  my  impression  of  each  one’s  feasibility: 

•  Stay  on  theline.Yeah,  right.  Like  I’ve  got  nothing  better  to  do. 

•  Have  a  subordinate  stay  on  the  line for  you.  Translation:  Instead  of 
wasting  your  time,  waste  someone  else’s. 

•  Ask  your  VAR  to  call  the  vendor  on  its  special  telephone  line.  This  is  a 
good  suggestion.  You’ve  created  a  relationship  with  your  VAR  and 
probably  paid  a  premium  to  purchase  the  merchandise.  If  you  don’ t 
abuse  this  option,  your  VARprobably  will  be  glad  to  help  you  —  or 
may  even  be  able  to  answer  your  question  itself. 

•  Call  the  vendor ’s  corporate  office  and  see  whether  you  can  subvert  the 
standard  support  message  queue.  This  is  a  waste  of  time.  By  the  time  you 
circumvent  the  message  queue,  your  call  would  have  been  answered 
by  tech  support. 

•  Try  to  get  a  support  manage) :  This  works  only  if  you  never  get 
through  to  a  tech  support  person  or  have  never  received  a  call  back. 
Most  companies  log  calls  and  assign  ID  numbers,  so  you ’ll  have  to 


prove  you  called  before. 

•  Go  through  the  salesperson from  whom  your  company  bought  the  equip¬ 
ment.  This  is  a  great  option  providedyou  know  the  salesperson  and 
you’re  a  big  customer.  It  works  wonders  forVARs,  which  makes  our 
VAR  possibility  an  even  more  appealing  choice. 

•  Try  contacting  a  presales  engineer.  These  are  the  people  who  will  help 
you  make  sure  the  product  does  whatyou  need  it  to  do.  They  also 
answer  the  real  techie  questions  the  salespeople  can’t.  However,  the 


problem  mustbe  mission-critical. 

•  At  the  next  trade  show you 
attend,  make friends  with  some  of  your 
vendor’s  employees  and  use  them  as  a 

“ back  door” into  tech  support.  When 
possible,  that’s  a  great  idea,  but 
how  many  different  products  do 
you  support?  It  would  be  a  monu¬ 
mental  task  to  make  friends  at 
each  vendor. 

•  See  if  the  vendor  offers  ‘  ‘pre¬ 
mium  ’’support,  andpay  for  it.  This  is 
the  only  sure-fire  way  to  get  better 
technical  support. 

As  with  any  type  of  customer 
service,  ifyou’re  dissatisfied  with 
support  you’ve  received,  ask  for  a 
supervisor.  Ifyou’re  nothappy 
with  the  entry-level  support  per¬ 
son,  request  to  be  raised  to  the 
nextlevel  ofsupport. 

Final  advice:  You  get  what  you 
pay  for.  So  when  all  else  fails,  pay 
for  the  tech  support.  It  may  save 
you  more  money  than  it  costs. 


Spivak  is  president  and  owner  of 
SBA  *  Consulting,  an  IT  consult¬ 
ing  firm,  and SBA.NET.WEB,  an 
Internet  consulting  company.  He 
can  be  reached  at  wspivak 
@ sbanetweb.com . 


Send  letters  to  numews@nxvw.com  or  John  Gallant, 
editor  inchief  Network  World,  161  Worcester  Road, 
Framingham,  MA  01 701.  Please  include  phone,  num¬ 
ber  and  address  for  venjicaticm . 


Dinner  conversation 

Regardingyourdinnerwith  the  six 
GigabitEthernetpioneers  (“Awholenew 
menu,”  Oct.  20,  page  1): 

I  found  your  guests’  comments  about 
Cisco  particularly  amusing.  The  time  will 
come  when  a  single  gigabit  pipe  is  too 
small  — which,  given  today’s  rapid 
growth  in  application  bandwidth,  maybe 
before  the  end  of  next  year.  When  that 
happens,  Cisco’s  EtherChannel  technol-  i 
ogy,  applied  to  gigabit  pipes,  is  going  to 
look  very  good  indeed. 

Perhaps  your  guests  should  bear  in 
mind  the  words  of  Franklin  Roosevelt  fob 
lowing  Pearl  Harbor,  if  I  may  paraphrase: 

‘ ‘History  has  recorded  who  fired  the  first 
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Speaking  the  LAN  guage 


Linda  Mus thaler 


Comdex  network 

Omagine  having  to  set  up  a  single  network  to  support  about  a  quarter  mil¬ 
lion  users  —  and  having  less  than  a  week  to  do  it.  Impossible,  even  laugh¬ 
able,  you  say?  Well,  stop  laughing  and  read  on,  because  a  few  engineers 
from  Novell,  Compaq  and  Bay  Networksjust  accomplished  thatfeat. 

In  a  project  spearheaded  by  Novell,  engineers  from  the  three  companies  con¬ 
structed  perhaps  the  largest-ever  live  single-director)'  network  for  this  week’s  Com¬ 
dex/Fall  ’97  show.  Known  as  ‘  ‘The  Comdex  IntraNet:  Novell  Connecting  Points,” 
the  network  will  provide  messaging,  Internet  access  and  collaboration  services  to 
every  registered  attendee  at  Comdex  —  a  record  250,000  people. 

It  is  designed  to  handle  about  a  million  messages  a  day  and  five  mil¬ 
lion  messages  during  the  span  of  the  show. 

According  to  Bill  Sell,  group  show  director  with  Softbank/ 

Comdex,  Connecting  Points  is  more  thanjust  an  e-mail  service  — 
it’s  a  complete  intranet  for  the  whole  conference  and  show  event. 

The  network  will  provide  conference  listings,  news  analysis,  event 
updates  and  detailed  information  that  complements  the  Comdex 
Show  Daily  publication. 

Large  enterprises  should  take  notice  of  what  Novell  and  its  part¬ 
ners  are  doing  here.  They  are  using  off-the-shelf,  industry-standard  products  to 
solve  many  of  the  same  communications  challenges  big  companies  face,  within  a 
compressed  time  frame,  no  less. 

It  took  about  two  months  to  design  and  test  the  system  in  the  labs,  in  addition  to 
four  days  for  setup.  According  to  Dan  Welch,  manager  of  the  Connecting  Points 
engineering  team,  the  biggest  challenge  was  not  making  the  products  scale  to  the 
necessary  size,  but  setting  up  the  system  in  such  a  short  time  frame. 

Connecting  Points  uses  a  variety  of  Novell  products:  GroupWise  collaboration 
software,  Novell  Directory  Services  (NDS) ,  BorderManager  network  services  and, 
of  course,  IntranetWare.  About  half  of  the  50  Compaq  servers  hosting  Connecting 
Points  are  running  Windows  NT.  The  cross-platform  aspect  of  the  system  helps  to 
make  it  more  real  world. 

Fewer  than  1 0  servers  form  the  core  of  the  system  hosting  the  massive  directory, 
the  network’s  post  offices  and  individual  users’  mail  boxes.  The  other  40  or  so  serv¬ 
ers  run  remote  processes  to  speed  the  loading  of  data  or  provide  redundancy  to  the 
critical  core  servers. 

Connecting  Points  is  notjust  a  terrific  service  that  enables  harried  Comdex 
attendees  to  conduct  business  over  the  network — it’s  also  a  real-d  me  proving 
ground  for  the  vendors’  products.  Welch  calls  it  a  testing  environment  that  can’t  be 
duplicated  in  any  lab.  Despite  the  fact  that  the  network  will  be  used  for  only  five  days, 
it  has  to  be  as  stable  and  robust  as  any  real  corporate  network.  ‘  ‘We  use  the  same  Net- 


is  notjust  for  show 

Ware  Loadable  Modules,  the  same  processes,  the  same  core  technologies  as  our  cus¬ 
tomers,”  Welch  says.  Yet  out  in  the  open  with  250, 000  witnesses,  this  system  can’t 
afford  to  fail. 

Many  new  products  and  suggestions  for  enhancements  to  products  have  been 
born  out  of  the  various  iterations  of  Connecting  Points  since  the  network’s  incep¬ 
tion  in  1993.  Using  their  own  products  to  build  an  industrial-strength  network, 
doing  many  of  the  things  users  will  need  to  do,  the  engineers  see  firsthand  where  the 
products  need  improvement.  These  suggestions  are  then  fed  back  to  the  product 
developers. 

Without  a  doubt,  users  benefit  directly  from  the  resulting 
improvements.  For  example,  at  least  1 0  features  were  added  to  one 
developers’  tool  kit  based  on  suggestions  from  the  Connecting 
Points  engineering  team. 

Take  the  developmentofNovell  Application  Launcher.  The 
product  was  conceived  out  of  the  need  to  control  the  desktop  via 
NDS  at  a  recent  trade  show. 

Likewise,  the  Group  Wise  Java  Gateway  product  was  given  a  thor¬ 
ough  shakeout  by  the  Connecting  Points  team,  which  provided 
valuable  feedback  to  the  product’s  developers.  Group Wisejava  Gateway  was 
brought  to  market  sooner  and  with  more  stability  because  of  the  engineers’  input. 

For  Comdex/ Fall  ’97,  the  implementation  team  perceived  a  strong  need  for  dis¬ 
tributing  default  messages  to  groups  of  users.  This,  of  course,  is  a  realistic  need  for 
enterprise  network  managers,  as  well.  Suffice  it  to  say  Novell  engineers  are  already 
addressing  this  requirementwith  an  object  API  gateway  nowunder  development. 

Another  feature  of  Connecting  Points  that  is  likely  to  make  its  way  into  the  com¬ 
mercial  sector  is  the  use  of  swipe  cards  to  log  on  to  the  network. 

Comdex  attendees  have  their  logon  names  and  passwords  programmed  into 
their  show  badges .  All  they  need  to  do  is  swipe  the  card  through  a  card  reader  at  any 
one  of  the  250  PCs  attached  to  the  network  for  automatic  logon.  Several  universities 
have  expressed  interest  in  this  concept  and  are  pressing  for  a  similar  workstation 
manager  product. 

If  you’re  reading  this  column  at  Comdex,  check  out  the  Connecting  Points  net¬ 
work  operations  center  at  the  Las  Vegas  Convention  Center.  Otherwise,  get  more 
information  about  Connecting  Points  from  Novell  at  www.novell.com.  You’ll  leam 
that  the  engineering  team  has  tackled  and  conqueredjust  about  ever)'  challenge 
that  a  quarter  million  users  can  throw  its  way. 

Musthaler  is  vice  president  at  Currid  &  Co.,  a  technology  research  and  assessment  firm 
in  Houston.  She  can  be  reached  at  linda@currid.com. 


ihot.  What  will  matter  in  the  end 
s  who  fired  the  last!  ” 

Craig  Powers 
LAN  administrator 
°arkland  Health  Csf 
Hospital  Systems 
Dallas 

Law  needs  enforcing 

Regarding  your  article  “An  ti¬ 
ll  pam  measures  falling  short’  ’ 
[Oct.  27,  page  10): 

The  problem  is  not  lack  of 
aw,  it’s  lack  of  law  enforcement. 
The  current  law ,  Title  47,  Chap 
'er  5,  Section  227,  states  that 
..ending  unsolicited  commercial 
nessages  to  a  fax  machine  or 
omputer  via  telephone  lines  is 
llegal. 

My  computer  receives  all  e- 
nailand  Internet  access 
hrough  telephone  lines.  There- 
bre,  all  unsolicited  commercial 
nessages  I  receive  are  illegal.  I 
•uspect  that  the  same  is  true 
j)f  most  others,  as  even  T-l 
mdT-3  connections  are  tele- 


Go  online  to  read  more  letters 
about  Mark  Gibbs’  W 
site  and  other  topics. 


phone  connections. 

The  second  problem  with  the 
situation  is  that  U.S.  law  is  a 
minor  inconvenience  for  the 
rest  of  the  world.  All  it  would  take 
tojam  the  system  is  for  Cuba,  for 
example,  to  become  the  world 
spam  center. 

I  solicit  catalogs  and  informa¬ 
tion  for  things  that  are  of  in  terest 
to  me.  I  will  not  read  unsolicited 
commercial  messages  of  any 
kind,  much  less  give  my  business 
to  spammers. 

I  suggest  the  message  users 
should  send  to  spammers  and 
future  advertisers  is  that  spam- 
m  ing  is  u  nacceptable  and  will 
cost  the  spammer  business  — 
that  is,  boycott  the  spammer. 


Roger  Connor 
Chemist 

Research  Triangle  Institute 
Research  Triangle  Park,  N.C. 

Site-seeing 

In  his  column  “Real  men 
should  have  real  Web  sites’  ’ 

(Oct.  20,  page  100),  Mark  Gibbs 
asks  what  readers  think  his  Web 
site  should  look  like.  I  have  some 
suggestions. 

The  Web  has  incredible 
potential  as  an  information-shar¬ 
ing  environment. 

However,  most  Web  sites  are 
long  on  glitz  and  short  on  real, 
usable  information.  I  would 
rather  lookata  “boring,”  con- 
tent-rich  page  than  spend  1 0 
minuteswaitingfora  “cool” 
page  to  download. 

When  I  go  to  Novell’s  page,  I 
don’tcare  to  see  videos  of  the  lat¬ 
est  marketing  presentation.  I 
want  to  know  what  the  error  mes- 
sageon  myservermeans.  Itdoes 
not  matter  if  the  answer  is  in 


plain  text  as  long  as  I  can  find  it 
easily  and  quickly. 

So  I  vote  for  fast  and  plain 
with  this  caveat:  Use  whatever 
new  and  cool  features  you  can  to 
enhance  the  interface  and 


usability. 

Flash  and  glitz  are  great  as 
long  as  they  enhance  access  to 
information,  not  hinder  it. 
Ken  Becker 
Milwaukee 


T  e  I  e  t  o  o  n  s 


"Wash  ri  Web  OFTN5... 

C/eveland,  Qk^O 
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Ambiguity ,  compromise,  special 
They  all  help  explain  why 


interests, 
the  FCC 


Examining 


outdated  procedures,  excessive  regulation: 
has  failed  to  promote  competition. 
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By  Susan  B  r  e  i  d 
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Part  Two  of  a  three-part  series  examining  the  Federal  Communications 
Commission  and  its  handling  of  the  Telecommunications  Act  of  1996. 
Part  One  looked  at  whether  the  agency  has  the  resources  it  needs  to 
accomplish  its  goals.  This  installment  addresses  the  ambiguities  built  into 
the  act  and  the  effectiveness  of  the  FCC’s  decision-making  processes. 


t  is  easy  to  see  the  benefits  of  competi¬ 
tion  in  telecommunications.  In  a  vacu¬ 
um,  it’s  even  easy  to  come  up  with 
schemes  for  getting  there  from  here.  But 
the  FCC  has  to  operate  in  a  world  of  harsh 
political  reality,  trying  to  implement  a  law  full 
of  compromise  and  contradiction  while 
besieged  on  all  sides  by  powerful  lobbyists  and 
special-interest  groups. 

Critics  say  the  FCC  is  still  too  much  like  its 
original  self:  a  New  Deal  regulatory  agency 
established  to  protect  consumers  from  monop¬ 
oly  and  monopolists  from  competition.  For 
decades,  it  has  been  used  by  vest¬ 
ed  interests  trying  to  protect 
their  turf.  Now,  through  the 
Telecommunications  Act  of  1996, 

Congress  tells  the  FCC  to  exe¬ 
cute  an  about-face  and  foster 
competition  but  doesn’t  reorga¬ 
nize  and  recharter  the  agency. 

It’s  clear  that  some  parts  of 
the  telecom  act  are  too  explicit 
and  rigid  and  don’t  leave  the 
FCC  enough  implementation 
flexibility.  Other  sections  are  too  vague 
because  Congress  deliberately  punted  on  a  lot 
of  controversial  issues  and  left  them  for  the 
FCC  and  courts  to  resolve. 

The  act  certainly  has  provided  a  lot  of  oppor¬ 
tunity  for  litigation.  Every  major  FCC  ruling  — 
including  the  interconnection,  access  charge  and 
universal  service  orders  —  has  been  challenged 
in  court,  primarily  by  the  major  incumbent  local 


exchange  carriers  (ILEC).  People  say  the  bill 
should  be  called  the  Telecommunications 
Lawyers’  Full  Employment  Act  of  1996. 

However,  ask  individuals  on  all  sides  of  the 
issues  whether  the  telecom  act  is  fatally  flawed, 
and  the  answer  is  invariably  a  quick  no.  They 
recognize  that  with  all  its  defects,  this  piece  of 
legislation  is  the  best  Congress  is  likely  to  pro¬ 
duce  in  the  foreseeable  future. 

“Reopening  the  telecom  act  is  not  a  likely  or  a 
good  option  right  now,”  says  Rep.  Billy  Tauzin 
(R-La.),  chairman  of  the  House  Commerce 
Committee’s  subcommittee  on  telecommunica- 


“ Reopening  the  telecom  act 
in  not  a  likely  or  a  good 
option  right  now.  ” 

Rep.  Billy  Tauzin  (R-La.),  chairman  of  the  House 
Commerce  Committee’s  subcommittee  on 
telecommunications. 


tions,  which  drafted  the  bill. 

So  advocates  of  market-based  telecommunica¬ 
tions  reform  say  the  FCC  must  make  it  work.  But 
can  a  60-something  New  Deal  agency  set  up  to 
regulate  a  monopoly  pull  off  such  a  feat? 

“But  we  won  the  Civil  War" 

Competition-based  telecom  reform  is  occurr¬ 
ing  around  the  world,  but  the  U.S.  has  a  unique 


problem:  a  federalist  structure  that  gives  50  sov¬ 
ereign  states  the  constitutional  right  to  regulate 
commerce  within  their  own  borders.  Section  251 
of  the  telecom  act  explicitly  assigns  pricing 
authority  in  the  local  access  market  to  the  states, 
where  it  always  has  been. 

To  the  bill’s  framers,  leaving  local  access  pric¬ 
ing  regulation  in  the  hands  of  the  states  was  a 
foregone  conclusion.  Tauzin  says  the  act  would 
not  have  won  congressional  approval  otherwise. 

However,  the  telecom  act  also  instructs  the 
FCC  to  act  aggressively  to  facilitate  the  rapid 
development  of  local  competition.  Reasoning 
that  a  single  set  of  nationwide  pricing  rules 
would  be  more  efficient,  the  FCC  mandated  one 
in  its  interconnection  order. 

The  ensuing  battle  has  pitted  the  FCC  and  the 
interexchange  earners  (IXC)  against  the  ILECs 
and  state  regulatory  bodies.  The  ILECs  have 
more  influence  with  their  local  regulators,  while 
the  IXCs  would  rather  have  the  FCC  calling  die 
shots.  In  fact,  the  telecom  act  was  written  to  cre¬ 
ate  competition  on  regional  Bell  operating  com¬ 
pany  terms,  while  the  FCC’s  interconnection 
orders  look  at  competition  from  the  IXC  point 
of  view,  says  state  regulator  Dan  Miller,  chairman 
of  the  Illinois  Commerce  Commission. 

On  July  18,  the  ILECs  and  states  prevailed 
when  the  8th  U.S.  Circuit  Court  of  Appeals  in  St. 
Louis  overturned  the  FCC’s  pricing  provisions. 
IXCs  say  this  leaves  telephone  companies  and 
business  subscribers  with  a  “balkanized”  environ¬ 
ment  in  which  separate  agreements  have  to  be 
negotiated  in  each  state  or  region. 

“That’s  not  good  when  you’re  trying  to  imple¬ 
ment  nationwide  networks,”  says  Brian  Moir,  a 
partner  in  the  Washington,  D.C.  law  firm  Moir  8c 
Hardman,  which  represents  the  International 
Communications  Association. 

The  FCC  now  is  attempting  to  circumvent 
the  8th  Circuit  decision  by  including  its  pric¬ 
ing  provisions  in  requirements  the  ILECs  must 
meet  if  they  want  to  offer  intrastate  long-dis¬ 
tance  service.  Agency  officials  also  say  the  pric¬ 
ing  jurisdiction  decision  will  be  appealed  to 
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Pentium 

■processor 


Who’d  have 
imagined  the 
world’s  largest 
notebook 
screen  would  fit 
into  such  a 
small  package? 
(Other  than  us? 

No  one.)  With 
its  brilliant  14.1" 
screen,  3.2  GB 
hard  drive  and 
powerful  Intel 
Pentium®processor 
with  MMX™ 
technology,  the 
1.4"  thin,  6.2-lb. 
Digital  HiNote™ 
Ultra  2000  lets 


you  do  whatever, 
wherever.  Add 
in  its  extra-long 
battery  life,  full 
plug-and-play 
Windows  NT® 
compatibility, 
20x  swappable 
CD-ROM,  and 
what  have  you 
got?  No  room  left 
for  compromises. 
For  details,  find 
us  at  www.digital. 
com/xxl  or  call 
1-800-DIGITAL. 
And  get  ready 
to  win  in  a 
networked  world. 
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the  U.S.  Supreme  Court. 

It  seems  clear  that  it  was  futile  from  the  outset 
for  the  FCC  to  take  on  states’  rights.  The  bloodi¬ 
est  war  in  U.S.  history  was  fought  over  that  issue, 
although  as  one  FCC  official  pointed  out,  the 
federal  government  won  that  war.  The  battle  has 
antagonized  state  regulators,  who  play  a  critical 
role  in  establishing  and 
enforcing  interconnection 
agreements  under  the  tele¬ 
com  act. 

“This  relentless  effort  is 
contrary  to  the  will  of 
Congress  and  the  courts,” 
says  Mark  Fogelman,  an 
attorney  for  the  California 
Public  Utilities  Commission. 

“The  states  would  like  the 
FCC  to  stop  this  so  we  can 
work  cooperatively.” 

The  whole  fracas  is  doubly  futile  because 
many  states  were  and  are  adopting  FCC-type 
pricing  voluntarily,  says  Brad  Ramsay,  assistant 
general  counsel  for  the  national  Association  of 
Regulatory  Commissioners.  They  just  want  to 
make  it  clear  that  the  FCC  can’t  force  them  to 
do  so. 

Pricing  issues  aside,  ILECs  keep  chipping  away 
at  the  interconnection  order.  On  Oct.  11,  the  8th 
Circuit,  carefully  chosen  by  the  plaintiffs  for  its 
well-known  stance  on  states’  rights,  vacated  part 
of  the  unbundling  provisions.  The  court  ruled 


ILECs  cannot  be  required  to  rebundle  network 
elements  competitive  LECs  (CLEC)  have  pur¬ 
chased  individually. 

“The  8th  Circuit  decision  has  taken  away  one 
of  the  short-term  entry  strategies  companies  were 
going  to  use  to  get  into  the  residential  markets,” 
says  Mary  Brown,  senior  policy  counsel  for  MCI 


Communications  Corp.  “We’re  extremely  disap¬ 
pointed.” 

Ambiguous  or  inflexible 

The  pricing  issue  is  one  example  of  the  ambi¬ 
guity  in  the  telecom  act.  The  act  says  states  are  to 
set  prices  and  the  FCC  is  to  foster  competition, 
but  the  two  are  intertwined.  If  the  network  ele¬ 
ments  aren’t  priced  right,  the  unbundling  provi¬ 
sions  may  deter  investment  in  network  infrastruc¬ 
ture  by  the  ILECs  and  delay  the  development  of 
facilities-based  compedtion  by  the  CLECs. 

This  points  to  a  fundamental  problem  with 


“The  FCC  has  turned  the  271 
process  into  a  bureaucrat’s 
garden  of  micromanagement.” 

Sen.  John  McCain  (R-Ariz.) 


the  telecom  act.  In  drafting  it,  lawmakers  had  to 
try  to  strike  a  balance  between  giving  the  FCC 
explicit  instructions  and  granting  the  agency  dis¬ 
cretionary  powers.  The  law  had  to  be  sufficiently 
flexible  but  not  too  vague. 

The  bill’s  framers  erred  in  both  directions, 
depending  on  where  you  look. 

“The  statute  is  too  vague  in  its  allocation  of 
jurisdictional  responsibility  between  the  states 
and  the  federal  government,”  says  Scott  Blake 
Harris,  a  former  chief  of  the  FCC’s  international 
bureau  who  now  practices  telecommunications 
law  at  Gibson,  Dunn  &  Crutcher  L.L.R  in 
Washington,  D.C.  “Jurisdiction  is  the  recurring 
theme  in  many  of  the  challenges  to  what  the 
FCC  has  been  doing.” 

With  so  much  unfinished  business  in  the  tele¬ 
com  act,  it  remains  a  work  in  progress,  with 
much  left  up  to  the  courts.  Special-interest 
groups  are  playing  in  a  judicial  lottery,  shopping 
around  for  a  judge  they  think  will  side  with 
them.  “Now  judges  are  writing  telecom  law,”  says 
Bill  Frezza,  a  general  partner  with  Adams  Capital 
Management  in  Pittsburgh. 

If  some  parts  of  the  telecom  act  are  too  vague, 
others  are  extremely  explicit.  Former  FCC 
Chairman  Alfred  Sikes,  now  president  of  Hearst 
New  Media  &  Technology,  of  New  York,  says  one 
item  that  falls  into  this  category  is  the  14-point 
checklist  in  Section  271,  which  outlines  the  cri¬ 
teria  ILECs  must  meet  in  order  to  get  into  long¬ 
distance.  Such  detailed  provisions  send  the 


Levin’s  parting  words 

Former  FCC  chief  of  staff  defends  agency’s  performance,  calls  for  new  rules. 

s  chief  of  staff ,  Blair  Levin  marshalled  Federal  Communications  Commission 
forces  through  the  most  massive  rulemaking  effort  in  the  agency ’s  63-year  his¬ 
tory.  In  an  interview  with  Network  World,  conducted  on  the  day  he 
resigned  last  month,  he  talks  about  the  successes,  failures  and  prospects  of  the 
Telecommunications  Act  of  1 996. 

Can  you  sum  up  the  successes  of  the  telecom  act  to  date? 

In  order  to  get  the  bill  passed  everyone  had  to  hype  it,  so  expectations  were 
raised  to  unrealistic  levels.  We’re  talking  about  a  five-  to  10-year  road  here,  and 
we’re  only  one  to  two  years  into  it.  In  that  context,  the  bill  is  going  to  do  a  lot  of 
good  things.  We  are  starting  to  see  some  competition,  particularly  for  business 
customers  in  big  metropolitan  areas. 

Weren’t  we  already  seeing  some  local-access  competition  in  these  markets  before  the  tele¬ 
com  act? 

Yes,  but  the  act  speeded  things  up.  The  big  question  is  how  to  bring  competi¬ 
tion  to  the  rest  of  the  country.  The  only  people  in  a  position  to  cover  such  a 
large  area  are  the  national  interexchange  carriers  —  they’re  big  enough  and 
have  brand  names.  They  were  the  only  hope  that  widespread  competition  might 
happen  quickly,  but  they  were  really  counting  on  the  unbundling  provisions  that 
the  8th  Circuit  kicked  out.  That  decision  killed  residential  competition  in  the 
short  term.  There  is  a  very  real  risk  that  it  won’t  happen  at  all  for  a  significant 
number  of  customers  in  America. 

Can  you  put  the  setbacks  created  by  the  8th  U.S.  Circuit  Court  of  Appeals  in  perspective? 

There  would  be  more  competition  today  if  the  8th  Circuit  hadn’t  stayed  our 
pricing  rules  two  months  after  our  interconnection  order  went  into  effect.  Our 
pricing  methodology'  was  not  found  to  be  wrong;  we  lost  on  jurisdictional 


grounds  with  the  court  finding  that  we  had  no  business  making  pricing  rules. 
And,  in  fact,  most  states  are  following  our  rules  voluntarily.  Now  the  ILECs  are 
suing  the  states,  which  shows  that  it  wasn’t  really  a  jurisdictional  issue  for  them. 
It’s  about  delaying  competition,  not  about  any  legal  principle. 

What  changes  would  facilitate  the  FCC’s  efforts  to  open  up  the  local  access  market? 

I  would  like  all  appeals  to  be  handled  by  the  D.C.  Circuit  court.  [Its]  judges 
are  the  experts  on  administrative  law,  and  they  also  know  the  most  about 
telecommunications  law.  I’ve  learned  that  the  fundamental  strategy  of  the 
incumbent  monopolist  is  always  delay.  If  the  D.C.  Circuit  were  to  get  all  the 
cases,  they  would  be  consolidated  and  resolved  faster,  there  would  be  more  con¬ 
sistency  among  the  decisions,  and  we  wouldn’t  have  all  this  forum  shopping. 
There  are  72  cases  out  there  that  have  at  their  root  the  definition  of  cost.  If  we 
have  to  fight  72  different  battles,  we  just  can’t  do  it.  The  [regional  Bell  operating 
companies]  are  too  big  and  have  too  much  money. 

Most  of  the  enforcement  authority  seems  to  be  vested  in  the  states. 
What  ammunition  does  the  FCC  really  have  to  break  up  local  monopo¬ 
lies  if  the  states  don’t  do  it? 

Access  charge  reform  is  one  avenue  open  to  us.  We  were 
very  mild  in  our  access  charge  rules,  and  the  long-distance 
companies  wanted  us  to  be  much  more  intrusive.  We  could 
say  access  charges  are  “X”  in  a  market  with  significant  local 
access  competition  and  “Y”  in  markets  where  there  isn’t.  It’s  a 
more  problematic  route,  but  may  be  more  legally  sustainable. 

Blair  Levin 

With  all  the  turnover  at  the  top  of  the  FCC,  the  people  who  devel¬ 
oped  the  current  rules  won’t  be  there  to  carry  them  out.  Isn’t  that  a  problem? 

All  of  the  policies  related  to  the  telecom  act  were  adopted  by  unanimous 
votes,  and  by  a  commission  not  known  for  being  unduly  subservient  to  its  chair. 
That  means  we  came  up  with  the  right  answers.  There  is  continuity  because  it’s 
not  a  case  where  we  had  a  lot  of  3-to-2  votes  that  may  now  become  2-to-3  votes. 
And  Bill  Kennard,  the  incoming  chairman,  has  been  in  charge  of  all  our  litiga¬ 
tion  and  understands  all  the  policies  extremely  well. 

—  Susan  Breidenbach 
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wrong  message  to  the  FCC  and  don’t  leave 
enough  flexibility  for  regulators  to  feel  comfort¬ 
able  about  moving  more  quickly  to  an  unregu¬ 
lated  market. 

Each  region  in  the  country  has  a  different 
regulatory  history  and  telecommunications 
infrastructure,  so  the  highly  detailed  blueprint 


the  FCC  has  developed  around  the  14-point 
checklist  impacts  each  area  differently.  State 
regulators  including  Fogelman  say  moving  to 
competition  across  all  50  states  simply  is  not  a 
one-size-fits-all  proposition. 

“The  FCC  has  turned  the  271  process  into  a 
bureaucrat’s  garden  of  micromanagement  involv¬ 
ing  thousands  of  pages  of  showings,  including 
details  and  highly  technical  performance  stan¬ 


dards,”  says  Sen.  John  McCain  (R-Ariz.).  “The 
preferable  way  of  dealing  with  Section  271  would 
be  to  require  showings  that  the  local  market  is 
reasonably,  not  actually  or  perfectly,  open  to 
competition.” 

On  the  other  hand,  the  IXCs  think  the  271 
provisions  are  right  on  the  mark  and  want  the 
FCC  to  go  farther  still.  In 
their  view,  it  is  going  to 
take  all  the  micromanage¬ 
ment  the  FCC  can  muster 
to  get  the  ILECs  to  relin¬ 
quish  their  monopoly 
hold  on  local  markets. 

Pandora’s  box 

If  consensus  among  all 
these  otherwise  con¬ 
tentious  factions  means 
anything,  the  universal  ser¬ 
vice  provisions  clearly  are  a 
major  flaw  in  the  telecom 
act.  Section  254  expands 
universal  service  to  include 
“advanced  telecommunica¬ 
tions  services,”  such  as 
Internet  access  to  schools, 
libraries  and  rural  health 
care  providers. 

Congress  is  creating 
off-budget  social  pro¬ 
grams  funded  by  hidden 
taxes,  and  the  FCC  has 
been  an  enthusiastic  ally. 
“They’ve  taken  one  short 
section  of  the  act  and 
turned  it  into  476  pages 
of  bureaucratic  rules,” 
says  Tom  Bell,  director  of 
telecommunications  stud¬ 
ies  at  the  Cato  Institute,  a 
Washington,  D.C.  think 
tank. 

The  problems  certainly 
will  get  worse  as  the  pro¬ 
grams  gear  up. 

“The  money  is  not 
being  collected  in  a  com¬ 
petitively  neutral  manner,” 
says  Ken  Gordon,  a  for¬ 
mer  state  regulator  who  is 
now  a  senior  vice  presi¬ 
dent  with  National 
Economic  Research 
Associates,  Inc.,  of 
Cambridge,  Mass.  “The 
kind  of  broad  averaging 
and  internal  cross-averag¬ 
ing  that  is  being  done  will 
not  be  sustainable  in  a  competitive  environ¬ 
ment.” 

A  constitutional  challenge  to  the  universal- 
service  program  is  likely  because  it  is  “confisca¬ 
tory  and  doesn’t  provide  equal  protection 
under  the  law,”  says  Charles  Helein,  general 
counsel  for  America’s  Carriers  Telecommun¬ 
ication  Association.  “The  hit  on  carriers  is 
going  to  be  shocking.” 


Glossary  of  terms:  A  guide 
to  understanding  the  act 

Section  251:  Assigns  pricing  authority  in  the  local  access  market  to  the  states. 
The  FCC  attempted  to  impose  national  pricing  rules  (TELRIC)  by  using 
authority  granted  elsewhere  in  the  statute.  The  states  and  incumbent  local 
exchange  carriers  sued  the  FCC  and  won  in  the  8th  Circuit  Court  of 
Appeals. 

Section  271:  Takes  over  regulation  of  the  RBOCs  from  Judge  Green's  1984 
consent  decree,  which  broke  up  AT&T.  Includes  a  14-point  checklist  of 
requirements  RBOCs  have  to  meet  if  they  want  to  offer  intrastate  long-dis¬ 
tance  service.  Given  the  defeat  of  its  pricing  strategy  in  the  courts,  the  FCC 
is  now  trying  to  include  its  TELRIC  pricing  provisions  here. 

Section  254:  Universal  Service.  The  idea  that  everybody  is  entitled  to  phone 
service  at  a  reasonable  cost,  even  if  someone  else  has  to  help  pay  for  it,  has 
been  extended.  The  act  applies  the  concept  to  the  provision  of  advanced 
services,  such  as  Internet  access,  to  schools,  libraries,  and  rural  health  care 
facilities. 

Unbundling  provisions:  The  act  says  ILECs  have  to  provide  competitors  with  local 
access  via  unbundled  network  elements,  such  as  network  interface  devices, 
switching  capability  and  call-related  databases.  Competitors  can  then  mix 
and  match  ILEC  components  with  their  own  to  create  a  whole  network. 

Interconnection:  The  process  of  connecting  one  company’s  local  telephone  net¬ 
work  to  another’s  so  that  customers  of  each  can  call  one  another. 

Interconnection  agreement:  One  of  the  key  requirements  ILECs  have  to  meet  if 
they  want  to  enter  the  intrastate  long  distance  market.  An  agreement  speci¬ 
fies  the  technical  and  financial  terms  under  which  CLECs  will  get  access  to 
an  ILEC’s  network. 

Access  charge  order:  The  FCC  has  adjusted  some  of  the  access  charges  long-dis¬ 
tance  earners  pay  to  LECs,  bringing  the  fees  closer  to  the  cost  of  providing 
access.  But  the  charges  are  likely  to  hurt  IXCs  that  don’t  own  their  own 
LEC  access  trunks,  so  they’re  banding  together  in  an  appeal  to  overturn 
die  order.  MCI,  which  also  is  upset  about  some  of  the  cost  amortization  lan¬ 
guage  in  the  ruling,  wrote  the  brief  asking  for  it  to  be  overturned. 

ItLRIC:  Total  Element  Long  Run  Incremental  Cost,  a  method  of  calculating 
rates  ILECs  can  charge  CLECs  for  interconnection,  unbundled  network 
elements,  collocation  and  so  on.  It  is  based  on  forward-looking  economic 
costs  in  a  hypothetical  network. 


Saving  grace? 

The  Telecommunications  Act  of  1996  gives  the 
FCC  gready  expanded  regulatory  powers,  but  it 
also  lets  the  agency  forbear,  or  refrain,  from 
using  them.  This  forbearance  authority  goes  a 
long  way  toward  enabling  the  FCC  to  overcome 
any  defects  in  the  statute.  If,  after  a  time,  it 
becomes  clear  that  certain  provisions  do  not 
have  their  intended  effect  or  are  no  longer  nec¬ 
essary,  the  FCC  can  stop  enforcing  them. 

In  a  statement  issued  late  last  year,  outgoing 
FCC  Chairman  Reed  Hundt  said  one  of  the 
agency’s  goals  was  to  “have  a  red-hot  rule-burn¬ 
ing  party  every  chance  we  get.”  However,  when 
the  FCC  used  forbearance  to  eliminate  the  filing 
of  long-distance  tariffs,  it  backfired.  Some  of  the 
smaller  long-distance  companies  that  used 
AT&T’s  filings  to  set  prices  sued  and  won. 

“The  court  said  we  were  being  too  deregulato- 
ry,”  says  former  FCC  Chief  of  Staff  Blair  Levin, 
who  followed  the  outgoing  commissioners  out 
the  door. 

In  any  case,  free-market  types  don’t  put  much 
faith  in  forbearance  as  a  road  to  deregulation  at 
the  FCC. 

“It’s  a  question  of  the  culture  of  a  bureaucracy 
like  [the  FCC]  and  the  vision  the  people  there 
have,”  says  Tom  Duesterberg,  a  Washington, 
D.C.-based  senior  fellow  at  the  Hudson  Institute, 
a  think  tank  in  Indianapolis.  “If  the  FCC  were 
headed  by  a  visionary  like  Alfred  Kahn,  who 
deregulated  the  airline  industry,  it  might  be  a 
different  story.” 

Outdated  processes 

The  culture  of  the  FCC  gets  back  to  its  roots 
as  an  agency  designed  to  deal  with  regulated 
monopolies.  Its  rulemaking  procedures  are  gov¬ 
erned  by  the  Administrative  Procedures  Act  of 
1946,  which  establishes  democratic  procedures 
for  the  issuance  of  new  regulations.  This  keeps 
federal  agencies  from  acting  without  first  giving 
the  public  the  opportunity  to  comment  and  con¬ 
tribute  to  the  regulatory  process. 

Agencies  must  first  publish  proposed  regula¬ 
tions  in  the  Federal  Register  and  allow  the  public 
to  submit  comments.  The  agencies  must  read  all 
these  comments,  respond  to  them  and  publish 
summaries  in  the  Federal  Register.  The  com¬ 
ments  range  from  a  letter  from  an  individual  to  a 
complete  analysis  of  the  regulation’s  impact  on  a 
certain  company. 

This  type  of  democracy  in  action  is  unwieldy 
and  inefficient  and  often  takes  on  a  life  of 
its  own. 

The  House  Commerce  Committee  last  year 
surveyed  13  federal  agencies,  including  the  FCC, 
to  determine  the  cost  of  regulation.  According 
to  the  committee’s  official  report,  “federal  agen¬ 
cies  spend  much  of  their  time  following  process¬ 
es  and  procedures,  rather  than  reaching  the  pro¬ 
gram  results  intended  by  Congress.” 

The  Internet  and  telecommunications  reform 
are  front-page  news  these  days,  and  the  FCC’s 
rulemaking  proceedings  are  attracting  more  and 
more  participants.  Given  that  comments  can  be 
filed  electronically,  it’s  also  easier  to  participate. 

Consequently,  the  number  of  filings  the  FCC 
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dependable  multimedia  support. 

Chock  Full.  The  7- Slot  P550  has  two-to- 
three  times  the  capacity  of  any  other  Gigabit  Ethernet  switch, 
A  variety  of  switching  and  routing  modules  allows  up  to 
24  Gigabit  Ethernet  ports,  60  fiber  Fast 
Ethernet  ports  or  120  10/100  Ethernet 
ports.  Or,  you  can  mix  and  match 
modules  as  needed. 

To  learn  more  about  Prominet’s 
integrated  switching  and  routing,  visit 
www.prominet.com/info/. 


Prominet’s  P550™  Cajun"  Switch  ,,x'"  //*'*%■  -p , 

was  designed  from  the  start  to  pro-  p 

vide  network  managers  with  both 
integrated  switching  (Layer  2)  and  "  ’y  ' 

routing  (Layer  3)  functionality  that  t  v 
addresses  the  needs  of  bandwidth-  frt  $  ,t 

starved  campus  networks. 

Zesty,  Multilayer  Functionality.  ^ralr  jHBgS* 

As  an  integral  part  of  the  P550’s  archi-  p  . 

lecture,  Prominet’s  routing  engine  delivers^ 
wire- speed,  packet- by- packet,  IP  and  IPX 
routing  that  scales  to  18  million  packets  per  second. 

This  unmatched  performance  coexists  in  the  same  compact, 
modular  chassis  along  with  Prominet’s  high- density,  33  mil¬ 
lion  packets  per  second  Layer  2  switching  capability. 

Hot  Choices.  Unlike  some  inflexible  competitive 
Layer  3 -only  solutions,  the  P550  Switch  offers  choices.  With 
Prominet,  you  can  simultaneously  deploy  both  industry-lead¬ 
ing  Layer  2  switching  and  Layer  3  routing — where  needed 
and  when  needed. 


Prominet 

Gigabit-Scaled 
Campus  Networking 


onerous  V 
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The  new  Compaq  Deskpro  line  is  design 

■ 

you  money,  not  just  the  day  you  buy  them 

..  V  . ;  Y.  :  '*'+  ■  .  ■  “i  r 

their  entire  lifespan 


. 


It  all  starts  with  Compaq's  new  Optimized  Delivery 


Model  (ODM).  With  ODM  the  new  Deskpro  2000  and 


4000  models  will  be  built  to  order,  so  you'll. receive 
Compaq  quality,  Compaq  innovation,  and  Compaq 

•  ‘  ...  -  •  ’  •  •  „V>; 

reliability  at  new  aggressive  prices,  more  aggressive 
than  you've  ever  seen  from  the  company  that  sells 
more  computers  than  anyone  else  on  the  planet. 

Of  course,  satisfying  your  immediate  need  for 
value  shouldn't  mean  sacrificing  your  ultimate  desire 
for  performance.  With  Deskpro,  it  doesn't.  Inside 
you'll  find  useful  innovations  that  allow  your  end 
users  to  do  more  faster.  Like  Intel  Pentium  processors 
with  MMX  technology  and  high-capacity  EIDE  and 


Ultra  ATA  hard  drives 


And  to  keep  those  costs  down  once  your  system 

is  up  and  running,  Deskpro  has  improved  Intelligent 

'  A.."  •'  :nv; 

•-  V.  'V- 

Manageability.  You'll  be  able  to  manage,  monitor, 
and  even  take  inventory  from  a  single,  convenient 

*y. 

-  y  '-..'•irs :  'y  •£ 

location.  Your  desk.  c 


For  more  information  about  the  Deskpro 


4000  and  6000  models,  visit  us  at  www.coi 


products/desktops/ 


We  promise  to  make  it  more 
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receives  in  official  “docketed”  proceed¬ 
ings  has  been  increasing  at  an  exponen¬ 
tial  rate  in  the  1990s.  Each  filing  —  an 
estimated  72,000  this  year  —  has  to  be 
reviewed  within  90  days.  It’s  an  almost 
unimaginable  task.  Consider  petitions 


filed  in  regard  to  the  271  sec¬ 
tion  of  the  act:  Each  ranges 
from  14,000  to  19,000  pages. 

“The  industry  we’re  dealing  with  rep¬ 
resents  about  one-sixth  of  the  country’s 
GNP  now,  so  there’s  a  lot  of  interest  in 


it,”  says  Mary  Beth  Richards, 
deputy  managing  director  of 
the  FCC. 

Richards,  who  has  been  at  the  FCC 
since  1984,  says  the  agency  has  coped 
with  the  snowballing  comments  thus  far 
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If  your  business  depends  on  fast, 
dependable  file  transfer,  you  need  the 
Transend  67k  modem.  The  Transend  67  is 
the  fastest  way  to  send  and  receive  big 
files,  over  regular  dial-up  phone  lines.  And 
with  the  two  lines  used  by  the  Transend 
67,  one  line  backs  up  the  other, 
giving  you  bullet-proof  file 
transfer.That’s  a  big  plus 
when  time  is  critical. 

Find  out  about  the  Transend  67 
Call  1-800-357-2671 

www.transendmodems.com 
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Dr.  Richard  Leons,  D.D.S. 
Remote  Access  User 


'Actual  test  results  sending  Netscape  4.1  program  file  (12.734mb) 
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by  streamlining  the  review  process. 
Automation  is  being  employed  effective¬ 
ly,  and  more  authority  is  being  delegated 
to  staff  members.  The  FCC  also  uses 
some  open  forums  to  help  focus  discus¬ 
sion  on  the  key  elements  in  the  moun¬ 
tains  of  filings. 

“We  ask  all  sides  of  the  issue  to  come 
in  and  make  presentations,”  Richards 
says.  “It  cuts  through  the  rhetoric  and 
the  posturing  and  helps  us  get  to  a  deci¬ 
sion-making  stage.”  However,  even  an 
entire  agency  of  speed  readers  won’t  be 
able  to  keep  up  with  all  the  new  filings 
indefinitely  if  the  volume  continues  to 
grow  at  increasing  rates. 

On  top  of  that,  rulemaking  proceed¬ 
ings  allow  lobbying  to  continue  until 
seven  days  before  the  commissioners 
meet  to  vote.  Jim  Blaszak,  a  legal  assistant 
to  the  FCC’s  Common  Carrier  Bureau 
chief  in  the  1970s  and  now  a  partner  at 
Levine,  Blaszak,  Block,  and  Boothby,  of 
Washington,  D.C.,  thinks  this  should 
change. 

“They  need  to  take  some  quiet  time  to 
reflect,  the  way  the  courts  do,  before 
making  rules,”  Blaszak  says.  “Decision 


Find  more  FCC  fodder  on 
Network  World  Fusion,  including: 

#  Part  one  of  this  series. 

9  The  infamous  14-point 
checklist  from  Section  271 
of  the  telecom  act.  We  pulled 
section  -  decide  for  yourself  whether  it  leaves 
the  FCC’s  hands  tied. 


9  Section  254,  which  outlines  universal-service 
requirements.  There’s  one  area  in  which  virtually 
all  parties  agree:  The  FCC  went  too  far  in  its 
interpretation  of  how  to  implement  this  part  of 
the  telecom  act. 


making  is  very  seriously  and  adversely 
affected  when  you  have  a  blizzard  of 
high-pressured  lobbying  by  very  big, 
influential  companies  up  until  the  last 
minute.  That’s  especially  true  if  you’re 
dealing  with  an  overworked  staff. 

“The  quiet  period  also  forces  all  the 
parties  to  turn  their  cards  over  much 
sooner,  so  the  record  can  be  fully  devel¬ 
oped  before  decisions  are  made,”  he  says. 

Lopsided  lobbying 

Most  of  those  cards  are  held  by  the 
large  carriers.  Collectively,  the  RBOCs 
and  GTE  Corp.  have  about  250  full-time 
lobbyists  in  Washington,  D.C.,  and  the 
IXCs  probably  have  another  1 00.  This 
army  is  standing  by  waiting  to  explain 
technology  issues  to  policymakers  in  the 
FCC  or  on  Capitol  Hill. 

The  big  telcos  also  fund,  and  thus 
compromise,  much  of  the  telecommuni¬ 
cations  policy  research  going  on  in  uni¬ 
versities  around  the  country.  Consulting 
fees  of  $300  to  $1,500  per  hour  now 
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WhiLE  EVEryoNE  else  was  writiNq 

EULOqlES,  WE  WErE  crEdtiNq  aNSWErS. 

Give  your  Token-Ring  network 
new  life  with  Olicom's  OC-8600. 

Persistence  and  creativity  can  make  anything  technically 
possible.  And  you'll  find  both  of  those  qualities  in  our 
new,  next-generation  Token-Ring  switch,  the  OC-8600. 

For  less  than  $400  per  port,  the  OC-8600  can  revitalize 
your  network  and  increase  throughput  -  without  pulling 
the  plug  on  your  original  investment.  And  our  recent 
merger  with  CrossComm  means  that  Olicom's  innovation 
now  extends  to  more  than  just  network  nuts  and  bolts. 

For  details,  call  1-800-2-OLICOM  or  visit  our  website  at 
www.olicomcom.  And  let  us  make  your  network  come  alive. 
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dwarf  the  academic  salaries  of  some  pro-  of  San  Raphael,  Calif.,  and 
fessors.  coauthor  of  the  book  Rein- 

Regulatory  agencies  become  pawns  of  venting  Government.  The  FCC 


significant  industry  players. 

The  most  innovative 
telecommunications  services 


industry  groups  trying  to  protect  them¬ 
selves  from  competition,”  says  Ted  traditional  charges,  ILECs  and  major 

Gaebler,  president  of  the  Gaebler  Group,  IXCs  to  those  of  other  competitors  and 


has  to  turn  its  focus  from  the  needs  of  its  and  technologies  will  come  from  entre¬ 
preneurs  and  start-ups,  not  from  the  big 
telcos.  Regulations  easily  can  hinder  the 
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efforts  of  network  equipment  vendors 
and  facilities-based  CLECs  and  delay  the 
deployment  of  next-generation  infra¬ 
structure.  Technology  leaders  need  to 
explain  the  possibilities  to  policymakers, 
but  they  have  been  largely  silent  to  date. 

Cisco  Systems,  Inc.  didn’t  designate  an 
executive  in  charge  of  government  regu¬ 
latory  affairs  until  a  few  months  ago,  and 
AT&T  carefully  eviscerated  Lucent  Tech¬ 
nologies,  Inc.  of  such  people  at  the  time 
of  its  spinoff. 

“The  FCC  staff  work  in  an  astonishing 
shortage  of  unbiased  information  on 
the  development  of  competition  and  on 
a  lot  of  other  important  issues,”  says 
Joseph  Farrell,  an  economics  professor 
at  the  University  of  California,  Berkeley, 
who  recently  resigned  as  FCC  chief 
economist. 

Thomas  Nolle,  president  of  CIMI 
Corp.,  a  consultancy  in  Voorhees,  N.J., 
agrees.  “We’re  not  seeing  a  failure  of  the 
regulatory  process  so  much  as  we’re  see¬ 
ing  a  failure  of  the  process  of  disseminat¬ 
ing  informadon  to  policymakers,”  he  says. 
When  the  telecom  act  was  being  drafted, 
Nolle  contacted  one  of  the  members  of 
the  House  Telecommunications  Subcom¬ 
mittee  and  offered  his  services  as  an  inde¬ 
pendent  consultant,  free  of  charge. 

“I  never  heard  back  from  him,”  Nolle 
says.  “I  should  have  asked  for  some  favor 
in  exchange.  Policymakers  are  only  get¬ 
ting  information  from  people  with  vested 
interests.  They  don’t  know  how  to  deal 
with  anyone  else.” 

However,  the  high-tech  community  is 
clearly  a  sleeping  giant,  and  it  may  be 
showing  signs  of  awakening.  Companies 
such  as  Microsoft  Corp.,  Intel  Corp.  and 
Compaq  Computer  Corp.  now  have  rep 
resentatives  in  Washington,  D.C.  and  the 
D.C.-based  Business  Software  Alliance  is 
expanding  its  public-policy  efforts. 

In  California,  a  group  of  Silicon  Valley 
heavyweights,  buoyed  by  their  success  in 
defeating  an  antibusiness  proposition  on 
the  California  ballot  last  fall,  recently 
formed  a  political  action  committee 
called  Technology  Network. 

Whether  the  organization  can  sustain 
its  momentum  and  turn  it  into  a  national 
movement  remains  to  be  seen.  But  some¬ 
how,  the  people  who  are  creating  tomor¬ 
row’s  network  technology  need  to  help 
direct  telecommunications  reform. 

Next  week,  the  final  article  in  this 
series  will  focus  on  reform.  Nearly  two 
years  into  the  Telecommunications  Act 
of  1996,  less  than  2%  of  telecommunica¬ 
tions  services  subscribers  nationwide 
have  a  choice  of  local  access  providers. 
Based  on  interviews  with  a  range  of  peo¬ 
ple  in  government,  politics,  industry, 
think  tanks  and  academia,  Network  World 
will  look  at  ways  to  change  FCC  policy 
and  the  FCC  itself. 

Breidenbach  is  a  consultant  and  freelance 
writer  in  San  Mateo,  Calif.  She  can  be 
reached  at  sbreidenbach@usa.net. 


THESE  NETWORK  PROS  ARE  BRINGING  HOME 
THE  HUBS,  THE  ROUTERS  AND  THE  10BASE-2s. 


Home  s  where  the  network  is 


By  Tom  Duffy 

Oalk  about  bringing  your  work 
home  with  you. 

As  if  it’s  not  enough  being 
.mmersed  in  network  technolo¬ 
gy  all  day  at  the  office,  some  techies  are 
building  networks  at  home. 

Glen  Trott  uses  coaxial  cable  to  sup¬ 
port  his  home  net,  which  sports  three 
servers  and  a  pair  of  clients.  There’s  also 
a  40-foot  underground  conduit  to  his 
parent’s  house  next  door.  Mom  doesn’t 
have  to  yell  for  Glen  to  come  over  any¬ 
more  —  she  just  sends  e-mail. 

When  Doug  Stein  was  building  a  new 
house,  he  thought  it  was  nuts  to  wire  the 
phone  system  with  a  single  wire  pair,  and 
a  ring  topology  just  didn’t  seem  prudent. 

So  he  had  the  electricians  use  four  pairs 
of  wire  in  a  star  topology,  and  the  infra¬ 
structure  now  supports  four  Microsoft 
Corp.  Windows  NT-based  workstations. 

But  Lewis  Pringle  has  them  both  beat. 

Pringle,  who  works  as  a  consultant  to 
the  computer  industry,  began  building 
his  network  10  years  ago  because  he 
wanted  a  permanent  e-mail  address 
where  people  could  reach  him.  The 
Internet  connection  also  gave  him  access  to  a 
news  wire  that  was  unavailable  prior  to  the  pro¬ 
liferation  of  online  services  such  as 
CompuServe.  He  started  with  a  pair  of  comput¬ 
ers.  Today,  he  has  20. 

“Over  the  course  of  10  years,  they  kind  of  pile 
up,”  he  says.  “Some  of  them  don’t  work  terribly 
well  now.” 

An  Ethernet  LAN  links  Pringle’s  Linux-based 
machines  and  his  network  incorporates  several 
hubs  and  routers.  One  server  sits  inside  a  firewall, 
while  his  Web  server  sits  outside.  Pringle  uses  his 
Web  site  to  sell  software  he  developed. 

Pringle  is  not  stingy  with  his  network  —  it’s 
large  enough  to  accommodate  the  occasional  col¬ 
league  who  needs  to  work  at  his  house.  More 
often,  though,  it’s  used  by  his  wife  and  three  of 
his  four  children,  who  work  on  Pringle’s  hand- 
me-down  computers.  The  only  one  in  the  family 
who  lacks  a  computer  is  his  2-year-old  son.  “He 
has  to  learn  to  read  first,”  Pringle  says.  “Maybe 
we’ll  get  him  one  when  he  gets  a  little  older.” 

As  home  PCs  proliferate,  more  and  more  peo¬ 
ple  seem  to  be  connecting  them  into  networks. 
Those  who  have  done  it  say  creating  a  personal 
network  is  not  as  complicated  or  expensive  as  they 
imagined.  It  typically  costs  less  than  $1,000  for  the 
additional  wiring,  hubs  and  adapters. 

When  Trott  decided  to  switch  careers  from  the 
music  business  to  the  computer  business,  he  fig¬ 


ured  there  was  no  better  way  to  learn  the  trade 
than  to  build  a  network.  He  also  figured  there 
would  be  no  better  place  to  do  it  than  in  his 
home  north  of  Boston. 

At  the  time,  Trott  didn’t  know  anything  about 
computers.  Judging  from  the  network  he  creat¬ 
ed  and  his  burgeoning  career  as  a  network  engi¬ 
neer  for  a  systems  integration  company,  he  was 
a  quick  study. 

Trott  wired  his  house  with  10Base-2  coaxial 
cable  in  a  star  topology,  a  structure  that  eases 
troubleshooting  because  each  network  node  is 
connected  to  the  hub  via  its  own  line. 

Trott’s  original  network  consisted  of  a  pair  of 
386  clones  running  Novell,  Inc.’s  NetWare.  But 
these  days  the  network  has  expanded  through¬ 
out  his  house  and  even  continues  next  door. 

Trott  now  has  three  workstations  and  two  servers 
—  one  running  Windows  NT  4.0  and  the  other 
mnning  NetWare  4.1  —  to  mimic  the  systems 
used  by  his  employer. 

The  link  to  a  workstation  installed  in  his  par¬ 
ent’s  house  makes  use  of  a  conduit  Trott  built 
when  he  moved  into  the  house  next  door  1 5 
years  ago  so  he  could  pump  music  into  both 
houses  simultaneously  —  the  ultimate  in  stereo. 

The  music’s  gone  silent,  but  Trott  is  able  to 
connect  all  his  machines  to  the  Internet  via  a 
33. 3K  bit/ sec  modem  and  a  single  IP  address 
using  Microsoft’s  Proxy  Server. 


With  a  fully  functional  network  in  his 
house,  Trott  easily  can  work  at  home 
when  he’s  not  at  client  sites  or  spending 
a  rare  day  in  the  office. 

“When  I  have  a  new  application  I’m 
going  to  be  working  with  I  need  a  lab  to 
learn  it,”  he  says.  “That’s  what  I  use  these 
machines  for  a  good  deal  of  the  time  — 
testing  applications." 

Stein  took  a  highly  structured  ap¬ 
proach  three  years  ago  when  he  built  his 
house  in  Framingham,  Mass.  “The  plan 
was  that  someday  I  would  have  a  network 
and  that  it  was  going  to  be  connected  to 
the  Internet.  I  wasn’t  sure  what  the  tech¬ 
nology  was  going  to  be  in  the  future  and 
I  wanted  to  be  able  to  change  it  without 
changing  the  wiring,”  Stein  recalls. 

A  friend  suggested  that  Stein  install 
four  pairs  of  twisted-pair  wiring  through¬ 
out  the  house.  The  typical  home  has  two 
pairs,  which,  of  course,  is  child’s  play.  Four 
pairs  would  instandy  give  the  house  two 
phone  lines,  allowing  simultaneous 
Internet  access  and  telephone  use.  Even  if 
Stein  wanted  to  add  an  ISDN  line,  which 
would  use  three  of  die  four  pairs,  the 
house  wouldn’t  have  to  be  rewired. 

Stein  wired  the  house  using  the  same  star 
topology  Trott  used.  The  wiring  structure  is  com¬ 
mon  in  office  environments  but  not  as  prevalent 
in  houses,  which  Stein  says  are  wired  widi  a  sin¬ 
gle  trunk  line. 

Stein  recendy  took  a  job  as  chief  technology 
officer  for  Acadian  Asset  Management  in  Boston. 
Although  he  doesn’t  work  out  of  the  house,  he 
built  the  network  so  he  can  work  from  home  in 
the  evenings  when  it’s  required. 

“Unpaid  overdme  is  a  great  source  of  produc¬ 
tivity,”  the  father  of  two  says.  “But  there  is  no  rea¬ 
son  it  has  to  be  done  at  the  office.  The  immedi¬ 
ate  benefit  is  that  when  you  are  under  the  gun, 
the  work  can  be  done  at  home  at  night  after  the 
kids  have  gone  to  bed.” 

Originally,  Stein’s  network  consisted  of  a  single 
computer.  Today,  he  and  his  wife  have  four  NT 
workstations  linked  by  Ethernet  connections. 
Stein  says  the  next  step  is  to  install  a  router  to 
eliminate  redundant  modems  and  create  a  single 
Internet  connection.  But  he  hasn’t  yet  chosen 
between  ISDN  and  a  cable  connection  offered  by 
his  local  cable  television  company. 

“Whatever  I  do,  it  will  probably  be  the  Christ¬ 
mas  present  to  the  family,”  he  says.  But  of  course. 

Duffy  is  a  freelance  writer  in  Somerville,  Mass.  He 
can  be  reached  at  tduffy62@cmnpuserve.com. 
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for  your 
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Packet  Engines™  is  Leading  the  way  in  Gigabit 
Ethernet.  As  you  can  see  from  the  Network  World 
table  above,  the  PE-4884™  Gigabit  Routing 
Switch  is  no  exception.  And  this  doesn't  even  factor 
in  its  non-blocking  parallel  access  shared  memory 


architecture,  wire-speed  routing  throughput  of 
more  than  35  million  packets  per  second,  and  wire- 
speed  filtering  and  forwarding  based  on  Layer  4 
information.  With  these  advanced  features,  the 
PE-4884  leaves  the  competition  in  its  tracks. 
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TWO  HIGH-SPEED  TECHNOLOGIES  BATTLE  FOR  BACKBONE 
SUPREMACY:  WHICH  ONE  IS  RIGHT  FOR  YOUR  NETWORK? 


Gigabit  or  AIM 
for  the  backbone? 

By  Edwin  E  .  M  i  e  r 

Oome  early  poking  and  prodding  of  Gigabit  Ethernet  shows 
that  the  new  high-speed  network  technology,  while  still  not 
in  prime  fighting  condition,  already  holds  up  pretty  well 
against  ATM. 

But  looking  forward,  it  seems  Gigabit  Ethernet’s  state  and  stature 
can  only  get  better.  And  that’s  likely  to  come  at  ATM’s  expense. 


These  are  the  key  results  of  our  lab  test  pit¬ 
ting  an  ATM  switch  from  FORE  Systems,  Inc. 
against  a  Gigabit  Ethernet  switch  from  Foundry 
Networks,  Inc.,  tested  with  network  interface 
cards  (NIC)  from  Packet  Engines,  Inc.  The  pur¬ 
pose  of  the  test  was  not  so  much  to  measure 
speeds  and  feeds,  but  to  gauge  where  each  tech¬ 
nology  best  fits  in  an  enterprise  net. 

As  a  backbone  network  technology,  ATM  and 
Gigabit  Ethernet  each  exhibit  some  clear 
advantages  and  drawbacks,  as  detailed  in  the 
chart  on  page  76. 

For  now,  ATM  still  comes  out  ahead  in  a 
majority  of  the  criteria,  including  the  scope  of 
vendor  and  product  support,  price,  flexibility  in 
transmission  media  and  distances  supported, 
ability  to  efficiendy  handle  different  traffic 
types  and  qualities  of  service,  and  multivendor 
interoperability. 

But  based  on  our  tests,  Gigabit  Ethernet 
already  has  taken  the  lead  over  ATM  in  two 
areas.  First,  Gigabit  Ethernet  unquestionably  is 
easier  to  deploy.  Second,  it  generally  is  more 
backward-compatible  with  today’s  applications, 
traffic  types  and  software  interfaces.  That’s  not 
surprising,  because  Gigabit  Ethernet  does  pretty 
much  everything  Ethernet  does,  except  it’s  a 
whole  lot  faster. 

Other  areas  are  toss-ups.  There’s  no  com¬ 
pelling  reason  to  conclude  that  either  technol¬ 
ogy  handles,  or  will  handle,  network-layer 
switching  or  virtual  LANs  better  than  the 
other.  Some  may  believe  ATM’s  connection-ori¬ 
ented  nature,  featuring  dynamic  switched  virtu¬ 
al  circuits,  is  better  suited  to  IP  switching. 
Indeed,  this  may  end  up  one  of  ATM’s  strong 


suits.  But  you  also  could  argue  that  Gigabit 
Ethernet,  with  its  descendancy  from  Ethernet 
and  Fast  Ethernet,  has  a  leg  up  in  supporting 
VLANs  that  concurrently  span  all  three  genera¬ 
tions.  In  either  case,  it’s  too  early  to  call. 

While  ATM  still  has  the  edge  in  most  areas  of 
our  comparison,  its  lead  is  likely  to  narrow  over 
the  next  six  months.  It’s  possible  that  several  of 
ATM’s  advantages  —  scope  of  products,  per- 
port  price  and  multivendor  interoperability  — 
could  be  lost  to  Gigabit  Ethernet  within  the 
next  year  or  so. 

But  ATM  likely  will  retain  its  edge  with  regard 
to  transmission  media  and  distances  supported, 
however,  at  least  for  a  while.  Don’t  expect 
Gigabit  Ethernet  links  to  run  for  more  than  a 
couple  of  hundred  meters  or  to  run  over 
Category  5  cabling  any  time  soon. 

If  you  accept  full  duplex  as  your  main 
Gigabit  Ethernet  link  mode  and  multimode 
fiber  as  your  main  transport  medium,  you  can 
build  and  run  a  client/server  network  over 
Gigabit  Ethernet  today.  You  can  even  get  some 
vendors’  Gigabit  Ethernet  products  to  work 
together,  as  we  did  with  our  Packet  Engines 
NICs  and  Foundry  Networks  Turboiron  switch. 

This  most  common  transmission  mode  of 
Gigabit  Ethernet  —  employing  conventional 
62. 5/ 125-micron  multimode  fiber  with  a  rela¬ 
tively  short  wavelength,  typically  LED-generat¬ 
ed  light  source  —  is  called  lOOOBase-Sx.  There 
are  other  modes  of  optical  transmission  now 
on  the  drawing  board  in  Gigabit  Ethernet  stan¬ 
dards  circles  that  will  eventually  extend  the 
link  distance  to  beyond  500  meters  using  dif¬ 
ferent,  less  common  types  of  fiber  and  light 


sources,  including  lasers. 

But  most  of  today’s  Gigabit  Ethernet  products 
can  span  just  260  meters.  That’s  probably 
enough  for  LANs  contained  within  a  single 
building,  but  it  could  be  a  problem  for  campus 
LANs. 

Is  Gigabit  needed? 

For  connecting  servers  to  the  backbone, 
we  did  some  benchmarking  of  Windows  NT 
4.0  servers  to  see  how  155M  bit/sec  ATM 
and  1,000M  bit/sec  Gigabit  Ethernet  links 
compared. 

Our  conclusion:  It  is  extremely  unlikely  that 
your  NT  servers  are  choking  on  their  “meager” 
full-duplex,  100Base-T  network  connections 
today.  We  had  to  get  the  absolute  latest  and 
most  powerful  Pentium  IIs  and  cook  up  some 
superspeedy,  memory-to-memory  data  transfers 
to  get  more  than  100M  bit/sec  moving  between 
an  NT  server  and  an  NT  Workstation  client  over 
the  network. 

But  that’s  just  today.  If  your  next  major  NT 
server  hardware  upgrade  is  a  Pentium  II,  266 
MHz  or  faster,  you  may  really  benefit  from  a 
network  pipeline  greater  than  100M  bit/sec. 
That’s  because  the  newer  64-bit  PCI  buses  that 
are  just  now  emerging  with  the  Pentium  II,  in 
combination  with  the  higher  speed  processors, 
can  move  more  than  100M  bit/sec  over  the  net¬ 
work  link.  Our  testing  found  that  the  32-bit  PCI 
bus  of  most  existing  Pentium-based  servers  gen¬ 
erally  cannot. 

We  ran  a  series  of  data  transfers  between  NT 
servers  and  workstations.  We  primarily  used  a 
public  domain  software  tool,  called  T/TCP,  that 
runs  in  memory  and  generates  the  data  that  is 
sent.  There’s  no  disk  I/O  or  movement  of  actu¬ 
al  files  involved,  because  this  would  slow 
throughput  considerably. 


We  also  conducted  File  Transfer  Protocol 
(FTP)  transfers  of  real  files.  But  these,  too,  were 
memory  to  memory  without  disk  I/O.  We 
changed  the  network  connectivity  between 
these  platforms  to  test  ATM,  100Base-T  and 
Gigabit  Ethernet  backbones. 

Only  with  the  artificial  T/TCP  traffic  genera¬ 
tor  tool,  and  using  some  of  the  most  powerful 
Pentium  stations  made  today,  could  we  move 
data  between  NT  stations  at  a  rate  greater  than 
an  ATM  155M  bit/sec  link  could  handle.  In  this 
surrealistic  environment,  we  achieved  a  maxi¬ 
mum  data  throughput  rate  of  168M  bit/ sec  over 
Packet  Engines’  Gigabit  Ethernet  NICs. 

Using  an  FTP  memory-to-memory  transfer, 
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we  were  able  to  exchange  data  at  121M 
bit/sec  between  NT  servers  and  worksta¬ 
tions  over  Gigabit  Ethernet.  This  is 
technically  more  than  100Base-T  can 
handle.  But  keep  in  mind  that  we  used 
memory-to-memory  FTP,  although  in 
real-world  cases,  FTP  involves  disk  reads 
and  writes,  which  would  constrain  the 
total  transfer  time. 

When  we  ran  the  same  FTP  exchange 
over  a  100Base-T  network  (via  3Com 
Corp.  100Base-T  NICs  and  a  3Com 
100Base-T  switch)  for  comparison  pur¬ 
poses,  we  got  only  56M  bit/ sec  through¬ 
put,  or  less  than  half  of  the  throughput 
we  achieved  over  Gigabit  Ethernet. 

In  short,  we  found  that  the  network 
I/O  of  today’s  NT  servers  can,  under  cer¬ 
tain  contrived  conditions,  slighdy  exceed 
what  a  full-duplex  100M  bit/sec  link  can 
handle.  In  most  real-world  traffic  envi¬ 
ronments,  however,  you’re  not  likely  to 
need  more  than  a  full-duplex,  100M- 
bit/sec  pipe  to  connect  today’s  Pentium 
servers  with  32-bit  PCI  buses  to  your 
backbone  network. 

Backward-compatible? 

An  advantage  ATM  has  over  Gigabit 
Ethernet  is  ATM’s  ability  to  operate  with 
a  maximum  packet  size,  or  maximum 
transmission  unit  (MTU),  greater  than 
the  1,518  bytes  of  the  original  Ethernet, 
which  Gigabit  Ethernet  also  is  largely 
bound  by.  By  using  an  MTU  of  9,000 
bytes,  we  found  you  could  get  a  10%  to 
15%  increase  in  file  transfer  throughput 
with  ATM. 


BACKBONE  CONTENTION:  GIGABIT  ETHERNET  VS.  ATM 


Criteria 

Competition,  number  of  vendors 
shipping  switches,  server  NICs 

Per-port  price 


Gigabit  Ethernet 

Very  limited  today,  less  than  12  but  in  six  months 
likely  to  be  comparable  to  ATM. 

Up  to  $5,000  for  combination  of  switch  port  and 
NIC.  Likely  to  drop  by  30%  to  50%  every  six  months 
for  next  two  years. 


Media  support 


Now  fairly  limited.  For  next  six  months  or  so  will  run 
only  over  fiber. 


Maximum  distance 


Learning  curve,  how  complex  to 
deploy  (1  =  easy,  10^=  difficult) 

Compatibility  with  existing  data 
applications,  networks 


Between  260  and  550  meters,  depending  on  type 
of  multimode  fiber. 

Four  today,  likely  to  drop  to  2  or  3. 


No  changes  needed.  However,  with  packet  size  still 
limited  to  maximum  of  1.5K  bytes,  transmission 
efficiency  can  be  stifled.  NIC  performance  is  likely 
to  vary  significantly  between  products. 


Ability  to  efficiently  handle 
different  traffic  types,  qualities  of 
service  (QoS) 


Multivendor  interoperability 


VLAN  support 


None  inherently.  Brute  bandwidth  approach.  Experi¬ 
mental  IP  protocols  such  as  RTP  and  RSVP  could 
eventually  enable  QoS-type  capabilities  overGigabit 
Ethernet. 

Still  very  limited,  but  improving.  Expect  interoper¬ 
ability  now  only  with  full-duplex  lOOOBase  Sx  (LED- 
type  short-wavelength  over  multimode  fiber). 
Prospects  are  good,  though.  Standards  are  still 
evolving._ 

Pending  standards  same  as  for  Fast  Ethernet, 
but  same  VLAN  connectivity  and  membership 
criteria  can  readily  span  Ethernet,  Fast  and  Gigabit 
Ethernet. 


Suitability  for  IP/ network-layer  To  be  determined.  Inherent  protocol  overhead  of 

switching  Gigabit  Ethernet  is  less  than  that  for  ATM. 


ATM 

Dozens. 


ATM- 155  is  now  generally  less  than  $2,000  for 
combination  of  switch  port  and  NIC;  ATM-622 
is  several  times  more.  Prices  have  leveled  off, 
though,  and  are  dropping  now  only  5%  to  15% 
jnnually.  _ 

ATM- 155  is  now  widely  supported  over  single- 
and  multimode  fiber  and  Cat5  UTP.  ATM-622  and 
_hig_her  is^fiber  only^  _ 

Synchronous  Optical  Network  (SONET)  distances, 
many  miles  for  single-mode  fiber. 

Five  to  6  in  an  all-ATM  environment,  7  or  8  if  de¬ 
ployed  withexisting  data  networks(emujated  LANs/ 

Internetworking  with  existing  LANs  is  inefficient 
and  complex.  Packet  sizes  up  to  18K  bytes  are 
supported,  but  only  in  a  pure-ATM  environment. 
Still  limited  to  1.5K  bytes  if  interconnected  with 
an  Ethernet-emulated  LAN  over  ATM.  NIC 
performance_varies  significantly.  _ 

Clear  advantage  for  ATM  here.  Connection  and 
protocol  mechanisms  provide  extensive  QoS  and 
traffic  prioritization  choices. 


Pretty  good  at  lower  levels  and  improving.  But 
higher  level  interoperability  -  switch-to-switch 
signaling,  Multi-Protocol  over  ATM  -  is  still  not 
assured.  Standards  are  still  evolving. 


Mapping  of  LAN-based  broadcast  domains  to, 
and  interoperability  with,  ATM  is  klunky  and 
complex. 


To  be  determined.  Protocol  overhead  is  relatively 
high,  especially  for  emulated  LANs. 


text  indicates  the  leader  in  a  category. 


That  advantage  is  lost,  however,  if  your 
ATM  backbone  is  supporting  an  emulat¬ 
ed  LAN  that  includes  any  Ethernet  or 
Fast  Ethernet  devices  or  segments.  In  that  case, 
all  the  devices  participating  in  the  emulated 
LAN,  including  those  connected  direcdy  to 
ATM,  are  constrained  to  using  the  same  1,518- 
byte  MTU. 

But  we  found  that  Gigabit  Ethernet  has  an 
inherent  advantage  over  ATM,  too.  The 
amount  of  traffic  on  your  network  that’s  attrib¬ 
utable  to  protocol  overhead  can  be  significant¬ 
ly  less  with  Gigabit  Ethernet  (and  with 


SOURCE:  MIER  COMMUNICATIONS  INC. 


NICs  matter 

here’s  more  to  squeezing  the  maximum 
performance  from  your  network  than 
just  data  rate.  For  example,  the  design 
and  structure  of  the  network  interface 
cards  (NIC)  also  affects  total  through¬ 
put.  For  most  of  our  ATM  testing,  we 
used  FORE  Systems,  Inc.’s  PCI  NICs  and 
its  ASX-1000  switch.  When  we  tried 
another  vendor’s  ATM-155  NICs,  with 
everything  else  remaining  unchanged,  we  saw 
throughput  performance  differences  of  as 
much  as  25%. 


Ethernet  and  100Base-T,  for  that  matter)  than 
with  ATM. 

How  much  less?  Well,  here’s  where  Gigabit 
Ethernet’s  structural  similarity  with  Ethernet 
comes  into  play.  If  network  and  protocol  over¬ 
head  accounts  for  8%  to  10%  of  all  the  bits  on 
your  Fast  Ethernet  network,  it  would  be  virtually 
the  same  on  Gigabit  Ethernet. 

We  verified  this  by  comparing  the  size  of  files 
that  were  transferred  over  Ethernet,  Fast 
Ethernet  and  Gigabit  Ethernet  with  the 
total  number  of  bits  that  appear  on  the  net¬ 
work  in  conjunction  with  each  file  transfer. 

On  ATM,  however,  the  amount  of  over¬ 
head  could  be  twice  as  much  —  accounting 
for,  say,  15%  to  20%  of  an  appreciably 
greater  total  number  of  network  bits. 

This  was  the  case  for  files  we  transferred 
from  an  NT  server  on  a  155M  bit/sec  ATM 
link  to  a  Windows  95  client  on  a  100Base-T 
segment.  The  overhead  in  this  case  was  in 
part  attributable  to  the  inherent  inefficiency 
of  transporting  packet  data  over  an  ATM 
Ethernet-emulated  LAN  via  LAN  Emu¬ 
lation  1.0. 

What  lessons  did  we  learn  from  this  pre¬ 
liminary  side-by-side  tire-kicking  of  ATM 
and  Gigabit  Ethernet?  There  are  several, 
including: 

•  For  connecting  Windows  NT  servers  to 


your  backbone,  you’re  unlikely  to  require 
more  than  100M  bit/sec  of  connection  band¬ 
width  for  most  real-world  traffic.  We  could 
achieve  throughputs  exceeding  100M  bit/sec 
only  by  using  memory-to-memory  data  trans¬ 
fers  and  top-of-the-line  Pentium  II/266-MHz 
NT  platforms  with  64-bit  PCI  buses  and  Gig¬ 
abit  Ethernet  NICs.  And  the  160M  bit/sec  we 
generated  doesn’t  even  begin  to  tax  the  rated 
capacity  of  1,000M  bit/sec  Gigabit  Ethernet. 

•  There  can  be  appreciable  throughput  vari¬ 
ability  by  virtue  of  different  vendors’  server 
NICs,  regardless  of  the  network  technology. 

And  ATM  can  involve  more  overhead  than  Fast 
Ethernet  or  Gigabit  Ethernet,  meaning  more 
bits  are  carried  over  the  ATM  network  to  com¬ 
municate  the  same  amount  of  user  data. 

But  what  about  switch-to-switch  performance 
of  the  different  technologies,  as  opposed  to 
server-to-backbone  connections?  How  do  Unix 
and  non-Intel  Corp.  platforms  (such  as 
Windows  NT  on  Digital  Equipment  Corp.  Alpha 
servers)  compare?  How  about  mixing  ATM  and 
Gigabit  Ethernet  in  the  same  network? 

All  good  questions.  Stay  tuned. 

Mier  is  president  of  Mier  Communications,  Inc.,  a 
network  consultancy  and  product  test  center  based  in 
Princeton,  N.J.  He  can  be  reached  at  ed@mier.com  or 
(609)  275-7311. 
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See  us  at  NetWorld+Interop  Atlanta  •  Booth  #ion  and  NetWorld+Interop  Paris  in  the  Reseller  Pavilion 


With 

wire-speed  switching  and 
scalable  architecture,  the 
Millennium  4000  provides  the  industry’s 
first  seamless  solution  to  migrating  current 
FDDI  backbones  to  Gigabit  Ethernet  -  and  you 
don’t  have  to  empty  the  wiring  closet  to  get  it. 

The  XLNT  Millennium  is  the  first,  best,  and  only  FDDI- 
to-GbE  switching  solution  featuring  lo/iooMbps 
Ethernet,  1000Mbps  Ethernet  and  FDDI.  Other  GbE 
products  require  a  ‘Forklift  Upgrade’,  forcing  you  and 
your  network  to  start  from  scratch.  Millennium  gives 
you  the  power  of  Gigabit  Ethernet  on  your  existing 
network  right  now.  It’s  smart,  it’s  sensible,  and 
it  couldn’t  be  any  easier. 

Millennium  -  The  common 
sense  choice. 


Finally,  a  common  sense 
approach  to  your  network. 


The  Millennium  Gigabit  Ethernet  Switch  has: 


Five  slot  chassis 


6.4  Gbps  Backplane 


•  FDDI 


Dual  Homing 


10/100  Ethernet 
Redundant  power  supplies 


•  Gigabit  Ethernet 

•  Hot  swappability 


Millennium  is  a  registered  trademark  ofXLNT.  ©  1997  XLNT.  All  rights  reserved. 


Making  Your  Network. 


To  find  out  more  about  XLNT,  visit  our  website  at  xlnt.com  or  call  1-619-487-9320. 


Circle  Reader  Service  #46 


If  your  IT  challenges  are  expanding  faster  than  your  staff,  you 
should  be  looking  at  Tivoli's  TM  E  10™  enterprise  management 
software.  It  controls  all  your  systems,  networks  and  applications 
from  the  data  center  to  the  desktop.  So  you  can  increase 
productivity  by  automating  routine  tasks  and  giving  a  leaner  IT 
staff  the  power  to  manage  anything,  anywhere.  You  can  enhance 
availability  by  proactively  managing  distributed  systems.  You 
can  deploy  software  like  SAP  R/3  or  Lotus  Notes®  to  thousands  of 


users  from  a  single  console,  and  manage  applications  and 
events  on  an  enterprise  scale.  And  because  so  many  vendors  work 
with  our  uniquely  open,  scalable,  cross-platform  framework,  you 
can  count  on  choosing  best-in-class  products.  Something  else  to 
count  on:  As  an  IBM  company,  we  can  support  your  enterprise 
wherever  you  do  business -no  matter  which  vendors  you  choose. 
To  see  how  we  can  help  you  better  leverage  IT  assets,  visit 
Tivoli  Systems  Inc.  at  www.tivoli.com  or  call  1  800  2TIV0LI. 


WHEN  YOUR  “TO-DO”  LIST  GETS  BIGGER  THAN 
YOUR  IT  BUDGET,  IT’S  TIME  FOR  TIVOLI. 


Tivoli  Systems  Inc.  www.tivoli.com 

Tivoli  and  TME 10  are  trademarks  ol  Tivoli  Systems  Inc.  in  the  U.S.  and/or  other  countries  IBM  is  a  trademark  of  International  Business  Machines  Corporation  in  the  U.S.  and/or  other 
countries  Lotus  Notes  is  a  registered  trademark  of  Lotus  Development  Corporation.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  ol  others. 

©  1997  Tivoli  Systems  Inc.  All  rights  reserved. 


THE  POWER  TO  MANAGE.  ANYTHING.  ANyWHERE. 


MICROSOFT  FRONTPAGE  98  REDEFINES  THE  STATE 
OF  THE  ART  IN  SIMPLE  WEB  SITE  AUTHORING. 


By  Lee  Schlesinger 


®ith  FrontPage  98,  which  ships  this  week,  Microsoft  Corp.  is 
going  to  drive  a  number  of  companies  out  of  the  Web  soft¬ 
ware  development  business  —  not  because  of  anticompetitive 
practices,  but  because  the  product  contains  just  about  every  tool  you 
need  to  create  professional-looking,  thematically  rich  Web  sites. 


One  component,  FrontPage  Editor,  offers 
graphical  tools  for  creating  forms,  tables  and 
frames.  It  gives  you  access  to  the  underlying 
HTML  code  and  lets  you  preview  a  page  without 
leaving  the  editor.  New  in  this  release  are  active 
elements  such  as  hover  buttons,  which  let  you 
apply  multimedia  effects  when  the  mouse  moves 
over  a  button,  and  a  banner  ad  manager.  These 
Java  applets  can  add  zip  to  your  pages,  as  can 
new  dynamic  HTML  animations  for  automatic¬ 
ally  moving  objects  on  a  page. 

Above  the  editor,  FrontPage  Explorer  pro¬ 
vides  a  host  of  site  management  tools,  including 
link  checking,  graphical  themes  and  to-do  lists, 
and  provides  one-button  publishing  of  a  whole 
site  or  just  the  changed  pages  within  a  site. 

For  construction  of  graphics,  Microsoft 
includes  Image  Composer  1.5,  an  improvement 
on  Version  1.0  ,  which  was  part  of  the  FrontPage 
97  Bonus  Pack.  The  biggest  enhancement  is  a 
button  wizard  that  lets  amateurs  quickly  create 
attractive  buttons  and  lets  experts  create 
dazzling  ones. 

Disappointing,  however,  is  lukewarm  support 
for  cascading  style  sheets,  the  new  HTML  4  stan¬ 


dard  for  separating  the  look  of  Web  pages  from 
their  content.  To  create  an  external  style  sheet, 
which  puts  information  about  the  appearance 
of  pages  in  a  separate  file,  you’ll  have  to  use  an 
external  tool  such  as  Windows  Notepad.  There’s 
no  graphical  user  interface  (GUI)  for  style 
sheets  as  there  is  for  other  HTML  pages. 

Internal  style  sheets  get  slightly  more  support, 
but  this  still  seems  to  be  an  afterthought. 

Likewise,  Microsoft  could  do  better  with  meta 
variables,  which  are  comments  primarily  used  by 
search  engines  to  determine  site  content.  By 
default,  the  product  includes  a  meta  variable  giv¬ 
ing  FrontPage  3.0  credit  for  generating  the  page. 
We  remove  that  on  principle,  but  wish  we  could 
take  it  out  as  a  global  default.  You  can  add  your 
own  meta  variables,  but  you  have  to  know  what 
you’re  doing;  Microsoft  doesn’t  show  a  list  of 
common  tags  such  as  “description”  and  “robots.” 

There  are  similar  rough  edges  with  Microsoft 
Image  Composer. 

While  Image  Composer’s  button-creation  wiz¬ 
ard  lets  you  create  multiple  buttons  at  one  time, 
it  doesn’t  give  you  a  chance  to  set  all  the 
options  available  for  buttons,  including  font 
style  and  size,  button  shape  and  background 
fill.  That  means  you’ll  likely  have  to  cus¬ 
tomize  your  buttons  after  you  create  them. 

If  you  want  to  modify  them,  you  must  edit 
each  of  the  individual  buttons  one  at  a  time. 

If  you  have  existing  documents  you  want 
to  publish  on  the  Web,  FrontPage  can 
import  them,  but  only  if  they’re  in  Word, 
Excel,  PowerPoint  or  text  format.  You  also 
can  import  an  HTML  file  or  even  a  whole 
site  from  a  folder,  Front-Page  Web  or  the 
Internet. 

Like  NetObjects,  Inc.’s  NetObjects  Fusion, 
the  Web  authoring  product  that  topped  our 
Sept.  8  Buyer’s  Guide,  FrontPage  conies  with 
many  themes,  which  are  consistent  looks  for 
backgrounds,  banners  and  buttons  across 
multiple  pages  in  a  site. 

To  save  authors’  work,  Microsoft  includes 
proprietary  components,  formerly  called 


FrontPage  98 

A  ^ 

HTML  content  editing  (20%) 

9x.20  =  1.8 

Site  management  features  (20%) 

9x.20  =  1.8 

Forms  editing  (10%) 

8  x.  10  =  0.8 

Table  editing  (10%) 

9  x. 10  =  0.9 

Frames  editing  (10%) 

9  x. 10  =  0.9 

Document  import/conversion  (10%) 

9  x. 10  =  0.9 

Client/server-side  image  map  editing  (5%) 

10  x. 05  =  0.5 

Upload  to  server  facility  (5%) 

10  x. 05  =  0.5 

Templates/wizards  (5%) 

8  x. 05  =  0.4 

Documentation  and  online  help  (5%) 

8  x  .05  =  0.4 

Total  score 

Individual  category  scores  are  based  on  a  scale  of  1-1C 
are  the  weight  given  each  category  in  determining  the  to 

8.9 

).  Percentages 
tal  score. 

webbots.  Components  are  dynamic  objects  the 
server  can  process  when  a  page  is  called.  They 
let  you  easily  include  a  hit  counter  on  a  page 
and  automatically  insert  the  date  a  page  was  last 
updated.  Com-ponents  are  not  standard  HTML, 
however.  If  you  choose  to  use  them,  you  must 
be  sure  that  the  Web  server  that’s  hosting  your 
pages  installs  Microsoft’s  FrontPage  extensions. 

You  can  pull  information  from  an  Open 
Database  Connectivity  database  via  the  Active 
Server  Pages  of  Microsoft’s  Internet  Information 
Server.  You  must,  however,  manually  enter  SQL 
code  or  paste  it  from  your  database  application 
—  there’s  no  GUI  or  wizard  for  building  queries. 


Go  to  Network  World  Fusion  for: 

©  An  expanded  version  of  this  review, 
including  “How  We  Did  It" 

©  A  Web  site  chock-full  of  FrontPage 
expertise 


O  A  nonframe  browser  you  can  use  to  test  your  site 
©  Instructions  for  creating  your  own  FrontPage  themes 


©  A  pointer  to  a  FrontPage  newsgroup 


Publishing  your  site  is  easy  with  the  help  of  a 
wizard  to  ask  for  an  ID,  password  and  location 
on  a  File  Transfer  Protocol  site.  But  if  you  get 
the  location  wrong,  you  can’t  correct  it  yourself 
—  you  have  to  delete  the  site  information  and 
enter  it  all  again. 

We  had  a  couple  of  other  bones  to  pick  with 
the  product.  HTML  frames  let  you  show  multi¬ 
ple  windows  on  a  single  page,  but  some  older 
browsers  can’t  view  frame  pages.  The  FrontPage 
Editor’s  frame-creation  tools  let  you  specify 
code  to  be  displayed  by  these  nonframe 
browsers  but  don’t  let  you  preview'  the  non- 
frame  version. 

Also  annoying  was  that  FrontPage  Editor 
wouldn’t  let  us  save  the  custom  arrangement  of 
multiple  toolbars  on  our  screen. 

We  found  we  could  live  with  these  flaws  in 
return  for  the  numerous  advantages  FrontPage 
offers.  If  you  need  to  create  a  departmental 
Web  site  with  more  than  one  page  and  main¬ 
tain  it  more  frequently  than  once  a  month, 
Microsoft  FrontPage  is  an  investment  that  will 
pay  off  for  you  and  the  people  who  browse 
your  site.  ■ 
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ishington,  D.C.  Convention  Center 
3  Renaissance  Washington  D.C.  Hotel 

nferenoe:  January  26-29,  1998 
hibition:  January  27-29,  1998 


Attend  GomNet’s  20th  Anniversary  Event 


Be  A  Part  of  History  —  And  The  Future 

Broadband.  Wireless.  Internet,  Intranets,  Extranets.  Push  and  pull 
technologies.  There's  unparalleled  opportunity  in  the  communica¬ 
tions  and  networking  technologies  now  gaining  in  sophistication. 
And  momentum. 

ComNet's  20th  Anniversary  Conference  and  Exhibition  —  The 
Enterprise  Network:  Front  and  Center —  gives  you  the  unparalleled 
opportunity.  Whether  you're  a  builder,  buyer,  planner,  or  manager 
of  an  enterprise  network. 

Immerse  yourself  in  9  information-packed  conference  tracks.  Listen 
to  a  distinguished  cadre  of  speakers  including  3Com's  Chairman  & 
CEO,  Eric  Benhamou,  Marimba  Inc.'s  President  &  CEO,  Kim  Polese 
and  Bell  Atlantic's  Vice  Chairman,  President  &  COO,  Ivan 
Seidenberg.  Join  Vinton  Cerf,  the  father  of  the  Internet,  and 
ethernet  inventor  and  Internet  contrarian  Bob  Metcalfe  as  they 
square  off  in  a  lively  discussion,  moderated  by  Stewart  Alsop, 
about  the  Internet's  future  and  what  that  future  will  mean  to  you. 
And  accompany  50,000  of  your  colleagues  to  view  over  500 
exhibiting  companies  at  the  #1  show  for  new  product  launches. 

♦  #1  Show  For  New  Product  Introductions 

♦  9  Targeted  Conference  Tracks 

Network  Management  and  Design  •  Switching  Tools/ 
Technologies/Strategies  •  Collaborative  Networking  • 

The  New  WAN  •  Enterprise  Intranets  •  Network  Reliability/ 
Performance  •  Remote  Network  Access  and  Security  • 
Global  Telecomm:  Issues  and  Answers  •  Open  Forum 

♦  Intranet  Village  (co-sponsored  by  Network  World  and 
Vertical  Networks) 

A  gathering  of  companies  with  products  to  help  you 
design,  build  and  manage  your  Intranet. 

For  general  event  information  visit  our 
Web  site  at  www.comnetexpo.com 
or  call  800-545-EXPO. 
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Surviving  an  audit 

How  to  limit  the  damages  when  the  software  police  come  knocking,  accusing 
you  of  software  licensing  violations. 


BBy  Michael  Overly 

aron  Blakeslee,  Thermal  Equipment 
Corp.  and  Verteq,  Inc.  are  three  compa¬ 
nies  that  recently  agreed  to  pay  $235,000 
in  penalties  to  the  Business  Software 
Alliance  (BSA).  Their  crime?  All  were 
accused  of  software  copyright  infringe¬ 
ment  and  were  audited  for  license 
compliance. 

What  would  you  do  if  it  happened  to  you?  The 
software  police  could  pay  you  a  visit,  if  they  haven’t 
already,  so  make  sure  that  you’re  well  prepared  for 
scrudny  and  negotiations. 

The  Software  Publishers  Association  (SPA),  a 
software  vendor  trade  association,  and  its  offshoot, 
the  BSA,  are  vigilandy  pursuing  software  licensing 
abuse.  The  groups  have  filed  hundreds  of  lawsuits 
and  recovered  millions  of  dollars  in  damages  and 
settlements  from  companies  that  were  caught 
using  software  they  didn’t  pay  for. 

Most  tips  about  illegal  corporate  software  usage 
come  from  disgruntled  employees.  The  SPA  or 
BSA  asks  the  company  in  question  to  agree  to  a 
voluntary  audit  of  its  computers  to  assess  license 
compliance. 

If  the  company  refuses  to  cooperate,  it  may 
invite  a  lawsuit  for  breach  of  licensing  agreements 
and  copyright  infringement.  The  trade  group  may 
even  seek  a  court  order  permitting  it  to  seize  com¬ 
pany  computers  to  preserve  evidence. 

The  lawsuit  will  be  based  on  two  pieces  of  evi¬ 
dence.  The  first  is  a  sworn  statement  from  the  dis¬ 
gruntled  employee  attesting  that  there  is  illegal 
software  on  the  network.  The  second  is  the  compa¬ 
ny’s  refusal  to  cooperate,  which  will  be  portrayed 
as  an  admission  of  guilt. 


Given  the  high  cost  of  defending  a  lawsuit, 
most  businesses  opt  to  comply  with  the  audit 
request  and  pay  a  penalty  for  improperly  licensed 
software  —  usually  one  to  three  times  the  retail 
price  of  each  illegal  program. 

Verteq,  Inc.  paid  $150,000  for  illegal  copies  of 
programs.  Thermal  Equipment  and  Baron 
Blakeslee  agreed  to  pay  a  total  of  $85,000  to  the 
BSA  in  exchange  for  the  dismissal  of  a  lawsuit  for 
software  copyright  infringement. 

If  you  are  audited  and  decide  that  the  safest 
course  of  action  is  to  comply,  take  these  five  steps 
to  make  the  process  less  painful  and  to  avoid  cer¬ 
tain  penalties. 

1.  Respond  promptly. 

This  shows  you  are  trying  to  cooperate  and 
have  nothing  to  hide.  It  also  may  prevent  the 
seizure  of  your  computers  to  preserve  evidence. 

2.  Caution  employees. 

As  soon  as  you  receive  an  audit  request,  caution 
your  employees  not  to  delete  any  software  from 
their  PCs  or  the  corporate  network.  In  all  likeli¬ 
hood,  the  audit  will  detect  recently  deleted  soft¬ 
ware;  that  will  be  difficult  to  explain.  It’s  far  better 
to  face  a  penalty  for  unlicensed  software  than 
charges  of  destruction  of  evidence. 

Minimize  the  potential  for  unpleasant  surprises 
by  encouraging  employees  to  report  unlicensed 
software  to  a  manager.  This  will  allow  you  to  better 
assess  the  extent  of  the  problem. 

3.  Negotiate  the  settlement  agreement. 

After  you  agree  to  the  audit,  the  SPA  will  send 
you  a  settlement  agreement.  The  document  will 
define  your  obligations  and  specify  the  penalty  for 
any  unlicensed  software.  It  also  will  require  you  to 


institute  a  compliance  program  to  educate  employ¬ 
ees  about  illegally  copying  software.  If  you  comply 
with  the  terms  of  the  agreement,  the  SPA  will 
release  you  from  further  liability  for  the  software 
on  your  system  at  the  time  of  the  audit. 

The  agreement  and  the  scope  of  the  audit  are 
negotiable.  For  example,  businesses  often  try  to 
exclude  games  from  the  audit,  since  employees 
frequently  install  them  without  their  employer’s 
knowledge  or  consent.  As  part  of  the  negotiation, 
you  may  offer  to  provide  the  SPA  with  a  sworn 
statement  confirming  that  you’ve  removed  the 
unlicensed  games  from  your  network. 

Use  the  same  approach  to  exclude  programs  that 
are  no  longer  used  but  still  reside  on  the  network. 


HOW  TO  MINIMIZE  SOFTWARE  LICENSING  VIOLATIONS 

©  Appoint  a  software  managerto  monitor  software 
installation,  usage  and  license  compliance. 

•  Adopt  a  written  computer  use  policy  that  specifically 
prohibits  employees  from  installing  software  on  their 
computers  without  the  express  permission  of  IS. 

•  Urge  employees  to  immediately  report  unlicensed 
software  that  they  discover  to  the  software  manager. 

©  Educate  your  employees  about  the  risk  of  illegally 
copying  software. 

•  Perform  an  internal  audit  to  confirm  you  have  the 
rights  and  licenses  to  all  of  the  software  on  your 
network. 


Go  online  for  resources  that  will  help 
you  enforce  software  license  agree¬ 
ments  at  your  workplace,  such  as  a 

pie  corporate  software  policy  statement. 

"  fTIA7  ITlNlTTI1 1 


4.  Insist  on  adequate  protections. 

Carefully  review  the  settlement  agreement  to 
ensure  it  includes  adequate  protections  for  your 
company.  For  example,  the  SPA  should  warrant 
that  the  audit  won’t  damage  data,  introduce  any 
viruses  or  destructive  programs,  or  adversely  affect 
your  system. 

Make  the  SPA  keep  all  information  obtained 
during  the  audit  confidential  and  pledge  that  it 
won’t  be  used  for  any  other  purpose. 


Software  metering  programs  can  help  you  come  clean 

If  you  haven’t  already  received  an  audit  request  from  the  SPA  or  BSA,  consider  yourself  lucky. 
It’s  not  too  late  to  institute  a  program  to  minimize  and  eliminate  illegal  software  usage  at 
your  company. 

To  encourage  businesses  to  conduct  their  own  audits,  SPA’s  SPAudit  proprietary  auditing  soft¬ 
ware  is  available  for  free  download  on  the  World  Wide  Web  at  www.spa.org.  There  also  are  many 
third-party  software  metering  or  asset  management  programs  available.  Products  include  ON 
Technology  Corp.’s  SofTrack,  Sassafras  Software,  Inc.’s  KeyServer  and  Tally  Systems,  Inc.’s 
CentaMeter  and  Cenergy.  These  programs  track  and  identify  the  applications  running  on  your 
network,  analyze  usage  patterns,  determine  the  number  of  licenses  needed  for  each  application 
and  ensure  license  compliance. 

In  addition  to  minimizing  your  potential  liability  for  illegal  programs,  these  packages  can  save 
you  money  by  identifying  the  optimal  number  of  licenses  you  should  buy  for  each  program. 

— Michael  Overly 


5.  Be  ready  with  documentation  and  records. 

Most  often,  the  SPA  will  ask  you  to  conduct  the 
audit  yourself  using  its  proprietary  software.  The 
program  automatically  scans  the  network  to  iden¬ 
tify  all  software  and  generates  a  report  that  you 
return  for  analysis.  In  some  cases,  an  auditor  may 
come  to  your  business  to  personally  oversee  the 
process.  In  either  instance,  you  must  furnish 
license  documentation  or  rights  to  use  each  pro¬ 
gram  identified  during  the  audit. 

Above  all,  remember  the  best  defense  against  a 
software  audit  is  a  well-planned  and  executed  com¬ 
pliance  program. 

Overly  is  an  attorney  and  freelance  writer.  He  can  he 
contacted  at  moverly@concentric.net. 
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You  never  know  when  you  'll  get  the 
urge  to  change  directions  and  find  the 
career  of  your  dreams.  Understanding 
this,  EDP  Contract  Services ™  has  a 
Web  Site  that  lists  an  extensive  amount 
of  IT  contracting  opportunities  in 
locations  across  the  globe.  The  Web  Site 
is  easy  to  navigate,  comprehensive 
and  up-to-date.  New  openings  are  con¬ 
tinuously  being  added  for  long-  and 
short-term  assignments  worldwide. 


orttt  of  the 

TAC  Worldwide 
Companies 


Areas  of  Opportunities: 

>  Applications  Development 

>-  Systems  and  Network  Analysis 
>-  Systems,  Network,  and 
PC  Support 

>  Software  Re-Engineering 

>  System  Administration 


EDP  contract 


And  since  the  Web  never  sleeps,  you 
can  look  us  up  whenever  inspiration 
strikes  at: 

www.edpcs.com 


Not  only  are  we  utterly  accessible;  we  offer  challenging,  project-based  assign¬ 
ments  with  top  pay,  plus  career  development,  flexibility  and  independence, 
little  to  no  down  time  between  assignments,  optional  health  care,  401(k), 
direct  deposit,  weekly  payroll,  and  more.  So  connect  anytime,  24  hours/day, 
7  days/week.  Or  you  can  contact  us  at:  1-800-TAC-STAF.  We  II  be  waiting  for 
you.  EOE  -  M/F/D/V. 


Common  Agenda  has  been  retained  by  a  leading  network  equipment  manufacturer  to  identify  and 
recruit  Data  Networking  Professionals  at  various  levels  from  2  to  20+  years  exp.  Our  client  offers 
excellent  pay,  incentives,  great  relocation,  and  the  best  benefits.  A  real  and  exciting  challenge 
awaits  those  who  qualify.  Be  at  the  forefront  of  an  industry  altering  initiative  in  the  areas  of  IP  & 
NMS  platforms  and  architectures... 

Data  Networking  Technical  Sales  Specialist  -  <j0b:  011703) 

(Base  $60  -  80K+  great  com.  plan)  Degreed  techie  sales/engineering  type  to  be  a  master  in  the 
design  of  strategic,  workable  high-speed  multimedia  data  networks  sold  to  carriers  worldwide. 

Exp  in  IP  networking,  ATM,  FR,  RAS,  routers,  switches,  NMS,  datacom  protocols... 

Manager  -  Data  Networking  Product  Architecture  (job:  oii649) 

Build  and  manage  a  group  charged  with  defining  the  cutting-edge  of  data  networking  technolo¬ 
gies.  Initial  focus  are  architectures  geared  to  ISP  and  Carrier  applications  in  the  IP  router  & 
switching  arena,  Craft  and  guide  futuristic  ideas  into  competitive  realities. 

Systems  Architects  -  Protocois/Mgmt  Systems  (3  positions)  (job:oit648) 

Analyze  end-to-end,  advise,  and  architect  the  technical  cutting-edge  of  data  networking.  Address 
protocol  standardization;  assess  viability  of  approaches;  identify  functionality  of  network  elements; 
analyze  implementation  of  mgmt  systems  &  servers,  technology  choices,  integration  and  associated 
interoperability  issues.  We’re  hot  on  IETF  people;  IPv6,  DHCP,  RSVP,  IPsec,  MPLS,  L2TP,  etc. 

SW  Systems  Engineers  -  Advanced  Platforms:  SNMP 

(8  positions)  (Job:011690) 

Define/develop/integrate  state-of-the-art  SW  platforms  to  support  various  datacom  &  network 
mgmt  product  initiatives.  Background  in  software  engineering,  systems  analysis,  product  defini¬ 
tion,  verification,  integration  of  3rd  party  software.  Experience  in  multiple  platform,  multiusable 
SW  development  methodologies  using  C/C++  for  real-time  embedded  systems  (PC  or  UNIX)  and 
distributed  computing  protocols.  Experience  with  TCP/IP  and  SNMP  is  a  must. 

Software  Developer/Systems  Integrator  (job:  onssi) 

Develop/integrate  network  protocol  and  distributed  computing  software.  Evaluate  and  implement 
alternatives  such  as:  in-house  development,  acquisition  of  3rd  party  SW,  customizing  ready-made 
software,  etc...  Software  development  exp.  with  WinNT,  UNIX,  or  pSOS  (or  other  real-time  OS), 
exp.  with  LAN,  TCP/IP,  OSI,  TMN  and  other  Data  Comm  Protocols  &  standards,  and 
SONET/SDH  products. 


For  consideration,  please  send  resume,  referring  to  ‘Code  NW1 1 97,  Job: _ ’,  to 

Common  Agenda,  POBox  71 1 ,  Brielle,  NJ  08730. 

FAX:  (732)223-71 1 6.  E-mail:  sreaves@commonagenda.com 
For  more  information  about  Common  Agenda  and  other  opportunities,  visit  our  web  site 


|  hnp://www.commonagenda.com  | 


All  Fees  paid  by  our  clients  -  We  do  not  send  resumes  without  express  prior  approval 


NetworkWorld’s  NETWORKING  CAREERS  SECTION 

puts  150,000  qualified  subscribers  and  300,000  pass-along  readers  in  your  range  every  week. 

Call  the  Networking  Careers  Department,  at  1-800-622-1108  for  more  information. 

NetworkWorld 

161  Worcester  Road,  Framingham,  MA  01701 


Where  can  you  reap  the  bene¬ 
fits  of  thousands  of  additional 
exposures  for  your  current 
employment  opportunities? 


December  8th  issue  with 
bonus  distribution  at  both 
Database  &  Client/Server 
World  and  Internet  World. 


Call  1-800-622-1108  x7454  or  x7452  today  for  more  info.  The  deadline  for  the  December  8th  issue  is  November  26th. 


free  free  free 
free  free  free 
free  free  free 


http://www.nuifusion.com 

If  you  are  interested  in  management 
strategies,  career  information  and  job 
listings,  visit  the  Networking  Careers 
section  of  Network  World  Fusion  at 
the  above  address. 

Network  World’s  new  Web  offering 
Network  World  Fusion  is  the  most 
comprehensive  and  educational 
advertising  environment  on  the 
WWW  Recruitment  print  ads  will  be 
placed  on  Network  World 
Fusion  for  8  weeks  -  free. 


Advertisers  who  would  like 
more  information  on  the  Network 
World  Fusion  options  should 
call  800-622-1108  X7454  or  x7452 
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where  other  Networking  Groups 

fear  to  tread. 


It  takes  progressive  thinking  to  keep  Microsoft’s  workforce  performing  at  its  peak.  That's 

why  our  Global  Networking  Group  explores  unconventional  ideas.  New  ideas  that  lead  to  big  solutions. 
Solutions  that  advance  the  world’s  premier  NT  networking  environment  on  a  daily  basis.  And  help 
everyone  at  Microsoft  excel  and  succeed  -  again  and  again.  That’s  life  in  Global  Networking.  Welcome 
to  Microsoft. 


Network  Engineering 

Microsoft’s  Global  Networking  Group  has  multiple  openings  for  Network  Engineers  specializing  in 
architecture,  implementation,  or  operations.  Whether  you  architect  or  manage  projects,  implement 
or  manage  networks,  you’ll  take  part  in  one  of  the  most  thrilling,  death-defying  stunts  in  the  universe: 
keeping  everyone  at  Microsoft  on  the  same  page.  Opportunities  are  now  available  for  a  wide  variety 
of  expertise  and  skill  sets. 


Qualifications?  Minimum  2  years  relevant  experience.  A  combination  of  expertise  in  at  least  several  of  the  following  skills  (specific  skill  sets  are  determined 
by  position):  Cisco  routers,  Ethernet/FDDI  switching,  and  ATM  equipment.  Routing  experience  using  BGP  and  OSPF.  Large-scale  firewall  design.  Experience  in 
design,  installation  and  debugging  of  large  routed  and  switched  networks.  High-level  design/architecture  experience.  Network  Services  such  as  RADIUS  and 
DNS.  Debugging  skills  at  all  levels  of  TCP/IP  protocol  family.  Experience  with  large  Internet  backbones  including  complex  BGP  peering.  Network  management 
experience  with  protocols  such  as  SNMP  and  RMON,  management  platforms,  element  management  systems  and  event  processing,  correlation  and  summa¬ 
rization.  In-depth  network  protocol  experience  (PNNI,  LANE,  MOSPF,  PIM,  SNMP,  RMON,  PPP,  ISDN).  Expertise  with  DSO,  FT1,  Frame  Relay,  Tl/El,  DS3/E3, 
OC-3,  OC-12  and  SONET  premise  equipment. 


Microsoft  offers  a  competitive  salary  and  excellent  benefits.  E-mail  your  resume  in  ASCII  text  format  to:  resume@microsoft.com  (indicate  Dept.  Ad8w2-1117 
within  the  text  of  your  resume)  or  mail  to:  Microsoft  Corporation,  Attn:  Recruiting  Ad8w2-1117,  One  Microsoft  Way,  STE  303,  Redmond,  WA  98052-8303. 

No  phone  calls  please.  We  are  an  equal  opportunity  employer  and  support  workplace  diversity. 


II 


www.microsoft.com 


Jobs/ 


Microsoft 


DON’T  MISS  THESE  GREAT 
ADVERTISING  OPPORTUNITIES  IN 

DECEMBER 

ISSUE 

SPECIAL 

FEATURE 

SPACE 

CLOSE 

12/1 

Management  Strategies:  Online  training  developments;  Buyer’s  Guide:  Web  Management 
Tools-details  on  Web  site  content  management  products  that  have  site  mapping  and  link,  site, 
and  source  file  management  capabilities;  Carrier  Special  Focus:  ISP  differentiation  Nov  19th 

12/8 

Management  Strategies:  Need  for  new  interviewing  techniques 

Bonus  Distribution:  Database  and  Client/Server  World,  Chicago;  Internet  world,  New  York; 

Review:  Web  Development  Tools;  Internetworks  Special  Focus:  ATM  Forum  update  Nov  26th 

12/15 

Management  Strategies:  Departmental  cross-training;  Server  Series  Review 

Dec  3rd 

12/22 

Management  Strategies:  Managing  virtual  offices;  LAN  Special  Focus:  IP  switching  in  the  LAN 

Dec  10th 

12/29  &  1/1  The  Most  Powerful  Companies;Powerful  People;  Power  Struggles; 

Power  Issue  The  Most  Powerful  Customers;  Power  Picks 

Dec  1 7th 

December 

Intranet 

Magazine 

Intranet  Handbook:  A  look  at  what’s  shaking  with  Dynamic  HTML  and  when  it  will  be  coming  to  your 
browser  of  choice;  Product  watch:  Update  on  Java  application  development  tools;  Review:  Netiva’s 
Netiva  tool  for  creating  Web  application  databases.  Nov.  17th 

‘98  Career  Fairs  Sponsored  Exclusively  by  Network  World 

NetWorld+Interop  ‘98,  Las  Vegas  May  5,  6  &  7  •  NetWorld+Interop  ‘98,  Atlanta,  October  21,  22  &  23 


For  more  information  or  to  place  an  advertisement, 
please  call  1-800-622-1108,  x7454  or  x7452. 


Hypercom  Network  Systems  designs  and  manufactures  a  complete  line  of 
enterprise  multi-service  switch/routers  for  private  and  public  networks. 
Hypercom  reduces  customer  telecommunications  costs  through  the  elimina¬ 
tion  of  duplicate  networks,  consolidation  of  CPE  equipment,  higher  network 
performance,  added  reliability  and  system  integrity  for  mission-critical  applica¬ 
tions. 

Firms  which  benefit  from  a  Hypercom  network  are  those  running  large  legacy 
(i.e.  SNA)  networks,  in  various  stages  of  developing  distributed  computing 
supported  by  LANs,  and/or  looking  to  consolidate  voice  and  video  networks 
over  wide  area  services  such  as  frame  relay,  X.25,  ISDN,  ATM,  etc. 

Our  extraordinary  success  in  the  legacy  marketplace  worldwide  has  created  a 
need  for  extraordinary  talent.  Hypercom  Network  Systems  has  opportunities 
for: 


Vice  President  of  Marketing 
Marketing  Communications  Specialists 
Systems  Engineering  Professionals 
Software  Engineering  Professionals 
Sales  Professionals 

To  join  our  team  you  will  need  the  experience,  talent,  demonstrated  perfor¬ 
mance  and  energy  to  enhance  our  success  in  the  market.  In  return,  we  will 
provide  an  aggressive  package  including  salary,  special  incentives  and  ben¬ 
efits.  If  you’re  ready  for  the  challenge  and  the  rewards,  contact  us  by  email: 
tsalamone@hypercom.com,  fax  (602),  504-5150  or  mail  to  Hypercom,  2851 
W.  Kathleen  Rd„  Phoenix,  AZ  85023.  Attn:  HR-HNS.  EOE. 
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In  a  rush  of  endorphins  the  start-up 
team  at  COM21  is  building  a 
revolution.  Creating  an  ATM-based 
cabie  modem  system  using  the 
new  hybrid  fiber-coax  technology. 
Technology  that’s  scalable  and 
open.  It’ll  support  online  graphics 
and  multimedia.  Make  the  Internet 
1000X  faster.  Offer  bandwidth  on 
demand.  It's  technology  that’ll  rock 
the  telecommunications  world.  And 
capture  the  bulk  of  a  $200  billion 
market.  It’s  ground  floor.  It’s  huge. 
And  you  can  make  it  real.  Join 
C0M21  today. 


Engineering 

•  Software  QA  Engineers 
(Multiple  Openings) 

•  Sr.  PC  Board  Designer 

•  Embedded  Software 
Engineer 

•  Telephony  Team  Leader 

•  Sr.  Software  QA  Engineer 

•  Test  Automation  Engineer 

•  Systems  Software 
Engineers  (Multiple 
Openings) 

•  ASIC  Design  Engineer 

•  Software  Engineers, 
Network  Management 


See  us  on  the  web  at: 
http:  //www.com21.com/ 


Sales/Service/Marketing 

•  Broadband  Systems 
Engineer 

•  Account  Managers 
(Multiple  Openings) 

•  Systems  Engineers 

•  International  Account 
Executive 

•  Sr.  Product  Marketing 
Manager 

•  Operations  Managers 
(Asia/South  America) 

•  Product  Marketing  Manager 

•  Tactical  Marketing  Manager 

Administration 

•  Administrative  Services 
Assistant 


All  positions  require  previous 
experience  in  the  communica¬ 
tions  arena. 

To  apply  for  these  positions, 
please  send  your  resume 

INDICATING  POSITION  TITLE 
OF  INTEREST  and  JOB  CODE: 
XA-NWW11  to:  C0M21  Inc., 
750  Tasman  Dr.,  Milpitas, 

CA  95035.  Fax:  (408) 
953-9299  or  e-mail: 
resumes@com21.com 
(ASCII  only).  Or  call  our  Job 
Hotline  at:  (408)  953-9268. 
EOE. 

SKSE1© 

Communications  for  the  21st  Century 


THE  BEARDSLEY  CROUP 

SPECIALISTS  IN 
INTERNETWORKING 
RECRUITING 


We  are  your  source  for  jobs! 


*  System  Engineering 

*  Network  Consulting 

*  Contract  Positions 

*  Network  Analyst 

*  SALES  Internetworking 

See  our  complete  listing  of  lobs  at 
http://www.beardsleygroup.com 
or  contact  us  at: 

Tel  203  944  0050/Fax  203  944  0052 
Email  jobs@beardsleygroup.com 


NEEDED:  TCP/IP  INSTRUCTORS 


Must  be  an  experienced  TCP/IP  professional  with  expertise 
in  protocols,  SNMP,  ICMP,  routing  concepts,  security 
terminology  and  firewall  systems.  Some  travel  required. 
Part-time  and  full-time  opportunities  available. 

Fax  Resume  to  630.990.9635 
or  email  (no  attachment)  to  info@ngt.com 
1 .800.know.NGT  •  1 .630.574.4878 
www.ngt.com 


V 


NET  GURU  TECHNOLOGIES  INC 

The  Internet  Certification  Company 


TCP/IP  •  IPv6  •  Security  •  Firewalls 


Try  Network  Fusion, 
Careers, 
for  Job  Listing 


http://www.nwfusion.com 


For  More  Information  on  Advertising 
in  Networking  Careers 

Contactl-800-622-II08, 

x7454  or  x7452 


Network  World's  Annual 
Power  Players  Issue. 

December  29  /  January  1,  is  a  don't 
miss  "Keeper"  issue  with  bonus 
distribution  to  top  financial  analysts. 

Your  recruitment  candidates,  our  readers,  will  refer 
to  this  issue  all  year. 

Topics  Covered:  The  Most  Powerful  Companies, 

Powerful  People,  Power  Struggles,  The  Most 
Powerful  Customers,  Power  Picks. 

Close  for  recruitment  advertising  reservations  is  December  17th. 
Materials  are  due  December  22nd. 


Played 


& 


For  additional  information  call  the  Networking  Careers  Department 
at  1-800-622-1108  x7454  or  x7452. 
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Breakthrough  the  clutter  of  multiple 
keyboards,  monitors,  and  mice  with  this 
latest  innovation  from  Rose,  This  switch 
has  every  feature  you  asked  for: 

Switches  several  servers  or  computers  to  a  single 
monitor,  keyboard,  and  mouse 

Supports  any  mix  of  PC,  Apple,  Sun,  RS  6000, 

HP  700  series,  DEC  Alpha,  SCI,  or  other 
computers  from  any  keyboard  or  mouse 

Front  panel  has  keypad  for  easy  selection  of 
computers  and  configuration 

Front  panel  display  shows  computers  name  and 
other  information ' 

Command  to  switch  can  come  from  your 
keyboard,  front  panel,  or  RS232  port 

Simple  to  use  keystrokes  switch  computers  for 
fast  and  easy  control 


Built  in  daisy-chaining  supports  up  to  256 
computers 

Flash  memory  for  future  upgrade  of  features 

Easy  to  use  OverView™  system  gives  control 
and  status  with  on-screen  graphics 

Many  other  features! 

CALL  FORA  FREE  CATALOG: 

♦  Keyboard/Video  Control 

♦  Print  Servers 

♦  Data  Switches 

800-333-9343 

Visit  our  web  site  at  www.rosel.com 


ELECTRONICS 


10707  Stancliff  Road  Houston,  Texas  77099  Tel  281-933-7673  Fax  281-933-0044 

Reader 


Reader  Service  No.  252 


•  Full  RM0N  Support 

•  Integrates  with  HP  OpenView 

•  TCP/IP,  Telnet,  TFTP,  B00TP 


SNMP,  ICMP,  IPX  Polling 

Castle  Rack. 

Computing 


Node  Discovery 

Long  Term  Statistics/Thresholds 
Custom  Event  Actions/Forwarding 
Over  100  Device  Specific  GUIs 
MIB  Compiler/Browser 

408-366-6540 

Fax:  408-252-2379 
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GLOBAL  NETWOl 
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http://www.amcoengineering.com 


FLExible 

Choice  of  styles,  heights,  widths,  depths 


Marketplace  The  Hub  of  the  Network  Buy 
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$  995.00 


Web:  http://www.gnatbox.com 
Email:  gb-sales@gta.com 
Tel:  +1  -407-380-0220  Fax:  +1-407-380-6080 


The  Simple,  Powerful  &  Affordable 


1 -800-775-4GTA 


•  Proven  Firewall  Technology 

•  Network  Address  Translation 

•  Unlimited  User  License 

•  High  Performance 

•  Transparent  Network  Access 

•  Easy  to  Configure  &  Use 

•  Remote  Web  Based  Management 

•  Minimal  Hardware  Requirements 

•  Ideal  for  Intranets 

•  Cost  Effective 
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Meet  Your  New  Hire: 

ATL’s  6410  CSU/DSU  with  I.Q.* 

The  newest  member  of  your  staff! 
’“INTELLIGENT  QUANTITATIVE  PARAMETRIC  TESTING 


Attenuation 
Background  Noise 
Impulse  Noise 
DDS  operating  mode 
C.O.  loopback  conditions 


Smarter  than  the 
Average  CSU/DSU! 

CALL  FOR  A  WHITE  PAPER  ON  THE  6410  with  I.Q. 
Find  out  how  you  can  get  a 
FREE  “Smarter  than  the  Average  CSU/DSU”  t-shirt! 

For  more  info,  Call  1-800-223-9758  American  technology  labs 

Email:  info@atli.com 
Visit  our  web  page  at  www.atli.com 


Quality  Network  Access  Solutions 


Reader  Service  No.  302 


lets  you  do 


more 


5 


do  it 


do  it  for 


less! 


better 


5 


Announcing  the  AutoView  Commander; 

the  keyboard/video/mouse  switch  with  all  the  right  stuff! 

More  ways  to  select  attached  servers  with  convenient  on-screen 
menus,  traditional  Cybex  push-buttons  or  a  quick  keyboard  sequence. 
Better  design  for  easy  reconfiguration  without  powering  down  the 
switch  or  attached  servers.  And  best  of  all  ...  it  costs  less  than  many 
comparable  switches.  Now  that's  good  stuff. 

One  Company.  One  Solution.  Cybex. 


4912  Research  Drive  Huntsville,  Alabama  35805  USA 
(800)  93CYBEX  (29239)  •  (205)  430-4030  fax 

http://www.cybex.com 


AutoView  is  a  trademark  of  Cybex  Computer  Products  Corporation.  Cybex  is  a  registered  trademark  of  Cybex  Computer  Products  Corporation. 


$SSS£&  tali  if*  uf.-ust, 

COMBOIBLE  NetWare.  BANYAN'  Compatible 


Come  see  us  at  Comdex,  Booth  #1.4254 


Reader  Service  No.  227 


Marketplace 


The  Hub  of  the  Network  Buy 
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ajy  •  • 

1  m  using  it 
to  control 
critical  router 


connections, 
monitor  DS U- 
T1  links,  and 
troubleshoot 
the  50  Frame 
Relay  lines  we 
added  last 
month. 


As  my  network 
evolves,  I  rely 
even  more  on 
GS  Networks’ 
2700  Switch.  ” 


Only  if  monitoring  router-to-DSU  connections  without  disrupting  service  is  important. 

Only  if  finally  knowing  what’s  happening  in  the  far  reaches  of  a  frame  relay  network  is  important. 

Only  if  controlling  large-scale  WAN  and  LAN  configurations  from  anywhere  in  the  world  is  important. 
Only  if  bypassing  a  failed  communications  port  so  that  business-critical  data  keeps  flowing  is  important. 
Only  if  enabling  the  entire  operations  staff  to  work  more  productively  is  important. 

Only  if  having  the  security  of  full-time  alarming  on  the  network’s  physical  layer  -  where  50%  .,;.v  --hv  ■  • 
of  downtime  still  occurs  -  is  important.  '  ‘  fe/v 

And  only  if  the  switch  is  the  incomparable  2700  from  GS  Networks,  the  world  leader  in  matrix  technology 


Contact  GS  Networks  today  and  we  ll  tell  you  how  network  professionals  in 

the  most  demanding  industries  are  relying  more  than  ever  on  the  2700's  matrix-based 

connectivity  and  test  access  solutions.  .  "  ■ 


www.gsnetworks.com 


The  2700  Switching  System 

When  Every  Connection  Counts 


Phone:  609-2$4-7900;  1 
Fax:  609-778-8700  ■ 


General  Signal  Networks,  Inc.  , 

13000  Midlantic  Drive 

Mount  Laurel.  New  Jersey  08054 


Networks 


sm 
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The  beauty  of  Apex  is  a  two-sided  story. 

Apex  designs  PC  file  server  cabinets  from  the  inside  out  to 
give  you  more  all-around  value  per  square  foot. 


Our  state-of-the-art  integrated  concentrator  switch 
lets  you  merge  up  to  64  processors  from  1  station  and  elim¬ 
inates  the  need  for  multiple  monitors,  keyboards,  and  mice. 


Only  Apex  gives  you  both  a  switch  and  an  entire  cabinet  system  that 
offers  handsome  organization  on  one  side,  and  easy,  smart  access  on  the  other. 


Innovation  & 
Technology 
by  Design 


APEX™ 

PC  SOLUTIONS 


Rear  door 
not  shown. 


No  other  company  stacks  up  to 


Apex  for  intelligent  design  built  around 
a  foundation  of  solid  computer  know-how. 


Made  in 
the  U.S.A. 


its  knowledge 
of  sophisticated 
switching  systems 
to  turn  the  computer 
cabinet  business  inside-out. 


For  more  information  call:  1(800)  861-5858  •  (425)  402-9393  •  Fax:  (425)  402-9494 
Email:  sales@pcsol.com  •  20031  142nd.  NE  •  Woodinviile,  WA  98072 


http://www.apexpc.com 
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IT'S  EASY.  Circle  the  number  on  this  card  which  corresponds  to  the  number  at  the  bottom  of  the 
advertisement.  Mail  or  FAX  to  (413)  637-4343  today.  Information  will  be  provided  to  you  FREE  of  charge. 


NetworkWorkl 


Circle  the  number  below  which  corresponds  to 


the  number  at 

the  bottom 

ot  the  advertisement 

for  more 

information. 

1 

2 

3 

4 

5 

6 

7 

8 

9 

10 

11 

12 

13 

14 

15 

16 

17 

18 

19 

20 

21 

22 

23 

24 

25 

26 

27 

28 

29 

30 

31 

32 

33 

34 

35 

36 

37 

38 

39 

40 

41 

42 

43 

44 

45 

46 

47 

48 

49 

50 

51 

52 

53 

54 

55 

56 

57 

58 

59 

60 

61 

62 

63 

64 

65 

66 

67 

68 

69 

70 

71 

72 

73 

74 

75 

76 

77 

78 

79 

80 

81 

82 

83 

84 

85 

86 

87 

88 

89 

90 

91 

92 

93 

94 

95 

96 

97 

98 

99 

100 

101 

102 

103 

104 

105 

106 

107 

108 

109 

110 

111 

112 

113 

114 

115 

116 

117 

118 

119 

120 

121 

122 

123 

124 

125 

126 

127 

128 

129 

130 

131 

132 

133 

134 

135 

136 

137 

138 

139 

140 

141 

142 

143 

144 

145 

146 

147 

148 

149 

150 

151 

152 

153 

154 

155 

156 

157 

158 

159 

160 

161 

162 

163 

164 

165 

166 

167 

168 

169 

170 

171 

172 

173 

174 

175 

176 

177 

178 

179 

180 

181 

182 

183 

184 

185 

186 

187 

188 

189 

190 

191 

192 

193 

194 

195 

196 

197 

198 

199 

200 

201 

202 

203 

204 

205 

206 

207 

208 

209 

210 

211 

212 

213 

214 

215 

216 

217 

218 

219 

220 

221 

222 

223 

224 

225 

226 

227 

228 

229 

230 

231 

232 

233 

234 

235 

236 

237 

238 

239 

240 

241 

242 

243 

244 

245 

246 

247 

248 

249 

250 

251 

252 

253 

254 

255 

256 

257 

258 

259 

260 

261 

262 

263 

264 

265 

266 

267 

268 

269 

270 

271 

272 

273 

274 

275 

276 

277 

278 

279 

280 

281 

282 

283 

284 

285 

286 

287 

288 

289 

290 

291 

292 

293 

294 

295 

296 

297 

298 

299 

300 

301 

302 

303 

304 

305 

306 

307 

308 

309 

310 

311 

312 

313 

314 

315 

316 

317 

318 

319 

320 

321 

322 

323 

324 

Please  check  all  ot  the  products  tor  which  you  are  interested 
in  receiving  FREE  information. 


ISSUE  DATE  1  1/1  7/97 


COMPUTERS/PERIPHERALS 

600  □  Backup  Devices 

601  □  Cabling  and  Cabling 

Systems 

602  □  Micros/PCs 

603  □  Mainframes 

604  □  Minis 

605  □  Printers 

606  □  Storage  Devices 

607  □  Terminals 

608  □  UPS 

609  □  Workstations 
SOFTWARE 

610  □  Applications 

611  □  Client/Server  Application 

Development 

612  □  Communication/Terminal 

Emulation 

613  □  ComputerOperating 

Systems 

614  □  Database 

Management/RDBMS 

615  □  E-Mail 

616  □  Groupware 

617  □  LAN  Operating  Systems 

618  □  Network  Diagramming 

619  □  Network  Management 

620  □  Security 

621  □  Suites 

622  □  Systems  Management 
INTERNETWORKING 

623  □  Bridges 

624  □  Routers 

625  □  Gateways 
LOCAL  AREA  NETWORKS 

626  □  ATM  Switches 

627  □  Ethernet  Switches 
659  □  Fax  Servers 

628  □  Hubs/Intelligent  Hubs 

629  □  UN  Servers 

630  □  Local  Area  Networks 

631  □  Network  Adapter 

Boards/NICs 

632  □  Peer-to-Peer  UNs 

633  □  Print  Servers 

634  □  Remote  UN  Access 


635  □  Remote  Access/ 

Communication  Servers 

660  □  Security 

636  □  SNMP  Network 

Management 

661  □  Storage 

637  □  Superservers 

638  □  Wireless  Networks 
REMOTE/WIRELESS  COMPUTING 

639  □  Laptops,  Notebooks 

640  □  PCMCIA 

641  □  Mobile  Data  Equipment 

and  Services 

642  □  Wireless  Data  Equipment 

and  Services 

WAN  EQUIPMENT  AND  SERVICES 

643  □  ATM 

644  □  CIT  (Computer  Integrated 

Telephony) 

645  □  Diagnostic,  Monitoring 

and  Test  Equipment 

646  □  DSU/CSU 

647  □  E-Mail/On-Line  Services 

648  □  FAX  Boards/Modems 

649  □  Fiber  Optics 

650  □  Frame  Relay 

651  □  ISDN 

652  □  Modems 

653  □  PBX 

662  □  Security 

654  □  SMDS 

655  □  T1.T3,  Fractional  T1 

Mux  and  Services 

656  □  Videoconferencing/ 

Teleconferencing 

657  □  WATS/MTS 
INTERNET/ELECTRONIC  COMMERCE 

658  □  Internet  Access 

Providers/Services 

659  □  Firewalls 

660  □  Web  Servers 

661  □  Internet  Software  Tools 
OTHER 

662  □  Education  and  Training 

663  □  Storage  Cabinets/Furniture 
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Now  with  mouse 
control  and  password 
security! 


OSGAR’s  user-definable  system 
nomenclature  lets  you  name 
servers  anything  you  want,  for 
a  more  intuitive  sense  of 
what’s  happening  where. 


View  8  systems  -  or 
use  the  mouse  to 
scroll  down  to  see 
up  to  100*! 


Get  cross-platform  keyboard,  mouse  and 
monitor  switching  on-screen — instantly! 


Introducing  OSCAR  '»  the  industry s  first  on-screen 
menu  system  offered  on  all  switching  systems  from  Apex 
PC  Solutions,  Inc. 

OSCAR  (On-Screen  Configuration  &  Activity 
Reporting)  allows  you  to  select  and  control  all  the 
systems  in  your  data  center  with  a 

simple  click  of  the  mouse.  Using 
a  single  keyboard,  mouse  ana 

monitor,  OSCAR  lets  you  access  a 
wide  range  of  hardware  such  as  RS- 
6000®,  Macintosh®,  SUN®  and  HP- 
9000®.  Then  quickly  view  current  infor¬ 
mation  and  direct  system  connections 


input  system  names  that  make  sense  to  you  right  on 
the  screen.  So  you  can  switch  platforms  and  applica¬ 
tions  at  the  stroke  of  a  key  or  click  of  your  mouse. 


Discover  control  you  can  count  on. 

OSCAR  firmware  is  installed  in  all  Apex 
PC  Solutions  products.  With  Apex’s 
new  password  security,  OSCAR 
adds  one  more  level  of  protection 
to  your  data  applications. 


a 


With  mouse  control,  OSCAR  offers 
switching  at  your  fingertips. 


See  it  all  -just  the  way  you  want. 

OSCAR  s  intuitive,  menu-driven  commands  take  you 
wherever  you  want  to  go,  in  your  terms.  Now,  you  can 


Discover  why  everybody’s  switching  to 
Apex  PC  Solutions,  Inc.  Call  us  today 

1-800-861-5858  or  (425)  402-9393. 

when  using  SunDial 


Innovation  & 
Technology 
by  Design 


Apex  PC  Solutions,  Inc.  •  20031  142nd  Ave.  NE  •  Woodinville,  WA  98072 
fax  (425)  402-9494  •  e-mail  sales@pcsol.com  •  http://www.apexpc.com 


APEX 

PC  SOLUTIONS 


©  1 997,  Apex  PC  Solutions,  Inc.  All  rights  reserved.  OSCAR  and  SunDial  are  trademarks  of  Apex  PC  Solutions,  Inc.  in  the  United  States  and  certain  other  countries. 

All  other  trademarks  are  the  property  of  their  respective  owners. 
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Attractive 
"Front  Office" 


appearance 
combined  with 
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HEAVY  DUTY 
steel  racking 
systems. 
Models  to 
suit  vertical 
storage 
of  any 
size  PCs.  v 


superior 
construction 
Standard  or 
custom  designs 
ship  from  stock. 
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Get  the  certification  that  matters. 

As  companies  continue  moving  to  Windows  NT®,  Microsoft  certification 
is  becoming  more  important  for  assuring  IT  professionals'  technical  proficiency. 
Transcender  makes  the  most  realistic  simulations  of  Microsoft's  exams. 


If  you  use  Transcender,  you'll  pass  the  Microsoft 
certification  exam  or  we'll  give  your  money  back.* 


Transcender  has  products  for  ALL  the  highly  demanded  MCSE  and  MCSD  exams. 

From  $89-$  1 79.  Special  value  paks  also  available.  Call  or  visit  our  Web  site  for  details. 


N, 


Call  615.726.8779  FAX  615.726.8884 

VISA/MC/AMEX/DISC/MO/Check  Add  $4  s&h  ($25  outside  US) 

Transcender* 

Corporation 

242  Louise  Ave 

Nashville,  TN  37203 _ • 
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*  Conditions  apply. 
See  our  Web  site  for  details. 

Microsoft 
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In  Network  World's  Annual  Power  Issue 

Issue:  Dec  29/Jan  5  ♦  Ad  Close:  Dec  17 


The  Most  Powerful  Companies.  Network  World  will  cover  the  most  powerful  vendors  in  key  market  segments. 
Powerful  Partners.  Our  Power  Partners  will  provide  an  inside  look  at  the  most  important  alliances  and 
partnerships  in  the  network  industry. 

Powerful  People.  The  25  most  powerful  people  in  networking  and  50  more  who  make  a  difference. 
Power-O-Meter.  User  opinion  survey  on  the  most  powerful  people  and  companies  in  the  industry. 

Power  Struggles.  We’ll  examine  8-10  key  power  struggles  for  the  year  ahead. 

Power  Prognosticator.  Check  out  our  future-oriented  think  piece  on  the  most  important  trends,  industry 
shifts  and  changes  in  1998. 

The  Most  Powerful  Customers.  Profiles  of  this  year’s  User  Excellence  Award  Winners. 

Power  Picks.  Powerful  voices  will  feature  two  to  three  Q&A’s  with  some  of  the  industry’s  best  minds. 

For  more  Information  on  advertising  opportunities  In  this  power  packed  Issue  call  800-622-1108  ext  7507! 


10Base-T 


Single-Mode 
Fiber  or  Coppe 

For  SC  &  ST 
Connectors\ 

110/220V  or  -41 

Call  for  Our 
Catalog! 


TECHNOLOGY,  INC.  1  -51 6-423-3232 

/nfernef.www.telebyteusa.com  r  1 

^jhlail: sales@telebyteusa.com  rax-  i-o io-ooD-oio4 

270  Pulaski  Road  Greenlawn,  New  York  11740-1616 

:Y-i-  •  ' 
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Nothing  But  NETworks  m  dBLixm  -dm L 


1  888  844-8694 
FAX  407-676-0809 
SALES@SOLUNET.COM 
WWW.SOLUNET.COM 


GET  FLEX  with  ASCEND 

MAX  4048  with  K56Flex  Technology 
Available  Now  -  Call  for  Special  ISP  Pricing 


The  MAX  4048  is  specifically  designed  for 
two  T1/PRI  operations  and  features 
Ascends  new  Series56  digital  modems. 
This  high-performance,  RISC-based  product 
delivers  more  features  and  better  price-per- 
port  than  anything  else  in  its  class. 

Call  for  info  on  FREE  upgrades  for  MAX 
products  purchased  after  November  1 ,  1 996! 

The  MAX  TNT  is  the  only  WAN 
access  switch  that  concentrates 
both  dial-up  and  dedicated  traffic 
in  a  single  platform,  providing 
unprecedented  capacity  at  a 
breakthrough  price. 

The  GRF  400  IP  Switch  is  specially 
designed  to  handle  network  growth  while 
providing  consistent  high  perfor¬ 
mance,  regardless  of  the 
dynamics  of  the  network.  The 
GRF  400  was  awarded 
1997's  Product  of  the 
Year  by  Network  Magazine. 


ADDITIONAL  ASCEND  PRODUCTS: 

P50-1UBRI  Pipeline  50  ISDN,  built-in  NT1  $595.00 

P75-1UBRI  Pipeline  75  U  Interface  $655.00 

P130TJBRI-FT1  Pipeline  130  w/TI/FTI  & BRI  $1,396.00 
MX-18BRIU  MAX  1800  Eight  BRI  U  Interface  $4,900.00 

MX20-1T  MAX  2000  One  PRI/ISDN  soft  $6,187.50 

MXHP-4T 1  -4  MAX  4004  base  chassis  with  Four  T 1 

MXHP-2T 1  -2  MAX  4002  base  chassis  with  Two  T 1 

*call  for  special  ISP  pricing 


Remote  Networking 
ASCEND  Solutions  That  Work. 
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Affordable 
10/100/1 000Mbps 


10/100  Network  Cards 


3COM  Fast  EtherLink  XL  PCI  Adapter 

Delivers  the  highest  performance  at  10/1 00Mbps, 
revolutionizing  network  connectivity. 

(3C905-TX)  Single/5Pk/20PK  . $85/410/1,600 

INTEL  PRO/100  TX  PCI  Adapter 

When  connected  to  a  switch,  this  10/100  adapter  will 

auto-negotiate,  full-duplex.  (PILA8465B).  .$70/340/1,183 


Hubs 


3COM  SuperStack  II  Dual  Speed  10/100  Hub 

Autosensing  ports  allowing  a  simple  economical 
migration  from  shared  10Mbps  to  100TX. 

(3C16590) . $1213  (3C16591)  . $1917 

BAY  NETWORKS  BayStack  100BASE-T  Stackable  Hub 
Delivers  100Mbps  connectivity  with  12-ports  for  power 
workgroups.  (AT2202001) . $1,410 


D-LINK  Standalone  Desktop  Hub 

Provides  8  100Base-T  ports  for  connecting  a  small 
workgroup  to  a  high  bandwidth  network. 

(DFE-808TX) . $406 


D-LINK  Stackable  Desktop  Hub 

Provides  12  Fast  Ethernet  ports. (DFE-812TX)  .  .  .  .$775 
INTEL  Express  10/100BASE-T  Stackable  Hubs 

Delivers  10/100  Mbps  connectivity  for  powerful  PCs, 
servers,  and  workgroups. 

12-Port  100BASE-TX  (EE110TX12) . $1099 

NBASE  MegaStack  100  -  Fast  Ethernet  Hub  System 

A  1 0OBase-TX/FX  stackable  hub  brings  Fast  Ethernet  to 
bandwidth-intensive  applications. 

12  100Base-TX  Ports  (NH1012)  . $1,300 


3COM  SuperStack  II  Switch  3000 

12  switched  100Mbps  Ethernet  ports  with  1  MDA  slot 


(3C16942A)  . $2,340 

BAY  NETWORKS  BayStack  301 

This  Desktop  Ethernet  Switch  offers  22  lOBase-T  and  2 

100Base-TX  ports  as  a  cost-effective  desktop  switching 

solution.  (CW2001001) . $2,499 

BAY  NETWORKS  BayStack  28115R/ADV 
A  Fast  Ethernet  Switch  with  16  RJ-45  ports  for 

supporting  10/1 00Mbps.  (281 15R)  . $8,815 

BAY  NETWORKS  221 6T  Switch 
16  lOBaseT  ports  and  one  100TX  port. 

(DF1901001) . $1325 

BAY  NETWORKS  BayStack  350T 
Autosense  Switch  16  10/100  Autosensing  ports. 

Operate  in  either  half  or  full  Duplex. 

(AL2012E01) . $2590 

BAY  NETWORKS  BayStack  28200 

Modular  4  Slot  Chassis.  (28200)  . $1700 


CISCO  Catalyst  1900  Switch 

24  switched  lOBase-T  ports  and  choice  of  2 
lOOBase-TX/FX  switched  ports.  (WS-C1900)  .  .  .$2,756 

D-LINK  DES-3205 

5  switched  auto-negotiable  10/1 00Mbps  ports  and 

1  expansion  slot.  (DES-3205T)  . $1720 

INTEL  Express  10/100  Switch 
8  10/100  ports  plus  two  slots  for  adittional  4 
100Base-TX  ports.  (ES101TX) . $2167 


Switches 


3COM  SuperStack  II  Desktop  Switch 

Designed  to  connect  users  directly  to  a  dedicated 


10Mbps  port,  24-ports/1  user  per  port. 

(3C16902) . $1630 

3COM  SuperStack  II  Switch  1000 

The  Switch  1000  provides  12  switched  Ethernet  ports 

and  one  100BASE-T  port.  (3C16901A)  . $1692 


NBASE  MegaSwitch  EZ 

Connect  100Mbps  to  10Mbps  Workgroups.  Expands 


network  distance  up  to  100  km  with  fiber. 

2-Port  10/100  Switch  (NH2001-TP)  . $660 

NBase  MegaSwitch  100 

The  MegaSwitch  1 00  is  a  Fast  Ethernet  switch  with  5 

1 0OBase-TX/FX  ports  and  2  slots  for  additional 

lOOBase-TX/FX  ports.  (NH2007) . $1,996 

(NH200FO/M)  5  FX  ports  . $3,754 


NBase  MegaSwitch  II  10/100/1000 

The  only  10/100  auto-sensing  switch  with  8-12  ports  and 
2-slots  to  offer  Fiber  up  to  IIOKm,  ATM,  and  Gigabit 
Ethernet  -  All  in  one  box.  (NH2012)  . $2,900 


2-Port  100BASE-TX  Module  (NH2002MP)  . $1,270 

2-Port  100BASE-FX  Module  (NH2002FO/M) _ $1,635 

Gigabit  Ethernet  Module  (NH2002/GE/M)  . $2,495 

8-Port  100Mbps  Switching  Module  (MP2008MP)  .  .$900 
NBase  MegaSwitch  G  10/100  Workgroup  Switch 
Highly  integrated  ASIC  technology,  coupled  with  a 
Gigabit/sec  backplane,  the  MegaSwitch  G  has  16 
10/100  UTP  ports  or  a  mix  of  UTP  and  F/O  ports 
(NH2016)  . $2,800 


NBASE  MegaSwitch  228  (24+2+2) 

Offers  24  switched  lOBaseT  Ports,  plus  2  auto-sensing 
10/100  ports  plus  an  optional  dual  10/100  TX  or  FX 


uplink.  (NH228-10)  . . $2,330 


Routers 


ASCEND  Pipeline  75 

Unlimited  users,  2  POTS,  ISDN  bridge  with  IP/IPX  routing, 

compression,  and  built-in  NT1.  (P75-1UBRI)  . $665 

ASCEND  Pipeline  130 

PIPELINE  130  Router  ISDN  BRI,  V35  WAN  port, 

built-in  NT1,  IP/IPX  (PI  30-UBRI-V35) . $1339 

CISCO  2501  IP  Router 
1  Ether  port/2  serial  ports  with  IP  software. 
(Cisco2501-CH) . $1,760 


CISCO  2503  ISDN  IP  Router 

1  Ether  port/2  serial  ports  with  1  ISDN  BRI. 

(Cisco2503-  CH)  . $2370 

CISCO  2509  Router 

1  Ether  port/2  serial  ports/8  Asynchronous  ports. 

(Cisco2509-  CH) . $2,206 

CISCO  776 

ISDN  Access  Router  including  NT1,  2  pots, 

and  4  port  hub.  (Cisco776-CH)  . $713 


CSU/DSU 

. 


ADTRAN  T1-FT1 

CSU/DSU  expandable,  V.35  and  RS530 
(1200052L1)  . $1159 

ADTRAN  TSU-T1 

Single  port  T1/FT1  CSU/DSU  V.35  (1200060L1)  $852 


Call  for  Current  Pricing  on  Any  Manufacturer’s  Products 


1-800-FOR-LANS 

1-800-367-5267 


WCtI  HILL9 

lam  fYt ieui 


7949  Woodley  Avenue,  Van  Nuys,  CA  91406 
Technical  Support:  818-773-8171 
Fax:  1-818-773-8932 


Visa/MasterCard/Discover/American  Express  •  Fast  Delivery  •  Most  Orders  Ship  The  Same  Day  •  Prices  Subject  To  Change  Without  Notice 


Circle  Reader  Service  #297 


TI/EI  can’t  handle  vour  volume.  T3/E3  is 
more  than  you  neecf.  Turn  to  BANDmaster  -- 
by  Paragon  Networks.  BANDmaster  is  the 
only  inverse  multiplexer  that  beefs  up 
bandwidth  by  adding  full  or  fractional 
Tls/Els.  So,  for  high-speed  router  and 
video  applications,  why  jump  on  the  T3/E3 
bandwagon  when  you  can  have  the  BANDmas¬ 
ter  instead?  It’s  the  affordable,  scalable 
solution  you’ve  been  waiting  for! 


our  WAN  to  8Mbps  - 
in  'Nx64K  increments. 

Only  TI/EI  IMUX  with 
integrated  DACS. 

Integrate  your  voice  with 
multi-Mbps  data. 

Guaranteed  throughput  with 
auto  protection  switching. 

Reduce  hardware  required  by 
50%  or  more. 

Standalone  and  rack  configuration. 


PARAGON  NETWORKS 

INTERNATIONAL 


800-850-0764  203-264-4800  www.paragon-networks.com 


Reader  Service  No.  274 


Obviously  Best. 

CardBus  10/100  OkO  Ethernet 


^  Fastest  CardBus  NIC  Available 


^  Supports  More  Operating  Systems 
(32-bit  NetWare,  Windows  95  &  NT) 

Compatible  With  More  Notebooks 

Prove  it  to  yourself! 

Call  us  or  visit  our  website  today. 

RACORE 

http://www.racore.com 

1-800-635-1274 

*  Limit  one  evaluation  card  per  qualified  customer.  Racore  is  a  registered  trademark  of  Racore  Computer  Products,  Inc. 
NetWare  Is  a  registered  trademark  of  Novell,  Windows  95  &  NT  are  registered  trademarks  of  Microsoft. 


Reader  Service  No.  239 


~  - . .. 


4®I,ntern<W 


Get  MCSE.  CNE  or  A+  Certified... 


. 


he  first  100%  Computer  Based  Training  (CBT)  on  CD-ROM  to  fully  prepare  you  for 
Novell’s  CNE,  Microsoft’s  MCSE  and  the  A+  Certification  exams.  ForeFront’s  Self- 
Study  Courses  give  you  unmatched  flexibility  and  portability.  Study  at  your  own 
pace  using  our  step-by-step  format,  whenever  and  wherever  it’s  convenient  for  you! 


•  All  on  one  CD  -  no  books,  no  videos,  no  classrooms 

•  Interactive  simulations  for  hands-on  exercises 

•  Hundreds  of  practice  questions 

•  Priced  below  competitive  products 

•  Everything  you  need  to  prepare  for  the  exams! 


Bonus!!! 


Buy  any  two  CBTs  at 
the  regular  price  and 
get  the  Micro  House 
Technical  Library™ 


Become  MCSE  Certified...FAS77 


Mai 


The  ForeFront  MCSE  Self-Study  Course™  provides  everything  you 
need  for  passing  the  MCSE  exams.  You’ll  be  ready  and  confident  to  plan, 
implement,  maintain  and  support  information  systems  in  a  wide  range  of 
computing  environments,  using  Windows  NT  and  other  Microsoft  Server 
products.  Contains  All  6  Training  Modules! 


Become  A+  Certified...FAS7? 


A+  Certification  will  open  the  way  to  further  advancement  in  the  corporate  world. 


The  ForeFront  A+  Certification  Self-Study  Course™  is  a  hands-on  course 


that  provides  all  the  technical  material,  knowledge,  interactive  exercises, 
and  confidence  you’ll  need  to  pass  the  A+  exams  and  excel  in  today’s 
competitive  PC  repair  marketplace! 


Become  CNE  Certified...FAST7 

The  ForeFront  CNE  Self-Study  Course™  provides  fast, 
effective  and  convenient  training  for  the  Certified  NetWare 
Engineer  exams.  Our  CNE  CBT  allows  you  to  learn  and 
practice  everything  you’ll  need  for  full  certification.  Con¬ 
tains  All  7  Training  Modules! 


VITAL  HARDWARE  SPECS  AT  YOUR  FINGERTIPS! 

The  Micro  House  Technical  Library™  on  CD-ROM  is  compiled 
from  over  50,000  pages  of  technical  manuals!  Contains 
complete  configurations,  diagrams,  settings,  component 
locations  and  other  vital  hardware  information. 

A  must  for  any  service  department. 


DISCOVER 

/NOVUS 


Free  Technical  Support 
Next  Day  Shipping 
Performance  Guaranteed 


Call  for  Special  Discount  Pricing  Today! 


ForeFront 


(81  3)  724-8994  •  FAX  (81  3)  726-6922 


25400  U.S.  Hwy.  19  N„  #285 
Clearwater,  FL  33763 


Copyright  ©1997  ForeFront.  Inc.  All  Rights  Reserved.  ForeFront  CNE  Self-Study  Course,  ForeFront  A+  Certification  Self-Study  Course  and  ForeFront  MCSE  Self-Study  Course  are  trademarks  of  ForeFront  Direct,  Inc. 
The  ForeFront  Logo  is  a  trademark  ot  the  ForeFront  Group,  Inc.  All  other  trademarks  are  the  properties  of  their  respective  holders.  ForeFront  Direct,  Inc.  is  a  subsidiary  of  ForeFront  Group,  Inc. 


GSA#  GS-35F-4628G 
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Keyboard/Video  &  Mouse  Switches 


KVM  Switches  do  much  more  than  just 
switch  user  peripherals.  But,  with  all  the 
products  on  the  market  today,  which  system 
will  be  the  best  solution  for  your  company? 


The  Smart  Choice  is  Tron. 

Let  experienced  technicians  take  you  through  the 
Keyboard/Video  Switch  maze  of  vendors  and  products.  We 
introduced  the  technology  to  you  in  our  Industry  Standard  Key¬ 
board/Video  Switch  (KVS)  White  Paper.  Tron  uses  and  test 
KVMS  products  in  our  own  offices  and  labs,  so  we  can  provide 
better  service  to  our  buyers. 


Where  each  vendor  promotes  their  own  product,  Tron  will  give  you 
a  complete  comparison  of  several  products  all  at  once.  Give  your¬ 
self  complete  control  over  your 

center  and  how  it’s  personnel  operate  with  the  products  that  are 
right  for  your  application.  We  ll  assist  in  your  selections  and  explain  sys¬ 
tem  enhancements  using  Extender/Expander  products. 


This  KVMS  System  design  was  configured  by  our 
technicians  using  the  4xp  system  from  Cybex. 
Multi-User  products  are  also  available  from  Rose 
and  Apex  PC,  and  our  experience  with  KVMS 
makes  Tron  the  only  supplier  that  can  design  a 
completely  pre-tested  multi-vendor  KVMS  system. 


(800)  808-4672 

Ask  for  a  FREE  KVMS  White  Paper 
Or,  download  it  from  our  internet  site  @ www.tron.com 


Reader  Service  No.  233 


INTERNATIONAL,  INC 


I  WWW.  PUL  SEW  A  N.  COM 


data  communicatii 


Looking  for  ways  to  get  more  out  of  your  T 1  ? 
The  RAD  Megaplex  and  Kilomux  line  saves? ypU 
by  combining  Voice  and  Data  in  ways 
you've  never  thought  possible. 


tween  Voice 


Tel:  888-785-7393  (toll  free) 
Fax:  954-783-7130 
E-mail:  mai/usi? pu/sewari.  com 


Locations: 

East  Coast  -  Midwest  -  West  Coast 


Reader  Service  No.  264 


EXCLUSIVELY  from  TODD! 


The  FASTEST 


drives! 

The  BEST  prices! 
QUICK  delivery! 

Choose  24X,  54X,  or  DVD 


28-Drives 

$6,800 


14-Drives 

$3,320 


7-Drives 

$1,500 


4-Drives 

$870 


TODD  ENTERPRISES  INC. 

(800)  445-TODD  (8633) 

In  NY:  (516)  777-8633  •  In  DC:  (301)577-0894 
FAX  (516)  777-2750  •  http://www.toddent.com 


Prices  shown  are  for  towers 
equipped  with  24X  drives. 
Optional  54X  and  DVD 
also  available. 

For  29  to  256-drive  systems, 
call  for  pricing. 


Reader  Service  No.  266 


To  be  truly  versatile 

the  DACS  must  first  know 

generosity.  ichmg 

The  Book  of  Migration 


The  DNX  -  Digital  Network  Exchange 

Eastern  Research’s  DNX -Digital  Network  Exchange  is  a 
communications  platform  that  addresses  today’s  DACS 
requirements,  yet  is  capable  of  supporting  the  higher  speeds 
and  protocols  of  tomorrow. 

This  modular  DACS  Switch  can 
terminate  up  to  44  interfaces  -  either 
T1  with  CSU,  or  high  speed  data. 

It  then  provides  non-blocking 
switching  down  to  the  DSO  level. 

Major  features  include: 

R  Full  Redundancy 
M  SNMP  and  TELNET  Management 
R  Event  Driven  Reconfigurations 
R  Integral  Test  Access 

Call  us  today  for  more  information 
on  all  our  WAN  access  and 
internetworking  products. 


Research 


n.  ..  .  u I  none-,  Products  as  Fo  ttions 

225  Executive  Drive,  Moorestown,  NJ  08057 

1-800-337-4374  609-273-6622  E-mail:  info@erinc.com  http://www.erinc.com 
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in  the  PALM  of  your  HAND 

for  UNDER  $1500 


Consider  the  convenience  of  a  network  analyzer 
that  fits  in  your  pocket,  goes  everywhere  you  need 
to  go,  and  rups  on  2  AA  batteries  for  over  7  hours!! 


Who  Says?? 

'"Network  Monitors  are  BIG  and  Expensive." 
Apparently  they  haven't  heard.... 


Protocol  Analyzer 

Puts  the  POWER  of 


POCKETWatch 


For  the  SERIOUSLY  Busy  Network  Professional 


Precision  ^  , 

- =  *1? Kes&i'V&rk 


Five  Central  Street,  Tops  field,  MA  01983 

‘Hewlett  Packard  is  a  trademark  of  the  Hewlett  Packard  Company 


Reader  Service  No.  254 


(508)  887-6570  (phone) 
(508)  887-6552  (fax) 
http://www.guesswork.com 
Email:  info@guesswork.com 
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Location : 


http://iuiiniJ.dataprobe.com/ 


£> 


Remote  site  management 
starts  here! 

This  website  offers  you  more  than  500  datacom 
devices  to  remedy  network  problems. 

Alarm  Reporting  &  Site  Management 
Remote  Switch  &  Equipment  Control 
A/C  Power  Management 
Line  &  Port  Sharing  &  Sparing 

Disaster  Recovery  &  Auto  Back-up 
Z  ‘ 


11  Park  Place  •  Paramus,  NJ  07652  USA  •  (201)  967-9300 
Fax  (201)  967-9090  •  E-mail:  sales@dataprobe.com 


WO 


Welcome  to  the  homepage  of  Dataprobe  Inc. 


Reader  Service  No.  285 


VIR  and  Linear  Switch  have  joined  forces  to  make 
your  technical  control  solution  clearer  than  ever. 

Look  for  some  exciting  technological  advancements  in  remote  test 
access,  alarm  reporting  and  automatic  backup  switching  at  C0MNET’9& 

105  James  Way,  Southampton,  PA  18966  *  800-344-3934  *  Fax:  215-364-0920  *  Web:  www.virinc.com 


Reader  Service  No.  281 
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,ISDN  BRI  Router  &  ISDN  Digital  Modems 

FLASH  300  Plus*  • 


1  LAN  Times  • 
“The  easiest  setup  . 
and  configuration  o 
in  ISDN 

product  (router) 
e  have  seen! w 


1100 


••••••< 


1  Dynamic  IP  -  use  a  single  IP  address 
account  to  connect  multiple  users 

•  Static  IP  to  host  your  own  website 

’  MultilinkPPP 

•  Dial/Bandwidth-on-Demand 

•  Windows*®  95  and  NT  4.0  GUI 

•  Automatic  SPID  &  switch  type  detection 

•  PAP  &.  CHAP 

|  •  LZS®  Compression 

•  Unlimited  number  of  LAN  users 


FREE  ISDN  line 

ordering  &  support 
by  Cyberlink 

COMPLETE  PACKAGE 

ZucUuLei: 

✓  FREE  ISDN  Ordering  service 

✓  FREE  ISDN  Line  Provisioning 

✓  FREE  Internet  Access  trials 


featuring 

•  Parallel 


Parallel  &  serial  PC  interface 

•  Serial  port  for  concurrent  printing 
&.  data  transfers 

•  Dial/Bandwidth-on-Demand 

•  Windows®  95  GUI 

•  Automatic  SPID  &  switch  type  detection 


Arescom  offers  attractive  Reseller  and  ISP  Programs. 
Contact  an  Account  Manager  for  more  detailed  information. 


FLASH  200 

featuring 

•  Plug-n-Play  installation 

•  Windows®  95  GUI 

•  Automatic  SPID  &  switch 
type  detection 

•  Microsoft®  Compression 
(up  to  512k) 


' 


Come  see  us  at: 

•  Fall  Comdex,  Las  Vegas 
Nov.  17-21  (booth#  H843) 


ARESCOM 


(888)  5754SDN 

www.arescom.com 


Reader  Service  No.  284 


One  Obsessive  KVM  Switch  in  charge  of  all  your  Servers. 


Control  2  to  64  computers  from  a  single  station. 
Raritan's  unique  emulation  technology  ensures 
flawless  operation  of  any  combination  of  PCs,  Macs, 
Suns,  Alphas,  RS6000s,  HP9000s,  or  SGIs,  running 
any  operating  system  and  application  software.  With 
on-screen  menus,  system  management  has  never  been 
simpler.  Join  the  thousands  who  trust  their  network  servers 
to  MasterConsole  to  save  time,  space  and  money. 
We've  created  a  control  freak  you'll  want  to  live  with! 


@  Raritan 

MasterConsole 


(800)724-8090x19 

www.ranfan.com 


Raritan  Computer  Inc.,  400  Cottontail  Lane,  Somerset,  NJ  08873 
Tel.  732-764-8886  Fax  732-764-8887  E-mail  sales@raritan.com 


SEE  US  AT  COMDEX  FALL,  LAS  VEGAS,  NOV.  17-21,  BOOTH#  L4500 
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X-0UT4  /  X-CAST4  /  X-FONE4 
X-FORUM4  /  X-NEWS4 

Network  applications  and  utilities 
for  Windows,  Win  95,  and  NT 

Extensions 

software  corporation 

Ph:  334-347-3991  Fax:  334-347-3992 
Web:  www.ext.com  Email:  sales@ext.com 


Circle  Reader  Service  No.  263 


*)hc. 

State  of  the  Art 
10BASE-T  Ethernet 
RJ45-Fiber  Converter* 

Model  FTX-R11  w/ST's 
and  Model  FTX-R61  w/SC's 


Qty 

Unit  Price 

1-5 

$190.00 

6-20 

$183.00 

DIRECT 

21+ Call  (800)  894-9694 

SAVINGS 

*20  Unit  Rack  Mount  Available! 


A  FIBERDYNE  LABS,  INC. 

818  Park  Lane  Dr.,  Herkimer,  NY  13350 
Tel  (315)866-0310  Fax(31 5)866-0341 
_ www.fiberdyne.com _ 


Circle  Reader  Service  No.  291 


For  More  Information  on  Advertising 
in  Network  World’s  Marketplace 
1-800-622-1108 


REFURBISHED  NETWORKING  EQUIPMENT 


More  than  price  &  availability... 
InterUnk  Means  Customer  Satisfaction! 

BUY,  SELL,  LEASE/RENT,  TRADE 

Routers  »  Hubs  •  Bridges  •  Servers 


CISCO,  BAY  NETWORKS, 
3COM,  DIQITAL,  ASCEND, 
LIVINQSTON,  XYPLEX 

'All  trademarks  are  the  property  of  their  respective  owners 

Technical  Support  •  Product  Warranty  •  Aggressive  Pricing 

1-800-832-6539 

Fax:  612-944-3534  Email:  sales@interllnkcom.com 
Voice:  612-944-3440  http://www.interllnkcom.com 


\m\ 


COMMUNICATIONS 
7131  Shady  Oak  Rd:  Minneapolis,  MN  55344 


Circle  Reader  Service  No.  283 


Also  Available:  Wellfleet,  Bay,  Fore, 
Xylogics,  Livingston,  &  Ascend 

In  Stock  •  Fast  Delivery  •  No  Expedite  Charges 


COMSTAR,  INC. 

The  #1  Network  Remarketer 

612*835*5502 

Fax  612«835Q927  E-Malhsalesacomstarlnc.com 


Circle  Reader  Service  No.  234 


Connect  to  Network  World  Fusion ™  and 
visit  the  Vendor  Product  Locator  in  the 
DirectConnect  section. 


www.nwfusion.com 


MICROSOFT  NT  -  v4.0 

NT  Server -5  Clients  ..$445 
NT  Server  - 10  Clients .  S575 
NT  Server  -  20  License .  $295 
NT  Wnkstation-Single  $175 
NT  Watkstatior+License .  $99 

MS  Office  Std ‘97 . $189 

MS  Office  Pro ‘97.....  $238 
MS  Back  Office  v2J.  $1595 
MS  B/Office  5  User  Lie  $895 
MS  B/Off.  20  User  Lie  $1045 
MS  SQL  Server  5  User.  $895 
MS  SQL  Sen  5  User  Lie  $445 
MS  SQL  Ser.  20  User  Lie  $1045 


TO  60%  OFF 


Call  on  your 
Network  needs, 
we  will  compete!!! 


NOVELL  -  UPGRADES 

v4.11  -  5  User. .  .$395 
v4.ll  - 10  User. .  $550 
v4.ll  -  25  User. .  $885 
v4.ll- 50  User.  $1495 
v4.ll- 100  User  $2195 
v4.1 1-250  User  $3625 

NOVELL  -INTKA 
FOR  ONE  MONTH 

v4.11  -  5  User.. .  $565 
v4.1 1-10  User.  $1195 
v4.1 1-25  User.  $1945 
v4.11  -  50  User.  112495 
v4.11- 100  User  $3655 
v4.ll- 250  User  $6285 
GROUPWISE  5,1 

5  User . $295 

10  User . $495 

25  User . $1295 

50  User . $2695 

100  User . $4995 

250 User  ....$11,995 

'Qualification  Required 


Circle  Reader  Service  No.  296 


^  Bay  Networks  wea^cefrj^ 

Largest  Inventory  of  Refurbished  Bay  Networks  in  America! 


•  Bay  Networks  Trained 

•  Bay  Networks  Authorized 

•  Hundreds  of  pieces  in  stock 

•  New  and  Used  Equipment 


•  Proven  Track  Record 

•  One  Year  Warranties 

•  Design  and  Install  Services 

•  Technical  Support 


caBLeTRon 

_ SYSTOUIS 

The  Complete  Networking  Solution  • 


On-Sight  Router  Installation 
WE  REPAIR  ALL  BAY  NETWORKS! 


HOVfU 


National  LAN  Exchange  800-243-5267 

1403  W.  820  N.  Provo,  UT  84601  FAX  801-377-0078  http://w\vw.rake.com 

C.O.D.'$  •  VISA  •  Mastercard  •  Discover  •  Terms 


Circle  Reader  Service  No.  231 


Marketplace 


The  Hub  of  the  Network  Buy 
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DIRECT , 


Cisco  Systems 


S«iry®  up  £0%  cm  new/used: 

tmmsT.  >  Roufsis  >  Switches  >  T1  CSU/DSUs 

>  ISDN  •"  ATM  *-  Fast  Ethernet  >  Frame  Relay  yyg  BUY  USED 


y-  Motorola  >  3C0AA/USRobotics 
>  Livingston  ►  General  Datacom 
y  www.digitalwarshouse.com  >  Bay  Networks 
DIGITAL  WAH1HOUSI  >  Paradyne 


>•  Madge 
►  Cabletron 


>-  Ascent 
>  Fore 
>•  Digital  Link  >•  IBM 
►  Newbridge  >•  Xyplex 


III 


HUGE 

INVENTORY 
WE  TEST  ALL  PARTS 
BEFORE  WE  SHIP 


.largest* 


"TECK" 
SUPPORT 


AUTHORIZED  PRODUCT 
&  SERVICE  CENTER 


NEW  /  USED  3  COM  PARTS 


2 


nil 

Ill'Wii 

pi 

hi"" 


3C509B-TPO . $59.ea 

3C509B-COMBO . $79.ea 

3C900-TPO . $65. 

FMS  12-PORT  HUB....  $295. 
FMS  24-PORT  HUB....  $495. 

FMS2  24-PORT. . $740. 

LANPLFX  2500 . $2795. 

NetBuilder2  4-SLOT...  $1300. 


3C6022A .  $600. 

FMS2  12-PORT. .  $275. 

6-PORT  I00BTHUB...  $495. 

3C905TX . $84. 

3C250BTX/I .  $950. 

3C562D-COMBO .  $295. 

3CI6900A . $2095. 

3C1690IA . $1875. 


3C509-TR . $50. 

3C1667I . $650. 

3CI6670 . $250. 

3C16900 . $1400. 

BAY  3308  B . $750. 

BAY  3308  A . $550. 

BAY  3304-ST. . $700. 

IBM  8228  MAU . $95. 


CISCO  CSMEC6 . $1200. 

3C6555B-106R . $9000. 

CHIPCOM  5 1 02M-FBR  $550. 
CHIPCOM  5I08M-TR..  $550. 
CABLETRON  TPMIM-24$895. 

CABLETRON  MRXI . $200. 

NETWORTH  UTPM-S...  $600. 
KALPANA  EPP2 1 1 . $250. 


i  Quantity,  Reseller,  Government  &  Education,  Discounts  available. 


U1 


ERGONOMIC  ENTERPRISES  INC. 

I  47  WERMAN  CT~1 

TPH:  5  1  6-293-5200 


I  PI  AINVIEW.  NIY  I  II  18Q3I 

ITax 


5  I  6-293-5325 


J  visit  us  at  http://www.800-AKA-3COM.co 


Circle  Reader  Service  No.  271 


Buy,  Sell  or  Announce 


Network  Products  and  Services 
with  Network  World's  Marketplace 
Call  800-622-1108  ext.  7507 


“Category  5 


Premium  Patch  Cords 

Our  Patch  Cords  exceed  the  EIA/TIA 
568a  specification. 

•  Contacts:  50m  gold  platin 

•  Wire:  24  Awg.  stranded.  Category  5 

•  Stranded  wire  is  very  flexible 

•  Molded  strain  reliefs  available 

•  Available  in  Black,  Ivory,  White,  Red, 
Gree,  Blue,  Yellow,  Gray,  Hot  Pink, 
Orange  &  Purple 

3ft  . 

6ft  . 

10ft . 

15ft . 

25  ft . 


.1.45 

.1.90 

.2.50 

.3.25 

.4.75 


In  Lots  of  5 
II  Colors  Available 


Bulk  Wire 

CAT  5  pvc  AS  LOW  AS  $65.00 
CAT  5  plenum  AS  LOW  AS  $1 90.00 
19"  Data  Rack  $126.00 


CAT  5  Patch  Panels 

1 2  PORT  Mini . $55 

24  PORT  . $85 

48  PORT . $170 

96  PORT . $330 

All  Patch  Panels  are  UL  &  EIA/TIA  Verified 


Outlets 

CAT  5  Inserts . 3.20  ea 

Faceplate . 1 .00  ea 


Fiber  Optic  Cords 

5T-ST  Duplex  62.5/1 25  . $23.00 

ELectro  ProcJucts*  Call  1-800-423-0646 

Or  fax  your  request  to  (206)  859-9101 


Novell  Upgrades 
to  4.1 1  Intranetware 

5 

User... 

.  $340 

10 

User.... 

.  $575 

25 

User.... 

.  $725* 

50 

User.... 

.  $975 

100 

User.... 

.  $1295* 

250 

User.... 

.  Call 

‘Limited  time  offer 

Netware  for 

Microsoft  NT 

SAA  v2.0 

Microsoft  Office  97 

1 6  sessions 

. Call 

Call  us  First!  j 

64  sessions 

. Call 

We  accept  ; 

128  sessions ....  Call 

Government  and 

254  sessions.  ..  Call 

School  P.O.s 

Check  with  us  for  all  of  your  Cisco,  3Com, 

SMC  and  Shiva  hardware  needs. 

All  trodemorte  and  trod*  name*  or*  the  property  of  their  respective  holder* 

COM  1-800-251-0170 

NET 


CNE  on  Staff 


Circle  Reader  Service  No.  249 


It’s  As 


As... 


1 


Decide  to  reach  150,100 
highly-qualified  and 
audited  buyers  of  network¬ 
ing  products  and  services. 


2 


Pick  up  the  phone  and 
call  Enku  Gubaie  at 
800-622-1108  ext.  7465. 


3 


Get  ready  for  increased 
leads  and  sales  as  a 
result  of  your  ad. _ 


ROUTERS  •  DSU/CSU 
TERMINAL  SERVERS 
HUBS  •  SWITCHES 


LIVINGSTON  •  ASCEND 
ADC/KENTROX  •  3COM 
BAY  NETWORKS  •  ADTRAN 


Overnight  Delivery  Fully  Warranted 


S00-H3Q* 


«sp  Ph:  805-964-1314 
Fax:  805-964-5649 


m 


6445  Calie  Rial,  Suite  B 
Santa  Barbara,  CA  931 17 


WEB  HOSTING 


Buy/Sell/Tradc,  New  A  Used 


<$>  $29  $7S/month 


FREE  set  up  AND  one  FREE  month  of 

web  hosting!  (when  you  prepay  12  months) 

We  match  any  legitimate  competitor’s  prices! 


FREE  Giveaways  every  week! 


Web  hosting,  design  &  promotion, 
Shopping  Carts,  Online  credit  cards, 
ColdFusion,  Co-location,  Reseller  Plans... 

1-800-525-0031, 919-558-8842 
Fax:919-547-0820  ap 

http://www.localweb.com  OAfRA. 
Email:  lnfoDesk@localweb.com 


TELHHOLObY 


Routers  •  Switches  •  Hubs 


UN/WAN  •  BUY/SELL 
FULLY  WARRANTEED 
NEW/REFURBISHED 


MODEMS 
DSU/CSU'S 
MULTIPLEXERS 
T-1  EQUIPMENT 
HUB,  BRIDGES,  ROUTERS,  ETC. 


CI5C0, 

BAYNETWORKS 

CABLETRON 


Visit  Our  WEBSITE  www.bizlnt.com 

NY  Office:  Main  Office: 

Tel:  (315)458-9606  Tel:  (978)  667-4926 

Fax:  (315)  458-9493  Fax:  (978)  663-0607 


On  parle  francais.  Se  habla  espanoi  Wir  sprechen  deutsch 

Circle  Reader  Service  No.  219  j 


Fibermux  AT&T  Synoptics 


Cisco  Specialists 


Cabletron  Bay  Networks 

We  carry  all  manufacturers,  call  John,  ext.  101. 

http  ://www.adcs-  inc.com 

PHONE 
800-783-8979 


FAX  (916) 
-6962 


1 


TELE*  REP 


COMMUNICATIONS,  LTD. 

DataCat  ’ 

M. 


PATCH  CORDS 

(Shielded  Patch  Cords 
Available) 


For  All  Your 
CAT.  5  CABLING 
SYSTEM  PRODUCTS  .  PATCH  PANELS 


■  STATION  APPARATUS  •  CUSTOM  CABLES 


1-800-331-6888 
Fax:  (516)  331-6802 


7  Barbara  Avenue 
Port  Jefferson  Station.  NY  11776 


Circle  Reader  Service  No.  300 


$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$ 

Wanted  to  Buy 

Networking  Products  and  Services 


Over  150,000  qualified  subscribers  of 
Network  World  are  ready  to  buy. 


Call  today  to  place  your  ad 
in  the  Marketplace! 

1-800-622-1108  ext.  7465 

$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$ 


Livingston  US  Robotics 

Ascend  ©AY  yy  Miconi 

.O  ~  K 

v*  Specialist  in  ail 
”  Cisco  products  •yb 

(A  including  Memory' 

U  — 


p  LAN/WAN  Products 


O  New,  Used,  Lease,  .*■* 

3Com'k<  Rent  Codex 

Adtran  ^  ‘NO***-  Xylogics 


Adtran  NO**-**  Xylogics 

Motorola  Wellfleet 

We  carry  all  Manufacturers 


Millennium  Solutions  Group,  Inc. 


•Routers,  Bridges  *Franie  Relay 
•DSU/CSU’s  -Hubs,  Modems 

•Switches,  ATM  •  Voice  over  Data 


We  Buy  and  Sell 

888-801-2001  Fax  (916)  797-9997 
Visit  our  Web  Site  at: 
http://www.millenniumsolutions.net 


SAVE  50%  &  MORE  ON  MOST  PRODUCTS 

BUY/SELL/NEW/USED 

HE  RENT  MR 

Reconditioned  With  Warranty 

Multiplexers  •  T-1/E-1 
CSU/DSU’s  •  Channel  Banks 

CSU/DSU,  ALL  RATE,  V.35/RS232 . $99 

Newbridge  Channel  Banks . $2995 

Micom  Marathon  lK,5K,5KHirbo,10K.50%  off 

Routers  (NEW!) . $895 

Kentrox  T-Serv  II . $499 

T-1  CSU’s . $250 

Telco  Systems  Channel  Banks . $2995 

Newbridge  3600  Modules . CALL 

T-1  CSU  w/Drop/Insert  NEW . $995 1 

Stat  Muxes  4,  8,  16,  32,  port . LOW 

T-1  CSU/DSU  V.35 . $495 

Fraction/Full  T-1  CSU/DSU . $595 

Channel  Bank  Rentals . $  199/month 

|  METROCOM 1 

ETHE  SUPPLIERS’  SUPPLIER! 

(800)  364-6838  or  (713)  408-6800 
FAX  (713)  406-8448  24  HRS 
HTTPV/www.Mctrocomlnc.Com 


Circle  Reader  Service  No.  246 

Circle  Reader  Service  No.  244 

Circle  Reader  Service  No.  293 

Circle  Reader  Service  No.  220 
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NETWORK  WORLD,  INC. 


THE  MEADOWS,  161  WORCESTER  ROAD,  FRAMINGHAM,  MA  01701-9172 
(508)  875-6400/FAX:  (508)  879-3167/TTD  1-800-441-7494 


Colin  Ungaro,  President/CEO 
EvileeThibeault,  SeniorVice  President/Publisher 
Mary  Kaye  Newton,  Assistant  to  the  President 
Eleni  Brisbois,  Sales  Associate 

ADMINISTRATION 

Mary  Fanning,  Vice  President  Finance  and  Operations 
Frank  Coelho,  Office  Services  Manager 
Paul  Mercer,  Finance  Manager 
Mary  Rlnaldo, Telecommunications  Administrator 
Tom  Garvey,  Mail  room  Supervisor 
Tim  DeMeo,  Mailroom  Assistant 
HUMAN  RESOURCES 

MaryCometta  Brown,  Vice  President,  Human  Resources 
Danielle Volpe,  Human  Resources  Representative 

MARKETING 

Virginia  Lehr,  Director  of  Marketing 
Kristin  Wattu,  Marketing  Communications  Manager 
Barbara  Sullivan,  Market  Research  Analyst 
Donna  Kirkey,  Marketing  Design  Manager 
Samantha  Leggat,  Public  Relations  Manager 

GLOBAL  PRODUCT  SUPPORT  CENTER 

Joanne  Wittren,  Senior  Global  Marketing  Services  Manager 
CindyPanzera.MarketingSpecialist 
ADVERTISING  OPERATIONS 

Karen  Lincoln,  Directorof  AdvertisingOperations 
Ann  Jordan,  Senior  Advertising  Account  Coordinator 
Mario  Matoska,  Advertising  Account  Coordinator 
Sean  Landry,  DirectResponse/Recruitment  Ad  Coordinator 
PRODUCTION 
Ann  Finn,  Production  Director 
GregMorgan,  Production  Supervisor 
Ca  thy  Sampson,  Print  BuyingSupervisor 

RESEARCH 

Ann  MacKay,  Research  Director 


CIRCULATION 

Sharon  Smith,  Senior  Directorof  Circulation 
Richard  Priante,  Director  of  Circulation 
BobbieCruse,  Assistant  Circulation  Director 
Mary  Mclntire,  Circulation  Assistant 
IDG  LIST  RENTAL  SERVICES 
Elizabeth  Tyle,  Sales  Representative 
P.O.  Box9151,  Framingham,  MA  01701-9151 
(800)  343-6474/(508)  370-0825,  FAX:  (508)370-0020 
PROFESSIONAL  DEVELOPMENT  GROUP 
William  Reinstein,  SeniorVice  President/Business  Development 
Debra  Becker,  Marketing  Manager 
Christie  Sears,  Finance/Operations  Manager 
William  Bernardi,  Senior ProductSpecialist 
Peter  Halliday,  ProductManager/NetDraw 
Andrea  D'Amato,  Sales  Manager/Strategic  Partnerships 
Sharon  Schawbel,  ProductSpecialist 
Betty  Amaro,  Operations  Specialist 
Sarah  Woodman,  Marketing  Specialist 
ONLINE  SERVICES 
Ann  Roskey,  Director,  Online  Services 
Jean-Olivier  Holingue,  Web  Technology  Manager 
Clare  O'Brien,  Online  Sales  Manager 
Pam  Kerensky,  Web  Operations  Specialist 
Andrea  Duksta,  Web  Producer  Specialist 
FAX:  (508)  820-1283 

INFORMATION  SYSTEMS/DIGITAL  IMAGING  SERVICES 

Michael  Draper,  Vice  President  Information  Systems 
Jack  McDonough,  Directorof  Systems  andTechnologies 
RoccoBortone,  Network  Administrator 
Kevin  O'Keefe,  Desktop  Services  Manager 
John  Chambers,  GroupwareTechnologist 
Anne  Nickinello,  Digital  Imaging  Manager 
Deborah  Vozikis,  Imaging  Specialist 
FAX:  (508)  875-3090 
DISTRIBUTION 

BobWescott,  Distribution  Manager/(508)  879-0700 


IDG 


Patrick  J.  McGovern,  Chairman  of  the  Board  Kelly  Conlln,  President  Jim  Casella,  Chief  Operating  Officer 
Network  World  is  a  publication  of  IDG,  the  world's  largest  publisherof  computer-related  information  and  the  leadingglobalproviderofinformationser- 
viceson  information  technology.  IDG  publishes  over275  computer  publications  in  75  countries.  Ninety  million  people  read  oneor  more  IDG  publications 
each  month.  Network  World  contributes  to  the  IDG  News  Service,  offeringthe  latest  on  domestic  and  international  computer  news. 


SALES  OFFICES 


Carol  Lasker,  Advertising  Director 

Internet:  clasker@nww.com 
Debbie  Lovell,  Sales  Associate 
(508)  875-6400/FAX:  (508)  879-5760 


NEWYORK/N  EW  J  E  R  S  E  Y 


Tom  Davis,  Eastern  Regional  Manager 
Elisa  Scheuermann,  DistrictManager 
Internet  tdavis,  elisas@nww.com 
Aimee  Damiani,  Sales  Assistant 
(201)  587-0090/EAX:  (201)  712-9786 


NORTHEAST 


Donna  Pomponi,  Senior  District  Manager 
Kevin  Gasper,  DistrictManager 
Michael  Eadie,  Account  Executive 
Internetdpomponi,  kgasper,  meadie@nww.com 
JoleneSpringfield,  Sales  Assistant 
(508)  875-6400/FAX:  (508)  879-5760 


MID-ATLANTIC 


Jacqui  DiBianca,  SeniorDistrict  Manager 
lnternetjdibian@nww.com 
Barbara  Stewart,  Sales  Assistant 
(610)  971-1530/FAX:  (610)  975-0837 


M  I  D  W  E  S  T/M  A  RY  L  A  N  D 


RickGroves,  Senior  District  Manager 
Internet:  rgroves@nww.com 
(847)  297-8855/FAX:  (847)  240-7703 
Barbara  Stewart,  Sales  Assistant 
(610)  341-6025/FAX:  (610)  975-0837 


CENTRAL 


Dan  Gentile,  Midwest  Regional  Manager 
Internet:  dgentile@nww.com 
(512)246-7044/FAX:  (512)  246-7703 
Anna  Caran,  Sales  Assistant 
(847)  297-8855/FAX:  (847)  827-9159 


NORTHWEST 


Sandra  Kupiec,  Western  Regional  Manager 
Paula  Connor,  SeniorDistrict  Manager 
Susan  Rastellini,  DistrictManager 
Kevin  Octavio,  District  Manager 
Carol  Stiglic,  DistrictManager 
Internet:  skupiec,  pconnor,  sir,  koctcvio,  cstiglic@nww.com 
Shannon  Dempsey,  Sales  Operations  Manager 
Mark  Hiatt,  Sales  Assistant 
(408)  567-4150/FAX:  (408)  567-4166 


SOUTHWEST 


AmyC.  Bartulis,  SeniorDistrictManager 
Internet:  abartuli@nww.com 
Becky  Bogart,  Sales  Assistant 
(714)  250-3006/FAX:  (714)  833-2857 


SOUTHEAST 


Don  Seay,  Senior  DistrictManager 
Internet:  dseay@nww.com 
Terry  Sanders-Prentice,  Sales  Assistant 
(770)  394-0758/FAX:  (770)  394-6354 


DIRECT  RESPONSE  ADVERTISING 
Response  Card  Decks/Marketplace 

Joan  M.  Bayon,  Director  Direct  Response  Advertising 
Richard  Black,  Account  Manager 
Matthew  Bohan,  Account  Manager 
Enku  Gubaie,  Account  Executive 
Sean  Weglage,  AccountManager 
Internet:  jbayon,  rblack,  mbohan,  egubaie,  seanw@nww.com 
Sharon  Chin,  Sales/Marketing  Operations  Coordinator 
Chris  Gibney,  Sales  Assistant 
(508)  875-6400/FAX:  (508)  628-3976 

RECRUITMENT  ADVERTISING 

Dodi  Rabinovitz,  Senior  Recruitment  Director 
Carla  Cappucci,  Sales  Associate  Central  U.S.  Territory 
James  Parker,  Account  Executive 
Internet  drabinov,  ccapp.jparkei@nww.com 
(508)  875-6400/FAX;  (508)  820-0607 


3Com . 8,17,28 

A 

AlliedSignal . 50 

ANS . 1,10 

AOL . 1 

Apple . 6 

ATG . 43 

AT&T . 10,59 

Avalan . 100 

B 

Bay . 6,17,25,55 

Bellcore . 35 

Bluestone . 50 

Boundless . 1 

Brooks  Fiber . 1,10 

BT . 10,13,14 

C 

CA . 43,56,100 

Cabletron . 1,17,56 

Cascade . 1 

Cayman  Systems . 25 

CertCo . 98 

Checkpoint . 25 

Cisco . 1,6,17,59 

Citrix . 1 

Comcast . 35 

Compaq . 55,59 

CompuServe . 1,10 

Corel . 22,98 

Cox . 35 

D 

Digital . 1,25 

E 

Entrust . 98 

Envive . 25 

F 

FORE . 1,75,76 

Forte . 50 


Foundry . 

. 75 

G 

GDC . 

. 1 

GESpacenet . 

. 35 

GTE . 

. 35 

H 

Haht . 

. 50 

@Home  Network . 

. 35 

HP . 

. 25,56,100 

IBM . 

. 1,25,56,98 

Intel . 

. 17,59,98 

Iridium . 

. 35 

K 

Kiva . 

. 50 

L 

Lockheed  Martin . 

. 35 

Lotus . 

. 8,98 

M 

Madge . 

. 6 

MCI . 1,10,11,13,14,40 

MCSB . 

. 17 

Memco . 

. 17 

MFS . 

. 14 

Microsoft . 

1,6,8,17,22,50, 

59,79,102,104 

Motorola . 

. 35 

Multi-Tech . 

. 28 

N 

NCR . 

. 98 

Neoware . 

. 98 

NetDynamics . 

. 50 

Netscape . 
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News 


itures  are  catching  fire 


Utah  will  celebrate  “Digital  Signing  Day  ”  with  the  governor  this  week. 


By  Ellen  Messmer 

It  may  not  yet  be  true  in  other 
places,  but  if  you  live  in  Utah, 
digital  signatures  on  electronic 
documents  are  just  as  good  as  ink 
signatures  on  paper. 

Amid  some  hoopla,  Utah  will 
declare  this  Wednesday  “Digital 
Signing  Day”  as  its  governor, 
Michael  Leavitt,  issues  a  digitally 
signed  electronic  proclamadon 
to  that  effect.  Utah  will  an¬ 
nounce  that  Zions  Bank  is  the 
first  organization  certified  under 
state  rules  to  issue  public-key  dig¬ 
ital  certificates.  Using  this  tech¬ 
nology,  individuals  can  create 
electronic  signatures  that  will  be 
recognized  in  a  U  tah  court. 

“It  all  means  that  Utah  says  a 
digital  signature  is  as  good  as 


By  James  Niccolai 

Sun  Microsystems,  Inc.  last 
week  outlined  its  plan  for  a  64-bit 
version  of  Solaris  with  transac¬ 
tion-processing  moni¬ 
toring,  enhanced  clus¬ 
tering  and  compatibil¬ 
ity  with  Intel  Corp.’s 
upcoming  Merced 
chip. 

Sun  also  unveiled  a 
new  version  of  its  high- 
end  network  manage¬ 
ment  software,  Solstice 
Enterprise  Manager 
2.1,  and  said  it  is  ship¬ 
ping  JavaOS  1.1  for 
Network  Computers 
(NC)  and  JavaOS  for 
Appliances. 

Over  the  next  three  years, 
Sun  will  extend  the  reach  of  the 
Solaris  operating  system  from 
the  high-end  server  market  to 
the  mainframe  and  data  center 
markets,  the  company  said. 

Called  Solaris  for  the  Enter¬ 
prise  and  slated  for  completion 
in  1998,  the  new  operating  sys¬ 
tem  will  be  based  on  the  Solaris 
2.6  kernel.  Solaris  for  the  Enter¬ 
prise  will  run  on  the  Sun  SPARC 
platform,  as  well  as  on  Intel’s 
next-generation  64-bit  Merced 
chip,  due  for  release  in  1999, 
said  Brian  Croll,  director  of 
marketing  for  Sun’s  server 
division. 

“Expectations  of  a  server  are 
increasing  so  much  in  terms  of 
reliability  and  their  capacity  to 
carry  large  amounts  of  data.  This 
new  operating  system  is  critical 


paper  one,”  said  Alan  Asay, 
legal  vice  president  at  CertCo 
LLC.  CertCo’s  certificate  author¬ 
ity  (CA)  management  product 
passed  inspection  in 
Utah  and  is  being  used 
by  the  state  and  Zion 
Bank. 

Public-key  digital 
signature  technology, 
which  lets  users  “sign” 
documents  electroni¬ 
cally,  is  gaining  ground 
as  state  governments 
and  Congress  begin  to 
insist  that  a  digital  sig¬ 
nature  should  be  considered  as 
valid  as  a  paper-based  one. 

Zion  Bank  had  to  meet  Utah’s 
CA  rules  for  financial  soundness 
and  secure  operation. 


to  making  network  computing 
reach  the  goal  we  want  —  to  be 
an  information  utility  as  reliable 
as  the  dial  tone  on  your  tele¬ 
phone,”  Croll  said. 

To  that  end,  Sun 
has  expanded  its  part¬ 
nerships  with  software 
vendors  Oracle  Corp., 
Sybase,  Inc.,  Informix 
Software,  Inc.,  Net¬ 
scape  Communica¬ 
tions  Corp.,  Tivoli  Sys¬ 
tems,  Inc.  and  Syntax, 
Inc.,  all  of  which  have 
agreed  to  develop 
clustering  and  other 
middleware  applica¬ 
tions  for  the  Solaris 
enviromment. 

In  the  event  of  a  failure  by  the 
server  software  or  hardware,  new 
Sun  Cluster  features  will  let 
applications  running  on  Solaris 
servers  to  move  from  one  system 
to  another  without  failing,  Croll 
said.  Sun’s  cluster  support  will 
increase  from  its  current  two 
nodes  to  16  or  more  in  1999,  he 
said.  In  addition,  Sun  will  work 
with  NCR  Corp.  to  develop  a 
high-level  transaction  brokering 
software  for  Solaris. 

A  winter  Solstice? 

Sun  also  announced  a  new 
version  of  its  network  manage¬ 
ment  software,  Solstice  Enter¬ 
prise  Manager  2.1,  which  the 
company  said  will  be  released  in 
December. 

Targeted  at  telecom  and 
Internet  service  providers,  Ver- 


In  varying  degrees,  other 
states  also  are  on  the  way  toward 
adopting  digital  signatures,  said 
Asay,  pointing  to  Washington, 
California,  Minnesota 
and  Illinois,  in  partic¬ 
ular.  Germany  and 
Malaysia,  he  added, 
also  are  taking  their 
own  ap-proach  to 
legalizing  digital  sig¬ 
natures. 

However,  there  is 
no  comprehensive 
U.S.  national  law  rec¬ 
ognizing  digital  signa¬ 
tures  as  legally  valid.  This  is  true 
even  though  over  two  years  ago 
the  National  Institute  of  Stan¬ 
dards  and  Technology  adopted  a 
public-key  technology  called  the 


sion  2.1  includes  new  object- 
level  security  administration  fea¬ 
tures,  an  enhanced,  persistent 
storage  subsystem  and  online 
backup  services. 

Also  released  last  week  was 
JavaOS  1.1,  the  most  recent 
implementation  of  the  Java 
operating  system.  Version  1.1 
has  an  architecture  that  aims  to 
provide  a  low-cost  computing 
platform  with  simplified  client- 
side  administration.  JavaOS  1.1 
for  NCs  is  available  on  the  Sun 
SPARC  and  Intel  x86  platforms, 
with  support  for  StrongARM  and 
PowerPC  to  be  released  in  the 
first  calendar  quarter  of  next 
year,  officials  said. 

JavaOS  for  Appliances,  for¬ 
merly  known  as  Chorus/Jazz,  is  a 
real-time  operating  system  for 
devices  connected  to  the  Inter¬ 
net,  such  as  Webphones. 

The  small-footprint  operat¬ 
ing  system  is  a  cornerstone  of 
Sun’s  strategy  to  capitalize  on 
the  expanding  market  for 
embedded  systems  software, 
which  also  includes  Internet 
televisions  and  other  Web- 
enabled  appliances. 

JavaOS  for  Appliances 
shipped  last  week  and  supports 
PowerPC  603/604,  StrongARM 
7500  and  Pentium-compatible 
platforms.  SPARC  and  MIPS  ver¬ 
sions  are  under  development, 
Sun  officials  said. 

Niccolai  is  a  correspondent  with 
IDG  News  Service’s  San  Francisco 
bureau. 


Digital  Signature  Algorithm  as 
the  nation’s  official  Digital  Sig¬ 
nature  Standard. 

Some  representatives  in  Con¬ 
gress  are  signing  on  to  digital  sig¬ 
natures.  Rep.  Anna  Eshoo 
(D-Calif.)  and  Rep.  Billy  Tauzin 
(R-La.)  last  week  introduced  leg¬ 
islation  in  the  House  that  would 
instruct  federal  agencies  to  con¬ 
vert  paper-based  documents  to 
electronic  form  within  two  years. 
People  then  could  send  govern¬ 
ment-required  paperwork  elec¬ 
tronically,  signed  with  a  digital 
certificate. 

Interoperable  John  Hancocks 

There  is  a  widely  imple¬ 
mented  digital  certificate  stan¬ 
dard  called  X.509  Version  3  that 
can  be  used  to  sign  and  encrypt 
electronic  documents.  As  yet, 
there  is  no  standard  that  lets 
client/server-based  CA  prod¬ 
ucts  run  validation  checks  or 
cross-certify  each  other’s  X.509 
certificates. 

That  is  changing.  This  week 
the  Internet  Engineering  Steer¬ 
ing  Group  (IESG),  the  leader¬ 
ship  of  the  Intenet  Engineering 
Task  Force  (IETF),  will  vote  to 
make  a  specification  called 
“Public-Key  Infrastructure 
X.509,  No.  3  (PKIX-3)”  a  pro- 


By  Marc  Ferranti 

New  York 

Software  and  hardware  com¬ 
panies  involved  in  the  network 
computer  (NC)  market  last  week 
promised  to  hammer  out  com¬ 


mon  standards  so  NCs  will 
work  with  servers  from  multiple 
vendors. 

Because  vendors  use  different 
software  to  connect  NCs  to  serv¬ 
ers,  NCs  tend  to  operate  with  a 
limited  set  of  servers,  according 
to  officials  from  companies  that 
are  attending  the  meeting.  The 
meetingis  setforjan.  14  to  15,  in 
Cupertino,  Calif. 

The  companies  intend  to 
develop  a  technical  specification 


posed  standard. 

PKIX-3,  which  looks  like  an 
easy  win  in  the  IESG  ballot,  will 
foster  cross-certification  of 
X.509  certificates,  said  Jeff  Schil¬ 
ler,  director  of  network  services 
at  the  Massachusetts  Institute  of 
Technology  and  the  IETF  Area 
Security  director. 

“For  one  thing,  PKIX-3  will 
be  important  because  it  will 
make  sure  browsers  work  prop¬ 
erly  together  with  certificate 
authorities  out  there,  like  Veri- 
Sign,”  Schiller  said. 

More  than  a  dozen  vendors, 
including  Entrust  Technologies, 
Inc.,  Hewlett-Packard  Co.  and 
Entegrity,  Inc.,  that  either  make 
CA  software  or  provide  CA  ser¬ 
vices,  this  week  will  rally  around 
PKIX-3. 

Entrust,  claiming  to  be  the 
chief  architect  of  PKIX-3  at  the 
IETF,  said  the  proposed  stan¬ 
dard  will  promote  electronic 
commerce.  This  is  because  cor¬ 
porations  using  different  CAs  for 
the  first  time  will  be  able  to  cross- 
certify  each  other’s  certificates. 

“Customers  are  now  going  to 
get  maximum  utility  out  of  their 
certificates  in  their  trading-part¬ 
ner  relationships,”  said  John 
Ryan,  Entrust  president  and 
chief  executive  officer.  ■ 


and  submit  it  to  The  Open 
Group,  the  nonprofit  group  that 
oversees  the  Network  Computer 
Profile ,  which  is  a  set  of  common 
standards  for  NCs.  The  spec 
will  encompass  the  Common 
Object  Request  Broker 
Architecture,  said  Ann 
O’Leary,  a  spokeswom¬ 
an  for  Oracle  Corp. 

Companies  that  will 
attend  the  meeting  in¬ 
clude  Corel  Corp.,  IBM, 
Neoware  Systems,  Inc., 
Netscape  Communica¬ 
tions  Corp.,  Network 
Computer,  Inc.,  Novell, 
Inc.,  Novera  Software, 
Inc.,  Oracle,  Santa  Cruz 
Operation,  Inc.,  Sun 
Microsystems,  Inc.,  Tiv¬ 
oli  Systems,  Inc.  and  Tri- 
Teal  Corp. 

The  group  invites  industry 
vendors  that  develop  NCs,  serv¬ 
ers,  systems  management  servers 
and  Java  applications  to  partici¬ 
pate.  Additional  conference  and 
technical  specification  details 
are  available  by  e-mailing  poz@ 
us.ibm.com. 

Ferranti  is  a  correspondent  with 
IDG  News  Service’s  New  York 
bureau. 


Sun  Solaris  shoots  for  the  moon 


Sun’s  Brian  Croll  says 
Solaris for  the  Enter¬ 
prise  will  run  on  Intel’s 
next- generation,  64- 
bit  Merced  chip. 


Entrusts  Ryan 


NC  vendors  fight  for  compatibility 


Working  together  for  NC  standards 


Companies  that  will  meet  in  January  to  develop 
a  network  computer  technical  specification: 


•  Corel 

•  Novell 

•  IBM 

•  Novera 

•  Lotus 

•  Oracle 

•  Neoware  Systems 

•  SCO 

•  Netscape 

•  Sun 

•  Network 

•  Tivoli 

Computer,  Inc. 

•  TriTeal 
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Public  or  private,  the  network  is  a  roadbed  waiting  for  a  hot  rod.  Paradyne  digital  network  access  products  are  said  hot  rods.  DSU/CSU$,  including 


several  torqued  up  for  frame  relay-our  FrameSaver'  series.  Unswerving  access  concentrators.  And  our  new  HotWire™ DSL  systems  that  will 


burn  rubber  from  start  to  finish.  A  Paradyne  product  does  what  it  is  supposed  to  do.  And  that  should  make  you  as  happy  as  a  mechanic  with 


www.paradyne.com.  orl  800  Paradyne 
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News 


HP,  CA  acquire  added  capabilities 
for  network,  systems  management 


By  Jim  Duffy 

Two  leading  enterprise  man¬ 
agement  companies  last  week 
moved  to  improve  their  posi¬ 
tions  through  acquisitions. 

Hewlett-Packard  Co.  bought 
the  Windows  NT  management 
operations  of  NuView,  Inc.,  and 
HP  rival  Computer  Associates 
International,  Inc.  snapped  up 
Avalan  Technology,  Inc.,  a  pri¬ 
vately  held  maker  of  remote  con¬ 
trol  software  for  mobile  users. 
Terms  of  neither  deal  were  dis¬ 
closed. 

New  business  unit 

HP  is  looking  to  ride  NT’s 
wave  of  popularity  to  bolster  the 
company’s  position  of  strength 
in  network  and  systems  manage¬ 
ment.  NuView  develops  Man- 
ageX,  systems  management 
software  for  Windows  NT  servers 
and  BackOffice  applications.  HP 
has  created  a  new  business  unit 


within  its  OpenView  organiza¬ 
tion  to  focus  on  customer 
requirements  for  managing  NT 
systems  and  networks. 

The  new  unit  will  be  based  in 
Roseville,  Calif.  ManageX  opera¬ 
tions  will  be  the  basis  of  the  newly 
formed  group,  and  about  20 
NuView  employees  will  transfer 
to  Roseville,  HP  said. 

ManageX  is  used  by  large 
companies  to  track  performance 
and  availability  of  NT-based  sys¬ 
tems  and  applications.  Manage- 
X  includes  event-log  filtering 
mechanisms,  autodiscovery,  con¬ 
figuration  of  domains  and  enter¬ 
prise  reliability  features  such  as 
guaranteed  message  delivery. 

ManageX  will  be  integrated 
with  HP  OpenView  IT/Opera- 
tions  APIs  and  serve  as  a  midlevel 
manager,  HP  said.  This  integra¬ 
tion  will  provide  customers  with 
central  problem-management 
capabilities  for  their  mixed  Win¬ 


dows  NT,  NetWare  and  Unix  sys¬ 
tem  environments,  HP  claimed. 

Analysts  were  anxious  to  see 
evidence  of  the  integration.  “My 
questions  are  things  like,  what  do 
they  mean  when  they  talk  about 
integrating  this  into  their  whole 
solutions  suite?  Promising  a  road 
map  two  months  down  the  road 
makes  me  wonder,  ‘Haven’t  they 
thought  about  this  yet?’  ”  said 
John  McConnell,  president  of 
McConnell  Consulting,  Inc.  in 
Boulder,  Colo. 

CA/Avalan 

For  its  part,  CA  is  looking  to 
integrate  Avalan’s  Remotely  Pos¬ 
sible/32  line  of  remote  control 
software  for  Windows  NT,  95  and 
3.X  with  CA’s  ARCserve  backup 
and  InocuLAN  virus  protection 
software.  CA  also  is  looking  to 
offer  remote  control  options  for 
Unicenter  TNG  and  Paradigm 
Service  Desk.  ■ 


AS/400 

Continued  from  page  1 

Prepped  to  run  only  on  IBM’s 
64-bit  PowerPC  boxes,  the  soft¬ 
ware  will  allow  the  AS/400  to 
host  server-based  applications  or 
serve  applets  up  to  clients. 

The  company  does  have  a 
JVM  —  the  software  that  enables 
Java  applications  to  run  —  for  32- 
bit,  Reduced  Instruction  Set 
Computing-based  AS/400s. 
However,  that  product,  the  Java 
Developer  Kit  for  AS/400  Ver¬ 
sion  3  Release  6,  was  meant  only 
as  a  technology  preview  and 
never  shipped  commercially. 


The  newly  built  AS/400,  Ver¬ 
sion  4  Release  2,  software  is 
tuned  for  speed,  something  Java 
applications  desperately  need. 

The  AS/400  JVM  might  have 
never  come  to  be  were  it  not  for  a 
group  of  renegade  program¬ 
mers,  self-professed  “lab  rats” 
who  heard  about  Java  in  late 


1995  and  thought  it  was  “cool.” 
They  began  work  on  a  clean 
room  version  of  Sun  Microsys¬ 
tems,  Inc.’s  JVM,  in  part  to  have 
their  own,  but  also  to  tweak  the 
software  specifically  for  the 
AS/400. 

The  programmers  built  a  sys¬ 
tem  to  exploit  the  64-bit  Pow¬ 
erPC  and  added  a  few  more  bells 
and  whistles  to  boost  the  speed. 
For  instance,  they  tied  theJVM  to 
the  AS/400’s  thread  manage¬ 
ment,  allowing  Java  applications 
to  run  faster  by  multitasking. 

They  also  built  a  system  that 
could  directly  execute  code  or 
use  the  more  standard  just-in- 


time  compiler  method,  which 
interprets  the  code  each  time  it 
runs.  Also  to  boost  AS/400  per¬ 
formance,  the  lab  rats  tweaked 
JVM  features  such  as  garbage  col¬ 
lection,  which  removes  un¬ 
needed  code  from  memory,  and 
its  memory  addressing. 

IBM  thinks  it  is  getting  Java 


right  the  second  time  around. 
“We  haven’t  had  a  high-perfor¬ 
mance,  scalable  server  imple¬ 
mentation  of  Java  for  the 
AS/400,”  said  Bill  Berg,  senior 
programmer  at  IBM’s  AS/400 
division.  “This  is  what  enables  us 
to  write  anything  we  want  in  Java 
on  the  AS/400  box.” 

At  least  one  analyst  agreed. 
“IBM  has  a  computer  born  to 
serve  Java,”  said  David  Andrews, 
president  of  the  D.H.  Andrews 
Group,  a  consultancy  based  in 
Cheshire,  Conn. 

Java  programmers  also  will  be 
able  to  exploit  specific  AS/400 
features.  Using  AS/400  Toolbox 
forjava  software  (or  native  meth¬ 
ods,  which  is  a  standard  Java  fea¬ 
ture),  developers  can  access  all 
existing  AS/400  services  and 
applications.  With  Toolbox, 
users  also  can  access  remote 
databases  or  cluster  AS/400s 
together.  Once  clustered,  AS/ 
400s  have  failover  capacity  or  can 
run  multiple  electronic  business 
applications  simultaneously. 

This  new  release  also  corrects 
a  shortcoming  of  the  original 
AS/400  —  lack  of  a  graphical 
user  interface  (GUI).  Withjava’s 
Remote  Abstract  Windowing 
Toolkit,  a  native  Java  GUI  is 
transparently  ported  to  client 
desktops.  ■ 

Get  more  Information  online 
at  www.nwfuslon.com 
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benefits: 


WHArS  NEW  WITH  JAVA-IZED  A$/400s 

100%  pure,  native  JVM  offers  tli 
©  GUI-enabled 
©  Parallel  processing 
9  Increased  performance 
•  Streamlined  garbage  colled 
9  Exploitable  64-bit  Reduced  Instruction  Set  Computing  architecture 
9  Java  applications  can  be  written  for  AS/400 


WBT 


Continued  from  page  1 


Usually,  it  accesses  applica¬ 
tions  on  a  server  running  a  multi¬ 
user  version  of  Windows  NT, 
called  WinFrame,  from  Citrix 
Systems,  Inc.,  of  Fort  Lauder¬ 
dale,  Fla.  These  terminals  com¬ 
municate  with  WinFrame  via 
Citrix’s  ICA  protocol. 

WBTs  have  the  same  hard¬ 
ware  features  as  the  Windows  ter¬ 
minals,  but  they  will  run  an 
embedded  version  of  Microsoft 
Corp.’s  Windows  CE  2.0  operat¬ 
ing  system,  which  originally  was 
built  to  run  on  handheld  com¬ 
puters. 

WBTs  communicate  with 
Microsoft’s  upcoming  version  of 
WinFrame,  code-named  Hydra, 
using  a  new  Microsoft-built  pro¬ 
tocol  called  T.  Share. 

Microsoft  confirmed 
that  T.Share  is  not  yet 
ready.  But  at  least  two 
vendors,  Boundless 
Technologies,  Inc.  and 
Network  Computing, 

Inc.,  said  they  will  have 
prototype  WBTs  running 
Windows  CE  2.0,  and 
using  ICA  to  access 
Hydra  servers. 

Here’s  what  to  check 
out  in  a  Windows  thin 
client. 

“Graphics  perfor¬ 
mance  has  been  the  real 
killer,”  said  George  Mor¬ 
ris,  technology  planner 
at  Bell  Mobility,  a  wireless 
services  provider  in 
Toronto. 

The  two  culprits  that 
Morris  found  in  some 
earlier  brands  are  weak  micro¬ 
processors  and,  often,  DOS- 
based  client  software  that  cannot 
exploit  the  Windows  graphics 
drivers. 


col  to  make  it  more  efficient  in 
handling  graphics  and  a  re¬ 
worked  graphics  driver.  The  400 
will  have  the  AMD  5X86  proces¬ 
sor  running  at  1 33  MHz. 

Be  clear  what  your  usersneed 
in  terms  of  resolution,  colors 
and  screen  flicker.  For  some 
applications,  higher  resolution 
and  a  bigger  monitor  may  be 
more  important  than  the  num¬ 
ber  of  colors. 

The  Windows  CE-based  pro¬ 
totypes  may  show  disappointing 
resolution  compared  with  cur¬ 
rent  terminal  products. 

That  is  because  Windows  CE 
supports  only  640-by-480  resolu¬ 
tion,  according  to  Mike  Stebel, 
Boundless  vice  president  of 
global  marketing.  “We  fully 
expect  higher  resolution  in  CE 
in  the  future,”  he  said. 


INQUIRING  MINDS  WANT  TO  KNOW 


If  you’re  at  Comdex  kicking  the  tires  of  the 
new  Windows  terminals,  here’s  what  you 
should  ask  vendors: 


What  resolution,  monitor  size  and  color 
support  does  the  terminal  have? 


#  Does  the  terminal  use  DHCP? 


Can  you  upgrade  the  system  software  via 
reloading  a  read-only  memory  card?  Can 
you  do  this  remotely? 


Does  the  terminal  have  an  up-to-date 
microprocessor  with  enough  power  to 
quickly  execute  graphics? 


What  graphics  driver  is  the  vendor 
using  and  why? 

How  fast  is  the  keyboard  response  over 
the  network?  How  long  does  it  take  large 
bitmaps  to  display? 


What  to  look  for 

Users  should  look  for  up-to- 
date  CPUs  and  optimized  graph¬ 
ics  subsystems  to  get  the  most 
from  a  WBT. 

Network  Computing  Devices, 
Inc.  (NCD)  selected  the  NEC  VR 
4310  Reduced  Instruction  Set 
Computing  chip  to  give  its  WBT 
prototype,  code-named  Thum¬ 
per,  the  client-side  horsepower  it 
needed  and  more.  “We  want  to 
have  CPU  cycles  left  over  to  also 
access  legacy  and  Unix  systems,” 
said  Jim  Fulton,  NCD’s  director 
of  strategic  planning. 

Software  tuning  has  been  a 
focus  in  the  Boundless  devices, 
including  its  prototype  View¬ 
point  Model  400  WBT. 

The  Model  400  uses  the  PCI 
bus  for  higher  performance, 
some  changes  to  the  ICA  proto- 


If  you  cannot  manage  the 
Windows  thin  client,  you  will 
never  realize  the  expected  cost 
savings.  One  key  management 
feature  to  look  for  is  Dynamic 
Host  Configuration  Protocol, 
which  lets  a  client  device  get  IP 
address  information  automati¬ 
cally  from  a  server. 

Otherwise,  IP  addresses  of 
servers  have  to  be  entered 
manually,  which  is  a  chore  for 
hundreds  or  thousands  of 
terminals. 

Some  terminals  will  let  ad¬ 
ministrators  remotely  change 
system  software  held  in  read-only 
memory,  a  feature  that  simplifies 
updating  or  replacing  client-side 
system  software. 

Pricing  for  a  Windows  thin  cli¬ 
ent,  without  a  monitor,  will  start 
around  $750.  With  a  monitor, 
expect  the  price  to  rise  to  about 
$1,200.  ■ 
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Build  strong  branches  with  SYNCHRONY.  " 


Don't  leave  branch  offices  out  on  a  limb.  If  you're  not  using  frame 
relay  to  connect  your  remote  offices,  you're  probably  spending  far 
too  much  money  on  your  network  and  may  not  be  connecting  your 
employees  and  customers  as  efficiently  as  possible.  SYNCHRONY 
branch  solutions  offer  a  rich  suite  of  features  for  both  established  and 
new  branch  networks. 


Add  voice  to  your  frame  relay  network! 

The  SYNCHRONY  AD-10/FR  adds  voice  to  your  existing  frame  relay 
network  while  allowing  you  to  use  your  existing  router. 

Add  sophisticated  routing  capability  without  a  router! 

The  SYNCHRONY  IAN-150  Multiservice  Access  System  provides 
integrated  LAN  connectivity,  IP/IPX  routing,  SNA  support,  and  legacy 
serial  protocol  support. 

Build  or  expand  your  network  backbone! 

The  SYNCHRONY  ST-1000  provides  backbone  capabilities  including 
flexible  bandwidth  allocation  and  gateways  to  multiple  frame  relay 
networks. 

Call  888-777-0929  to  learn  mom  about  our  cost  effective 
networking  technology. 


SYNCHRONY  ST-1000 


SYNCHRONY  IAN-150  SYNCHRONY  AD-10 


ascom  Timeplex 

Global  Networks  for  the  Next  Millennium 


Full-featured  voice/data  back¬ 
bone.  1 5  to  60  universal  slots. 
Frame  switching,  CBR,  voice 
and  routing  support. 


Powerful  FRAD  for  branch 
office  business-critical  networks. 
Up  to  7  port  LAN/WAN. 


Integrated  voice  and  data 
access.  CBR  and  VBR  data. 
Sync  and  async  data. 
Compressed  analog  voice. 


(888)  777-0929 

www.timeplex.com 

SYNCHRONY,  Express  Switching  and  ascom  Timeplex  are  trademarks  of  Ascom  Timeplex  Trading  AG 
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News 


Sun  awaits  word  on 
Java  standards  bid 


By  Chris  Nerney 

The  fate  of  Sun  Microsystems, 
Inc.’s  bid  to  become  the  interna¬ 
tional  steward  of  Java  standards 
will  be  known  today. 

Officials  of  the  International 
Organization  for  Standardiza¬ 
tion  (ISO)  said  they  will 
announce  the  voting  results  on 
Sun’s  application  to  become  a 
publicly  available  specifications 
(PAS)  submitter. 


Sun  needs  four  more  “for”  votes 


Here's  how  member  nations  of  an 
ISO  committee  voted  on  Sun’s  PAS 
request  as  of  press  time  Friday. 
This  list  is  not  official.  Countries 
in  red  voted  against  the  initial 
proposal  last  summer. 


For: 

®  Austria 

•  Hungary 

•  Australia 

•  Romania 

•  Canada 

•  Slovenia 

®  France 

•  Sweden 

•  Germany 

•  United 

Kingdom 

Against: 

•  United  States 


The  voting  will  be  done  by  the 
ISO’s  Joint  Technical  Commit¬ 
tee  (JTC-1),  a  group  represent¬ 
ing  27countries. 

Sun  officials  last  week  said 
they  were  “cautiously  optimis¬ 
tic”  about  the  voting  results.  An 
unofficial  preliminary  tally 
seems  to  support  their  optimism, 
since  six  of  the  15  countries  that 
last  summer  rejected  Sun’s  ini¬ 
tial  application  have  switched 
their  votes  to  support  the  revised 
bid  (see graphic). 

As  of  Friday,  10  countries 
reportedly  had  voted  in  favor  of 
Sun’s  PAS  request,  with  one 


country  —  the  United  States  — 
voting  against.  Fourteen  votes 
are  needed  for  approval. 

PAS  status  would  allow  Sun  to 
act  as  the  gatekeeper  for  pro¬ 
posed  changes  to  Java  standards, 
forwarding  those  it  deemed 
appropriate  to  the  ISO  for 
approval. 

Microsoft  Corp.  has  led  a  lob¬ 
bying  campaign  against  Sun’s 
plan.  The  company  orchestrated 
the  rejection  of  Sun’s  applica¬ 
tion  by  the  U.S.  advisory  board  to 
the  ISO  at  a  meeting  on  the  com¬ 
pany’s  Redmond,  Wash.,  cam¬ 
pus  late  last  month. 

Microsoft  argued  that  Sun  is 
trying  to  have  it  both  ways  by  con¬ 
trolling  the  Java  standards  pro¬ 
cess  while  retaining  trademark 
and  licensing  rights  to  the  pro¬ 
gramming  language. 

“If  Sun  is  approved  as  a  PAS 
submitter,  [it]  could  prevent 
products  from  being  certified  as 
conformant  with  ISO  standards 
for  competitive  reasons,”  said 
Cornelius  Willis,  Microsoft’s 
director  of  platform  marketing. 

But  Sun  officials  counter  that 
PAS-submitter  status  only  gives 
Sun  the  right  to  propose  stan¬ 
dards,  not  to  approve  them. 

Other  high-tech  companies 
that  oppose  Sun’s  application 
and  are  part  of  the  U.S.  delega¬ 
tion  to  the  JTC-1  include  Hew¬ 
lett-Packard  Co.  and  Apple 
Computer,  Inc. 

Sun  filed  a  request  for  PAS 
submitter  status  in  March.  It  was 
voted  down  in  July,  with  eight 
nations  casting  ballots  in  favor 
and  15  against.  ■ 


Go  online  to  get  final 
results  of  the  ISO  vote 
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What  Cabletron  would  get 


Digital’s  network  division  products: 

•  3.2G  bit/sec  GIGASwitch  and  10. 4G  bit/sec 
ATM  backbone  switches 

•  ATMswitch  900  workgroup  switches 

•  DECswitch  900  Ethernet  switches 

•  MultiSwitch  Ethernet/Fast  Ethernet  switches 

•  EtherWORKS  Ethernet/Fast  Ethernet  switches 

•  DEChub  90  stackable  workgroup  hub  chassis 

•  VNswitch  900  Layer  2  and  Layer  3  gigabit 
switching  of  Fast  Ethernet,  FDDI  and  ATM 

•  ClearVISN  policy-based  network  management 

•  FDDI  and  ATM  interface  cards 


Cabletron 

Continued  from  page  1 

could  pit  against  Cisco  and  Bay’s 
high-end  switches.  The  purchase 
also  would  broaden  Cabletron’s 
low-end  product  line  with  the 
addition  of  access  routers  and 
network  interface  cards. 

For  Digital,  shedding  its  net¬ 
work  division,  in  conjunction 
with  the  pending  sale  of  its  Alpha 
chip  division  to  Intel  Corp., 
would  let  the  company  concen¬ 
trate  on  its  computer  and  net¬ 
work  integration  businesses, 
analysts  said.  Digital  also  would 
receive  a  healthy  infusion  of 
cash.  Neither  Cabletron  or  Digi¬ 
tal  would  comment  on  the 
rumors.  But  Cabletron’s  new 
CEO,  Don  Reed,  has  said  he  is 
looking  to  build  the  company’s 
revenues  from  about  $1.5  billion 
to  the  $5  billion  range  of  compet¬ 
itors  Cisco  and  3Com.  He  did  not 


rule  out  acquisitions  to  achieve 
that  goal. 

Along  with  the  GIGAswitch 
hardware  would  come  an  im¬ 
pressive  list  of  Digital  GIGA¬ 
switch  customers:  Sprint  Corp., 
Netscape  Communications 
Corp.,  InfiNet  Co.,  an  ISP  and 
electronic  publishing  venture 
owned  by  Landmark  Communi¬ 
cations,  Inc.,  Knight-Ridder,  Inc. 
and  Gannett  Publishing  Co.,  and 
US  CYBERSITES. 

Sprint  uses  the  GIGA- 
switch/FDDI  switch  in  its  New 
York  Internet  access  point. 
Sprint  also  uses  GIGA- 
switch/FDDI  boxes  to  support 
SprintLink,  the  Sprint  Internet 
backbone,  and  for  its  corporate 
network. 

Acquiring  Sprint  as  a  cus¬ 
tomer  would  fit  with  Reed’s  goal 
of  selling  Cabletron  products  to 
carriers  as  a  way  to  boost  its  reve¬ 
nue. The  GIGAswitch  would  aug¬ 
ment  Cabletron’s  MMAC-Plus, 
the  durable  Swiss  Army  knife 


switching  chassis 
with  packet  and 
cell  backplanes. 

The  MMAC-Plus 
can  be  fitted  with 
cards  supporting 
Ethernet,  Fast 
Ethernet,  Gigabit 
Ethernet,  token 
ring,  FDDI  and 
ATM.  But  the  ven¬ 
erable  MMAC- 
Plus  box  could 
use  a  youthful 
partner,  accord¬ 
ing  to  Steve  Bell, 
president  of  Bell 
Consulting  Inc.,  a  consultancy  in 
Cupertino,  Calif.  “The  GIGA¬ 
switch  is  a  more  modern  archi¬ 
tecture  with  better  throughput 
and  without  the  baggage  of  the 
MMAC,”  Bell  said. 

For  Digital,  unloading  its  net¬ 
work  division  would  lighten  the 
load  it  has  been  staggering 
under  for  years,  analysts  said.  It 
then  could  focus 
on  being  a  systems 
integrator,  selling 
its  own  products 
but  also  pushing 
gear  it  buys  from 
others.  And  that 
can  be  profitable, 
said  Virginia 
Brooks,  an  analyst 
with  Aberdeen 
Group,  Inc.,  in 
Boston. 

Rumors  have 
been  swirling  for 
years  that  Digital 
has  been  trying  to 
unload  the  divi¬ 
sion.  Digital  never 
seemed  to  recover 
from  the  days 
when  it  was  an  overwhelming 
presence  in  the  market.  “In  the 
heyday  of  DEC  they  told  people 
what  the  technology  should  be, 
and  they  haven’t  adjusted  well  to 
the  new  reality,  ’  ’  Bell  said. 


One  area  Digital  did  well  in, 
though,  was  selling  in  the  Asia- 
Pacific  region  where  Cabletron 
is  weak,  Johnson  said. 

If  it  goes  through,  the  pur¬ 
chase  would  have  little  effect  on 
Cabletron  customers,  said  John 
Scoggin,  supervisor  of  network 
operations  for  Delmarva  Power 
&  Light  Co.,  in  Newark,  Del. 

“I  don’t  see  anything  bad 
about  how  it  will  affect  Cabletron 
products,”  Scoggins  said.  “It 
makes  me  nervous  from  the 
sense  of  the  way  they  spend 
money,  though.  That’s  an  awful 
lot  of  money  to  spend  to  get  one 
product,  [the GIGAswitch].” 

The  University  of  Southern  ' 
California,  a  large  Cabletron  cus¬ 
tomer,  actually  tried  the  GIGA-  I 
switch  about  two  years  ago  when 
shopping  around  to  speed  up  its 
13,500-node  network.  Ulti¬ 
mately,  however,  it  went  with  1 
Cabletron’s  FDDI  SmartSwitch 
for  the  MMAC-Plus,  said  James  i 
Wiedel,  director  of  networking 
for  the  Los  Angeles  campus. 

If  Cabletron  does  acquire  the 
GIGAswitch,  Wiedel  said  he  ■ 
would  definitely  consider 
upgrading  to  it.  “As  long  as  they 
can  make  it  run  SecureFast 
[Cabletron’s  virtual  networking 
management  platform]  and  get 
the  price  point.”  ■ 


Be  a 


net  k 


Fortheanswt 

this  week’s  question  and  more, 
net  trivia,  visit  Network  World  Fusion  and 
enter  2349  in  the  DocFinder  box. 


This  week  s  question: 

What  carrier  uses  basketball  star  Michael  Jordan 
as  a  spokesman? 


mm.nwfusion.com 


“ The  objective  here 
ham ’t  been  to  grow 
this  company 
from  a  revenue 
standpoint  by 
acquisition. 

I  don  ’t  know 
whether  that’s 
going  to  change 
or  not.  The  objective 
is  to  rival  Cisco.  ” 


Don  Reed,  president  and  CEO, 
Cabletron,  in  a  Sept.  25  Network 
World  interview. 
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FINALLY,  AN  ISP  KNOWN  FOR  THE 

bandwidth 

of  its  solutions 


So  To :  1  http :/ /ww .icon .com/ 


Design 


— 


Managerr 


% 

1: 
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In  the  future,  ISP's  won't  be  judged  merely  by  the  size  of  their  network 
but  by  the  breadth  of  their  solutions.  Icon  sets  that  standard  today  with  the 
first  value  added  business  solutions  network. 

Icon's  nationwide  ATM  communications  platform  is  an  acknowledged 
leader  in  high  speed,  reliable  Internet  access.  But  more  important,  we've 
developed  intelligent  network  technologies  which  further  enhance  distribution, 
performance  and  recovery  of  Internet-based  applications. 

We've  also  constructed  an  extensive  Professional  Services  group  to 
design  and  build  browser-based  gateways  to  corporate  content  and  data. 
Your  Icon  support  team  integrates  award  winning  designers  and  developers 
with  resident  consulting  and  custom  engineering.  It's  a  unique  full  service 
project  management  methodology. 

With  Icon,  access  is  just  the  beginning.  We  designed  our  business  for 
your  business,  and  create  solutions  for  you  that  are  optimized  for  Internet 
distribution  on  our  network.  It's  an  approach  that  facilitates  the  user's 
access  to  your  content,  and  the  distribution  of  your  content  to  the  end  user. 
Visit  us  at  www.icon.com,  or  call  1-800-ASK-IC0N. 
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C  M  T  C  O  R  P 

NTERNET  SOLUTIONS  PROVIDER 


©  1997  Icon  CMT  Corp.  All  rights  reserved. 
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Fraud  and  the  year  2000 
compared  to  a  load  of  bull 


CANBERRA,  Nov.  22  (Reuters) 
—  Australia's  sex  industry  is 
attempting  to  stop  the  export  of 
tons  of  bulls ’  penises  to  Asia 
because  it  claims  they  do  not 
really  work  as  an  aphrodisiac. 

“The  libido-enhancing  claims 
are  fraudulent  in  the  extreme,  ” 
said  Robbie  Swan,  a  spokesman  for  the  Eros 
Foundation.  “They  are  about  as  much  use 
as  a  bull’s  tongue,  ”  Swan  told  Reuters. 

The  foundation,  which  aims  to  raise  the 
image  of  Australia 's  sex  industry, 
has  asked  the  trade  ministry  to 
ban  the  export. 

Mr.  Swan’s  attempt 
to  protect  his  industry 
is  laudable,  we  know 
that  industry  is  so 
unfairly  maligned, 
and  his  desire  to  pro¬ 
tect  the  financial 
interests  of  thou- 1 
sands  of  Asians 
from  fraudulent  claims  can  only 
be  characterized  as  noble  ...  or  can  it? 

After  all,  Mr.  Swan  got  some  great 
publicity  out  of  the  press  release,  and 
you  don’t  have  to  be  a  genius  to  guess 
that  he  had  a  different  agenda.  In 
short,  Mr.  Swan  was  being  duplici¬ 
tous.  And  duplicity  is  synonymous 
with  fraud. 

Typically,  we  characterize  fraud  as 
something  done  by  amoral  or  immoral 
people  to  take  advantage  of  the  weak. 
But  in  popular  culture  we’ve  relaxed 
the  boundaries  of  fraud  —  much  of 
what  is  really  fraud  is  interpreted  in 
our  culture  as  hype. 

For  example,  I  believe  the  year  2000 
problem  is  mainly  hype.  So  there’s  lots 
of  cruddy  coding  in  many  corporate 
applications  that  will  get  the  date 
wrong  when  the  year  2000  rolls 
around.  Big  deal.  I’m  more  concerned 
about  the  light  years  of  code  that  con¬ 
tain  costly,  dangerous  and  hard-to-find 
bugs,  rather  than  oversights  that  can 
be  found  and  corrected.  Sure,  it’s 
going  to  be  expensive.  But  guys,  just 
knuckle  down  and  fix  it. 

The  trouble  is  many  people  have 
been  defrauded  into  thinking  the  year 
2000  problem  is  about  to  be  the  cause 
of  the  demise  of  civilization  as  we 
know  it.  Puh-lease.  But  despite  the  fact 
that  year  2000  problems  can  be  fixed, 


we  have  acres  of  dead  trees  smeared 
with  ink  whipping  CEOs  and  CFOs 
into  paroxysmal  anxiety  attacks  dis¬ 
patching  scores  of  engineers  to  hear 
from  the  “experts”  how  to  cure  the 
totally  bloody  obvious. 

Even  the  politicians  have  joined  in 
the  three-ring  circus.  Sen.  Alfonse 
D’Amato  (R-N.Y.)  last  week  displayed 
transparent  politicking  by  calling  for 
an  assessment  of  the  scale  of  the  year 
2000  problem  for  the  government. 
Great,  let’s  spend  money  trying  to 
assess  how  big  the  year  2000 
problem  is  when  the  IRS 
can’t  even  account  for  all 
the  money  it  handles. 
Wouldn’t  it  be  better  to 
just  get  down  to  fixing 
the  problem? 

Here  at  the  Gibbs 
Institute,  we’ve  come 
up  with  a  way  of  fixing 
all  year  2000  problems 
without  having  to  mess 
around  with  any  of  your  existing 
code.  The  idea  is  simplicity  itself. 

Just  set  your  system  clocks  back  20 
years.  That’s  all  there  is  .  .  .  well, 
other  than  arranging  that  all  output 
to  printers  is  parsed  by  a  utility  that 
fixes  the  dates  by  adding  20  years.  For 
screen  output  you’ll  need  a  utility 
that  interferes  with  screen  I/O  at  a 
system  level.  When  a  data  field 
whizzes  by,  zap!,  the  utility  translates 
it  forward  20  years. 

Finally,  for  input,  create  a  utility  that 
translates  dates  by  subtracting  20  years 
from  the  values  in  all  date  fields  gener¬ 
ated  by  the  keyboard  or  data  files. 

See,  it  is  so  simple,  and  you  don’t 
need  to  dirty  your  hands  in  all  that 
COBOL  that,  if  you  mess  with  it,  prob¬ 
ably  will  never  work  again  anyway. 

And  for  the  more  aggressive  organi¬ 
zations,  don’t  bother  messing  around 
with  any  software  at  all  — just  stamp 
all  output  with  the  note,  “Please  add 
20  years  to  all  dates.” 

Although  these  ideas  are  simple,  you 
really  need  to  get  hold  of  our  advanced, 
fraud-free  book,  The  Zen  of  Y2K.  Send 
your  checks  for  $5,000  to  nwcolumn  @ 
gibbs.com  or  call  in  your  credit  card  num¬ 
ber  to  (800)  622-1108,  Ext.  7504.  If  you 
want  the  full  news  article  quoted  above, 
drop  a  note  to  bull.nwcolumn@gibbs.com. 


NfflSilSZ 

The  latest  on  the  Internet/Intranet  industry 


By  Chris  N  e  r  n  e  y 


HYING  TOO  CLOSE  TO  THE  SUN  Let’s  get  one  thing  out  of  the  way  right  off  the  top: 
The  people  who  put  together  the  Inside  Sun  Software  Day  in  Menlo  Park, 
Calif.,  last  week  are  very  nice  and  very  efficient.  We  will  repeat:  They  are  very 
nice  and  very  efficient.  Seriously.  We  liked  every  one  of  them,  despite  an  all¬ 
day  headache  that  pushed  our  surliness  meter  to  1 1 . 

But  it’s  hard  to  feel  you’re  really  getting  an  “inside”  look  at  anything  when 
your  every  move  is  monitored  or  orchestrated  by  a  phalanx  of  smiling  security 
people/public  relations  specialists.  It  was  only  after  a  high-speed  chase  and  the 
execution  of  some  evasive  maneuvers  we  picked  up  from  the  last  few  Tom 
Cruise  movies  that  were  we  able  to  go  to  the  bathroom  unescorted. 

Fortunately,  once  inside  a  stall  —  and  after  we  covered  the  lens  of  the 
surveillance  camera  —  we  were  able  to  fax  those  secret  Sim  product  plans  to 
Microsoft  We  assume  the  check  is  in  the  mail,  Mr.  Gates. 

The  purpose  of  the  event  sponsored  by  Sun’s  SunSoft  division,  was  to  allow 
trade  journalists  to  meet  the  product  managers  and  strategists  whose  mission 

it  is  to  make  Sun  CEO  Scott  McNealy  richer 
than  the  Powermad  Prince  of  Redmond. 

McNealy  dropped  by  for  awhile  to  say 
that  he  has  a  nice  house  and  would  like  a 
nicer  one,  a  sentiment  that  always  goes  over 
J>  well  with  the  pixel-drenched  wretches  of  the 
|  high-tech  trade  press. 

He  also  assured  listeners  we  could  trust 
him  and  Sun  to  be  responsible  caretakers 
of  Java  technology  standards.  Some  of  the 
more  starstruck  in  the  audience  appeared 
to  believe  him. 

Clad  in  faded  jeans,  McNealy  rolled  out 
the  usual  Microsoft-bashing  lines  that  pass 
for  cutting  wit  in  Paranoia  Valley.  (Note  to 
Scott:  We  would  like  a  nicer  house  too,  so  for  the  right  price  we  will  supply  you 
with  genuinely  funny  lines.) 

The  Sun  King  also  expanded  on  the  day’s  theme  —  that  the  ultimate  goal 
of  Internet  and  network  technology  should  be  the  establishment  of  a  “Webtone” 
that  would  always  be  ready  and  available  to  users,  much  like  the  phone  system’s 
dial  tone. 

‘We  want  to  get  to  the  point  where  if  your  house  is  on  fire,  you  are  indifferent 
as  to  whether  you  boot  up  your  computer  to  contact  the  fire  department  or 
pick  up  the  phone  to  call  911,”  McNealy  said. 

Two  thoughts:  1)  Indifference  would  not  be  part  of  the  mix  if  our  not-as- 
nice-as-Scott’s  house  were  ablaze,  and  2)  Let’s  not  overlook  fleeing  in  terror 
as  a  first  option. 

On  hand  to  lend  a  musical  interpretation  of  the  Webtone  concept  was  the 
Webtones,  an  a  cappella  group  of  young  Sun  employees  whose  relendessly 
cheery  renditions  of  show  tunes  and  other  chestnuts  spiked  our  surliness 
meter  to  14. 

Despite  the  presence  of  two  Department  of  Justice  MIS  executives  who  were 
among  the  handpicked  Sun  customers  flown  out  to  last  week’s  event,  McNealy 
laid  into  the  federal  government  for  failing  to  prosecute  its  monopoly  case 
against  Microsoft  with  the  proper  vigor. 

“To  expect  the  U.S.  government  to  do  something  about  U.S.  monopolies 
is  ridiculous,”  he  said.  “The  U.S.  government  loves  U.S.  monopolies.” 

We  suspect  this  sentiment  may  come  as  a  shock  to  Attorney  Schoolmarm 
Janet  Reno. 

WETHINKS  HE  DOTH  PROTEST  TOO  MUCH  During  one  panel  discussion  at  the  event, 

there  was  talk  of  how  it  is  increasingly  important  for  IT  professionals  to  respond 
better  to  the  needs  of  their  corporate  users. 

All  well  and  good,  but  we’d  say  Justice  Department  Director  of  Telecomm¬ 
unications  Arun  Guijale  was  stretching  tilings  a  bit  when  he  said,  “The  system 
administrator  is  now  a  social  animal,  not  a  geek  like  in  the  mainframe  days.” 

Even  if  our  house  were  burning  to  the  ground,  we  still  would  take  the  time  to  hear  your 
best  Internet-  and  intranet-related  news,  as  long  as  you  stay  out  of  the  way  of  those  nice 
young  firefighters  and  let  them  do  their  jobs.  Contact  Chris  Nemey  at  (508)  820-7451 
or  cneme\  @nww.  com. 
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SEAGATE 


Seagate  Software 


where  are  the  critical 

problems?? 

where  are  the 


critical 

problems? 


will  the  real  problems 

please  Stand  Ollt? 


Seagate  NerveCenter™,  the  sophisticated  event  management  application  from  Seagate  Software,  enables  automatic 


filtering  and  correlation  of  network  events,  highlighting  ones  that  are  critical. 


three  minor  blips  may 


not  be  important  by  themselves,  but  What  if  they  occur  all  at  once???? 


Behavior  Models  train  NerveCenter  to  think  like  your  best  network  and  system  administrators,  enabling  it  to  recognize 


relationships  between  events  -  and  correct  or  alert  you  to  them, 


do  i  have  to  be  a  rocket  scientist 


With  NerveCenter's  graphical  behavior  models,  you  can  visualize  the  rela¬ 


tionship  between  events,  making  it  easier  to  get  started.  Less  time  wasted  on  small  stuff.  More  time  for  what’s 


important.  That’s  what  Seagate  Software's  new  era  of  information  availably,  access,  and  analysis  is  all  about. 


dbstmitr  So**** 


NerveCenter 
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Advanced  Data  Solutions  For  Corporate 


Challenges 


Are  you  making 
the  right  moves  when 
your  company  needs 
global  connectivity? 


Count  on  Sprint's  global  data  services  to  connect  your 
company  worldwide.  We  can  link  all  your  LANs,  SNA  traffic  and 
Internet  sites  for  maximum  network  performance  and  minimal 
delay.  Our  network  management  sites  monitor  your  global 
traffic  across  all  24  time  zones  and  are  accessible  to  you 
through  a  single  point  of  contact.  And  with  Global  One  M 
and  our  other  strategic  global  alliances,  your  network  knows 
no  bounds.  As  the  world’s  largest  provider  of  global  data 
services,  we  ll  help  you  make  the  right  moves  for  your 
company,  www.sprint.com/sprintbiz  1*800 *588 ‘DATA 


“Global  One’s  broad  services  portfolio  puts  the  company- 
in  a  position  to  become  the  global  company  ." 

-I DC,  a  leading  provider  of  information 
technology  research,  analysis  and  consulting 


We  help  your  business  do  more  business M 
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